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May 1913 have EVERY 
wwser salesmen listed as 
2acemaker. 


1913 SUCCESS MOTTO 


n’t grumble, don’t bluster, 
lon’t dream and don’t shirk, 


n’t think of your worries, but 
hink of your work; 


2 worries will vanish, the work 
vill be done; 


nan sees his shadow who faces 


oe 


f . 
IM 

7 HAPPY NEW YEAR 

} 


RE you listed? If you are be a Repeater. If not, Resolve to get there in 
1913. This is a big business of big opportunities for industrious salesmen. 
Amoung you are men who have brilliant sales records. We appreciate 

this, we realize also that all cannot be leaders. The persistent boys who with 
enthusiasm and determination, fail to reach the front though they manfully 
strive, do not escape our admiration and esteem. We hope in the New Year 
however, that every Bowser Salesman may be listed a Pacemaker. 
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NOTICE 


We are not yet able to make an official announcement of the 
following Contests as all figures are not compiled. 


BRONZE TABLET RACE 
Branch Office Contest for Loving Cup 
List of Fifteen High Men 


Our statisticians are rushing the work as fast as possible and will 
Sive us the finals in a few days. | 
We will publish them in the Boomer as soon as received. 
Watch for Special Edition. 


Ail 


AAA 


MR. BOWSER IN THE ROLE OF SANTA CLAUS. 
(President Remembers Every One of His Twelve Hundred Employes.) 


At five o’clock in the afternoon of the 24th, all of the employees of 8. F. Bowser & Company were requested to gather 
in the large assembly room to receive a gift from the Company. This has been Mr. Bowser’s Christmas custom ever since 
the firm was started, twenty-seven years ago, and although the concern has grown to immense proportions, Mr. Bowser 
still enjoys greeting each one of his employees personally. 

After a very neat speech in which he expressed sincere appreciation to every person connected with the firm for the 
intelligent and faithful services rendered, he presented them with a bank note, to which was attached a card upon which 
was printed the season’s greeting. 


In Mr. Bowser’s remarks he made some yery interesting statements of the year’s business. It has been a most pros- 
perous year for the firm, haying done over a Three Million Dollar business during the past twelve months. There is now 
over a Quarter of a Million Dollars’ worth of business in the factory, which alone would keep the big plant busy for several 
weeks in the New Year, 

The Company has received several large orders during the past few months, one of these orders alone will require 
forty-six railroad cars to deliver it. 

: ieee} has the Company gone into a new-year with brighter prospects or a bigger business on its books than it does in 
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G. H. SCHNABEL, 
Member Pacemakers Club, Chicago Dist. 


Mr. George Schnabel secured the order that 
made him a Pacemaker December 30, and en- 
tered the club with 510 points to his credit. 

Mr. Schnabel has only been with us since 
May 24th, 1910, but he rapidly earned our es- 
teem and respect that we look upon him as one 
of our old friends. 

He is at present traveling in Wisconsin, 
where he has done an excellent business and 
the finish he made for the club is nothing short 
of phenomenal. 

We are indeed pleased Mr. Schnabel to greet 
-you as a pacemaker and we hope you will be 
successful in living up to your slogan, ‘‘Once 
a Pacemaker, always a Pacemaker.’’ 


ORT OREO) 


ADVERTISEMENT. 


With a Good Sauce You Would Hardly 
Notice It. 


A new grocery opened its doors for business 
Saturday. The building has been overhauled 
and Bowser Pump installed and presents a very 
appetizing appearance.—(S. D.) Starr. 
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Every good salesman is an optimist. 
good buyer is a pessimist. 


Every 


E. L. MILLIRON 


G4E6612 Member Pacemakers Club, 


Fort Wayne District. 


Mr. E. L. Milliron has secured the honor of 
being elected to the club and came in with 
over 600 points to his credit. He made a won- 
derful finish sending in over $10,000 in busi- 
ness during the last week. 


Mr. Milliron’s name is not new to our list 
of prize-winners as he has often distinguished 
himself in our sales contests, although he did 
not enter our service until May 15, 1909, he 
succeeded in securing his name on the loving 
cup contested for that year. 


In the next year, 1910, he finished the con- 
test then running, in the ‘‘A A’’ class; im 1911, 
he finished in the ‘‘A’’ class; and this year he 
is a pacemaker. This is indeed an enviable 
sales record and we take this occasion to es- 
pecially congratulate Mr. Milliron on his good 
standings. 


We trust that your fame, Mr. Milliron, may 
never grow less and that you will be success- 
ful in perpetuating your hame among our 
‘“winners.”’ 
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You can’t grow turnips unless you plant the 
seed. 


The Bowser Boomer 


PUBLISHED WEEKLY BY 
S. F. BOWSER & CO., Inc.. FORT WAYNE, IND. 


Edited by C. H. DAVIES 


DEVOTED TO THE INTERESTS OF THE COMPANY AND 
ITS EMPLOYEES 


JANUARY 6, 1913 


Did you do your’s early? So did we. It is 


wise; it is thrifty; it is kind. 
© © ® 


Several days before this. issue of the Boomer 
reaches you, the achievement of 1912 will be a 
matter of history. 

What makes the year’s history? If we were 
to compare the history of one year with an- 
other, we would discover many similarities as 
well as many variations. In this year of 1912 
we are advised by the Government statisticians 
that the facts now at hand indicate that we 
have produced the largest crops in the na- 
tion’s history. Hence we have this year made 
the greatest increase in the wealth of the 
country. We come to these closing days of the 
year enjoying an era of unbounded prosperity. 
What could be more indicative of this, than 
the fact that we have passed through a Pres- 
idential election, without the slightest dis- 
turbances to business? Today we are con- 
fronted with the greatest car-shortage in the 
history of American transportation. On every 
side we observe enforced activity. Truly the 
wheels of prosperity are going forward at a 
rapid pace and give promise of increased mo- 
mentum as we proceed into the new year. 
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We have been selling quality pumps and 
tanks for nearly thirty years on a quality basis, 
and after all these years of experience: we may 
be pardoned if we feel competent to say very 
positively that ‘‘Quality is best Policy.’’ 


ORR OMO) 


The man that cannot feel a live interest in 
the work he is doing has no particular room 
to kick if his employer fails to take a luke warm 
interest in his welfare and progress. 


THE BOWSER BOOMER 


LITURGY ARFTER SIX WEEKS OF 
SHOPPING. 


Forgive us our Christmases as we forgive 
those who have Christmassed against us.—M. T. 


© © © 
To much good nature is bad for all con- 
eerned. Good natured people are worked to 
a standstill by the designing. 
It takes molasses and vinegar to run a busi- 
ness—molasses to encourage, vinegar to correct. 


OOS) 

Now that it is all over and we have forcibly 
expressed ourselves in favor of the Pacemakers’ 
Platform it behooves us to pause, to stop and 
consider just what the consequences will be. 

President Crandall has never been econ- 
sidered an out and out radical and there never 
has been a trace of jingoism in his speeches 
We believe his reform measures merely indicate 
the trend of Public opinion. 

The particular business interests of the coun- 
try which will be first effected by the on- 
ward march of the new Pacemaker Party have 
seen the handwriting on the wall for some time 
and no doubt at the present time are com- 
pletely prepared to cordially meet them in the 
new year. 

Therefore if Mr. Pacemaker ignores the tariff 
as he should and directs his attention to the 
ten billion dollar crop which has just been 
harvested and to the trail of gold which it 
is leaving in its wake he will remove the last 
vestige of doubt regarding the business out- 
look and Pacemaker Progress the coming year 
a Banner year in our commercial history. 

© © © 

All of us should demand and insist upon 
having the highest grade of service. Good 
service means a high grade of men, and high 
grade men mean high salaries. 


IN KANSAS. 

One night a couple of traveling salesmen ar- 
rived in a small Kansas town and found the 
hotel crowded. Not a room was to be had. 

‘‘T hate to disaccommodate you, gents,’’ said 
the hotel proprietor, ‘‘but even the pool table’s 
occupied. But, see that old church across the 
street? I bought it to build a new hotel on the 
site. If you don’t mind, you ean go over there 
and sleep in the pews. They’re upholstered, 
and they ain’t bad sleepin’ at all.’’ 

The tired pair decided to try it. 

About 1 o’clock in the morning the hotel pro- 
prietor was awakened by the loud clanging of 
the chureh bell. He got up, roused the porter 
and told him to find out the trouble. In a few 
minutes the porter came back. ‘‘ Well,?’’ asked 
the owner, excitedly. ‘‘ Party in pew twenty-six 
wants a gin ricky,’’ was the answer. 


S. F. TAYLOR 
Member Pacemakers Club 
New York District. 


New York is indeed fortunate in adding Mr. 
S. F. Taylor to their Pacemakers’ delegation, 
who joined the club December 17, with his or- 
der 220, which gave him 501 points to his 
eredit. ; 

Mr. Taylor came with the firm May 6th, 1907. 
In these five years he has served in various ca- 
pacities; General Sales Manager, Special Fac- 
tory Man, Government Representative and 
General Salesman. 


Mr. Taylor is one of the world’s greatest au- 
thorities on the Bowser Line and how to get 
Government and Factory business. He looks 
the part and has the character to back up his 
lithographs. 

He is a ready order writer and interesting 
speaker, and we look forward with much pleas- 
ure to having him with us at the convention. 

Mr. Taylor, we congratulate you on your suc- 
cess, and wish you continued prosperity and 
progress. 
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We never realize how little we are under- 
stood by our friends until we contemplate the 
presents they give us at Christmas. 


GEO. CORNELL 
Member Pacemakers Club, 
Minneapolis District. 


On December 11, Mr. Cornell sent us his or- 
der No. 713, which made him a Pacemaker 
with 503 points to his credit. 

Mr. Cornell is an old timer with us, having 
entered our employ in 1906. During his seven 
years of service he has won many honors in 
sales contests. Last year he finished in the 
‘‘A”’ class. 


Mr. Cornell has always been a steady, con- 
sistent producer and we are particularly pleased 
to have him join the club. 

Mr. Cornell we appreciate the efforts you 
have put forth and hope you will fully enjoy 
the fruits of your labors. May you long con- 
tinue with an increasing success each year. 
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SUCH IS LIFE. 
““Oh, wad some power the giftie gi’e us 
To see oursel’s as ithers see us!’ 
But when some friend essays the task 
To grant the gift, we humbly ask, 
We pour upon his luckless pate 
No thanks, but—everlasting hate. 


EK. L. RUSSEL. 


THE BOWSER BOOMER 


W. D. DARDEN, 
Member Pacemakers Club, Atlanta Dist. 


On December 16 Mr. W. D. Darden secured 
his order 343 that made him a Pacemaker. Mr: 
Darden has been connected with the sales force 
of the Atlanta district since February 22nd, 
1911. Last year he distinguished himself by 
finishing in the ‘‘AA”’ class receiving a cash 
prize. We are delighted to have him with us 
again this year as a prize winner and he de- 
serves special recognition for the ‘‘confirma- 
tion. 


Mr. Darden, we know you will feel at home 
while here and wish to assure you your visit 
is indeed a pleasure to us. 

We trust that your consecutive record as 
a prize winner will never be broken and that 
we may often have the opportunity to record 
you among those present at our conventions. 


© © © 
The man that clogs the wheels of progress 
hurts himself a whole lot more than he inter- 
feres with progress. It is too much like trying 
to stop railroading by standing on the track. 


A. L. BYRD, 
Member Pacemakers Club, Atlanta Dist. 


Mr. A. L. Byrd succeeded in securing mem- 
bership in the club December 16 with 502 points 
to his eredit. 

Mr. Byrd came with us August 20th, 1909, 
and has been very successful. He is a sales- 
man of marked ability and is an enthusiastic 
worker. 

It is reported that he has a hypnotic whistle 
which charms a prospect into putting his auto- 
graph on the dotted line. While we know Mr. 
Byrd can whistle most charmingly we have no 
knowledge of its hypnotic power. We will 
have to investigate this at the convention. 

Mr. Byrd, we congratulate you upon becom- 
ing a pacemaker and are. pleased at your 
achievement. We wish you continued success 
and may you return many times a Pacemaker. 
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The old saying about a stitch in time saving 
nine may be true yet, but an equally important 
thing is the fact that we make a whole lot more 
than nine stitches now in less time and with less 
work than it used to take to make one. 


PINK SHEET 
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SPORTING EDITION 


POINTS A POIN 


A FEW OF OUR CHAMPION BOWLERS 


Special Musical Notes 


The ‘‘Boiler Shop Quartette’’ will give a renditon January 8th. Watch for 
the first and second base make a triple play with: lst—‘‘The Galvanized Bucket.’’ 


2nd—‘‘The Riveted Bucket.’’ 
ets will be on exhibition after the song. 


SPECIAL NOTICE. 


For the benefit of the sports who want to play 
pool with Kelley, the committee has reserved 
tables at the Brunswick Parlors, No. 107 E. 
Main street, second floor, for the entire even- 
ing of January 7th, for the exclusive use of 
the Bowser men. Home employees are invited 
to participate provided they allow the sales- 
men to win enough games to keep them in good 
humor. Remember—Visitors, and_ especially 
Pacemakers, must be humored—they are pe- 
culiar animals and rare. 


3rd—‘‘The 3-16 Gauge Bucket.”’ 


All three Buck- 


KEEP IT DARK. 


On Wednesday evening there will be a four- 
round go pulled off over the barn, the serap- 
pers being the Heavy-Weight Champion of Cuy- 
ahoga County, Ohio, T. Cadwalleder Potts, and 
the Memphis Spider, J. Thehosaphat Smith. 


Get your tickets early from the sporting 
editor, quietly slipping him two bucks and if 
you don’t like the show, don’t ask for your 
money back, take it out on the pugs. You can 
kill ’em for all we care. 


ee) 


The Convention Committee on Sports 
are E. J.Little and C. H. Davies. Please 
vibrate all sporting sensations to them 
or their deputies, Harry Bowser, Tom 
DeVilbus and Tom Craigs. 


aN 
DOPE 


A Sporting Edition—That’s what we’ve been 
waiting for all these months. We the com- 
mittee on sports, believe that every edition of 
the Boomer should carry with it a pink sheet 
devoted to baseball, horse racing, pool bil- 
liards, bowling and all the other things which 
naturally interest high-class salesmen and 
which seem entirely ignored by the salesman- 
agers in their daily letters and telegrams. We, 
the committee, realize that the salesmen are 
not interested in tanks, pumps, foot valves, etc., 
but that they are vitally interested in what 
salary Frank Chance will get for leading the 
New York Americans, and also how many 
players Johnny Evers will get from Garry Her- 
man for letting Joe Tinker manage the Reds. 
That’s the kind of news salesmen are in- 
terested in. We know it, so why not give it to 
them in the Boomer and instead of their sit- 
ting around barber shops reading the Police 
Gazette all the morning (preferably a daily 
you understand) and they can get all the news 
in which they are vitally interested while their 
breakfasts are being brought up to the rooms. 
We leave it to Clarence Carpenter if we aren’t 
right. 


PACEMAKERS, ATTENTION! 


Be prepared to hear some phenominal stories 
about hunting. Some of our highest officials 
have been to the woods this year. We haven’t 
had to stand for the stories because we are 
wise to them and have sidestepped, but we are 
informed that they will be turned loose on the 
unsuspecting Pacemaker. When you hear one 
of them just pull out your watch, and say, 
hurriedly» that you were requested to call at 
the Boomer Office to sit for a picture. We will 
lie for you, if necessary, under the circum- 
stances. 


Some people become so obsessed of a game 
they have learned but recently that they will 
become fightingly resentful if any one should 
attempt to uphold the credit of another game 
not at all in argumentative comparison which 
has held its devotees for generations and 
makes a fair bid to hold them eternally. We 
mention this in connection with a smokers’ con- 
test we will have between C. C. Barnett, J. D. 
Gumpper and W. G. Zahrt. 
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the convention comes. 


EXCITING! EXCITING! 


The checker championship will be pulled off 
in the meter room Thursday forenoon. Get 
your entries in early. We now have entries 
from Wallie Armstrong, Clint Carpenter, Klotz 
and Merickel. 


We understand the rules provide that no 
talking is allowed from the time the bell rings 


to start until the championship is decided. 

That settles Wallie and Clint. Any more 

entries? ; 
BOWLING 


This is to notify the Sporting Fraternity that 
on Tuesday evening, January 7th, six bowling 
alleys at the Metropolitan Alleys, E. Wayne 
street, will be reserved the entire evening for 
the exclusive use of the Bowser men, including 
the employees of the Home Office and Shop. 


The committee respectfully suggests to the 
Home employees that they hold back a little, 
that is, give the salesmen a chance to win about 
twenty per cent of the games, as they can’t 
bowl very well. That’s the way we always’ do 
when we play pool and billiards with Rod. 
Handsome Jack and the other half-baked pool 
players. 


P.S.—The committee will have no time this 
year to play pool, we’re too busy, so go as far 
as you like on challenges. 


BIGGER AND BETTER THAN EVER 


Those who were happily disappointed at the 
convention last year may have an opportunity 
to be thrillingly satiated on Jan. 7th. Larger 
track, more sensational turns, more natural 
hazzards and just as many things to hit. Prom- 
ising indeed. Go to’t. 
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When the treasurer tells one of his inimical 
stories during the convention, don’t say you 
laugh every time you hear that once. And 
don’t compliment him on his memory. In past 
years he has become very irritable on that 
point, and it is a part of diplomatic salesman- 
ship to look pleased. 

_N.B—tThis is important as he gets awfully 
tight on remittances after the boys leave un- 
less they all laugh heartily at his stories and 
its trying to get remittances through. 


BAROMETER OF TRADE. 


‘‘Oh, yes,’’? remarked the grocer at Blount- 
ville, ‘‘business in this here neck o’ the woods 
is a blamed sight better ’n it was.”’ 

‘‘Notice it every day, can’t you,)’ replied the 
Bowser salesman. 

“‘Can every night; there hain’t a quarter as 
many shavings and whittlings left on the floor 
at closin’n-up time as there was durin’ the 
panic year on nineteen seven.’’ 

® © © 
Men who wear green hats are not necessarily 


regular green-goods men—though most of them 
look it. 


HIS HILARITY. 
I puff my pipe in manner gay, 
And like the snipelet toot my lay, 


I wildly trip and sing care free, 
The while I skip the tra-la-lee. 


Oh, I am full of joy intense, 
E’en as the bull that clears the fence; 


Because I’m a Pacemaker today— 
And get the “‘fifty’’ hip-hip hooray! 


© © © 3 

While at the Convention don’t fail to ask 
8. B. B. and Tom DeVilbiss how they liked the 
election. You might ask A. Z. also how he 
voted. 

P.S.—Be sure they are in a good humor be- 
fore you ask them. 

© © © 

‘‘So you are really a cowboy from Texas?’’ 
exclaimed the romantic young lady. ‘‘ Why, 
you are not a bit picturesque.’’ 

‘‘T’m sorry,’’ replied Morris, ‘‘but you see I 
have been too busy making the club to study 
hat,’ ’ 

© © © 

One of the dangers of the age is the coddling 
of our young men. 

The besetting sin of this generation is ex- 
travagance. 
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ANGLER.—Hush! Keep dack’ Keep dack/ 
rise just then. I shall get another directly. 
He did.— Punch, 


Thad a beautiful 


The Fort Wayne General Office hereby issues 
a challenge, officially and in due form for a 
two-men team bowling match, five games, total 
pins open to any of the Pacemakers who are 
foolish enough to try to beat the home team. 

So as not to scare off all the bowlers we 
hereby announce that this committee will be 
too busy during the convention to do any bowl- 
ing, so come over, Eggleston, this gives you 
a chance. 


In order to give the Atlanta crowd one 
chance to make a point at sports: we have ar- 
ranged a tennis match on the roof of the 
Boomer Building, between H. W. Brown and 
Tommy Craig, the latter representing the Gen- 
eral Office. That’s about the only chance we 
see for them, and for all we know that may 
not be a cinch as we haven’t see Brown per- 
form for two years. 


Now that we have located Mr, Bechtel will 
you kindly page W. R. Hance so that we can 
get this ‘‘World’s Pool Playing Champion- 
ship’’ matter settled. 


G. H. S. now butts in with, ‘‘once a Pace- 
maker always a Pacemaker’’ for a slogan. It 
‘‘listens good’’ to us. 
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SPECIAL 
NOTICE 


All bets are to 
be paid prompt- 
ly at 9 o'clock 
each morning at 
the well known 
building herein 
shown. 


HELP! HELP! HELP! 
VOLUNTEERS 
PLEASE. 


Who will volunteer to take care of the Big 
Bull Moose Rodinsky from the Lone Star State 
on the pool table? The Committee is busy so 
we must have a volunteer. Get together boys 
and if you can’t handle the old boy come to us, 
we have a very dark one under cover in the 
office. We would rather not spring this one 
unless it’s absolutely necessary. 

© ® © 


DONE ON PURPOSE. 
‘“Those* Pacemakers are habitual winners 


aren ’t they?’’ 
‘“Well, I would eall it systematic rather than 
habitual.’’ 


CR ORR) 


Bleecker, the deserter of the Fort Wayne Dis- 
trict who helped Mr. Hance win the Cup, has 
filed with the Committee a challenge to play 
any Pacemaker in the States, a game of three 
cushion billiards for a full book of 1912 Pace- 
makers’ Coupons. Now watch Atlanta come 
to the front. 

© © © 


FINAL INSTRUCTIONS. 


Wilding—‘‘Now if I should see a moose, 
what should I aim for?”’ 
Guide—‘‘ Aim for his eye first; then aim for 
home.’’ 
i © © © 


Remember please, no loud talking in the 
boiler shop. Our workmen must have their at- 
tention riveted to the tanks.—(EKditorial Note: 
There is dissension in the editorial staff, one- 
half of the total staff refuses to stand for this 
rotten old joke). 


THE RULING PASSION. 


‘‘Nine o’clock, is it?’’ said the grocer as he 
looked at his watch and prepared to close the 
store. ‘‘How short the days are getting.’’ 

‘Short !’’ exclaimed the oldest inhabitant as 
he elutched his cane tighter and began to 
move toward the door. ‘‘I’ve lived here at the 
corners all my life, and to my absolute knowl- 
edge these are the shortest days we’ve had fer 
fifty years.’’ 


Mr. Menibrakes had just been introduced to 
a Pacemaker. 


‘‘T am glad to meet you,-Mr. Klymer,’’ he 
said. ‘‘There is always a natural desire to 
meet a man when he becomes notorious. I 
mean, of course, in the public eye—as you are, 
that in spite of what his political enemies may 
say about him—and that’s true, you know— 
not that it’s true what your enemies say about 
you, but the general proposition—and I always 
believe in giving a criminal the benefit of the . 
doubt—I’m not speaking of politicians, al- 
though they certainly are entitled to the same 
—that is, as a class, or, rather, not as a class, 
for some politicians are among our best citi- 
zens—nothing personal intended, I assure you 
—hbecause if you give a dog a bad name—er— 
no reference to any particular one, you under- 
stand, and not wishing to institute any invid- 
ious—don’t you think, Mr. Klymer, it’s time 
for the Sox to be getting a few players that 
ean hit the ball?’’ 


© © © 
All good men do not go to chureh, but in 


selecting employes I would rather take chances 
on a church club than on a lid elub. 
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T. F. McWATERS, 
Member Pacemakers Club, Atlanta Dist. 


All the world admires a man that can ‘‘come 
back.’’ Mr. T. F. MeWaters of Atlanta, who 
finished in the ‘‘A’’ class last year and at- 
tended the convention as a prize winner, comes 
back this year as a prize winning Pacemaker. 

Mr. McWaters is well deserving of the honor 
he has secured and we look forward with 
much pleasure to his visit. 

We enthusiastically greet you, Mr. MeWa- 
ters as a Dixie Pacemaker and wish you con- 
tinued success. 


HOLIDAYS AND RESPONSIBILITIES. 


All the year around from New Years day 
when we all resolve to work harder to Christ- 
mas, the annual festival of care, life is one long 
revel of responsibility. Responsibility of be- 
coming a Pacemaker. Holidays are simply a 
time to get over having lived a year in, and 
to wonder if we can live another and become a 
Pacemaker. 

© ® ©® 

Occasionally, right among some of the new- 
fashioned machines and equipment, we come 
across a lot of the regular old-fashioned stub- 
bornness, which goes to show that we have al- 
tered our mechanics more than we have our 
human nature. 


H. E. DOBSON, 
Member Pacemakers Club, 
New York District. 


Mr. H. E. Dobson succeeded in making the 
club at the eleventh hour. <A nice little 170 
point order on the 20th gave him the required 
points and a goodly number besides. 

Mr. Dobson is not new at prize winning with 
us. He has been a successful contestant in 
many of our previous contests. In 1908 he took 
first prize in garage sales, although he did not 
enter our employ until April of that year. He 
had the honor of having his name engraved on 
the loving cup contested for in 1909. Last 
year he finished in the ‘‘A”’ class and received 
a cash prize. Following these achievements up 
by becoming a Pacemaker this year is certainly 
rounding out his record. 

Mr. Dobson, we admire your consisteney in 
prize winning, and hope you may continue to 
be listed among ‘‘those present’’ at our con- 


“ventions. 


© © ® 


Remorse: That feeling one has when he 
don’t make the club; and all the world knows it. 
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J. M. DAVIS 


Member Pacemakers Club 


San Francisco District. 


Mr. J. M. Davis secured membership in the 
Club with a sensational finish and has joined 
the Pacific Coast Delegation to the convention. 

Altho Mr. Davis has only been with us since 
April 5th, 1910, he has clearly shown his sales 
ability by securing an excellent business from 
the first day he started. 


Mr. Davis has made quite a record this year 
in getting C. W. O. His per cent. of sales in 
this regard runs quite high; another ability for 
which he is gaining fame is his sales of Cut 241. 
He has certainly sold his share of them this 
year. 


Boomer congratulations J. M., are not merely 
the formal conventional kind. Our wishes for 
your continued success are sincere. 


Our compliments! We trust you may long 
be with us. 


© © © 
IMPOSSIBLE. 


‘‘Porter, this berth has most certainly been 
slept in.’”’ 

‘No sah; I assure you, sah. 
pied. 


Merely oceu- 
It’s the one over the wheels, sah.’’ 


EF.” H. OLDS; 
Member Pacemakers Club, 


San Francisco District. 


Mr. F. H. Olds, who has just joined the 
Pacemaker delegation from San Francisco, is 
an old time prize winner of ours. We are 
mighty glad to have him join the elub this 
year and add another nich to his record of 
winnings. In 1909 Mr. Olds finished third in 
garage sales for the year, and was the first 
name in San Francisco District to be engraved 
on the loving cup that year. 


In 1910 he was doing special work and was 
not eligible in the sales contest that year. In 
1911, however, he again had territory and 
finished.in the ‘“‘AA’’ class, winning a cash 
prize. 


To secure membership in the club this year 
is a very fitting ‘‘come back’’ and we con- 
gratulate you, Mr. Olds, on your splendid run 
of success, and hope it may long continue. We 
are going to call on you for a recitation of 
some of your sales, so we all may learn your 
splendid system of sales engineering. 
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MR. F. Li. JONES 
Member Pacemakers Club 
Chicago District. 


Mr. F. L. Jones, of the Chicago District, has 
secured membership in the Pacemaker Club. 
He has put forth a very consistent effort and 
has earned the honor. Although he has only 
been with us about two years we soon learned 
to greet him as comrade and know him as a 
friend. We appreciate your work Mr. Jones, 
and are pleased to address you as a Pacemaker. 
Your achievement shows you have ample girth 
measure in the cerebellum as well as elsewhere. 
May you long be with us and enjoy an in- 
creasing success each year. Come right in Mr. 
Jones, the water is fine. 


©. © © 


Bowser goods are well advertised but don’t 
take it for granted that the prospect knows all 
we have told him in our ads, and what you said 
to him before. Emphasize the obvious. 


oF O. @ 


In youth we are hemmed in on one side by 
superstition, on the other by prejudice. The 
rest of one’s life is passed in combating the 
first and recovering from the effects of the 
second. 


GEO. HARLEY 
Member Pacemakers Club 
Toronto District. 


Mr. Geo. Harley, of Nova Scotia, has joined 
the Pacemakers’ delegation from Toronto, hav- 
ing secured membership with a good margin of 
points to spare. 

Altho Mr. Harley has been with us but a cou- 
ple of years he has become quite prominent due 
to his excellent sales record. He finished last 
year in the ‘‘A’’ class and during that year took 
one or two prizes in local sales-contests. He 
was also one of the winners in this year’s To- 
ronto Hat contest. 

Mr. Harley is a very consistent’ worker and 
follows his suecess with even greater effort. 
It is these tactics that enable him to ‘‘come 
back.” 

We especially congratulate you, Mr. Harley, 
on your success and the entire organization ex- 
tends to you their best wishes for your con- 
tinued success. 


INFORMED. 


Traveling Man—What sort of a hotel’s the 
Palace? American or European plan? 

Bus Driver—American plan b’ heek! I 
knowed the architect m’self—Pete Tuttle over 
on Main street yonder. 
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E. P. DOLAN 
Member Pacemakers Club 
Dallas District. 


Mr. E. P. Dolan, of the Dallas District, made 
a finish for the Club that was indeed sensa- 
tional. 


Altho Mr. Dolan has only been with us since 
July-29, 1909, we have learned to look upon him 
as one of our old reliables. He makes New 
Orleans, La., his headquarters where he has 
been located for about two years. That his 
efforts have been met with an increasing suc- 
cess is evidenced by his membership in the elub. 


New Orleans, under Mr. Dolan’s care is rap- 
idly regaining the prominence for business it 
had fifty years ago before the surrounding 
country was so thickly populated. 


Bowser business has greatly improved last 
year over any preceding year. We appreciate 
such progress and rejoice in salesmen like Mr. 
Dolan. 


We hope sir, that you will live many years 
among us and continue to exert your good 
salesmanship. You deserve to be congratulated 
on your achievements this year and we wish 
you continued success. 


Our hats are off to you! 


H. G. GRANGER COMING. 


December 31, 1912. 
The Export Department received a cablegram 
yesterday reading as follows: 
‘‘Sailed for New York December 28th; 
will arrive in Fort Wayne January 6th. 
Signed: H. G. GRANGER.”’ 


Mr. Granger just closed a very successful 
Auto Show in Paris, France, and no doubt is 
coming here with his clothes ined with orders. 

This is Mr. Granger’s first trip to the fac- 
tory, and we are all very anxious to confirm 
the friendship formed through correspondence. 


NOTE—Boys, this is a good opportunity to 
brush up on your French.—(Ed.) 


We wired for Mr. Codding- 
ton’s portrait but did not 
receive it in time for repro- 
duction in this issue. It 
will appear however in our 
next number. 


R. CODDINGTON, 
Member Pacemakers Club, 
San Francisco District. 


Mr. R. Coddington, of Denver, secured mem- 
bership in the club December 20th, with 509 
points to his credit. 

Mr. Coddington came with us April 5th, 1910, 
and always has been a good producer. In 1911 
he finished the year in the ‘‘A’’ class, having 
secured 100 per cent of his quota. Although 
he had some very bad territorial conditions this 
year he succeeded in becoming a Pacemaker, 
which is evidence of his ability and a persever- 
ing, enthusiastic disposition. 

Mr. Coddington, your work is a eredit to you 
and your district. We congratulate you upon 
your victory this year and hope we may have 
the pleasure of following it with a million more 
in years to come. 


© © ® 


WISDOM: ‘‘Because you have always done 
things a certain way is no reason you should 
continue to do them that way,’’ says H. F. J. 
Porter, prominent New York Industrial En- . 
gineer and Secretary of the American Associ- 
ation for Promoting Efficiency. ‘‘In fact, it may 
be a good reason for changing to a more modern 
method.’’ 
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E. J. MURPHY, 
Member Pacemakers Club, 
Toronto District. 


Mr. E. J. Murphy, of the Toronto District, 
secured membership in the club December 21, 
with 504 points to his credit. 

Mr. Murphy is considered one of our old 
standbys, having come with us in January, 
1907. In 1907-1908 Mr. Murphy won several 
monthly sales prizes and in 1909 his name was 
among those from Toronto to be engraved on 
the loving cup, contested for that year. In 
1910 and 1911 he secured better than 90 per 
cent of his quota, but in 1912 he has eclipsed 
them all by becoming a Pacemaker. 

We wish to particularly weleome you, Mr. 
Murphy, as this is your first visit to the factory. 
You have selected a very auspicious occasion 
for your call and we hope you will be with us 
at every convention hereafter. Here’s success 
to you. 


Sufferer—I have a terrible toothache, and 
want something to cure it. 

Friend—Now, you don’t need any medicine. 
I had a toothache yesterday, and went home, 
and my loving wife kissed and so consoled me 
that the pain soon passed away. Why don’t 
you try the same? 

Sufferer—I think I will. 
home now? 


Is your wife at 
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R. 0. SNYDER | 
Member Pacemakers Club 
Atlanta District. 


Mr. R. O. Snyder succeeded in securing mem- 
bership in the club with 503 points to his 
eredit. Mr. Snyder travels in North Carolina 
where he has done a phenomenal business. 
Securing 503 points in seven months and five 
days is indeed an accomplishment and Mr. Sny- 
der deserves special recognition for the remark- 
able business. 

The fact that he finished last year in the 
‘“‘A A’’ class in the contest then running 
clearly indicates his ability as a salesman. 

Mr. Snyder, we congratulate you on your 
youth and energy and eminent success. In this 
brief reflection upon your record we cannot 
do you justice. We can only wish you a con- 
tinuanece of your success. 


© ® © 
WE DON’T PERMIT SIDELINES BUT— 


If you are in need of a first-rate packer to 
erate your Pacemaker Prizes we can recom- 
mend J. Roy Matlok. During Christmas time 
he packed some granite-ware for John Handy, 
which was sent out to Colorado and John said, 
‘not a piece was found broken on arrival of 


goods.’’ 
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AN INTERESTING INCIDENT. 


The following incident was told to us yes- 
terday by one of our old salesmen and said the 
telling of the lttle story had been the means 
of closing quite a few orders. The story fol- 
lows: 


When I got off the train at this small west- 
ern town, which boasted of five stores, a hotel 
and school house, J had ample time to size up 
the situation before the stores were open for 
business, and after my breakfast, accompanied 
by my ever constant companion (my- sample 
ease), I started out with a view of getting the 
first merchant who unlocked the store door. 


While standing in front of the hotel I picked 
out the best looking store, feeling sure that 
they had a Bowser outfit, and as has always 
been my custom to eall on the users first, I 
began to wish for the sight of the owner. I 
had only to wait a short time until the door 
was opened, and in I went. 


When I reached the front door, the proprie- 
tor came towards me from the rear extending 
a hand with the familiar greeting, ‘‘Hello 
Bowser.’’ It was quite evident that he recog- 
nized the grip I carried, and was either a good 
prospect or a satisfied user. I had never vis- 
ited the town before, so I knew he recognized 
the grip and not me. 


His greeting was so cordial that i opened 
up on him with the statement: ‘‘ Well, how’s 
she workin’?’’ He immediately took the cue 
and his answer was so satisfactory that I asked 
if I might use his name as a recommendation 
in calling on the other merchants. At this re- 
quest, he smiled good naturedly and said: ‘‘Do 
you know that by installing a Bowser tank in 
my store that I lost ten or twelve of my best 
customers ?’’ 


This statement gave me sort of a cold chill, 
but I was game enough to ask the reason, and 
following is his explanation as near as I ean 
remember, and which I have used repeatedly 
with good success: 


‘“About a year before I bought my Bowser 
tank a friend of mine—a merchant in a neigh- 
boring town—and myself bought a ecarload of 
crockery. We bought this carload very cheap 


and we don’t say much about it now because 
we got the worst of the bargain. In this car 
were a number of jugs of different sizes and 
the jugs that did the work for me were those 
stamped 214 gallons. 


‘‘A great many jugs are used by my farmer 
customers for coal oil, and as I sold the jugs 
to hold 214 gallons I had been in the habit of 
putting these jugs under the faucet of my old 
tank, filling them and charging the farmer 
with 21% gallons. 


‘‘After I purchased my Bowser, the clerks, 
as. well as myself, found a great deal of 
pleasure in working the handle, and I guess 
the first 2144 gallon jug came to me. I put 
one gallon in it and then another gallon, 
and then set the little stop for a half-gallon. I 
worked the handle very slowly, because I 
wasn’t sure but what the jug would be short 
measure. 


‘““When I saw that the 214 gallons wouldn’t 
fill the jug, I began to look for a leak in the 
bottom of the jug. Then I emptied the jug 
and tried it over. This jug held almost 3 gal- 
lons. 


‘*T then eautioned the boys about these jugs, 
and when we filled them for the farmers we 
charged them with the exact amount as shown 
by the pump. A number of my customers no- 
ticed this extra charge, and thought I was 
cheating them. They did not tell me this at 
the time, but simply quit trading with me, 
and went to the other stores where they didn’t 
have Bowser tanks. 


“Tt didn’t take me long to learn why my 
customers were leaving, and I asked each one 
to come to the store so that I could show them 
and explain to them that with a Bowser pump 
1 was protecting them and at the same time 
protecting myself. After this explanation 
every one came back, and you can see from the 
size of my store that I am still doing business, 
so you can see that my Bowser pump not only 
lost me trade but increased my oil business. 
Just think what I was losing when I was giving 
those farmers three gallons and over when 
filling a 244 gallon jug, when I paid 16 cents 
for oil and sold it for 18 cents.”’ 
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Officers of Pacemakers’ Club 1912 


PRESIDENT W. V. CRANDALL VICE PRESIDENT T. H. RHODES 


San Francisco Toronto 


SECRETARY A. ANDERSON TREASURER G. A. STEELE 
Toronto St. Louis 
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mo » a : 5 = AEVen ve leyeeae GO we anepere etaraterstaretraysrarclotoreipisieceteisterciatcteiaisyeis ein? sivis'e visieiciels Member 
Epa ee aL D OIE OMe certs ctaiayate aleve aii doecoracetarsvea ese isieteretcts ore ale Fort Wayne CLR, ASL ae 
‘ ; 1 : oe Jeavons, sda  SdOdotidd cb bot bE Cops eminb COMO OUTER OOUTOMne Member 
AGO Ome COMING Mn: teeictssefaverers ofeiateralerete c]eveysieielersiojelvintonsieve Minneapolis Woricicels jee Member 
ee TBI. WU SIGS oT Riis AP Ble acne ants ta aS ROreA > clan eae Toronto NR eae latent yey HIS ION FS Td Oe i a a ze 
Sars ‘ pe ee INGO ya GDP dos ysonnocodedocdes opitoctscabGOUCer.c CHAD EGU OUCOC Member 
Ba re Ells CHINA CUI aah sn BiotetateieS alel vs sists elsteveisverevelerctarsteiers Fort Wayne ionentsons OW; Member 
BS cep Lopes VTA UIs? MiNi Mey oot pues was nuove le aves Brolaveyers eral ayesaupyeterots Fort Wayne eae ace DAR AN was obs ee iT ee RE ee : 
Bis a aU ED VoL Oslemmevareyer alan sts cs Aynso\arsists ataie alvvane lelereisteislarnlere susvers’ New York Ae Ae 
aS, by, Byes le orm adaane ae OCneGe baton ace ns omeeaoeeata Atlanta ‘Simpson, W. T. Member 
SE Vie) ATECL TAL ey as5- 0) 8sa) si clste ,oresaveserouetevondte ave ects el sterarchevajayeselereve Atlanta 
Clie ee CIV ALOU Simererteteieisera sheicieteiecreie sie eres alate afcreleleloiore ele tare Atlanta Armstrong, J. H. Director 
Ge Pred tee) AW Stal aver oicr ayes cise w/aioyo erat vases Seti hanes ibis San Francisco Bradshaw, H. | Member 
Ho Mie tebeat OLGS) icte coke sthcfors aie eiels pb citrate) s-cteie stele eter sveje ie San Francisco Gustorf, WH. B. Member 
(ERIS 18) MONON cos on popnucbasvousennQoopooueuosU SnD New York Johnson, R. 8. Member 
(HFA (Oe uk WOU a abooraetion SURE TOO DOOR TUcon a aCbtEad Atlanta Leonard, R. D. Member 
5 — ee LEU TN eyayaterei srs elas els Shs) aterm ajsuate.tna;esetdsole isferaystoleisinvace eheielere Dallas INT TIO Me ese sWiewteryelel staterststhaisvciie he oles) store slerd's)clsisivieiele eieiets cleisiroie Member 
Cie amma ema TUL FLV a rages ss VeLat ad sus sstoveroahiovsvsin eis sisyecarsueretctsleleyeleveieis/steete Toronto Ov TUS ya Dad Oe stele fera sTaeverere os ceareieleierecesevete ai teseus ovssaye/oretbieie1a wre siaye ejeteters Member 
CS=— OO CULM ESL OM Gnaefess, soigtgicrss cies! elalsie\alesivis.sleie sidiecaziste ¢ San Francisco SYenmenbailp. KES Velen soocusecoooteb ber pe neecoooOsebopadacopnac Member 


The following Pacemakers were unable to be here so the telegram below was sent to them by the President 
of the club: 


R. S. JOHNSON, Fort Wayne Dist. F. H. OLDS, San Francisco Dist. 
E. R. BIRD, San Francisco Dist. E. F. KLOTZ, San Francisco Dist. 
R. CODDINGTON, San Francisco Dist. 


TELEGRAM 


PACEMAKERS IN CONVENTION 
Fort Wayne, Ind., Jan. 7, 1913 
The Pacemakers Club and it’s members and the firm all join me in extending you our hearty congratula- 
tions for the grand showing you haye made in the past year and tender to you the degree of honor making you a 


Pacemaker. We are sorry you could not be with us. Your President, 
W. V. CRANDALL 
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TORONTO GETS THE CUP 


Standing of Offices at the Close of 
the Race Dec. 31, 1912 


TORONTO 


1S) 
> 
Z 
po] 
is) 
> 
Z 
2, 
io 2] 
fe) 
° 


ma go yo FR ye y 

SEE Ue He le [2 |g 

SH foie Eb FEE EE 
SO o> Fe IS Iz Ix [5 

27°12 18 Is Io [- FZ 
mM lar] 

> 12 Id Iz 

= |b 

wm Fo 


PHILADELPHIA 


THE BOWSER BOOMER 21 


1912 FINISH IN THE RACE 
FIFTEEN HIGH MEN 


Volume of Business, Final for 1912. 


Nei Ve OUP Na Do op. no ais tea’ « Fort Wayne 
Ze JONSON RS <2 casino eo. 03 Fort Wayne 
eR Oa tate Lleol oie Ree eva wis he Toronto 
4-~Armstrong, J. Ho wy. se cee ws Fort Wayne 
Daeg CAS WO eRe NT a ke seek suc s waked ecu a 6 Chicago 
Ce Oba ete Eiger. acs Gas opens eee Toronto 
f= Crandall Woe Veo. leas ss San Francisco 
Bee VECEIO KC a Sige Wictet ste, owls 40s oer cae Toronto 
aa iponie Wee la re vest tia eon 3 Fort Wayne 
LOSI) Grainy UWeALNG cieot rate e nck AO Toronto 
i De COMA Ge Ie aNs ore. cs kad oat Chicago 
1D AOA TOE a ae oe aa San Francisco 
de) BOSOM der Mois cress ooh Pe aoe New York 
TASS mith WE CF aces ote es 3s San Francisco 
HESS BKC al aeeIncat ale OF Maer ere an eee Minneapolis 
W. R. HANCE, The above is the list of the fifteen men whose sales 


Ene ; were the largest regardless of lines worked. 
Manager of the Toronto District, Winners of the 


1912 Loving Cup Contest 
DOOOOOOOOOOODOOOOOOOOOOOOOOQOOODQOOOD 
© 


The Cup Goes Across 
The Border 


After a most exciting finish the 
sreat Loving Cup Contest came 
to a close with Toronto in the 


lead. 


The Atlanta District won it in 
1911 and have had possession of 
it during the past year. 


E. M. SAVERCOOL, 


Western Manager, San Francisco 


Their loss in the race this year 
is responsible for the bomb throw- 
ing they attempted at the Minstrel 
show last evening. 


The man who bet Mr. Little an opera 
hat that his district would finish second in the 
cup race. See announcement of this bet 
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TABLET CUTTERS 


A: D. Wyckoff, Factory Salesman Fort Wayne Dist. R. S. Johnson, Factory Salesman Fort Wayne Dist. 


The Bronze Tablet which adorns 
the wall in the corridor of the main of- 
fice upon which is inscribed the names 
of the three salesmen who secure the 
largest volume of business during the 
year will this year bear the names of the 
salesmen whose portraits appear on this 
page. 


2 


For the year 1910 they were: 


R. S. Johnson 
H. E. Bleecker 
W. V. Crandall 


DOO OOOO OOOOOOOSOOSOOOOOOOOSOS 


— 1911 — 
J. W. Merickel 
EF. Klotz 


DOOOOOOOOP OOD OOGOOOOOOGOOOOOOHOHOHOOOOOOOHOO: 


S. D. Stoddard 
And in 1912 they are: 


A. D. Wyckoff 
R. S. Johnson 
Ie He Rhodes 
$HO9HOHHHHHHHHHHHOHHHHHHHHHHHHHHHOS: 
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T. H. Rhodes, Gen’! Line Salesman Toronto Dist. 
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The Bowser Boomer 


PUBLISHED WEEKLY BY 
S. F. BOWSER & CO., Inc... FORT WAYNE, IND. 


Edited by C. H. DAVIES 


DEVOTED TO THE INTERESTS OF THE COMPANY AND 
ITS EMPLOYEES 


“JANUARY 8, 1913 


Hail! Hail! The gang’s all here! 
© © © 
Opportunity has knocked at our door and we 
let her in—hence this daily edition of the 
‘Boomer.”’ 
© © © 
If you don’t have the time of your hfe while 
in this beautiful and hospital burgh, it won’t 
be the Sporting Committee’s fault. 
© © © 
Judging by the enthusiasm displayed by the 
Pacemakers thus far this convention is bound 
to be a Red Letter event in the history of the 
organization. 
© © © 
Every reader of the ‘‘Daily’’ is hereby ap- 
pointed a contributing editor. Send in your 
‘“stuft’’ early and often. 


© © © 
Manager Murray is asking for application 
blanks to the Club for all of his men this year. 
It looks as though the whole district turned 
out last year. 
© © © 
From the Smith tribe came three directors. 
Who said there is nothing in a name? Long 
live the Smiths. 
© © © 
Mr. Clarence Carpenter from the district of 
Beans and Culture always does things dif- 
ferently than other mortals and that is the 
reason why he came to the convention in an 
air-ship instead of by rail. 


DOOOOODOOOOOH 


Bowser School of Salesmanship 
Daffy Building 


DOOOODOQOOOOOOOQOQOOODOOQOQOOOD 


Two Flights up 
EINS-ZWEI-DREI System taught 
Feacrul ty: 
Prof. J. H. McConnell, - - Store Sales 
Prof. Jack McConnell, Pub. & Pri. Garbage Line 
Prof. Jim & Jerry McConnell, 
Wet & Dry Cleaning Line 
Gold Medals for sale 
Everybody Graduates or Quituates 
DOOOOOOOHOOOHOOOOOOOOOOOOOOOOOOOGOOOOO 


Paid Advertisement 


Diplomas gjven to everybody. 


©CLOOOOOOOOOOOOOOOOOOOD 


J. W. R—‘Do you know anything about trav- 
eling, Colwell ?’’ 

Colwell—‘‘ Yes !’’ 

J. W.R—‘What is the best way to go to 
Philadelphia ?’’ 

Rodman—*‘In a hearse. Say, are you a tray- 
eling man?’’ 

Taylor—‘No; Iam what you call an extemp- 
oraneous salesman. Do you know what that is?”’ 

Rodman—‘‘Sure! What is it?’’ 

Taylor—‘ Why, I make sales and write them 
up as I go along. I had a rabbit sandwich to- 
day.’’ 

Murray—‘‘A rabbit sandwich! What’s that 2’’ 

Taylor—‘‘A piece of bread and butter with 
a hair on it. I got a dog that is worth $1,500.” 

Brown—‘Oh go on! How could a dog save 
that much ?”’ 

© ® © 

Our friend ‘“‘Jake’’ Gumpper from Florida; 
young and clipper as ever was on hand early. 

© © © 

A. G. Hartgen director from Quakertown, 
is here with a smile. 

© ® © 

A. E. Moffatt, director from Toronto, who 
never lets a chance go by to attend our con- 
ventions was on hand. 

© © © 

Jerry Rodman brought with him an innova- 
tion in the way of toothpicks which are now in 
vogue in Texas: His supply was limited and 
J. H. Armstrong got the last one. 

® © © 

B. N. D. Millron-and R. D. Leonard was 
making auto drives thru Pennsylvania recently 
and upon coming to the edge of a town they 
noticed a small cement building in course of 
construction. R. D. Leonard was driving and 
as soon as Milliron saw the building he said: 
“Quick! Stop the car; ther’s a garage going 
up there and I want to get the order for their 
tanks.’ 

Leonard stopped and Milliron piled out with 
his sample case, climbed over the fence and 
hiked ten rods over to the building. 

He wasn’t gone very long, however, and when 
he got back he didn’t seem inclined to talk. 
After they had ridden some distance Leonard 
said, ‘‘Did you close the order, B. N.?’’ Mill- 
iron said, ‘‘No,’’ in a very surly manner. After 
they had gone several more miles Leonard 
again said, ‘‘When will they be ready?’’ Mill- 
iron said, ‘‘Ah keep still about that, they don’t 
want a tank; that was a burrying vault they 
are building on the outskirts of the cemetery.’’ 

© ® © 

Pat Cashman says: It is more blessed to 
give a fair price than to receive inferior goods; 
also it is more profitable. 


MR. BOWSER 
SALESMAN 


A Few Lines from Some of Our Boys 


Who did not Get Here 


Providence, R. I., December 23, 1912. 
To the Pacemakers Chib: 

Your letter regarding my standing in the 
-acemakers Club received. 

[ am very sorry that I was not able to make 
a better showing in the contest as I fully real- 
ize that the benefits derived are mutual but I 
have the satisfaction of knowing I have worked 
hard and that my competitors have not se- 
cured all the business. 

However, results are what count and that 
is why I will not be with you at the Pace- 
makers’ meeting. 

I heartily congratulate all the winners and 
wish to be remembered to them all as well as 
the executive force: 

With best wishes for a Merry Christmsa and 
a Happy New Year, I remain, 

Very truly, 
D. J. SEYMOUR. 


December 29, 1912- 
C. H. Davies, cor-seeretary : 

Fried Davies:—Yours of the 17th, came at 
hand O. K. on the 25th inst, Xmas day. 

Personally, I presume I am far more sorry 
than anyone else because I am unable to at- 
tend the banquet—for I am the only loser. 
Adverse winds beset my course all season, but 
with my Auto-Hydroplane I shall get there in 
1913 with POINTS. 

Seriously, prospects for 1913, in my territory 
are doubly as bright today as one year ago and 
I expect to gather them in- I expended ‘time 
and energy enough in 1912 but failed of ‘‘Re- 
sults.’’ 1913 will be different I believe. 

My best and heartiest wishes to all at the 
Banquet—eat a small celery LEAF for me. 

Yours for better Bowser business in 1913. 

Respectfully, 


A. B. CORNELL. 
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Richardson's Closing Argument 
Manchester, N. H., Dee. 18, 1912: 


Early in the year Mr. Bowser wrote a letter 
to the boys, and I for one read it with a great 
deal of interest, and I trust profited by it. 

I certainly agree with all he said about 
showing model and working Saturdays. I 
have just received notice that I have been 
elected to the Pacemakers Club, and I am pos- 
itive that I should not have been able to make 
it if I had not worked Saturdays. 

There has been considerable printed in The 
Boomer about closing arguments, and here is 
one that has helped me close some obstinate 
prospects and may help some of the boys. 

After exhausting every argument, and not 
landing. Salesmen, let me write this down and 
see how it looks: 

Prospect: ‘‘It is no use. I shall not buy 
now, and you will only waste your, paper.’’ 

Salesman: ‘‘Well, the ‘Old Man’ says we 
don’t waste enough order blanks.’ : 

And it catches a good many. 

With best regards, 

EF. H. RICHARDSON. 


P.S. Tomorrow is Saturday, and I am going 
out to close one or two P. P. NS Reda 


= MINING 


DAVID A. COREY 


MGR. ENG. SALES DEPT. 


E engineer anything. Sur- 
veying for Bronze Tablet 
Cutters our specialty. | Watch 
honorable mentions on programs 
and see our endorsements. 


Highest Cash Market price 
paid for Architects who recom- 
mend our Goods. 

Nothing down, and a little 
less per month gets our systems. 
No interest charged. 

Give us a call. 


Please stand in line and do 
not count your change. 


I 


HIM a 


Yes, Alonzo, there are some salesmen who 
do not care to be Pacemakers. The cemeteries 
are full of ’em. 

If your luck isn’t what it should have been 
last year, write a ‘‘P’’ in front of it this year 
and try again. 


W.L. MORRIS 
Telling, ‘‘Why is a Filter’’ 


B. N. D. Milliron recently joined the Masonic 
lodge and since doing so seems to be the vic- 
tim of numerous cruel jokes. 

He took his degrees here and finished the 
Blue lodge work a few months ago. The next 
day after receiving his third degree he was 
standing in the Union depot at Seranton when 
a stranger stepped up saying, ‘‘Good morning, 
brother mason I am broke and want to go to 
Harrisburg—when I get there I’ll pay you back 
what you lend me-’’ Milliron slipped him $10; 
You know the rest. 

A few weeks ago he took his Shrine degree 
here and Mr. Little told him the terrible ordeal 
he was about to go thru. He advised Milliron 
to have his heart thoroughly examined by a 
doctor before taking the initiation. Miulliron 
was convineed so Little sent him to a doctor 
that Little had previously put wise telling the 
doctor to charge Milliron $5. In due time Muill- 
iron appeared at the doctor’s office, received 
the examination and paid the ‘‘five.’’ 

The next day the doctor brought out five 
dollars worth of cigars and we all smoked on 
Milliron’s good health. 


CORRECTION 


It was announced in the last Boomer that 
G. H. Schnabel made the Club, Dee. 30—It 
should ‘have read Dee. 16. No doubt all our 
readers knew it was an error as the contest 
closed Dee. 21. We make the announcement 
however so all interested may know the correct 
date. 
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B. U. M. R. R. DEPARTMENT 


MAIN OFFICE: YUBADAM, CHINA 


Cc, A. DUNKELBERG, General Superintendent J. L. HANDY, Road Foreman 
SECTION HANDS 
SIMPSON HYNDMAN BARNES BRIGGS 


Short line to Progress, Happines and Prosperity. No Smoke—No Tunnel—No 
Bridge—No Train—Combination Horse and Dining Cars. Patronized by the Nobility 
of Europe and Logansport, Indiana. Side door sleepers on all thru trains. 


sul NA = 


The Pittsburgh boys say they are awaiting a a 
reply to a telegram they sent to EK. M. Caskey (<5 
at Chicago—We don’t know what was in the Ry = —? 
: . ° SS —————a) 
telegram but it must have been quite a jolly. AG 


H. A. Leonard, of Chicago, made a bet with 
Sherlock that is of interest to the entire Chi- 
cago District. R.H. Sherlock bet Leonard that 
Leonard would beat him in the elub. Leonard 
did so; so he has to give a banquet to the en- 
tire Chicago district. 


OR OMEO) | 


THE HONOR ROLL OF PACEMAKERS 


Canadian Host—‘‘Be careful old chap when 
you’re out gunning that you don’t hit the 
guide.’ 

Hunter—‘‘ What for, deah boy?’’ 

Canadian Host—‘‘ Well you see, game laws 
don’t allow guides to be shot ‘till a month 
henee.’”’ . 

© © © 

There is one contest at the convention that we 
would like to see put over and that is a match 
Pool game between Chandler and Snyder, the 
two old rivals of the tar heel state. 


Sir Knight Thomas Potts 


The champion foosler in Bowling, Billards, Foot Ball 
and prize presenting. ; 


JUDGE VEASEY 
Office: Blackstone Court 


Civil and uncivil pratice in all courts. 20 years before 
the bar. Special attention given to damage suits for real or 
fancied injuries. Criminals sent to or saved from prison at 
lowest Cash Prices. Consultation free upon payment of 


retainer in advance. The Way W. W. Morris, Jr. makes 
PAID ADVERTISEMENT his territory in Texas. 
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H. C. Carpenter, one of the wise men of the east. 
CLASSIFEID ADS. 
LOST—Several nights’ sleep. Liberal reward 
if returned to J. W. Merrickel, care of An- 

thony Hotel. 


FOR SALE—Bulldog of high pedigree; nearly 
new, only used a few weeks; eats everything ; 
very fond of children. Owner J. W. Runyan, 
care of General Offices. 


WANTED—The address of the gentleman in 
the light suit who refused to accept a cigar 
yesterday. 


FOR EXCHANGE—A pair of unused pajamas 
for a ticket to the vaudeville. Address S. F. 
Taylor, care Editor. 


BULL MOOSE FOR SALE—Owing to the fact 
we have had no use for it since the first week 
in November we wish to sell our Bull Moose; 
kind, gentle and will stand all kind of abuse. 
Address S. B. Bechtel, care General Offices. 


ae +46 § 66 09 oe 


. Todd, The Peerless Orator from Atlanta. 


OX~OXKOKOM 
P0AFIWWIAAE 


KOK OKOKOKOKOKOKO} OKOKOKOHKO*K 


oe : 
% ALTER G. ZAHRT & 
© General Sales Mér., 6 
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Paid Advertisement 
© © © 
All sports take notice 
TELEGRAM 
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Los Angeles, Cal., 12-19-12 


Editor Boomer, Care S. F. Bowser & Co., 
Fort Wayne, Ind. 

Davis has made Pacemakers’ Club, Olds will 
make it this time sure, advise Little or any 
other ‘‘Old Sport’’ or commission of ‘‘Old 
Sports’’ that I will wager one opera hat that 
San Francisco office closes the year standing 
second among offices. You have all the records 
to date and we have no large factory orders up 
our sleeve. I go San Francisco tomorrow, wire 
answer there. Fishing is good and surf bathing 
fine. We are a little too busy to take it in but 
we do need a hat to complete our sporting out- 
fit. E. M. Savercool 


3) ch) j 


Referring to Mr. Savercool’s proposition : 
My opera hat was purchased in 1899 so I don't 
need a new one, but since it’s so easy, I will 


accept. Tell him to stop at Shanes’ in Chicago 
and bring the hat as they have record of my 
measurements in their archives. I suggest this 
for his convenience. 


LITTLE. 
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CUTTING PRICES. 


(With Apologies to Hamlet.) 
o cut or not to cut. That is the question. 
Whether it is not better in the end 
To let the chap who knows not the worth 
Have the business at cut-throat prices, or 
To take up arms against this competition, 
And by opposing cut for cut, end it. 
To cut—and by cutting put the other cutter 
Out of business—’tis a consummation 
Devoutedly to be wished. To cut—to slash— 
Perchance myself to get it in the neck— 
Aye—there’s the rub; for when one starts to 

meet 

The other fellow’s prices, ’tis like as not 
He’s up against it good and hard. 
To cut and slash is not to end the confusion 
And the many evils the trade is pestered with; 
Nay, nay, Pauline; ’tis but the forerunner 
Of debt and mortgage such a course portends. 
"Tis well to get the price the goods are worth 
And not be bluffed into selling them for what 
So-and-so will sell his goods for. 
Price cutting doth appear unseemly 
And fit only for the man who knows not 
What his goods are worth, and who, ere long, 
By stress of making vain comparison 
"Twixt bank account and liabilities, 
Will make his exit from the business. 


—The News Letter. 
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The Anthony Wayne Hotel 


Headquarters of the Pacemakers Club. 
KO KOKORO 
Rates: 


50 cents to $5.00 a day 


within and without 


DOOODOOOOOODOOOSOOOSCOOO 


American or Oskosh Plan 
ROOMS 


with single or en suite baths 


CUSINE UNEXCELLED 


Tempting cafe with everything in season 
and celebrated for the ‘‘LOAFS”’ 


we serve. 


Menu translated and orders enterpreted to 
chef by giving the waiter a tip. 


DOOOOOOOOOOOOOOOOOOOOOGOOOOOOOOOOOOOO 


Paid Advertisement 


HOOSOOOOSOHSOOOOOOOOOOOO 
HOSSOOSOOOOSOOOOOOOOSOOOOOOOOOOOOOOOOOOOOO 
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A NEW AERIAL DANGER 
FORSITHE AND HARLEY TAKING A TRIP 
OVER THE CITY 


(ORRORRO) 


Traveler—‘Haven’t I seen you somewhere 
before?’’ 

Bowser Salesman—‘‘Perhaps you have seen 
my portrait in the newspapers.”’ 

Traveler—‘‘Oh yes. Let me see, are you a 


Pacemaker, or the man who built the Panama 
Canal ?”’ 


|) BOOMER 
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Prize-Winning Salesmen of S. F. Bowser & Co., Inc. 
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The Pacemaker Club is an organization of Bowser Salesmen who secure five hun- 
dred points of business within a year All salesmen of the Company with regular ter- 
ritory are eligible when they have secured the necessary amount of business. The 
amount of business required for a point in each line is shown in the following 


SIZ, 
ZW 


We 
AN 
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schedule: 

Storesine eee $20.00 worth of business represents one point. 

Garage Line ....$33.00 worth of business represents one point. 

Factory Line ....$40.00 worth of business (except tanks sold on boiler shop basis and purchased 


machinery forming part of sale) to represent one point. 
$100.00 worth of tanks sold on boiler shop basis or purchased machinery form- 
ing part of sales to represent one point. 

Railroad Line ...$75.00 worth of business of tanks sold on boiler shop basis, and purchased 
machinery forming part of sale to represent one point. 

Membership in the Club to continue during each current year, and until the end 
of the annual Pacemakers’ Convention; eligibility to membership and the operation of 
the Club to continue each successive year on the same plan. 

The officers of the Club are elected annually; the first salesman securing five hun- 
dred points during the year, becomes President of the Club, the other officers next in 
order are filled by men Ww ho qualify in turn accordingly. 

The Director from each district will be the first member from that district (next 
after the officers are elected) who secures the requisite number of points for mem- 
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x REWARDS. 5 
x All members in the United States and Canada will be entitled to a trip to the s 
g factory, with all traveling and hotel expenses paid, and a eash prize of $90. 00 for |x 
g the first year of membership. To those who attain membership for successive years | 

the cash prizes will be increased as follows: <7 


Ms 


Two Consecutive years, a cash prize of $75.00. 
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< Three Consecutive years, a cash prize of $100.00. © 
® Four Consecutive years, a cash prize of $125.00. A 
0) Five Consecutive years, a cash prize of $250.00. 8 
© Members outside of the United States and Canada will participate in all prizes, 

6 excepting the trip to the factory. a 
6 THE BRONZE TABLET. 6 
@ The three salesmen who secure the largest volume of business, regardless of lines © 
@| worked, secure the honor of having their names embossed on the Bronze Tablet, |@ 
© which hangs upon the wall in the reception room of the General Office. 6 
© THE SILVER LOVING CUP. ® 
© The $450.00 Silver Loving Cup is presented for the year to the district who @ 
@| secures the largest per cent of quota during that year. The office who secures this |© 
© loving cup for three years, will be entitled to keep it indefinitely. 6 
@ FIFTEEN HIGH MEN. ® 
g The fifteen salesmen who produce the largest amount of business, if not other- z 
© wise eligible to a prize, will be entitled to attend the prize winners’ convention at the © 
© expense of the company, as a special recognition of their efforts. © 
se a6 
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The Bronze.Tablet which hangs on the wall in the general offices_and upon which is engraved the 
names of the three men who secured the greatest volume of business during the year. 
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SILVER LOVING CUP CONTESTED FOR IN 1912 AND WON BY THE TORONTO DISTRICT 
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Report of 


The First Annual Convention 
of the 


and Banquet 


Prize Winning Salesmen of S.EBowse 


MINIMUM DUES 500 POINTS OF BUSINESS 
Fort Wayne, Ind., January 6-7-8-9, 1913 
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Decidedly one of the most successful Conventions ever undertaken by 
the Company came toa close January 9th. It is only proper at this time 
to pay a tribute of deserved thanks to the Company officials and those of 
our happy family who participated and made it possible. 

Every minute of the time was illuminated with the spirit of good-fellow- 
ship and helpfulness, and will be recorded in the history of the Pacemakers’ 
Club as one of its most successful events. 
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The First Annual Convention of the Pace- 
makers Club was held at Fort Wayne during 
the first week in January. Preliminary ar- 
rangements were made by the Officers and Di- 
rectors of the Club, who met in conference Fri- 
day afternoon, January 3rd. The speakers for 
the occasion were selected and the general pro- 
gram mapped out. 

The official opening of the Convention oc- 
eurred Monday evening, January 6th, and the 
officers and members of the Club were given a 
reception at the home of Treasurer C. A. Dunk- 
elberg. This was one of the big features of the 
social side of the Convention and the evening 
was thorougly enjoyed by all. The ladies were 
present on this occasion, which greatly added 
to the enjoyment of the evening. The smokers 
made themselves at home in Mr. Dunkelberg’s 
den and consumed many boxes of his favorite 
brand. Musie was provided by the orchestra 
and a light luncheon was served. The boys giv- 
en to athletics soon found the gymnasium on 
the third floor and had a very lively scrimmage 
with the football. Mr. Potts seemed to be a 
natural magnet for this football and was a 
splendid target for whoever secured the ball. 
We all managed to catch the last car which 
took us to the hotels and our homes after spend- 
ing one of the most pleasant evenings of the 
week. 
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TUESDAY MORNING, JANUARY 7TH. 
Opening of the Business Session. 


Under the most happy and promising au- 
spices, the business session of the First Annual 
Convention of the Pacemakers Club opend this 
morning at nine o’clock. After an opening 
prayer the Convention was addressed by Pres- 
ident 8. F. Bowser, who in a humorous and 
well-received speech, welcomed the Officers, Di- 
rectors and Members of the Club to the city. 
Mr. Bowser quickly made the boys feel at home 
and at ease and his remarks were greatly en- 
joyed. President W. V. Crandall and Vice- 
President T. H. Rhodes, responded to Mr. Bow- 
ser’s kind and hearty welcome and thanked the 
management for the courtesies and privileges 
extended. General Manager A. Z. -Polhamus 
then addressed the boys, giving them some idea 
of events that were scheduled and wished them 
all an interesting and jolly good time. The 
meeting was then closed to convene after lunch. 


TUESDAY AFTERNOON. 


At two o’clock the Convention again con- 
vened and we all enjoyed the able talks given 
by members of the Club. The first on the pro- 
gram was an address on the “‘Systematie Work- 
ing of Territory’’ by A. W. Dorsch. 
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Mr. Dorsch is a specialist in this and has 
made quite a record having sold better than one 
outfit a day during the year of 1912. Mr. 
Dorsch urged the boys to canvass the small 
towns laying off of the trolley lines and the 
steam roads. He advoeated working on a eall- 
ing lst and thorougly covering the counties, 
working one county at atime. It is this sort of 
work that enabled Mr. Dorsch to make the 
record he did and we know that the audience 
appreciated his good advice. 


The next on the program was an address by 
T. GC. Potts of Cleveland, on the subject of 
‘‘Publie and Private Garages.’’? Mr. Potts can- 
vases this line exclusively and has been very 
successful. He stated that his success was due 
to concentration: He cited instances where he 
would eall on prospects while they were at 
breakfast and persist in securing an interview, 
and continue to persist until he secured the 
order. 


Mr. F. L. Jones of Chicago, was next to fol- 
low on the program with a talk on ‘‘ Paint Oils.’ 
Due to Mr. Jones’ health, however, he was not 
able to address the Convention as he suffered 
with a severe attack of the grippe and could 
not leave the hotel that day. 


The next on the program was an address on 
‘‘Oil Filtration’’ by W. L. Morris, who went 
into his subject very thorougly. 


The last address of the afternoon was given 
by A. D. Wyckoff on the subject of ‘‘Register- 
ing Measures.’’ Mr. Wyckoff discussed his sub- 
ject very thoroughly. 


This concluded the afternoon addresses and 
was followed by a visit of the Club to the Fae- 
tory and Show Room. 


TUESDAY EVENING. 


This evening was reserved for sports and a 
social evening. Seven bowling alleys were re- 
served; also fifteen pool and billiard tables in 
the Brunswick Balk Hall. At seven o’clock all 
of the boys congregated in the lobbies of the 
Anthony Hotel and those interested in bowling 
were escorted to the bowling alleys, while those 
interested in billiards and pool were escorted to 
the billiard hall. It is needless to say there were 
a number of records made during the evening 
and when the boys would become tired of bowl- 
ing they would go over to the billiard hall and 
try the eue. A number of the pool players 
found that they were better at bowling and 
there were plenty of openings for the boys to 
take turns with the different sports. 


WEDNESDAY MORNING. 
(January 8th.) 


The Convention convened at 9:30 and the op- 
ening address was made by C. M. Wessels of 
Philadelphia, on the subject of ‘‘ Advertising 
and Selling the Store.’’ Mr. Wessels conducts 
an advertismg agency and is also connected 
with the National Retail Merchants’ Associa- 
tion with whom he co-operates in his sales work. 
He invited all of the salesmen to write to him if 
they desired a letter of introduction to any of 
the Retail Grocers’ Associations in the different 
parts of the country. He promised to promptly 
supply all applicants and assist the boys in the 
field in every way possible, if they so desired. 


The next address was given by Mr. H. N. 
Tolles of Chicago. The subject of his address 
was ‘‘Personal Efficiency in Selling,’’ and he 
accompanied his talk by stereopticon views. 
Mr. Tolles’ address was so interesting that the 
boys were willing to go without dinner in order 
that he might continue his talk. It was perhaps 
the most interesting address of the Convention 
and his points were clearly conveyed by the 
stereopticon views. While we cannot give you 
his address in its entirety, we hops to secure at 
least a part of it for some future edition of the 
Boomer. 


WEDNESDAY AFTERNOON. 


At two o’eclock in the afternoon the Club as- 
sembled in the factory square, where three spe- 
cial trolley cars waited to convey them on an 
excursion to the Wayne Knitting Mills and a 
trip through their plant, which is located in the 
extreme western part of-the city. 

Upon reaching the Wayne Knitting Mills, the 
erowd was divided into squads of twenty and 
eonducted through the mammoth hosiery mills. 
At the end of the tour through the plant the 
Mills generously supplied punch and Nabiscos 
to their visitors. 

Bowser & Company presented each salesman 
with a pair of Wayne Knit silk hose as a souve- 
mr of the occasion. 

Before we left we called upon T. F. Thieme, 
president and manager of the Mills for a speech. 
Mr. Bowser introduced him and also said he 
was president of the Fort Wayne Commercial 
Club as well as the father of the New Form of 
Municipal Government Movement. Mr. Bowser 
hfted him upon a chair whereupon Mr. Thieme 
gave us all a very cordial greeting. Mr. Bowser 
was then ealled upon and gave a very warm 
resposne to Mr. Thieme’s complmentary re- 
marks. 


Herewith is a view of the Mills with a few 
notes of interest concerning the institution. 
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Important Items in Connection with the Wayne Knitting Mills, 


Its Buildings, Equipment and Product 
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| Club House, for employees erected 1910 | 


Organized in 1891. 

Original capital—$30,000. 

Number of employes in 1891—41. 

Capital has been increased nine times. 

Present capital—$1,200,000. 

Number of employes in 1913—2500. 

Present annual business, over $2,000,000. 

WAYNE KNIT sold in every state in the Union. 

Buildings have floor space of 326,750 sq. ft. 

300 machines for manufacturing of full fashioned 
hosiery. 

Each machine imported at an average cost of $3,000. 

Hquipment includes also hundreds of domestic ma- 
chines for manufacturing circular or seamless hose, 
and hundreds of sewing and looping machines, 
most of them imported. 


Thieme Bros.Co, Manufacturers of Silk Hose. 


Daily production of WAYNE KNIT—75,000 stockings. 
Product includes cotton, lisle and silk, and materials 
in combination, for men, women and children. 
Wayne Knitting Mills is now the largest mill of its 
kind in the world. 
Club House for employs— 
Two stories and basement. 
Original cost $50,000. 
Top floor has 51 rooms, 44 being sleeping rooms for 
out-of_town girls. 
Dining room for 500 people. 
Sanitary kitchen. 
Music rooms and reading rooms. 
Bowling alleys and pool tables. 
Electrical appliances in the basement enable girl 
roomers to do their own washing and ironing 
free of charge. 


WEDNESDAY EVENING. 


At eight o’clock the Club gathered at the 
home of Mr. C. A. Dunkelberg, where they 
were given a special entertainment on the third 
floor. The large room was appropriately dec- 
orated and a special stand was built for Pres- 
ident S. F. Bowser and President W. V. Cran- 
dall, which was decorated with bunting. 

A very interesting program was arranged, 
which included both local and _ professional 
talent. Without any forewarning, Mr. D. A. 
Corey was called upon to give the first number, 
requesting that he play an overture on the 
piano. Mr. Corey was so taken by surprise that 
he could not be made to believe that the re- 
quest was in earnest, so Mr. C. R. Eggleston of 


New York, was next called upon for a piano 
selection. He gave us a very interesting demon- 
stration of extemporaneous playing. 


The next number was a whistling solo by Mr. 
A. lL. Byrd of Atlanta. Mr. Byrd performed 
some marvelous whistling feats and was roundly 
applauded. After responding twice to encores, 
he then sang a song, accompanying himself on 
the piano. The next number was a recitation 
by Vice-President T. H. Rhodes of Toronto. 
Mr. Rhodes is an elocutionist and speaker of 
considerable ability and his entertainment was 
greatly appreciated. 

The next number was a magician from Chi- 
cago, and he performed some marvelous tricks 
with ecards, a glass tumbler and a hat. He 
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would make any card you called jump out of 
the pack in the glass tumbler. He would also 
let you take a card from the pack, tell you what 
eard you took, and read your fortune with it. 
A very novel trick was where he borrowed a 
$5.00 bill from the audience, let someone hold 
it, wrapped in a handkerchief, and produced 
the $5.00 bill from the inside of an uncut lemon. 
In telling fortunes, he told Mrs. W. L. Morris 
she was greatly in love. He told Mr. Harry 
Bowser he would take a trip and Mrs. D. A. 
Corey that she was a good housekeeper, but 
was very jealous. His performance added 
greatly to the merriment of the evening. 

We were next entertained by Mrs. C. A. Dun- 
kelberg, who gave us a reading from Riley. 
Her selection was indeed well taken and was 
most heartily enjoyed. We were then enter- 
tained by Mr. C. O. Liggett with a performance 
with the bones. Mr. Liggett is a past master in 
this, and has in times past appeared in prac- 
tically all the large cities of the country. He is 
a recognized artist in this among theatrical 
people and his performance was very artistic. 

The next number was by a professional mo- 
nologist from Chicago, who gave a very de- 
lightful half-hour’s entertainment.. He was fol- 
lowed by the three Marx Brothers, who are pro- 
fessional performers on musical instruments. 
Their songs were also very much appreciated 
and the harp playing especially appealed to the 
audience. Their act concluded the perform- 
ance for the evening, and the crowd left in time 
to eatch the last car for the hotel and their 
homes. 


THURSDAY, JANURY 9TH. 


This day was given over to the Pacemakers 
Club, and the session was opened by an address 
by W. V. Crandall, the president. Only Pace- 
makers, Branch Managers and Officials of the 
company were permitted to enter the hall, while 
the Club was in session. 

All present were subject to the orders of the 
Club, and all matters for settlement or adjust- 
ment were decided upon by the Directors of the 
Club. It was during this session that each 
Branch Manager was fined $1.00 for being a 
dub. All of the money went into the treasury 
of the Pacemakers Club. Mr. McConnell was 
fined 25-cents for contempt of the club in tell- 
ing a funny story, which moral he tried to 
apply to the Club. 

Mr. C. R. Eggleston of New York, was door- 
keeper and Mr. C. F. Comstock of New York, 
was bailiff of the Club. Each Branch Manager 
was forced to make an extemporaneous speech, 
and any one making slighting remarks of any 
nature, was fined and payment was enforced on 
the spot. 


The meeting was full of merriment and in- 
terest and the power of the Club was very 
evident. 


S. F. BOWSER, Jr. 


Demonstrating a Cut 70 at the Pacemakers’ Convention 


At this meeting, S. F. Bowser, Jr., grandson 
of the president, the mascot of the club, was 
introduced and initiated into the mysteries of 
this secret session. He was conducted into the 
room by his father, Harry M. Bowser, Second 
Vice President, and took to the workings of 
the Pacemaker Club with great interest. His 
age is but two and’a half years, which gives 
him the distinction of being the youngest Pace- 
maker in the world. 


THURSDAY EVENING. 


This was the evening set aside for the great 
Pacemakers’ Banquet, which we had all looked 
forward to for the past twelve months. Our 
greatest anticipation, however, was most splen- 
didly realized and the affair marked the great- 
est banquet ever held by the Company. 

At 7:30 the Club congregated in the corridors 
of the Anthony Hotel, awaiting the eall to the 
banquet hall. While awaiting the eall to the 
tables, the Fort Wayne District made them- 
selves particularly conspicious by marching 
through the lobbies, office and parlors of the 
hotel garbed in most fantastic head-gear. 

Streamers of paper were thrown from the bal- 
cony to the office below. The paper streamers 
of various colors, coming from all parts of the 
baleony made a very pretty sight, and the 
fountain in the center of the office under the 
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baleony was literally deluged with variegated 
paper. 

Finally the signal to enter was given and to 
the strains of music from the orchestra, the as- 
sembly marched into the banquet hall. Hach 
man found his seat at the table by a place 
eard, and the districts were kept together. 

When President S. F. Bowser entered it was 
the occasion for a monstrous demonstration. 
Invocation was made by Pastor C. H. Snashall, 
of the First Baptist Church. The crowd was 
promptly seated and lost no time in delving 
into the good things that had been prepared. 
The Banquet Committee and the Hotel were 
sincerely complimented on the excellent menu 
and its splendid preparation. 

Complete and harmonious as they were, the 
menu and service, together with the floral dec- 
orations and the music of the orchestra, were 
but incidents of the occasion, and the things 
which will live in the memory of the hosts 
and guests of the evening were the outbursts 
of true affection, fellowship, loyalty and ap- 
preciation as expressed in many words and acts. 
It was a hilarious gathering, with naught but 
enthusiasm to bring a condition which many 
another banquet cannot possess without some- 
thing more stimulating than water. 

While the courses were being served the dif- 
ferent districts took turns in giving their songs 
and yells. The Fort Wayne office, still attired 
in ridiculous headgear, reared on their table the 
announcement in large red letters: ‘‘ Fort 
Wayne Sales Department, $542,000.’’ This was 
the signal for a continued round of outbursts. 

New York responded with a ‘‘Rah rah’’ ery 
which brought the Fort Wayne crowd to its 
feet with a united declaration that ‘‘We’re the 
buneh from old Fort Wayne; the rest of you 
get off the train!’’ But the rest of them didn’t 
‘‘oet.’’ And from that time forward, the men 
in the various groups let their presence become 
evident in the cries and songs in which the 
orchestra assisted very materially. 

Incidentally, the orchestra members fur- 
nished several voeal numbers, and when the 
band struck the familiar strains of ‘‘ Dixie,”’ 
the Atlanta crowd yelled itself hoarse. The 
men from Boston, Dallas, Minneapolis, St. Lou- 
is, Chicago, New York, San Francisco and Phil- 
adelphia had their ery during the feast, and 
then some one yelled, ‘‘Three cheers for LaBelle 
Franee,’’ which were given with a will. H. G. 
Granger, of Paris, arose and said, “‘I thank 
you.’’ This is the first visit of Mr. Granger to 
America and he is enjoying his stay immensely. 

After the feast chairs were pushed back, 
cigars were lighted and everyone prepared to 
enjoy the excellent addresses that were to 
follow. 

President 8. F. Bowser as toastmaster, made 


a few opening remarks after which he pre- 
sented the handsome silver loving cup to 
Toronto. 

In presenting the cup Mr. Bowser said in 
part, as follows: 

‘Gentlemen: It is my privilege at this time 
to present to you this loving cup. It has been 
the contention of all 
of the Bowser forces 
during the year just 
passed to win this 
beautiful trophy, but 
you have made the 
best showing and it 
does my heart good 
to give it to you. 

‘“More than 300 
salesmen and eleven 
» managers were en- 
tered in the battle for 
this cup. They have 
all done their best; 
“i you have done better 
fy and sold more goods 
than any other Bow- 
ser office has ever 
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have been made in 
the interest of the Bowser Company by all of its 
employes, I want to especially congratulate you 
on the fine showing you made under the reign 
of King George. With your little squad work- 
ing night and day you have achieved the aim 
of your ambition. 

“You said a year ago that you would take 
the cup and you have done it. That shows to 
me and should show to all of you that a man 
can accomplish things if he goes after them. 
Again, let me congratulate you for the honor 
and eredit belongs to you. The men obeyed 
orders and worked with might and main. They 
got right down to brass tacks and worked; this 
is the result. I want to give you my heartfelt 
best wishes and also the best wishes of every 
district manager of the company all over the 
country. It was a friendly rivalry. Those who 
failed, failed with a smile, and those who won, 
won with a smile. We all join in wishing you 
success during the coming year, but if you 
don’t watch out some one else will step in and 
take the cup away from you. (Loud applause). 

““Take this, Mr. Hance, for twelve months of 
happiness and sunshine as a reward for the best 
work that ever has been done by any of our 
offices. You have accomplished great things 
and you have the good will of the entire in- 
stitution.”’ 

The remarks of Mr. Bowser were noisly ap- 
plauded as the Toronto bunch acknowledged 
the gift. 
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Manager Hance Responds. 


In accepting the trophy Mr. W. R. Hanee, 
district manager of the Toronto branch of the 
30wser Company, said: 

‘‘Mr. Toastmaster: I have lived over there 
in Canada for seven years and I have begun 

“IN THE LANGUAGE OF Hay ‘tO like it pretty well. 

GRACIOUS SOVEREIGN We worked as hard 


KING GEORGE | 
See — as we could and some 


ee coe of us worked a little 
WHAT WE. harder than we could 
pores to make the best 
GET’” showing, and in ac- 


cepting this recogni- 
tion of our endeavor 
we are gratified. It 
will, I am sure, add 
very much to the ap- 
pearance of our of- 
fice. And right here 
permit me to thank 
every member of our 
Toronto foree for the 
splendid victory we 
have achieved. I be- 
heve the men will do 
their best to keep the 
cup on Canada soil 
next year, too. We Canadians are positive that 
you American salesmen worked hard, and gave 
the same loyal support to your office, but we 
did a little better and consequently we are go- 
ing to take this cup triumphantly back home 
with us. 

‘“We could not all win, and perhaps some of 
you ean roll up a bigger business next year 
than we can, and, if that be the case, you are 
welcome to the cup. We will have the same 
Bowser atmosphere over there next year and 
we intend to breathe it all of the time. As you 
know, it has been said: ‘What we have, we 
hold, and what we hav’nt, we will get.’ ”’ 

The speech of Mr. Hance was applauded by 
all present. 

The Atlanta district won the cup in 1911 and 
worked unceasingly to retain the trophy in 
their possession, but accepted the defeat in 
good grace and offered their hearty congratu- 
lations to the Toronto district for the unfalter- 
ing attention to business. The contest for the 
cup is a fair one, and the salesmen who get the 
most business are the ones who get the rewards. 


THE THREE HONOR MEN. 


The three ‘‘Tablet Cutters” were next an- 
nounced and in an impressive speech to the 
three salesmen, who secured the most business 
for the company during the year 1912, Mr. 
Bowser unveiled a bronze tablet on which the 
names of the three salesmen were inscribed. 
He unveiled the tablet and explained the pur- 


pose of it. The tablet is to adorn the walls of 
the main office as long as the firm remains in 
business. 


The names engraved on it for 1912 were: 
A. D. WYCKOFF, Fort Wayne. 
R. 8S. JONHSON, Fort Wayne. 
T. H. RHODES, Toronto. 


Mr. Wyckoff has the honor of selling a 
greater volume of goods for the company in a 
year than any other salesman ever has sold in 
the history of the concern. He was higly com- 
plimented by Mr. Bowser for his untiring ef- 
forts. Mr. Wyckoff also had the success to 
earry through the largest transaction that any 
salesman of the company has ever concluded. 

‘“This means energy, tact, initiative and per- 
sistent attention to business,’’ remarked Mr. 
Bowser in praising Mr. Wyckoff for the busi- 
ness instinct displayed by him in the consum- 
mation of the enormous transaction. 

R. 8S. Johnson, also of the local sales depart- 
ment, crowded Mr. Wyckoff for the leading 
honor among the salesmen. He fell below Mr. 
Wyckoff only seven dollars’ worth of business. 
From the point of view of the number of cars 
required to haul an order, Mr. Johnson was the 
leader. One of his orders filled forty-five 
freight cars. 

Mr. Johnson, because of ill health, was not 
able to be present at the banquet, being in the 
south in the hope of regaining his health. 
Someone proposed three cheers for Mr. John- 
son, and all present joined in the cheers for 
the absent Pacemaker. 

T. H. Rhodes, of the Toronto branch, secured 
the third largest volume of business during the 
last year. Mr. Rhodes is showing his con- 
sistent efforts as a salesman by reaching near 
the top every year. In 1911 he finished second. 
This shows that he has not been pushed to his 
high place by a lucky run of business, but has 
kept persistently at his work. Mr. Rhodes has 
not taken such large orders as the two men 
above him, but succeeded in selling a much 
greater number of smaller orders. 

Mr. Bowser here announced the names of the 
fifteen men whose sales were the largest. They 
are as follows in the order of the amount of 
sales made: 

A. D. Wyckoff, Fort Wayne; R. 8. Johnson, 
Fort Wayne; T. H. Rhodes, Toronto; J. H. Arm- 
strong, Fort Wayne; H. M. Caskey, Chicago; 
A. E. Moffat, Toronto; W. V. Crandall, San 
Francisco; J. W. Merickel, Toronto; E. L. Mill- 
iron, Fort Wayne; W. N. Deming, Toronto; 
H. A. Leonard, Chicago; E. F. Klotz, San Fran- 
cisco; H. E. Dobson, New York; W. C. Smith, 
San Francisco; M. C. Benham, Minneapolis. 
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Mgr. Polhamus Presents Prizes. 


A. Z. Polhamus, general manager of the Bow- 
ser company, before presenting the prizes to 
the Pacemakers, ex- 
plained the organiza- 
tion of the Club and 
the eligibility re- 
quirement for mem- 
bership. At the ban- 
quet last year the 
company stated that 
it was starting out to 
reach the $4,000,000 
mark, but owing to 
the adverse condi- 
tions during the first 
half of 1912. it fell 
somewhat below the 
mark set. The com- 
pany’s business how- 
ever, reached to $3,- 
560,746.81. It can be 
readily seen that the 
firm is growing rap- 
idly as im: 1911 .the 
business amounted to only slightly over $2,- 
500,000. in order to gain the four million dol- 
lar mark each district was given a quoto of the 
amount of business to transact. Toronto se- 
eured $375,000 of the total amount, or 107 per 
cent of the quoto. San Francisco finished sec- 
ond with $313,560.67, or 83.6 per cent of the de- 
sired amount. Fort Wayne secured third place 
with 542,592.50, which is 83.45 per cent of the 
quota. the remaining branches finished in their 
order as follows: Minneapolis, fourth; New 
York, fifth; Atlanta, sixth; St. Louis, seventh ; 
Chicago, eighth; Dallas, ninth; Boston, tenth ; 
and Philadelphia, eleventh. 

The Pacemakers then stepped forward as 
their names were called and from the hands of 
C. A. Dunkelberg, treasurer of the firm, each 
received a small leather purse containing a 
fifty “dollar” bile) This) amount is 410 “bes am: 
creased by twenty-five dollars each year if a 
member of the club again succeeds the follow- 
ing year in becoming one of the prize-winners. 

The salesmen who secure membership for 
five successive years will receive a cash prize 


of $250.00. 


President W. V. Crandall, of the Pacemakers 
Club, expressed his appreciation for the gen- 
erous present in the 
name of the members 
of the Club, closing 
his remarks with the 
assertion that each 
Pacemaker during 
the present year 
would make the most 
strenuous efforts to 
again become a mem- 
ber of the Club for 
1913. 


“We THANK 


Mr. Crandall’s re- 
marks were followed 
by a short address by 
Vice President T. H. 
Rhodes, who with a 
few well chosen 
words presented Mr. 
S. F. Bowser, presi- 
dent of the firm with 
a ‘‘Big Stick,’’ of the 
Teddy Roosevelt type. Mr. T. H. Rhodes, after 
stating that the Pacemakers were willing to 
strictly obey Mr. Bowser’s commands during 
the coming year, and to stand loyally beside 
him in every undertaking, presented him with 
a ‘‘Big Stick.’? The implied meaning of the 
present was that the Pacemakers are always 
ready to be corrected and will bear merited 
punishment from Mr. Bowser without a whim- 
per. The weapon caused much merriment and 
Mr. Bowser showed his appreciation of the gift 
by holding the stick in his hands for fully five 
minutes, examining and admiring it, so happy 
that he was searcely able to say a word. 


PRES, 


wv PW 
CRANOALL RESPONOCEOD 
iV BEHALF OF THE, 
PACEIMANERS 


Mr. Bowser would not part from his symbol 
of power for the remainder of the evening and 
referred to it in a humorous manner on various 
occasions. 


At this time bell boys of the hotel came rush- 
ing thru the hall with Special Banquet edition 
of the Boomer and after they were distributed 
someone had the temerity to suggest ‘‘ Three 
Cheers for the Editor,’’ which was roundly 
joined in much to the editor’s disquietude. 
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Talks on Salesmanship. 


Following the address of Mr. Crandall, the 
toastmaster introduced Mr. Vorley Wright, of 
Chicago, who spoke briefly. His subject was 
‘‘Salesmanship.’’ In part he said: 

‘‘The selling profession calls for a high order 
of intelligence, but salesmanship is not nearly 
so complicated as 
many have said it 
was. While it is true 
there is a good deal 
of bumcombe in some 
of it, yet at the same 
time, a good sales- 
man is a_ valuable 
man to any company. 


WHE ESSENTIALS ARE~ 
FIRST, GET /Ne 


“No be a good 
salesman requires 
three important steps 
The first 1s. to: get 
in, the second is to 
make the customer 
want the goods you 
have to sell him, or 
in other words, get 
his signature to the 
order. 


‘<The great trouble 

with a number of 

salesmen is that they want to jump from the 

first to the third. They get in all right, but 

they fail to get the customer to want the goods 

they have to sell. You must get the customer 

so he desires to buy what you have to sell. The 

final stage, after you have done the other two, 
is automatic. 


‘‘A salesman must have the knowledge of 
that which he sells. No salesman gets all or 
loses all. Sometimes a salesman’s resourceful- 
ness is not equal to the emergency. Of course 
we all lose orders, but I never saw a Bowser 
man lose one. This is probably due to the fact 
that I never saw but one Bowser salesman in 
action.”’ 


Mr. Wright concluded his address by saying 
that self-satisfaction often times tempts us to 
cease doing things and urged every salesman 
present to remember the three principal things 
about which he spoke and then they would 
have no difficulty. 


Noted Humorist Present. 


Wilbur D. Nesbit, who followed Mr. Wright, 
said he could not talk to those with whom he 
was not acquainted 
as well as he could to 
those whom he knew. 
Mr. Nesbit lives in 
Chicago and was at 
one time an Indiana 
author. He was born 
in Xenia, O., and re- 
lated many interest- 
ing events in connec- 
tion with his boy- 
hood days. 

‘Tt has been quite 
a few years since I 
lived up there at 
Xenia,” he said, ‘‘and 
I remember of a man 
who lives in the same 
town that happened 
to be in Chicago and 
he came up to see me. 
He asked me if I re- 
membered the old house in which I was born 
and of course I told him yes.. he said they had 
preserved the old house and had placed a 
bronze tablet on the house and then I supposed 
they erected some sort of a monument to my- 
self. ‘Well, what does the tablet say?’ I asked 
him. ‘Why, it says Main street,’ was the reply. 
The fact of the matter is they hadn’t erected 
any moment by which to remember me, but 
they were simply re-naming the streets.’”’ 

Mr. Nesbit recited a number of poems which 
were well received. 


Mr. Yarnelle Sings. 


Present at the banquet was Mr. E. F. Yar- 
nelle and Mr. Bowser called upon him to sing 
a solo. He responded by singing the old fa- 
miliar hymn, ‘‘An Old Fashioned Mother,’’ and 
was loudly cheered. 


A PRESENT TO CRANDALL. 


At this point the Pacemakers Club decided to 
make their present to W. V. Crandall, of San 
Francisco, president of the Pacemakers Club. 
It was a practical joke which they successfully 
When W. C. Chandler, of At- 


played on him. 
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lanta, arose to make an address in which he 
said he was to present a beautiful punch bowl 
to Mr. Crandall, he was very much surprised. 
After Mr. Chandler had spoken for twenty 
minutes telling him just how to use the bowl 
and how much the Club appreciated his services 
T. C. Potts, of Cleveland, emerged from the 
rear of the building with the coveted gift. 
When he had reached Mr. Crandall and was 
about to present it to him, he slipped and fell 
and broke the gift in a thousand pieces. Cran- 
dall was a httle perturbed at first until some of 
his friends told him the joke had been pre- 
arranged. 

The Fort Wayne district at this point burst 
into one of their yells and gave the following in 
fairly good concert : 


We’re the guys, we’re the guys, 

That put the ‘‘Salve’’ in Savercool, 

That put the ‘‘bows’’ in Bowser, 

That put the ‘‘us’’ in Polhamus; 
Ain’t that the limit? Now, Sir. 

We're the guys— 

That put the ‘‘cough’’ in Wyekoff ; 

Also the ‘‘bell’’ in Schnabel. 

We put the ‘‘mill’’ in Milliron, too, 

And Armstrong we made able. 

But we all deny it, and you’ll have to east lots, 
To find the guy who put ‘“‘T’’ in Pots. 


© © © 


The Hon. Frederick D. Landis, of Logansport 
ex-congressman from the Eleventh district, and 
a candidate for heutenant governor in the last 
campaign, closed the program with a_ short 
address : 


“There seems to be a discrimination,’’ he 
said, referring to the Toronto delegation, ‘‘on 
the part of the English to carry away cups. 
Lipton tried it several times and lost, so you see 
you are greater than Lipton.”’ 

Mr. Landis said he used to be a salesman. 
He was a salesman for just three months. ‘I 
sold portable bath tubs,’’ he said. I sold quite 
a number of them that Spring. The factory was 
late in shipping them and when I tried to 
deliver in August, when they came, my custom- 
ers refused to accept them, saying the bathing 
Season was practically closed then and they 
wonld have no use for them. I also tried clerk- 


ing ina drug store. My duty was to attend to 


the soda fountain. One day one of our best 

liver complaint customers came in and paid his 
month’s bill. The 

But when : 

/ tied Ib proprietor called to 


me and told me to 
give the man a drink. 
I was fixing up some- 
thing faney for him 
and thought I would 
try some carbonated 
water in it. When 
1 started to shake the 
dope the carbonated 
water got in its work 
and the whole thing 
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Wr sy 
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y/ 
Y oe eRICK Lawes exploded, throwing 
How as e Ais contents and shaker 


in every direction. I 
so seared that custom- 
er that it cured his 
liver complaint and I lost my job. 


I next went into the bill collecting business 
for a printer. I was given the hardest bill in 
the buneh to collect and it happended to be 
against a lawyer. I went to the lawyer’s of- 
fice with it but was told he was in Court, Sout 
immediately went over to the court to find him. 
He was arguing a case before the court when I 
got there but I walked right in and handed him 
the bill while he was talking. Without stop- 
ping he reached in his pocket, pulled out a ten 
dollar bill and told me to give him the change 
later. When I saw him later he scorched every 
inch of my hide, but ended up by offering me a 
job at $4.50 per week and'I accepted it on the 
spot.’ 


Mr. Landis’ talk was thoroughly enjoyed and 
roundly applauded. 


By this time the sun was again getting ready 
to appear and only due to the ‘‘lateness’’ of the 
hour were we persuaded to break up. 


After a parting prayer by S. F. Bowser we 
all arose to our feet and joining hands sang 
‘‘Blest Be the Tie.’’ 


Thus came to an end the greatest Conven- 
tion and Banquet ever held by the Company 
and we are already again looking forward to 
the next one at the close of this year. 
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TORONTO OFFICE AND FACTORY 


Ss. F. BOWSER 
FOUNDER AND PRESIDENT 


HOME OFFICE AND FACTORY 


S. F. BOWSER & COMPANY, Inc., Fort Wayne, Ind. 


Patentees and manufacturers of Standard Self-Measuring hand and power driven Pumps, large and small 
Tanks, Gasolene and Oil Storage Systems, Self-Registering Pipe Line Measures, Oil Fil- 
tration and Circulating Systems, Dry Cleaning Systems, Ete. 


ESTABLISHED—1885 INCORPORATEHD—1899. 


The employees today number about 1500. 

The annual business last year ran over $3,000,000.00. 

Present capitalization $1,800,000.00. 

Its sales force of over 400 men cover the entire United States, Canada and Foreign Countries. 

Factory equipped with railway track to all departments necessary and a private railway over a half-mile 
long connecting with the Penna. R. R., Wabash, G. R. & I:, Nickel Plate, Lake Shore, L. HE. & W., and C. H. & D. 


Train Loads of Material. 

455 carloads of purchased material handled last year and 728 full carloads of Products loaded and 
shipped. Local shipments are hauled to Freight house by three large 5-ton electric motor trucks. 

We are recognized in the steel market as the largest independent consumers of 12, 14 and 16-gauge gal- 
vanized iron and steel; we maintain a minimum stock of about thirty cars of steel. 

We have our own Printing plant occupying 9,300 square feet of floor space. 


Own Electric Power Plant. 

The Factory is equipped with its own water works and Electric Power plant. ’ 

It has its own Brass Band composed of employees from Office and Factory comprising twenty-one pieces. 

The Factory buildings cover ten acres and have a total floor space of 214,082 square feet—not including 
the Toronto Factory or Branch warehouses. 

The Office buildings occupy a quarter of a block. 

The Company maintains a branch factory at Toronto, Canada; a warehouse at Atlanta, Ga.; one at San 
Francisco and one at Dallas, Texas. : ; ‘ 

Branch Offices of the Company are located at New York, Albany, Boston, Harrisburg, Philadelphia, 
Minneapolis, Chicago, Atlanta, Dallas, St. Louis, Toronto, and San Francisco. ‘ 

The Foreign Offices are located at London, Paris, Johannasburg, S. A.. Havana, Cuba, Buenos Aires, San 
Juan, P. I., Cape Town, Sidney and Mexico City. 
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Will This Be Your 
Banner Year 


6 


@ 
, 7 OU will read this Boomer with another year started—the 


DOOOOOODO 
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same old resolutions made—some of them already broken. 
As we look back hurriedly at the past year with its striv- 
ings and its failures—its almosts and its not quites—the moments 
that stand out above all the rest are the ones when we have 
actually done something 
So this year its easy—one thing to remember is to make each 
moment a big one. 
Yesterday is a memory—tomorrow never comes—but today, 
this moment, is a reality. What are you going to do with it? 
A loss of two hours a day means in a year, two whole 
months crossed off the calender. and the loss of two month's 
entire commissions. 
Lose no time this year in qualifying for the Pacemaker Club 
as early as possible. 
Let not one moment be wasted, at least not until you have 
first made your 500 points. 


Start Right and the Finish will be Easy 


© 
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COST AND PRICE 


Below is an article by the General Manager, subject “Cost and Price.” We desire our salesmen 
to read and well consider this article. In it is information that should strengthen the salesman 
and help him to appreciate that a fair price on high goods is the best possible guarantee that the 
goods are high grade. In this article is much good general sales talk. Salesmen using this should 
do so with judgment, steering clear of statements that may lead to useless arguments. 

The General Manager’s object in giving this detailed information is for the benefit of the 
salesmen only as the Management knows the most successful salesmen are the salesmen who are 
sold themselves. Bowser goods are built upon honor and sold upon merit at a close price, product, 
company and the guarantee always made good considered. 


One of the great reasons many men fail in business is because they first fail to analyze 
their cost. They figure the material and labor entering into an article represent its cost, 
and fail to properly consider what is just as much cost—their overhead and selling ex- 
pense. This is also true many times of salesmen. The figures in this article, although fic- 
titious, are largely what it would cost to operate such a business as the one mentioned, 
and are trimmed down to a minimum without jeopardizing the business. The price made 
on Cabinet ‘‘C’’ is placed at $100.00, and shows they are scarcely on the safe side and can- 
not make much money as they surely will lose largely in an off year. This article does 
not apply especially to our business, but is the proposition any specialty firm selling their 
goods direct to the trade through their own salesmen have to consider. 

Tf our salesmen realize these facts, as they exist in any specialty business, and that 
to do a successful business these facts must be taken into account, they would many times 
do much better. 

It takes money to do business. Money is worth money or interest, if you please. 
Money is easily lost in a large business. It costs money to buy ground, on which to 
build buildings, and money for buildings. It costs money to keep these buildings in re- 
pair, and all the time they are depreciating in value. It costs more money for machinery 
and takes money to keep it in repair, much of it depreciates more rapidly than do the 
buildings. The city, county, state and nation all exact a tribute in the shape of taxes. 
The buildings, machinery, tools, books, etc., must be insured. Contributions must be 
made to worthy objects. Stamp bills, printing bills, advertising bills, telephone and tele- 
graph bills must be met. Salesmen’s salaries, commissions and traveling expenses must 
be paid. Employees to manufacture the article manufactured, must be paid. Blue prints, 
engineering sketches, ete., to work with, must be had, which all mean money. The work- 
men must be looked after by proper foremen. There must be fuel and water for boilers, 
oil and waste for the engines, heat for the factory and office, watchman at night. Trucks 
to transport the material finished and unfinished, shippers, bookkeepers, accountants, 
order clerks, collection clerks, expert engineers, tool makers, pattern makers, executives, 
ete., ete., ete., ete., all of which are as much the cost of an article as is the material the 
person outside the business sees and which is about all many do see, sometimes very much 
to their loss, as is shown by the great number of business failures. 

In buying any article it is money in the purchaser’s pocket to buy it of the respon- 
sible firm who gets a price to cover the expense of the article purchased, as that firm 
knows their business and are the people who manufacture an article as it should be. 
The shoddy firm manufacturing the shoddy article, with shoddy methods of manufacture, 
must turn out shoddy goods. Remember a reasonable price for an article, which will 
cover the total expense connected with its being placed on the market, is the best guar- 
antee of its worth and reliability. Any less price means demoralization of article as well 
as business and argues bad for the purchaser who will likely find later he has made a bad 
bargain and has no recourse, for a lack of attention to the proper relation of cost and — 
price means failure and ruin to all concerned in the article, buyer as well as seller, as far 
as that article is concerned. 

Mr. Newton, a nephew of J. M. Newton, president of the Newton Company of New- 
tonville, represents that firm of manufactures in a southwestern state. The firm of New- 
ton manufactures a splendid store and office fixture known as Cabinet ‘‘C.’’ Young Mr. 
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Newton, a hustler, has represented his house for several years, long enough so he has 
come to appreciate much about the intricacies of the business, and as the old gentleman 
expects to do more for the young man, he has put him in touch with some of the business 
details. 

Among the storekeepers Newton has been trying to interest in Cabinet ‘‘C’’ is a Mr. 
Wren, who has been in business for twenty years and has done business without Cabinet 
“CO.” Mr. Wren, however, has become convinced that he would profit by having Cabinet 
““C,’’ but he cannot see why he should pay $100.00 for it. He figures the material and 
labor in the cabinet cost about $15.00, and consequently, the firm of Newton is making 
about $85.00 on every Cabinet ‘‘C’’ they sell. He, in a general way, knows they have 
some office expense, and it costs something for salesmen. However, never bothering him- 
self to give this matter any particular attention or consideration, he still figures they 
make just about $85.00 per cabinet, as the other expense in so large a business is a small 
matter which makes lttle difference. 


He had heard that peaches grown in his country brought the grower 65-cents per 
bushel, and that the grower made 30-cents per bushel on the peaches. He has also been 
told that peaches were sold in Denver to the consumer for $2.25 per bushel. He imme- 
diately decided that someone is robbing the grower to the extent of $1.60 per bushel; 
blames the railroad and commission men and sets them down as a pack of robbers, for- 
getting that the railroad must have enough for handling the peaches to pay the expense 
and a profit; that, hkewise, the commission man must have the same, and that, perhaps, 
both will lose on similar transactions as there may be an over-supply of peaches, or they 
may be received in bad order and have to be sold at an actual loss and that the com- 
mission house necessarily will have to charge enough more on the next consignment re- 
ceived, when the market will warrant the price, to make up their loss on the first one 
received, and pay a profit besides. 


While Mr. Wren sees in young Newton a salesman instead of an order taker, he has 
failed to grasp that such men can command higher wages than order takers, and if he 
has given the matter any consideration, he has thought he gets about $65.00 per month, 
which is a big salary as he only pays his clerks $10.00 and $12.00 per week. Young New- 
ton is on his regular trip, has worked hard with Wren without success, but before leaving 
the town, decided to give him another trial. Mr. Wren, however, still sticks on price, 
insisting that Cabinet ‘‘C’’ might be sold for $35.00 and make the firm a lot of money, 
as the material and labor in the Cabinet do not cost over $15.00. Young Newton then 
decides on a new track and says: 


‘‘Mr. Wren you know I am a nephew of the President of our Company. This is my 
last call on you as a salesman. After this trip I go into our office. On my last trip home 
my uncle showed me what it costs to make and sell Cabinet ‘‘C.’’ You say Cabinet ‘‘C”’ 
should be sold for $35.00 and make my people a big profit. Well, Mr. Wren, let me tell 
you it costs $30.00 to sell every Cabinet ‘‘C”’ that is sold. Yes, it costs more than that, 
for $30.00 is what I get and every other salesman gets every time we sell a Cabinet “‘C.”’ 

Mr. Wren, for a minute, is speechless, but shortly says: 

‘So it’s you that is making all the money, eh? The old man is taking you in to 
finance the concern I reckon. I don’t wonder that you and them other fellers that called 
before you, were so anxious to sell me.one of those Cabinets ‘‘C’’ as you call (nem. No, | 
don’t want any. Thirty Dollars! Why that’s more than I pay my clerks in two weeks.’’ 

““Well,’’? says Newton, ‘‘I am not asking for your order now, I just wanted to show 
you my firm did not make $85.00 on every Cabinet ‘‘C’’ they sell. As for me, I am mak- 
ing a fair living and saving a little money, but, Mr. Wren, how many times have I called 
on you? Do you know?’’ 

‘Oh, I reckon half a dozen times, anyhow.”’ 

‘‘Yeg sir, Mr. Wren, I have called eight times in the four years I have been in this 
territory—three times you were away, but I know a Cabinet ‘‘C’’ will make you money 
and that is what should interest you. If it cost $1,000.00 and was of no benefit to you, 
you would be foolish to pay $5.00 for it. Now, Mr. Wren, I have been here eight times, 
and have spent—in waiting for trains and here with you—two full days, and have not re- 
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ceived your order either. Supposing you gave me your order today, considering the time 
the fellows before spent with you, how much would I be making a month? Don’t know? 
Well at the rate of not over $200.00, and out of that, Mr. Wren, I must pay my railroad 
fare, hotel bills, laundry bills, livery bills, and some times, Mr. Wren, I get stuck, lose 
out on some fellow who seemed all right and don't get my $30.00. Other men are much 
like you, Mr. Wren, and so if I sell three to five Cabinets a week, I am doing well, and 
when I pay my expenses and stand my losses, it only leaves me a little more than I could 
make at home. I am sure you will agree that a man who stands what a salesman has to 
stand, and who sacrifices home comforts, should have a little something for doing so.”’ 


DOOOOOOOOOOO 


‘“You see, Mr. Wren, our business is different from many other kinds of business. 
We must have salesmen to sell our goods, which costs money, as while we advertise ex- 
tensively and have an article those who buy say is many times worth what they pay for 
it, still there are few men who will buy except on personal calls, and many are very 
slow, even then.’’ 


‘“Well,’’ says Mr. Wren, ‘‘guess I did not think just what it cost to sell those Cabi- 
nets, but even after paying $30.00 to sell one, which seems a frightful price, it still leaves 
your firm $55.00 for profit.’’ 

To this Mr. Newton says—‘‘ Again you are mistaken, Mr. Wren. To begin with, the 
material and labor in one of our Cabinets costs $30.00, but that is only a small part of the 
expense of our Cabinet. You know, Mr. Wren, before our people could make our Cabi- 
nets, they had to have a factory to make them in, and machinery with which to make them. 
These, Mr: Wren, cost: them for buildings and-ground.4.4>.0.4-- sae a $ 200,000.00 
Hor achimery. 2c. oR ccc ke cee Ee SER Cetera 300,000.00 
They had to have some material to make the cabinets, and before they could 

sell any of the cabinets they had in stock, raw, partly finished and finished 200,000.00 
Then, while they were shipping the cabinets and waiting for the money to 

come in on those sold, they had to have money to pay us salesmen, their 

office help, their factory help, and for advertising and other expense, 


OCOOODOOOOOOOOOOOOOOOOS 
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S 

S 

© 

S 

© 

© 

$ 

. which samotinted Gor pac Se rete Bee aye OU eed heat ee eres ae ee eee 300,000.00 

© 

$ $1,000,000.00 

® When our people went into business they had a paid up capital of ......... $1,000,000.00 

They had to insure their buildings, machinery, stock and employees, and that 

g Gosts them: pereveart s)he wie eee eee ee ee ee pele pois 12,500.00 

© Then the assessor was after them and they had to pay taxes of ............ 6,500.00 

$ Then there were special taxes for street improvements, sewers, sidewalks, 

S ete, which cost hemi si sn.2.0 ses cee le ee ee eee a eer ee et ae 2,000.00 

x Before starting the plant they had to have some fuel, engineers and firemen. 

3 They had to have water for the boilers and plant, and these cost them 

. [0,21 ge oth eee ane eer pre SIRT Y ON an Pema eae A ws MNS ele re a LAK. ciclo i's 10,000.00 
They had to have watchmen, janitors, man to take care of the machinery, 

$ and these Cost Dery ear, Set. grew oar ks oe ele Se ee ee 5,000.00 

§ They had to have a good man for factory manager and an assistant, also a 

g number of foremen and clerks to handle the time of the workmen and to 

S look after the factory correspondence, and these cost them, per year .... 12,000,00 

$ They had to have expert tool makers, pattern makers and foremen and these 

g cost them: per-year 282505 28 fas. ata ee Sere ee ei ee ee eee ee 20,000.00 

© They had to have a storekeeper and a lot of clerks to properly look after the 

. material of the,company, and: these cost, them! per year... 0... ones 8,000.00 

$ They had to have inspectors, shippers and warehouse men and these cost 

© Lhem, «Per y Cane A tas file sess co te ore cee cr meee een Oro en rete reels ene eee 10,000.00 

They had to have oil and waste for the engine room, and this costs them 

. PEL VOAL Wy OSE A Rage Ps cake 62 Fea aso ee a ec en een 1,000.00 

x They had to have truckmen, feed for horses, gasolene for trucks, ete., and 

x these ‘cost; Peri year sear one le oe ees ee ees cates a ete eee ee ee 2,500.00 
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They have some outfits damaged in transit, some returned in more or less bad 
condition by people who cannot pay for them after buying, and this, with 


pmenreiontstoey must, pay. Costs them, per “yeah 2... lade ce ek eek ck ees 12,000.00 
Their buildings are depreciating every day, and this costs them, per year .. 7,500.00 
Their machinery, ete., depreciates faster and this costs them, per year .... 30,000.00 


In order to secure salesmen, answer their correspondence, see that matters 
concerning sales have proper attention, it requires a Sales Department, 
with a good Sales Manager at the helm. They had to have an Account- 
ing Department, a Collection Department, an Advertising Department, an 
Order Department to look after the orders, a Purchasing Department. 
They had to have stenographers, filing clerks to file correspondence, girls 


topend Out ad vertisine matter, and these.cost them .... 2.0... 64.02 ee as 85,000.00 
They had to buy cireulars, letter heads, bills, statements, and advertise in 
MALIOUS Med 1UINS SON URIS COSTS THEM me. Gtewctceit tau niwseha ceva genes es 60,000.00 


They have to spend money for postage, for telephones, for telegrams, for re- 
pairs to models, express on same and numerous other small items, and this 


SEAS TANGO OSIRIS. A teal (ee oe cali CoN: 2h cy ear i alee Aaa 15,000.00 
They have to heat and light their offices and factories, and this costs them .. 5,000.00 
They have losses on accounts and this costs them, per year ................ 15,000.00 


They have to have men to see their salesmen occasionally, to go out and make 
repairs at times, have the salesmen come into the factory for instructions 
at stated times. Some times they offer prizes to salesmen to stimulate bus- 


Alesewa los WwinlChYCOStS ANGNEYeDereyenly......eoe ns «Si ek la eae Gc eens 15,000.00 
Then the officers of the Company have to be paid for their time, for they 

spend all of their time looking after business, and this costs, per year .... 15,000.00 

PAGE Oa gO ier tenet eee PORN ered ahh ale w/e vos as ois» +849,000:00 


‘“We are doing, Mr. Wren, a business of One Million Dollars per year. As 
material and labor in one of our cabinets cost us $30.00, and we are selling 


10,000 per year, they cost for material and labor alone ................ 300,000.00 
AS HCOlssas DNC MOre LOrselleghelmyebhat IS opisfon ons das mct tue secede ees wes 300,000.00 
The expense for running the business, as just mentioned, is ............... 349,000.00 
Mipmio Kents! U OOUsCabINels eOciheee mute css cous Scie s cs cc See Ges cele we ts ss 949,000.00 


Or $94.90 per cabinet, Mr. Wren, instead of $15.00 as you figured. Should we have 
crop failures and bad business conditions, they would cost much more per cabinet as we 
would have largely the same expense. 

‘“Now, Mr. Wren, as I said to you before, the real fact is that the cost of Cabinet 
““C’’? does not enter into the purchase of the cabinet, as it makes no difference how much 
it cost; that does not determine its value to you. It is what it will do that interests 
you, and I believe, Mr. Wren, from what you have already said, you really feel that 
Cabinet ‘‘C’’ will be a good investment for you; that it will save you money, paying 
you a large rate of interest per year on the money invested, so much so, that in a short 
time you will make back the original price of the cabinet and it will be a money maker 
for you for years to come. Not only a money maker in the sense that the money it di- 
rectly saves you soon pays for the cabinet, and from it directly you derive a good rev- 
enue you are not receiving today, but Cabinet ‘‘C’’ will draw you trade, people will ap- 
preciate the dispateh with which Cabinet ‘‘C’’ will help you handle your business; they 
will appreciate the improvement in neatness and safety Cabinet ‘‘C’’ will bring you, and 
this means more business to you, Mr. Wren, for in this day of improvement, pure food agi- 
tation and sanitary methods of doing things, the merchant who has the most up-to-date 
and sanitary methods of doing business is the merchant who is going to win. I have 
seen, Mr. Wren, just how you have felt about this Cabinet, and as a business man to 
business man have told you some facts we do not ordinarily tell our trade, and now, Mr. 
Wren, as I have shown you, our people cannot sell Cabinet ‘‘C’’ for any less money and 
make any money at all. I know you are ready to sign an order for one of these cabinets 
for prompt shipment.’’ 


COOOOOOOOPOOOQOOOOHGHOOOHOHOOOOOOGOGOOOOOOHOHOO OOOOOOOOOOSOOOOOOOOOOOOOOCOOOOOFHOOOOO OOOO 


OOOOOOOOOOOSOOOOOOOOD 


DOOOOOOOOOOOOQOOOOOOOOOOO 


58 THE BOWSER BOOMER 


The Bowser Boomer 


PUBLISHED SEMI-MONTHLY BY 
S. F. BOWSER & CO., Inc., FORT WAYNE, IND. 


Edited by C. H. DAVIES 


DEVOTED TO THE INTERESTS OF THE COMPANY AND 
ITS EMPLOYEES 


FEBRUARY 15, 1913 


ARE YOU A COMER? 
We mean a comer to the Pacemakers’ con- 
vention of 1913? 
® © © 
Bully for January! We beat the January of 
a year ago by over 2,000 points. Distributing 
that among all our salesmen would mean an 


average increase of about seven points per man. 
Now let’s beat it in FEBRUARY. 


© © © 
Look our for the Pacific Coasters this year. 
They have already had six full carloads of 
goods shipped to them this year—San Fran- 
cisco evidently has determined to ‘‘do their 
shopping early’’ 


© © ® 


Winners, please remember the stairway of 


success echoes with the tread of heavy shoes 
going up and the patter of patent leather com- 
ing down. It requires continued hustle to keep 


going up. 


THEY DIDN’T BELIEVE IT. 


Passing a large Bowser tank about to be in- 
stalled in a small railway town one day. two 
farmers read this sign on the tank: 

‘For the storage of 25,000 Gals.”’ 

‘“That’s all nonesense,’’ said one of them, 
‘“There ain’t that many women in this whole 
town.”’ 


OROMO) 


Upon investigating the final standing of the 
salesmen in the Pacemakers’ race which ended 
December 21st, we find that the first 150 sales- 
men averaged exactly 500 points each. Or fig- 
uring the entire sales force excluding those en- 
tering services in the last quarter, each sales- 
man will average a little less than 400 points. 

These figures would indicate that at least 
over half of our sales force should have no dif- 
ficulty in securing membership in the Pace- 
makers Club this year—Dig IN and see that 
YOU GH syOuRS, 


A BOWSER FOB. 


The accompanying pic- 
ture is a view of the Bow- 
ser Fob which is just be- 
ing supphed to all of our 
salesmen. 


The pendant of bronze, 
is gold plated, the Cut 241 
is worked in relief and is 
finished in jewelers’ red 
enamel. In fact a deserip- 
tion of it is unnecessary as 
you all have or will get 
one presented to you. 


The object of this an- 
nouncement is merely to 
state that should any of 
our salesmen desire to pre- 
sent one of these badges 
to a few favorite prospects 
or customers, the firm will 
be glad to supply them to 
you in any quantities de- 
sired—giving you the ad- 
vantage of the 1,000 quan- 
tity price. 


Opportunity takes very little rest. You can 
meet her every morning most anytime after day 
break. 

© ® © 

When duty calls be prompt with your answer. 
It may be opportunity in disguise. 

© ® © 


When you think your are fooling the old man 
you are just handing yourself one in the solar 
plexus. 
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CHANGES IN OUR ORGANIZATION. 


There has been a number of changes in our 
organization recently; most of them having 
been mentioned in General Manager’s letter of 
February 6th. The letter referred to states 
some very interesting facts which are in part 
as follows: 


Due to the increase in volume of business and 
the additional work in the General Sales De- 
partment, Mr. Zahrt, who had been in the Exec- 
tive Department, had been transferred to the 
General Sales Department, taking up in that de- 
partment the management of the garage, the 
general store and such other lines as might be 
handled by the garage and store salesmen, Mr. 
Corey retaining the railroad and factory sales 
work, in addition to which he took on the en- 
gineering work. Mr. Corey has now also taken 
on the Service Department work, installation, 
exchanges and repairs, which was formerly 
handled by the Collection Department. 


The department under Mr. Corey is known as 
the Engineering Sales Department, and the de- 
partment under Mr. Zahrt will be known as the 
General Store & Garage Department. 


Jt being impossible even with this division, 
on account of the volume of business, for Mr. 
Corey and Mr. Zahrt to properly handle their 
departments in all the details, Mr. H. C. Storr 
has been made assistant to Mr. Corey, and an 
assistant for Mr. Zahrt’s department will be 
named a little later. These two assistants will 
have charge of the departments as far as the 
detail work is concerned, being responsible for 
same. 

In addition to Mr. Storr in the Engineering 
Sales Department, Mr. Morris will assist Mr. 
Corey in looking after the filtration work, Mr. 
L. F. Johnson wili assist him in looking after 
the engineering work, and Mr. lL. E. Bowser 
will assist in looking after the service depart- 
ment. These three gentlement will work with 
Mr. Storr and be responsible to him for the 
proper handling of the detail work in their re- 
spective departments, taking matters of policy 
and of special importance up with Mr. Corey. 

The foreign sales force has been placed in 
charge of Mr. R. G. Schulze, under Mr. Dunkel- 
berg, who in addition to his duties as Treasurer 
and looking after the Treasurer’s Department, 
will look after the foreign business. 

Mr. S. B. Beehtel, Assistant General Manager, 
will devote his time to the American and Cana- 
dian sales work. 

In addition to these changes at Fort Wayne, 
the following have been or will be made at 
other points: 

Mr. J. W. Runyan, who has so acceptably 
held the position of Manager of the Safety & 
Insurance Department, on account of his family 


has requested that he be placed again -in sales 
work with headquarters at Philadelphia, and 
has been appointed Superintendent of the store 
and garage sales of the Philadelphia Division, 
with territory embracing Philadelphia and sev- 
eral counties in that vicinity. 


Mr. H. ©. Carpenter has been appointed to 
the same position at New York City, with ter- 
ritory covering New York City, Long Island 
and several adjacent counties. Mr. Carpenter 
reporting to the Harrisburg office. 

A similar arrangement will be made at Bos- 
ton, the name of the Boston Sales Superinten- 
dent being announced later. 

Mr. J. R. Sibley has been appointed Boston 
Engineering Sales Superintendent, reporting 
directly to Mr. Corey. Mr. Sibley’s territory 
covers Central and Northern New England 
with the exception of Vermont. 

Some time since the Company came to the 
conclusion that it was good business, instead of 
having branch offices in the great cities, to 
place them in smaller cities where there would 
not be so many annoyances from _ outside 
sources, and where the business could be done 
in a manner more satisfactory to the firm, its 
customers and employees. For this reason the 
branch offices at Philadelphia, Boston and Chi- 
cago were closed last year, and New York is 
now being closed, sales offices having succeeded 
the branch offices in all these cities. 

In order to take care of the business in the 
East, however, new branch offices are now being 
opened at Albany, N. Y., and Harrisburg, Pa. 
This places an office at Albany, where the large 
warehouse is located. It is also likely some 
warehousing will be done at Harrisburg, al- 
though the territory being nearer Fort Wayne, 
the necessity for warehousing at Harrisburg is 
not as great as at Albany. 

Mr. J. H. McConnell, previously the District 
Manager at St. Louis, has been appointed Dis- 
trict Manager of the new offices at Albany. 

Mr. R. S. Colwell, previously District Man- 
ager of the New York Office, will be District 
Manager of the Harrisburg Office. 

Mr. A. D. Wyckoff has been appointed to the 
same position in Pittsburg as Mr. Sibley has in 
Boston, his territory covering Western Pennsyl- 
vania. 

Mr. Henry E. Anderson, heretofore District 
Manager of the Boston and Denver Offices, has 
been selected to look after the Company’s busi- 
ness in Europe, and will be transferred to Lon- 
don at an early date. 

Mr. C. C. Barnet, who acceptably filled the 
positions of Assistant Manager to Mr. Hance, 
salesman and division superintendent, has been 
appointed to succeed Mr. Anderson at Denver 
as District Manager. 
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Mr. R. G. Shulze of the Export Department 
will be assisted by Mr. 8. M. Gay, formerly 
with the Flint & Walling Co., and Mr, Goshert, 
who has been in the department for some time, 
and also by an able corps of translators and 
stenographers. 

Mr. G. H. Hastings, who so acceptably filled 


the position of assistant to Mr. McConnell, has 
been appointed District Manager at St. Louis. 


The firm is also opening a warehouse at 
Winnipeg, Manitoba, where a large stock will 
be earried, and where a district office will be 
opened a little later. 


The friends of Wm. E. Jenkenson, who has 
been with us so many years on the_ Pacific 
coast, but left recently to go into the real estate 
business, is again back with the company. 


Mr. Jenkinson will do special factory work 
under the direction of the home office and we 
hope he will show some of his old time prize- 
winning form. 


E. L. Jenkenson, his son, is also again with 
us covering territory on the coast. 


Roscoe L. Heaton and George Bacon both 
previously engaged in office sales work at the 
Atlanta office, are again back to the home 
office. Mr. Heaton has a desk in the Engineer- 
ing Sales Department and Mr. Bacon is in the 
Fort Wayne Sales Department. 

R. L. Corey, formerly of the New York office, 
will go to Winnipeg, Canada, where we are 
locating a new warehouse. 


Fred A. Morgan has connected with the com- 
pany and will go to London with Mr. Anderson. 
Mr. Morgan formerly lved in Florida where 
he was engaged with the Gulf Refining Co. 


C. C. Fredericks, formerly in the real estate 
business here, has entered the services of the 
company in the General Sales Department. 


Dan. G. Milligan, L. G. Kamp and Chester 
Hosier have entered the Engineering Sales De- 
partment, Mr. Kamp directly under Mr. Morris, 
and Messrs. Milligan and Hosier under Mr. 
H.-C Storr: 
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Mr. William Mann who has been covering 
Cincinnati for some time, has made a change 
and is now doing special work at the Home of- 
fice. He also has in charge the training of sales- 
men, assisted by A. 8S. Bowser. 
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Mr. G. R. Amsden lately connected with the 
collection department, has taken up office sales 
work at Philadelphia, under Mr. Runyan. 


R. L. Roberts, until recently commission ac- 
countant in the auditing department, is now 
located at Pittsburgh where he will take care of 
the office sales work. Mr. Roberts previously 
covered territory with the Bowser grip which 
experience well qualifies him for his new po- 
sition. 
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Mr. H. O. Chilton has aecepted a position in 
the Fort Wayne sales department, succeeding 
C. M. Biddle, who left to go into the automobile 
business in Syracuse, N. Y. Mr. Chilton is a son 
of S. M. Chilton who travels for us in Virginia. 
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All these changes are made in the interest of 
an increasing business and it is our expecta- 
tion they will stand for greater efficiency, as 
well as a greater business. 


OR OREO) 


A very extraordinary circumstance came to 
notice recently in Mr. J. P. O’Neil’s territory. 
On his last trip to Clearwater, Kans., he was 
successful in selling ten outfits. This town is a 
little out of the ordinary, having a population 
of about three hundred and the merchants have 
purchased sixteen Bowsers since last August. 
The town now has about $6.20 invested in Bow- 
ser Outfits for every man, woman and child 
in the village; three of the outfits in use are 
10-bbl. Cut 41’s; two of them, 5-bbl. Cut 41’s; 
and one is a 3-bbl. Cut 41. There is also in- 
stalled in this town eight Cut 64’s, and two 
Cut-110’s, with barrel track, cradles, dash and 
hoist. , 


Until we can learn of some town which is 
more thoroughly Bowserized, we will refer to 
Clearwater, Kans., as our spotless town with 
J. P. O’Neil as Chairman of the Board of Im- 
provements. 
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Mr. J. R. Sibley, who covers the factory line 
in Boston, has recently secured two helpmates 
in Allen Clark and C. W. Morrison. These two 
new men have been to the factory for a thor- 
ough training and took to the line like a duck 
does to water. Upon their return to the New 
England States, we are expecting great things 
from Mr. Clark and Mr. Morrison and we will 
watch their records with much interest. 
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It is as hard to stay at the top as it is to get 
there. When a man becomes content he is also 
lable to become lazy. 
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TWO EXAMPLES. 

The wise business man watched a young fel- 
low light a cigar and carelessly flick the dead 
match into the waste basket. 

“Tf I positively knew that a match had been 
cold for a week,’’ he remarked quietly, ‘‘I 
would not throw it into the waste basket.’’ 

An old uncle of mine gave his boy a good 
whipping for pointing a wooden gun at his 
little sister. 


The men may be extremely conservative but 
the chances are they did not suffer for it. 

J have seen druggists and manufacturers 
handling their oils in most careless fashions. 
They threw their business matches among the 
waste paper; they took chances of getting 
burned. 

Sometimes a prospect refuses to accept the 
recognized ‘‘Standard Equipment’’ and_ pur- 
chased an imitation—maybe his gun is made of 
wood and maybe it isn’t. 

It is better to be safe than sorry. 

We have read several very splendid poetic 
effusions in the columns of the Boomer from 
our sales force and to be specific in this, we 
mention among our poet contributors, J. Gary 
Rodman, T. C. Potts, W. D. Alleman and Mort- 
imer D. Richards. 

It looks as though the sales force are likely 
to lose their laurels to the factory department, 
as we are just in receipt of a communication 
from Ned. L. Heatt, who works in the stock 
room, who kindly favored us with the follow- 
ing poem: 

“THE BOWSER HABIT” 
There’s many a place in this dear old state, 

Where they make oil tanks at an awful rate; 
But nevertheless, it is confessed, 

Of all oil tanks, Bowser’s tanks are the best. 


But, lest we forget let us mention, 
Bowser’s pumps must have some attention ; 
For they themselves, measure and figure the 
cost, 
While most poor men would in figures be lost. 


Bowser also makes self-oiling systems, 

Which always keep oil in the steaming pis- 

TONS ; 

No bearings or cross heads to scrape and babbit, 

After you once get the Bowser Habit. 

NED. L. HEATT. 
Fort Wayne, Ind. 

If any of our readers feel that they can go 
Mr. Heatt one better, we will be pleased to re- 
ceive the effusions. To the best one received, 
we will donate the author a year’s subscription 
to the Boomer. 


H. D. MURDOCK 
One of the St. Louis ‘‘Comers.”’ 


A month ago Mr. H. D. Murdock, who had 
been occupying Missouri territory, was sent 
into Kansas, where he secured phenomenal busi- 
ness, and in returning home for the holidays, 
he was requested to stop at Marshall, Missouri, 
to take care of a garage prospect. Mr. Mur- 
dock comes in this morning with his order, 
No. 171, specifying one ten-barrel 241, three 
two-barrel Cut 25’s, one Cut 124, portable, with 
a few accessories, amounting to seven hundred 
and sixty-two ($762.00) dollars, with a draft on 
the St. Louis Bank attached. Attached to this 
order is a personal letter from Mr. Murdock 
advising that since he took up our hne on 
July 18th, he had secured sufficient business 
to consume 341 points in 1912. 


Be just as free about answering questions as 
you are to ask them for the best way to learn 
is through a fair exchange of ideas. You have 
no right to the ideas of others if you are stingy 
with your own. 
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Echoes from the Convention 


During the convention we heard a number of 
stories. Some were about salesmen present, 
while others were of hunting and fishing expe- 
ditions of which they had participated. 

One very laughable story was told about A. 
W. Dorsch, of an occurance when he first came 
with us. Mr. Dorsch knew very little about 
horses and when he came with us he traveled 
up in Michigan which territory requires con- 
siderable driving. As Mr. Dorsch was not fa- 
miliar with the tricks of horses, he was very 
much at a loss to understand their ways for 
some time. One day he made a drive out of a 
town and it took him quite a long time, much 
longer than really necessary. When he re- 
turned the lveryman asked him where he had 
been that it took him so long. Dorsch told him 
that he had only made this one town. The liv- 
eryman asked him what detained him. Dorseh 
said that he had not got very far until the 
horse yawned and as the horse yawned the bit 
dropped out of his mouth. Dorsch said the 
pesky horse kept him there two hours before 
the horse yawned again so that he could put 
the bit baek in. . 


There was a little story told about J. W. 
Davis, who travelled out of Los Angeles. He 
has made quite a record in securing cash with 
order and it was said that he went in to eall 
upon a prospect whom he finally sold. He in- 
duced the prospect to pay cash and in figuring 
up the order it was found that the outfit Mr. 
Davis sold cost $198.00. The prospect pulled 
out a $200.00 bill and gave it to Mr. Davis and 
awaited for his change. Mr. Davis felt about 
his clothes, but did not happen to have $2.00 
in change or a $200. bill. Not caring to leave 
the man with the money, Mr. Davis finally said, 
‘Well, I guess I will have to sell you $2.00 
worth more of equipment’’—which he did. 

There was a very odd story told about H. G. 
xranger, who is visiting us from Paris. Mr. 
Granger has met almost everybody about the 
factory from the office boy up. He asked one 
of the office boys one morning how he felt and 
the office boy said, ‘‘Out of sight.’? While Mr. 
Granger understands and speaks English very 
well, he did not quite catch on to this slang 
and asked the boy what he meant and the boy 
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The ‘‘Mysteriously Handsome”’ delegate from Texas. 
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said—‘O! Way up! Way up!’’ Mr. Granger 
caught on that it was just an expression and 
decided to use it himself the next time there 
was an oceasion. It was not long until some- 
one asked Mr. Granger how he felt and Mr. 
Granger immediately replied—‘O! You can’t 
see me! You can’t see me!”’ 
© © © 

Runyan was asking one of the boys whether 
there were any rabbits in his country and a 
friend replhed that there were quite a number. 
Mr. Runyan wanted to know if they used a gun 
or set traps for them. The friend replied that 
he would take a gun and hide behind a rock 
and make a noise like a turnip. This riled Mr. 
Runyan and he said whenever you come here 
to hunt rabbits, that all you will have to do is 
to sit quiet in a cabbage patch and look natural. 

© © © 
NUPTIAL AND NATAL STATISTICS. 

We have not undertaken to maintain a col- 
umn in The Boomer under this heading, not 
because there are so few occasions for its use 
In our organization but rather because the inei- 
dents are so frequent we might not have room 
for them all and furthermore we might acci- 
dentally miss a mention or fail to get it and 
then we might be charged and sued for inten- 
tionally supressing the news. 

Several of these auspicious events occurring 
in January, however, has caused us to break 
the silence and we are pleased to make the fol- 
lowing announcements: 

On January 22nd, occurred the marriage of 
Miss Edith Caroline Soest, of Fort Wayne, to 
Andrew Durand Wyckoff, of Pittsburg. Miss 
Soest is well known in Fort Wayne which has 
always been her home. They became acquainted 
while Mr. Wyckoff was employed at the home 
office. 

Mr. Wyckoff is now manager of the Pittsburg 
office, where the happy couple will make their 
home and the many friends in the organization 
wish them a hfe of unalloyed happiness. 
Another Mr. Bowser in Town. 

On January the twenty-sixth Mr. and Mrs. 
A. S. Bowser were made the happy parents of 
a baby boy. The son has been christened Albert 
S. Bowser, Junior, in honor of his father. We 
welcome the new lttle Bowserite into our 
midst and congratulate the happy parents. 
Splendid! Another Boomer subscriber. 


An Elopement. 

E. J. Gallmeyer, salesman in Denver, slipped 
over a very neat trick in the first part of Jan- 
uary. In facet it was during the Pacemakers’ 
convention. Oh, what would have happened 
to him if that buneh would have found him out. 
Mr. Gallmeyer’s home is here and it was quite 
natural for him to come home for the holidays. 


Mr. and Mrs. E. J. Gallmeyer 


However, one morning Miss Selma Hoppe, a 
stenographer in the General Sales Department, 
did not appear and upon investigation we 
found the couple had gone to Detroit, where 
the couple were married and had gone direct 
from there to Denver. Mrs. Gallmeyer had 
been with the firm several years and her ex- 
perience and knowledge of her husband’s bus- 
inesg will be an aid and encouragement to him. 

EK. J. Gallmeyer received his early sales train- 
ing under Fort Wayne district, doing special 
work in and around Fort Wayne. He was later 
transferred to Denver where he has been giv- 
ing a very good account of himself. He has 
splendid ability and you may expect to see him 
a Pacemaker among the forty high men from 
the Denver office this year. 

The firm joins with their many friends in 
congratulating the ‘‘Newly-weds’’ in wishing 
them every happiness and success. 

Only last week Miss Hazel Swartz, one of Mr. 
Little’s stenographers in the Fort Wayne Sales 
Department, failed to appear one morning. It 
later developed that she had eloped and was 
married. Mr. Little says if this keeps up it 
will be necessary to count noses mornings and 
evenings, 

© © © 

When you just do your plain duty, your sal- 

ary figures stand still. 


When you have done something worth while, 
your chance for happiness starts. 


. . 


The Fort Wayne Sales Department recently 
had as visitors several of their salesmen, among 
whom were: J. M. Prigg, Washington, Pa.; 
W. B. Offerle, Warren, Pa.; S. M. Chilton, Ro- 
anoke, Va.; J. M. Chilton, Roanoke, Va.; J. B. 
Marshall, Rochester, Pa.; A. J. Abbott, Cole- 
man, Mich. These.salesmen seemed to enjoy 
their visit to the factory very much and no 
doubt the trip was both interesting and instruc- 
tive. We hope they give us another call soon. 
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J.D. GUMPPER 
Under Southern Palms. 


Jake has returned to Florida where he prom- 
ises to go last year’s record ‘‘one better.’’ 
The above shows him in his working regalia. 
It is certainly an alluring view when the mer- 
cury is flirting with the zero mark up here. 


THE OPERATING PROBLEMS OF MOTOR 
TRUCKS. 


The self-propelled business vehicle has come 
to stay, and has attained extraordinary success. 
In the use of auto trucks, there is a search for 
maximum efficiency, and the matter of prompt 
and efficient delivery is becoming a science. 
When the horse was used, not one merchant or 
manufacturer in a thousand knew, with any de- 
gree of accuracy, the operating costs. When 
the truck was introduced, it came upon a field 
heretofore full of inefficiency and waste. Horse 
drawn vehicles were always operated under 
low tension methods. The motor system must 
be operated under high tension methods to se- 
cure the best results. 


It is important to know how to key your de- 
livery system up to top-notch efficiency, which 
menas the selection of a truck particularly 
suited to your purposes. In the modern, com- 
mercial truck service, you will find they use 
driver’s reports, repair sheets, mileage tables, 
tire costs and the charging of gasolene. This 
brings truck operation up to a_ businesslike 
basis. With the increased cost of gasolene, per- 
haps one of the most important items is the ef- 
ficient storage and handling of this liquid. It 
is Impossible to maintain an accurate record or 
secure the maximum efficiency without a Bow- 
ser equipment for the storage and delivery of 
the gasolene. 


The development of commercial garages is 
just beginning and we wish to particularly call 
our salesmen’s attention to this line. What an 
immense virgin field lies before the truck man- 
ufacturer can be judged somewhat when one 
considers that there are over 31,000,000 horses 
engaged in drawing commercial vehicles in this 
country alone. These are government figures; 
and from the same source is gained the infor- 
mation that the annual production of horse- 
drawn vehicle is close to 900,000. There are 
about 10,000,000 horse-drawn vehicles, all told. 


Take New York City as one example of the 
possibilities in a single city—the city most apt 
to take quickest to the solution of the delivery 
problem as offered by the motor truck. In 
January, 1910, the number of commercial horse- 
drawn vehicles in this city was approximately 
231,000. Registration showed 783 motor trucks 
owned by 274 firms and individuals. A year 
later the number of motor trucks in use had 
practically doubled. Taking as a basis that 
the truck will do the work of three wagons, the 
motor truck requirements of New York City 
alone is over 75,000, to replace horse-drawn ve- 
hicles. This is practically double the annual 
output of all the motor truck manufacturers 
in the United States. Considering that this 
records the possibilities in one city alone, one 
can readily judge the possibilities of the motor 
truck industry in the entire United States. 
Truly, a rich harvest for years to come awaits 
the Bowser salesmen. Bowser equipment to the 
automobile is almost as essential as gasolene, 
for the two go together, and when equipping a 
garage with Bowser outfits, you are in the po- 
sition of an efficiency engineer who recommends 
an economical, time-saving and efficiency-pro- 


ducing apparatus to the garage. 
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When you have a chance to work, then you’ve 
got all the world offers. 
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SELL COMPLETE OUTFITS 


‘You as a salesman are naturally interested in increasing your 
income. You can do this by increasing the size of your tank orders 
and selling the outfits complete. 
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It is often possible to raise 
a man’s order from a three 
to a five barrel tank or from 


ness on accessories alone last 
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year amounted to nearly 
; $2500. Figure the commis- 
a five to a ten barrel size. 
sion for yourself on this and 


We do not mean that you see if it isn’t worth while. 


should over sell a man, but oe 
oe: All this increased business 
you should insist on him pur- 
chasing a tank amply large 


enough for his needs and 


can be secured without ad- 
ditional expense. While you 
are on the ground sell the 
man everything he needs 
even if it does take you a 


persist in it with all the force 
the case will permit. Also, 
don’t forget the accessories. 


; little longer. 
Some of our salesmens busi- 6 


A number of salesmen fail in these two items because they are 
too anxious to get away as soon as they get any kind of an order in 
sight. Don’t get nervous. Stay and put the order through right. It 
is the experience of us all that many times we could have secured a 
bigger order if we had only asked for it hard at the time. 


Strike for Larger Sales in 1913 
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Echoes from the Convention 


There seemed to be quite an argument dur- 
ing the convention between Eggleston and De- 
vereux about some bet—all our reporter could 
get of it was that Devereux lost and wouldn’t 
pay. Eggleston brought Runyan and Shulze 
in as a witness to the fairness of the bet. The 
amount was $100.00. Write and tell us what 
this is all about, Devereux. We will hold the 
stakes. 
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At the entertainment given at Mr. Dunkel- 
bere’s home during tthe convention, among 
other there were professionals known as the 
Marks Brothers. They said some very clever 
things and to give some idea of their wit we 
are reproducing the following: 

Adolph: Hello, Rudolph! My but you look 
a happiness; vat is the reason? 

Rudolph: My vife went to work this morn- 
ing. 

A. Ach, you are such a nonesense, Rudolph; 
there is much get-rich-quick swindlers nowa- 
days and I have it an idea. 

R. Gif it to me und [’ll eat it. 

A. This is nothing to eat—an idea is a cre- 
ation from der human brain. 

R. Is dot a factory? 

A. No, an idea. 

R. How does it work? 

A. By the central fuegal movement which 
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One of the ‘‘Special Touring Parties’’ 


going thru the Factory during the con- 
vention. 


See eae 


increases with the gray matter from the bast 
of der brain. 

R. How do you know all dis? 

A. From the study of astrology and astron- 
omy in which the gravitation of the earth re- 
volves every twenty-four hours. 

R. You surprise me with astonishment. 

A. Why, for inkstands, take the planets— 
the sun, the moon and stars—You know what 
a star is? 

R. Sure! 
Is a stan, 

A. You talk like a coupon. Lillian Russell 
is a cigar; eight for I mean stars like the 
big dipper and Venus. 

R. Venus is a statute. 

A. Every time you open your foot you put 
your mouth in it—How is the earth divided? 

R. Between Hetty Green, Standard Oil and 
Morgan. 

A. That proves you know nothing about 
bonnotanny. The earth is in two parts—land 
and water. I don’t believe you know who was 
the father of our country? 

R. I know as much as you do und that’s 
lesser. 

A. Well, then who vas the father of our 
county ? 

R. Teddy Roosevelt. 

Of course to hear this given is much more 
laughabie and entertaining. Perhaps we will 
tell you more about this entertainment later. 


Maude Addams or Lillian Russell 


SUGGS 
COOOGRAS 
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Interesting Records on AA 


Upon investigating the business of last year we find some very interesting individual records. 
Believeing that our readers will also be interested in them we are reproducing below several of 
these items of interest. 


Record of “C. W. O.” was an item that particularly attracted our attention and we had a list of 
the twenty-two men who were highest in this compiled. They are as follows: 
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epee Nis MDW LS acre) ana osce Sate Tapes con skes sic 39 Iice chee Sherlock js... CHCA SOM a carts alent 28 
CoV Home S Chilean tees SOS bOME wees ctelele cer cuntere ss 38 Se rannese Wand areas. MINNEAPOLIS: s...5 <0 oes 23 
Fee VWVisi Com oat Are ea: ots San Francisco ....... et! Gt eA Gy dblarteen is. o. Phitadelphiay sah asn 23 
LO} BYE. Walters 2.5... Sani Mrancisco ya. <« ss 36 2) eared. rel C2ViODS | ccs eos EROMOTEEOMs «ene at s- 0 Reeeen Genes 6 22 


The above list is according to per cents. Of course these men secured different volumes of 
business and the per cents are based upon the volume of business they secured cash with order. 


Basing this list upon the amount of “C” in dollars that they secured the list would stand as 
follows: 
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Ae + ikGo ich, dake teuaham vies lene Bans, anaccocosdads Fort Wayne I Gre SENS dl talp, mol VION ACISKOT alta 5 penrctro SOD OCr aORnnr OcnGne Boston 
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In looking up the work done by Mr. Mann during the last four months of 1912, we find that he 
made a splendid record. His name does not appear in the above list because a check which he © 
secured came in a week after the order was received and there was a technical question whether 
it could be considered “C. W. O.” He has anexcellent record, however, and we wish to make 
this mention of it. 


Another very interesting individual record was discovered in investigating the number of Cut 
No. 241 outfits sold. In the past year there has been a large number of these outfits sold and we 
were interested to know who the salesmen were selling the most of them. We find that the list of 
salesmen in 1912 selling the most Cut No. 241 outfits ranks as follows: 


No. Sold : No. Sold 
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We are anxious to know who will beat these records in 1913. 


Go after the Cut 241 business hard this year. It is a good outfit to boost your records 
and inerease your commissions on. Try for them every time you get a ehance. Think 
of them first when you think of gasolene. They are preferable for the store; they are 
the choice for the garage; and they are the best for the factory, because they are inclosed. 


DOOGHOOOGYHHHHOHHHOOOOHOHOOOOOOOOOHOHOHOOHOHOOOO OOOOH OHO OOOOOO OOOO OOOOOO OO OOOO OOOOH 
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One-Sixth of the Year 
ls Gone. 


ULTIPLY the amount of business you now have by 

six and see where it would put you if you only 

secured in the balance of the months, what you have secured 
in the first two. 

Then deduct from it a fair amount for the vacation 
peroid, Christmas holidays and other days you may not be 
able to work. 

Now, does this amount left, satisfy you? 

Would you have made the Club? 

Boys! Time is flying and the time to hammer hard 
is NOW. 


Go after the early spring trade with a determination 


to get it. 
Wake Up—Stand Up——Talk Up 
Preach Up Fight Up And Stay Up 


And Never Give Up 
Let Up—Back Up Or Shut Up 


Until You Have Made The Club. 


© 
© 
© 
© 
© 
© 
© 
© 


HOHOOOOOHGHOHOHGHOOHOOOOOHHGHOHGHOOHOOOHOHOGHOGOOOOHOOGSHOHOHOOHOOOOHOOOOOOOOOOHOOHOOHOOOOOH 
Le ee I a a a a naa 
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STANDING FIFTEEN HIGH MEN, 
February 25, 1913. 


PNET SOMO EA wre ee esc cayan stoke ae Fort Wayne 
RGR OMAR ita: Misvtees . Stax sy ohe San Francisco 
Nelo ONES so) Soh os ota ee ner ae Re er Harrisburg 
Setiita tlie mvt Mcrae. he atie feisee wes See Minneapolis 
SUTOEE FI ARGS Gee EA saa aa Oe ee San Francisco 
Bees er USOUER VV oe Vin hese iapst ec gis hes Seas Toronto 
CIV ROLHE UES JAN DP Nee Toronto 
avin Veils meetot s ees as es vader trees Atlanta 
Reece el io ae wde ss ke elt eo a ee Dallas 
"LL OLGA feel eR eR tee a ee eee Albany 
ioies CE LVE Wyse ae Miata 2 «nists arash s. eet ae akbo 0 Dallas 
Bes Cen et taete, ehe Be wry s acer aud. cra oa hoe Atlanta 
LE GLUG) TE Ne hae ee a acre Fort Wayne 
GIS Abts 0g Fes Deeg et a oe Atlanta 
skeaie 4 TE AE paren rene ee ar Harrisburg 


The above is a list of the fifteen high 
men based on the volume of business 


each has secured to and _ including 
February 24th, 1913. 

These are the boys who at the 
present writing appear to be candidates 
for executive positions in the club this 
year. 

No doubt there are a score of men 
within a few dollars of them who may 
in another week secure enough business 
to surpass them, but remember boys, 
It’s the First man who secures 500 Points 
of business that gets the pick of the officies. 

Every man still has a chance for the 
presidency of the club and will have 
until it is taken. What plans have you 
laid and what progress have you made 
towards taking this great position of 
honor? 

You have in your power the im- 
plements, the knowledge and the oppor- 
tunity. Are you going to stand idly by, 
and let the other fellows take them. 
DON’T! 

Go out on each trip determined to 
succeed. 

Go confidently and corageously. 

Come back victorious. 


WIN!! 


A SALESMAN FROM AN ELECTRICAL 
STANDPOINT. 


It is not what people say about you, but it is 
what you are that counts. The only person in 
all this world whom you should aim to satisfy 
is yourself. You alone know your failings and 
your weaknesses. Other people know your out- 
ward appearance, your actions, your deeds. 
You, and you alone, know your motives, your 
ambitions, your thoughts. You know yourself 
whether you put forth your best efforts as your 
most sincere endeavors. You alone know 
whether you are making the most of your time. 

Look yourself straight in the face this morn- 
ing, in your own mind’s looking-glass. Ask 
yourself whether you are satisfied with your ac- 
complishments and whether you do not think 
you could do better. Analyze your own con- 
duct in all matters and ask yourself what you 
would think of the other fellow, if you knew 
him to be what your opinion of yourself is. 
Imagine that you are your employer, and an- 
swer honestly whether, if he knew as much 
about you as you know yourself, would he dis- 
charge you, or would he raise your wages? 

If you do this conscientiously, there are many 
things you will do differently. It will enable 
you to see your weaknesses and will prompt 
you to do better. 


IT IS WHAT YOU ARE THAT REALLY 
COUNTS. 


Some inventive genius has discovered that 
the average salesman dissipates about 25 kilo- 
watt hours of energy a day in motion, muscular 
action, mental exertion and heat radiation. 

This is equivalent, it is said to a continuous 
expenditure at a rate of about one hundred 
watts, or the rating of a one-eight horse power 
motor. 

These may be the cold facts but we refuse to 
apply it to Bowser Salesmen. We absolutely 
know that the speed of some of the boys finish- 
ing in the Pacemakers’ Club last December 
equalled a 90-horse power, six cylinder motor. 

Our inventive genius goes on further to state 
‘‘As a heating device, the average man is equal 
to a 16-candle power carbon filmament 

Here again we must disagree if compared to 
a Pacemaker. Most of our Prize Winners out- 
shine a 100-candle power spot light and when 
in action will melt a prospect from an iceburg 
into a satisfied user and make him a boiling hot 
Booster. 


Next! 
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Of course, all our boys are observing lent. 


© ® © 
One would think that all C. M. Carpenter, of 
Vermont, had to do was to play on a battery of 
push buttons to get orders, the way they are 
coming in. 
© © © 
There is no mystery in salesmanship—it’s 
just good, hard, conscientious work, and com- 
mon sense. 
© © © 
Look out boys! The opening wedge per- 
formers are on the job. They will slip the thin 
edge between you and an office if you don’t 
keep busy. 
© © ® 
H. E. Bleecker, of Tablet fame, is coming in 
strong this year. He travels in Alberta, Can- 
ada, and is playing a heavy hand for firsts. 
® © © 
In selling there is an unlimited field. You 
never get through. 
ORORRO) 
Tap! Tap! Tap! Who’s there? J. W. Ed- 
wards, of British Columbia. Come right in, Mr. 


Edwards, and look over the Pacemakers Club. | 


We feel sure you will soon register if you con- 
tinue to send in your present volume of busi- 
ness. 
© © © 

Altho there is a lot of grass in Texas, we 
know none will grow under T. G. Dobney’s feet 
the way he is stamping around after orders 
down there. 


© 
Sales results can only be brought out effi- 
ciently and eenomieally by organized methods. 


© ® © 
Speaking of the Powers that be, we wish to 
mention D. H., of Ohio. Mr. Powers is making 
a splendid start for the club. 
© © 
Mortimer D. Richards, the Duke of German- 
town, Pa., is greatly adding to the glory of his 
coronet this year and it looks as though he is 
going to take an active part in the parlament 
of the club. 


FORT WAYNE, IND. | 


M. C. Benham, of Minneapolis, is causing his 
name to revibrate this year by his prompt get- 
away. 

© ® © 

Handling merchandist to sell at a profit is a 
question of studying, not only the merchandise, 
but methods. System in business means success. 


© © © 


A. S. Baker is comparatively a new name on 
our salesmen’ records but he is making a fine 
showing and it looks as though you will hear 
considerable of him this year. Mr. Baker trav- 
els in Oregon. 

© © © 


- The things that can be done to improve your 
selling plans and increase your production are 
countless. 

©®® © 


J. F. Connelly, who travels in the dear old 
State of Massachusetts, is making a good start- 
off for the club. Our old friend has evidently 
determined to be not ‘‘nearly’’ but an actual 
winner this year. More power to you, J. F. 

®® © 


You can’t have system without ideas, and 
you can’t have ideas without thought. It is the 
thoughtful salesman who gets the business. 

© ® © 


We direct the finger of pride to W. G. Chand- 
ler and W. D. Daniels, of North Carolina, who 
are cutting as many capers as the most daring. 
Look for them both at the next convention. 

® © © 


Increasing your business means increasing 
your salesmanship either in quality or quantity, 
or both. 

© © ® 

Time is the salesman’s estate. Salesmen must 
study—study people—study conditions and 
study their line. ¥ 

Salesmanship is essentially a broad man’s vo- 
cation. His efficiency depends upon controlling 
SO many aggressive influences maintaining a 
tolerant mind to listen, and a tactful mind to 
execute. 


BREAKING IT GENTLY. 


Mike, the garage hand (at the door)—‘‘Did 
your husband hov a new suit av clo’es on this 
mor-nin’,-Mrs. Jones?’’ 


Garage owner’s wife—‘‘ He. did.”’ 
Mike—‘‘They’re rooined entirely.”’ 
Mrs. Jones—‘‘How did it happen?”’ 


Mike—*‘ He was blown up by his old tin gaso- 
lene tank.” 
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OUR PITTSBURGH CORRESPONDENT. 


The Pittsburgh bunch all have blood in their 
eye this year, and as-I have it, have already en- 
gaged their plates at Bowser banquet next year. 
Say, Davies, did you ever hear of a dead man 
selling tanks? That is just what Hessenmueller 
did last week. Was at point of death, (more or 
less) and while sick had his prospects call at his 
house and fork over the orders to him. Guess 
that’s going some. 

Milliron hasn’t made up his mind yet whether 
he will buy an automobile or. an airship. He 
thinks he may need the latter however, as he is 
going after the altitude record this year. 

Thompson says they do not use autos on his 
farm up here. Says they use Vacuum Footed 
Burros, (whatever that is) so as to conveniently 
climb the mountain sides. 

Wyckoff just crawled out from under a 
bunch of blue prints long enough to say that the 
Westinghouse job is not in it as compared to 
what is going to happen in and around here this 
year. 

Well the telephone is ringing and it sounds 
very much like a Dry Cleaning order, good-bye. 

Yours truly, J. L. ROBERTS. 


You will always find a Bowser salesman in 
the lead of anything he undertakes. This is re- 
gardless of whether he is billiard playing or 
Kelly pool, bowling or fishing. That they do 
not secure only local fame is evidenced by the 
accompanying clipping from the Grand Rapids 
Daily News. W. C. (Cook) Ingell and H. J. 
Armstrong are promising candidates for prom- 
inent state offices of the Michigan Fly Casters. 
They have both won medals for the biggest 
catches and the biggest fish stories. Anyone 
that beats them in the latter will certainly have 
to go some. 

TWO FOR STATE OFFICES. 


Ingell May Succeed Peet as President of Mich- 
igan Fly Casters. 


(Grand Rapids Daily News.) 

At least two Grand Rapids men are in view 
for officers of the State Federation of Fly Cast- 
ers at the annual meeting, which will be held in 
the Pantlind, Thursday, January 30. 

Cook Ingell is under consideration to suc- 
ceed as president William Peet of Chicago, 
formerly of Howard City, and H. J. Armstrong 
for the position of vice president. 


We notice in a Detroit paper that J. H. Arm- 
strong has been elected as a director in the 
Wolverine Auto Club of that city. Life is be- 
coming so complex with Herb these days that 
he can’t even wait for the sulphur to burn off 
an old time match. 


CUP CONTEST 


As it has been set forth in these parts before, 
the opening of the ‘‘ecup contest’’ is now on and 
beginning its third month. 

As the petals of the rose (save this) the de- 
lectable plot unfolds itself. Here you are; and 
it might be paraphrased this way: 

A prophet is not without honor save at his 
own game. 


SEVENTH WEEK. 
Office Standing, February 22, 1913. 


PPOUoIsoIsa a oye 
SIEIStsIcislslsIZigle 
EM bcd Pot BA ed bod EF lead I IS ee 
Fol ba <FOgriz ric 
Al A Io Id A ed I fel = 
= el (e) 

° y qZic S 
Mew <2) 

@ 

() 


As much as we can gather from the synopsis 
of preceding chapters, the Toronto bunch are 
planning to hold all honors taken last year and 
add more, too. 


While the Chicago office did not break any 
organization records for the month of January, 
they did secure more than twice as much busi- 
ness in Chicago proper as was secured in Jan- 
uary one year ago and they secured something 
like $2,000.00 more buisness in Chicago proper 
than was secured in the entire Chicago territory 
for the corresponding month last year. Can 
they duplicate this record on each month’s 
business? (soft music) and will they hit Fort 
Wayne in a bunch next January with their 
chests swelled like pouter pigeons? We'll see! 


We heard from Mgr. McConnell, at Albany, 
and he said: ‘‘We are getting our organization 
into shape and hope to begin turning in busi- 
ness on the basis of our quota within the next 
ten days.’’ So you can see what you can expect 
from that quarter. 

We just had a personal interview with Mgrs. 
Murray and Little, both of whom said: “‘We 
always let the south and west have their little 
spurt during the winter but in the next week or 
two their fun will be ended; and by the first 
week in spring you will see us well to the front. 


An so it goes, but watch for later reports. 
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Get Store Orders 


THE SAME OLD STORY WITH ONLY A 
DIFFERENT HEADING. 


The following article was clipped from the 
Chicago Tribune of January 26: 


DOOOOHOOOOOOOOOOOOOOOOOOOOOOOOODODOODD 


LIGHTS CIGARET AND DIES. 


Explosion of Gasolene Tank, Caused by a 
Blazing Match, Ends Life of 
Clarence Moss. 

Hattonville, Okla., Jan. 25.—A desire to 
smoke a cigaret led to the death of Clar- 
ence Moss, 18 years old. After lighting the 
cigaret in a grocery store he threw the 
match down near a gasolene tank. An ex- 
plosion took place and Moss was burned so 
seriously that he died a few hours later. 


DOOOOOOOOOOOOOOOOOOOOOOOOOOOOGD DOOD 


After reading the above one realizes why a 
Bowser salesman is a human benefactor; one 
ean also realize why it is necessary for some 
cities to make laws in order to force careless 
store-keepers to safeguard life and property, 
even if they are indifferent about the savings a 
modern storage system effects. 


An account of another case right at home ap- 
peared in the Fort Wayne Sentinel of February 
11. We are reproducing the article below. 


OOOOOOOOOOOOO OOO OOOO OO OOO OOOO OQDOOYD & 


SLIGHT FIRE SCARE. 
Carelessly Thrown Match Starts Blaze at 
the Central Grocery. 


When an employe of the Central Groc- 
ery, at 119 West Wayne street, carelessly 
lighted a match near an oil tank in a rear 
room of the store at 2 o’clock this after- 
noon the oil saturated material caught fire 
and caused a seare. The fire department 
was hurriedly called, but the flames were 
under control before the arrival of the f 
men. 


© 
© 
© 
© 
© 
© 
© 
© 
© 
© 
© 
© 
© 
© 
© 
© 
© 
© 
© 
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Another ease of an old faucet tank. Note the 
mention of ‘‘oil saturated material.’’ No one 
knows how many dollars’ worth of oil had 
soaked into that ‘‘oil saturated material.’’ 


It is too often necessary that a fire must lt- 
eraly blaze the way to a needed Bowser. 


JUST AS GOOD—NOT! 


You might try to substitute a hammer with a 
sponge but you couldn’t drive a nail with a 
sponge no matter how much you soak it. 


© © ® 
COSTS TOO MUCH MONEY. 


Now Mr. Buyer,, I hope you will pardon me 
when I say that I really do not believe that is 
the true reason. I have too much respect for 
your business judgment to think for an instnat 
that you object to the price of a Bowser. I have 
shown you how it will save you its cost; and if 
it does that it pays for itself. It cannot be a 
saving and an expense, too—now tell your real 
objection. 

Perhaps he lacks the nerve; he cannot just 
bring himself to the point of ordering. He 
wants the tank but is afraid to back his own 
judgment. Often you can win him over at this 
point with a good strong appeal—say to him: 

Why do you not let me send you this outfit? 
You acknowledge all I say is true; you admit 
you are losing profit on your oil now; you can 
see with your own eyes, the waste and slop- 
ping and spilling of the oil that means money 
lost.. Now why hesitate; why put something 
off that will SAVE you money every day? 

Picture the outfit to him as though it was 
standing right in his store; tell him how con- 
venient it will be to him to step over to the 
pump when an oil can comes in; the eleanli- 
ness of it; the accurate measure; the check on 
his purchases; the inventory on his storage— 
all of which spells more profit to him. 


HOOGHGGHGHOOHOHOHOHOHOHOHOOOH OOOOOOOOOOOOHOH 


© 


Hit the Store Trade hard and 
don’t neglect the Kerosene Busi- 
ness for gasolene orders because 
the latter comes a little easier. 


© 
© 
© 
® 
© 
$ 
. Don’t forget your exchange 
mS eis 

® proposition. Make your demon- 
° strations clear, and not ina half- 
$ hearted wishy-washy way. Make 
$ your points sharp and positive. 
¢ Tell them with a conviction in 
€ your heart and you are bound to 
$ succeed. 

$ 

© 

© 


DOOOOOOOOOOOOOOOOOOOOOOOOOO OOO OOOD 
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Get The Paint Oil Business 


Valley Hardware Co., Sidney, Montana. 


The above is a photograph of the store of 
Valley Hardware Company, Sidney, Montana. 
Mr. Crandall sold this concern a battery of 
Cut 115 Outfits, covering eight 4-bbl. units and 
two 2-bbl. units, complete with barrel track and 
accessories. 

The total amount of the sale is 84 points and 
the rating of the firm E2. 

Mr. Crandall has been working on these peo- 
ple for three years and when the conditions are 
taken into consideration, it is an exceptionally 
fine sale. Most salesmen would not attempt to 
sell this size of an equipment to a concern such 
as the photograph indicates. Sidney is a small 
town next to the Dakota line with a population 
of 600 people and Mr. Crandall advises that 
these people use only about forty barrels of oil 
per year. 

© © © 


We asked Mr. Crandall to write us a few 
words about this order, which he kindly did 
-and we are takeing the liberty of reproducing 
his letter below: 


My Dear Davies: 

Your letter of January 23rd, at hand. I 
hardly know just what to say in answer. The 
Valley Hardware Co., of Sidney, Mont., is only 
a medium-sized concern. I have been after 
them for three years to put in a battery of 115’s 


for their oils; each time I received more en- 
ecouragement and each time I found their oil 
buisness was growing. They were only figuring 
on a small battery to begin with, but after go- 
ing into the matter thoroughly they found they 
were handling several oils in cans that would be 
more profitable if purchased in barrels. After 
selling them a tank for each oil they were 
handling in barrels I then went after them to 
purchase a tank for each oil they were buying 
in cans and finally won them over on the whole 
proposition—selling them a Cut 115, for every 
oil they handle making the battery the finest I 
have ever sold a dealer. There are many such 
dealers that will give us their order if we only 
keep after them. Never let a proposition to 
them grow smaller but increase your proposi- 
tion every time you can get at your man. 
Yours truly, 
W. V. CRANDALL. 


OOOOOOOOOOOOOOOOOOOOOOOOOODOOOOQOOD 


There are great opportunities 
in this line if you will only go 
after them. The arguments are 
powerful. Learn them and use 
them to good advantage this year. 


DOOOOOOOO 


QOOOQOOD 


DDOOOOGOOOSOOSOOGOOSOOOOOOOOOOOOOOOOOOD 
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IMPERIAL 


- GUARANFEED 


TIRES & TUBES 


Get Garage Orders 


cea 


LEVAND 


PIITO SUPPLY CO. 


The LEVAND Auto Supply Co., Houston, Texas and J. M. Tucker, a Bowser Salesman, in the upper left hand corner. 


The above view shows how the Levand Auto 
Supply Co., of Houston, Kas., takes care of their 
gasolene customers. Inthe lower picture you will 
note a Cut 121 wheel tank on the salesroom 
floor. In the top picture shows their Cut 241 
outfit located in the front of their building. 

This equipment was sold by J. Milton Tucker 
and is a sample of the way he equips public 
garages in his territory. 


PARCEL POST SERVICE. 

Mr. T. Cadwaldder Potts again receives our 
favorable attention in having been the first to 
sell an outfit exclusively for parcel post de- 
livery. Mr. Potts was successful in inducing 
the authorities at Cleveland to purchase a wheel 
tank to supply the parcel post autos and has 
made the government feel that with the gaso- 


lene dispensed through a Bowser System, they 
will be able to make much prompter deliveries 
than would be the ease with gasolene furnished 
through any other method. 


We have had this verified by the Postal Au- 
thorities so you may fully appreciate the value 
of this information. 


DOOOHOHOHOOOOHOHOHOOOOOOOOOOOOOOOOOOOHGHOOOYD 


The autoist are getting ready 
for business. . Are you on the job? 
Don’t wait for business to come to 
you. Goout and getit. It’s there 
for you but it won’t come unless 
you go after it. 


DOOOOOOOSOOOOOOOOOOH 


DOGDOOOGOOOOOOOOOOOGHOOSOGHOOOOOGOOOOOOOOOO 
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Get The Factory Business 


JUDGING CREDITS BY SHOP 


MANAGEMENT. 
(From the Iron Age.) 


Banking interests and investors have become 
acquainted with the advantages that come with 
modern industrial business management, with 
its orderly, exact cost accounting and money- 
saving efficiency systems. More and more these 
conditions are being watched in the establish- 
ment of credits. The industry which is man- 
aged scientifically, as the term is used in busi- 
ness, has a relatively greater borrowing ¢a- 
pacity than one which has failed to keep abreast 
of the times, even though the latter may be 
well established by years of successful opera- 
tions, and the former a newcomer in the field. 
Those who come into intimate contact with 
manufacturing works receive frequent inquiries 
which indicate plainly that watch is kept not 
only on the young industry, but on the old, in 
the fear that the latter may be retarding its 
progress to its own loss and to the gain of 
its more progressive competitors. Old names 
have great value, but the value can insidiously 
be reduced because of failure to take advantage 
of later opportunities. The evolution of a 
branch of industry may be much more rapid 
than some of those connected with it can re- 
alize. And with these changes come corres- 
ponding revisions in credits. 


© © © 


Mr. J. H. Armstrong, of the Fort Wayne Dis- 
trict, sent in a very nice order recently, which 
gives his 1913 Pacemaker’s standing a very sub- 
stantial boost. 

The order was for the Truss Concrete Steel 
Company of Detroit. The equipment consists 
of two 10,000-gallon tanks; twenty-four large 
storage tanks for varnish; two motor-driven 
pumps; and two registering measures. 

This equipment is for the storage and handl- 
ing of part of the ingredients from which they 
make waterproof flooring. It is a new process 
and a new company, and their buildings for 
manufacturing this product are now in course 
of construction. 

The waterproof flooring will be sold in gallon 
cans and barrels and a large business is antic- 
ipated. Mr. Plumb, who has charge of the 
works says they will soon have a force of sales- 
men in the field to market the product and the 
prospects for an enormous business is very 
promising. 

We certainly wish our new friends the best 
of success. 


THE BUYING SALESMAN. 
(By WM. L. MORRIS.) 
NOTE: The question may be asked, 
What license has the writer to take 
up this subject? His only answer is 
that he stands ready to take the erit- 
icisms if the article but promotes the 

thought expressed. 


The Buying Salesman is one who is the self- 
appointed agent of the prospect and after 
thoroughly canvassing the situation, decides 
whether it is profitable for the prospect to buy 
and to what extent. 


This may seem to be an impossible position 
to assume, as a matter of fact it would be to a 
large extent, until the position became a nat- 
ural one, and the more it is practiced, the 
greater is the pleasure in going into a plant to 
work out the other man’s troubles. Without 
any particular notice being taken of the fact, 
you become a sort of an assistant for the pros- 
pect. He asks you to do things he is not so sure 
of himself and unwittingly, he continues to be- 
come more obligated to you. 


When the mechanical problems have all been 
worked out, and just what is profitable for the 
prospect to buy has been determined, it may be 
necessary to further help him. He may have 
to put the proposition up to the purchasing 
committee and possibly you can shape up a 
strong letter stating advantages and savings, 
constructing the letter together with the pros- 
pect, and have the letter sent out by Bowser 
& Company with all the ear marks of positive 
knowledge of the position taken. The letter 
would not in any way refer to the interested 
party, it will be handed to him to say what he 
thinks; how safely the factory can make the 
broad claims, and how easy the interested party 
ean hold back and gradually agree to the truth 
of the statements. Let the interest start from 
the head of the institution, they like to start 
things. 

To make headway as a buying salesman im- 
plies that you must be an honest buyer. When 
the premature question is asked, ‘‘ What is the 
price?’’ Why, the question is actually offensive. 
You are in no position as yet to buy anything, 
So how can a price be made. When you go 
into the plant to become a buyer it is quite 
likely you will wish to buy but a limited 
amount. 

If you go in as a seller, there seems to be no 
limit what you can sell. Who besides the sales- 
man has to sell? The buyer is only interested 
in what he wants to buy. That which is to be 
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bought is that which the buying salesman must 
aid the prospect to purchase. When it is neces- 
sary to learn for the prospect what the article 
can be bought for, just look and see if you 
happen to have some of Bowser’s prices. You 
learn what you must pay, and you deliberate 
with your prospect and together come to a con- 
clusion whether you wish to buy from Bowser’s. 


If you finally decide that what you want, you 
don’t wish to buy from Bowser’s it must be 
something that will not help Bowser Company 
to sell. Possibly the next time you serve as an 
assistant buyer you will decide that what you 
together wish to buy can be obtained from the 
Bowser Company. No manufacturer nor sales- 
man can afford to waste time and effort trying 
to sell what the well-posted buyer is not de- 
sirous of purchasing. 


The first thing for the salesman to do is to 
thoroughly learn the entire market that sup- 
plies such goods as he contemplates being a 
Buying Salesman for. He must learn the good 
and bad of all and the price they can be bought 
for. If after studying the subject closely, he is 
unable to buy from Bowser don’t do so, it will 
do the Bowser Company more harm than good 
to have goods bought from them that should 
not have been sold, but above all things, don’t 
deceive yourself, for in doing so, as a buying 
salesman, you do the prospect an injustice. If 
as a buyer you are ignorant of the valuable 
features possessed by Bowser goods, you do 
the prospect a greater injustice in not making 
him aware of them than you do the Bowser 
Company by the loss of the sale. The Bowser 
Company loses its profits on the sale but once, 
the buyer stands to repeat his losses indefin- 
itely. The man who sells is very Hable to as- 
sociate factory costs with selling price. 


The buyer considers values from an entirely 
different basis, he figures, where can he get the 
greatest benefit per dollar invested. It is to 
solve this problem that the buying salesman 
offers his services. The market difference be- 
tween the selling salesman and the buying 
salesman is in their mental state. The selling 
salesman meets his party wondering what he 
can sell him. The buying salesman seeks of 
his party the opportunity to investigate his 
plant and see if there is anything in the Bow- 
ser line he could profit by using. 


The Bowser line is a sort of third party to the 
buying salesman, called upon when it will be 
profitable for the purchaser. It may seem that 
the distinction between the two types is fine 
haired; there is one thing quite certain, it is 


only the buying salesmethod that can work up 
a prospect’s requirements in all its details and 
after many months time see the order come in 
just as originally ‘‘bought’’ for the prospect. 
When the salesman becomes a buyer, he can go 
step by step, thought by thought, with the 
buyer, opposing Bowser materials also when it 
should be, and bringing them to the front when 
they can best serve. When the situation has 
been fully canvassed, the prospect has covered 
the same ground and is with you. He is not 
on the other side of the fence, sparring to 
keep you away. 

The buying salesman’s methods mean more 
work and closer application for him, but what 
a pleasure it is to work with him. He goes over 
all the details, counts the parts, knows exactly 
how much of each is required; in fact, he de- 
cides that the prospect must buy to protect 
themselves and goes right to work the same as 
though he were making a bill of materials to be 
shipped; his list is complete, all sizes are fixed, 
and merely the minor matter of signing the con- 
tract is yet to be done. The proposal is made 
on absolutely fixed lines and when accepted, the 
shipment is made as the proposal shows. In- 
stead of going over the same ground a number 
of times, making a bad exhibition of lack of 
knowledge as to the prospect’s wants; and 
other wasteful moves as is so common with the 
selling salesman, it is one continuous develop- 
ment from the time of making the acquaintance 
with the prospect to the receiving of the final 
payment. 


The inquiries for proposals that are turned 
over to me show quite plainly that at present 
there are practically no buying salesmen solicit- 
ing oiling system business. Before this line can 
be successfully handled it will be necessary to 
train the salesman so they are skilled buyers of 
oiling system equipment and ean go into a plant 
sit down at the desk and work out the require- 
ments with the prospect; if all that the pros- 
pect can be convinced that he is in need of is a 
transfer pump, then that is all that should be 
quoted upon. The Bowser Company are get- 
ting ready for an active campaign in the oil- 
ing system line and are now preparing a very 
complete line of Bulletins covering same. Such 
other educational methods will be employed as 
will make ‘‘buying salesmen’’ for the oiling 
system line. Salesmen that are interested in 
the sale of this line need not be alarmed about 
technical features, for it is safe to state that the 
least technical man in the organization can be 
made the most highly technical in this special 
line of work. To succeed in this means work 
and study, nothing more, nothing less. 
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Get the Safety Habit! 


Safety First. ‘This can apply in many more instances than _ 
Railroading. In fact, it has so many applications that it would | 
make a good Salesman’s Business Slogan. | 
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You preach Safety every day. 
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We:rurge you to ply it in your business. | 

Make your one big aim right now to get Safely into the 
Pacemakers’ Club early. | 

It assures you the Safety of a Sood year’s business and the | 
Safety of an extra 50 or 75 dollars. 

The savings from each such successful seas means Safety 
to an income in the sunset of life. 

All directly dependent on what you do Now. 

Play Safety First and get into the Club early. 
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The Toronto Convention 


View of Canadian Salesmen, Managers and Company Officials Attending the Convention. 
in Front of the Company’s Office in Toronto 


Picture Taken 


THE TORONTO CONVENTION. 
During the second week in January, the Canadian office held a two-day convention at 
Toronto to celebrate the taking of the cup and to hold a general jollification. Evidently our re- 


ee 


porter was ‘‘put in the clear”’ 
whatever of the affair. 


as they eall it, for we have only just been able to get any report 


An elaborate program was prepared and there were discussions on many important business 
topics. After two days of the best of good times and profitable pow-wows the convention closed 


with a banquet at the King George Hotel. 


The following are parts of some of the specials on the program. In E. J. Lessel’s ‘‘act’’ he 


sprung the following: 
THE DIFFERENCE. 


Tennyson or Longfellow could take a worthless piece of 
paper and write a poem on it and make it worth $65,000.00— 
That’s genius. 

There are some men who can write a few words or a 
sheet of paper and make it worth $50,000.00—That’s: capital. 

The Dominion of Canada can take a half an ounce of sil- 
ver and stamp a crowned head upon it and make it worth 
50 cents—That'’s money. 

A mechanic can take material worth $5.00 and make it 
into watch springs worth $1,000.00—That’s skill. 

There is a man in Toronto who can take a 50e piece of 
canvas and paint a picture on it worth several hundred 
dollars—That’s art. 


A woman can purchase a 75 cent hat but perfers one 
that costs $27.00—-That’s foolishness. 

Mr. Hanee can take an office on Front Street with two 
or three salesmen and develop it into a Jarge factory on 
Fraser Avenue with thirty salesmen—That’s business. 


A ditch-digger works ten hours a day and handles sey- 
eral tons of earth for $1.25—That’s labor. 

The author of this can write a check for $90,000,000.00, 
and it wouldn't be worth a dime—That’s rough. 

There are pump manufacturers in the country who will 
tell you they have outfits as good as the Bowser—That’s 
nerve, 


very prospect who is well posted and wants the best, 
buys the Bowser—That’s COMMON SENSE. 


PARODY SUNG BY MR. F. A. THOMPSON AT 
BANQUET. 
Tune: “Mellow Melody.” 


Did you say or only hear, 

We have won the cup this year; 
Who did the work—our fellows, 
No one has closed his bellows. 

It was that cherry atmosphere, 
That won the cup for us this year. 
We sold a lot every day. 


You know for what they all say. > 


Now, Mr. Rhodes’s a good old head; 
Works night and day, never goes to bed. 
On the tablet see his name, 

And it will stay there just the same. 
Moffatt too’s a good old scout, 

Early in the morn he stirs them out. 

Hle’s always there with some smooth tally, 
And with the order off he’ll walk. 


Mr. Bowser, you all know, 

Crossed the pond some time ago; 

The Pumps were passed and all is well, 
And he says, “Boys get in and sell.” 
The Parliament was awful slow, 

But he says they have got to go. 

Now he is back with us to stay. 

And this is why we all say. 


Crepin, Beique & Riverin 

Are selling tanks to the Frenchmen ; 
They have some time this we all know, 
Showing the men they are dead slow. 
Jeavons, Deming and Anderson, 

They sell tanks while on the run; 
And say out there in the West, 

They show that Bowsers are the best. 


The Yanks had better look out for those Canucks this year. We believe they have strength- 


ened all their lines to hold the eup. 
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THE HOUN’ DAWG. 


A. W. Dorsch who is doing special road work 
under the General Sales Department, came in 
yesterday for a visit. As we chatted about old 
times Dorsch grew reminiscent and among the 
tales he told was one about his travels in Ar- 
kansas just after he came with the Company. 


““Yes,’’ said. Dorsch, ‘‘Arkansaw certainly 
lives up to its reputation for lean and lanky 
creatures. ’’ 


‘One day I was walking down a dusty road, 
when I came to a cabin set in a clearing. A 
lean, bony man sat out in front, smoking a corn- 
cob and gazing at invisible things. Two or 
three long-legged, skinny fowls pecked list- 
lessly about the yard, and occasionally a pig 
built like a pumpkin seed, slid between the 
pickets and went under the house to lie down 
in the shade.. 


‘Out in the dusty road a lean, rickety dog 
walked around and around, bristles up, appar- 
ently growling at his shadow. 


‘‘T went in and got a drink of water. Look- 
ing back, I saw the dog still going through his 
peculiar maneuvers. 


‘* “Say,’ I said to the native, ‘what’s the mat- 
ter with your dog—going mad?’ 


‘The old man looked over that way. 


‘*“*Ton’t see nothing wrong with him,’’ he 
said. 


‘*But,’ said I, ‘look at him! He walks around 
and around, growling at his shadow!’ 


‘The native looked indifferently at a crawl- 
ing grasshopper, and lost interest again. 


‘* “Stranger,’ he said, ‘that ain’t no shadder 
—that’s another dog.’ ”’ 


© ® © 
é NELSON AT THE BAT, 


On Mareh 11th, Mr. Nelson went to the town 
of Salisbury, Mo., to see a couple of prospects 
for 241 equipment, and by sticking to them 
from 8 A.M until 8:45 P. M., he sold, in com- 
petition with cheaper equipment, two Cut 241 
five-barrel complete outfits, full ‘‘C. W. O.”’ 
These outfits will be installed in front of ad- 
joining stores and Mr. Nelson promises to fur- 
nish us with a pictureof the installation when it 
has been completed. 


This is an exceptionally nice piece of work 
and we believe is a good sample of first-class 
salesmanship. 


REALLY,—WHERE IS BOWSERTOWN? 


Winona, Miss., February 22, 1913. 
Editor The Bowser Boomer: 

On page sixty of the February 15th Boomer [ 
notice the good record of Mr. J. P. O’Neil in 
connection with the town of Clearwater, Kas. 
He will have to ‘‘come one better,’’ as Glendora, 
Miss., has a record surpassing © learw ater. Un- 
til December 15th, 1912, we had Bowser equip- 
ments in the town amounting to $226.00, con- 
sisting of two 2bbl. Cut 19A, and one 3-bbl. 
Cut 125. Since that time I have installed four 
5-bbl. Cut 41 complete for gasolene, and three 
5-bbl. Cut 41 for kerosene, bringing our total 
amount of business up to $1,630.60; there is a 
population of 207 in this town, out of this num- 
ber there are about fifty white people, the re- 
maining 157 being negro farm laborers; this 
gives us an investment of $7.88 in Bowser equip- 
ments for every man, woman and child in the 
village; it gives us an investment of $135.88 for 
each man having a home or place of business 
in the town. This town is well Bowserized, but 
within the next sixty days we will have orders 
for several equipments from the same place, 
which will greatly increase our percentage. I[ 
hate to be the man to put ‘‘mud’’ in Clearwater, 
and would like to hear from the man having a 
better record than shown above. 

Yours truly, 
E. B. BACHMAN. 


(OR ORRO) 


ANOTHER CONTESTANT FOR THE TITLE 
OF ‘‘BOWSERTOWN.’’ 


Speaking of towns being Bowserized, I think 
that there is a town in my territory that is with 
out equal. There are four stores in Oskaloosa, 
all of which are using our kerosene outfits. I 
just sold two gas outfits and will sell the third 
merchant one in about a month. The fourth 
one does not handle gas. 

One of the best advertisements for Bowser & 
Company is a sign in a very conspicious place 
in a little town in my territory. It reads as 
follows: 

GASOLENE FOR SALE 
FILTERED THROUGH 
Pepa Woo Hit” 


Anybody who never heard of Bowser & Com- 
pany (if any) will inquire who Bowser is when 
he reads that sign. 

Another good ad in my territory is an adver- 
tisement on a moving picture screen as follows: 
“BUY YOUR GASOLENE FROM A 
BOWSER UNDERGROUND TANK 

AT 


Yours truly, 
W. H. DEICKEN, 
St. Louis Division. 


= 
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An editor might do a mile of uplifting hom- 
ilies and never get anywhere, but if a man 
brings in a bundle of Bowser business—Bingo ! 
He’s famous. 

© ® © 

F. H. Peeples, of New York, has been de- 
veloping some wonderful plans for his future— 
WATCH him make the CLUB. 

© ® © 

We have just been informed by the gentle- 
man in person, that Jack Armstrong is strong 
for first place on the Bronze tablet this year. 
He gives cogent reasons which when heard, no 
one would doubt his certainty for the place he 
has in mind—To which all one can say, is “‘O, 
very well.”’ 

© © © 

R. L. Mathews, of Dallas, is certainly domg 
a remarkable business. It looks as tho Dallas 
may yet get a man in as President of the Club, 
or near about there. 

© © © 

The garden of the sluggard is full of weeds; 
but so is that of the man who undertakes too 
much. Small territory well worked means suc- 
cess. 

© ® © 

Old War Horse Harry Purdy is showing up 
in good old-time form this year. Director last 
year; why not make it President this year, 
Harry 

© ® © 

Much reading of what constitutes a good 
salesman won’t make one. It merely points 
out some of the ways. It suggests; and, if the 
man is ambitious, he will take from his reading 
what he needs and use it. 

© © © 

You couldn’t keep that man M. C. Benham, 
of Minneapolis, down with a 5-ton weight. He 
is right up near the top this very minute. 
We wonder what he will get. 


CONVENTION ECHOES 

A. F. Todd, of Atlanta, and D. Ward and 
J. G. Sterling, of Minneapolis, had their pic- 
tures taken at the convention. After carefully 
posing for it the photographer pressed the 
button and a long black object sprang out and 
hit them in the face, much to their surprise. 
Sterling said he was ‘‘greatly perturb,’’ by it. 


W.S. Johnson, of the Coast, is certainly run- 
ning strong for the Presidency. We are so 
anxious to know who will secure the honor 
this year. 

© © © 

Good salesmanship means more than merely 
getting the order. It means establishing an 
appreciation of value in the mind of the cus- 
tomer so solidly that the order comes, whether 
you eall for it or not. 


‘OR OMEO) 

Mr. H. Christie, of the Toronto office, was a 
recent visitor to the Home Plant and in look- 
ing over his dope sheet for this year’s race, we 
must say they have a well-developed plan for 
keeping the cup and taking other honors. Do 
not mention this to anyone, because they want 
to keep it a secret until the time comes. 


© ® © 
PRIGG HAD TO DIG. 


A very exciting local sales contest took place 
in Pennsylvania recently when R. D. Leonard 
and J. M. Prigg contested for the sales cham- 
pionship of the week. Mr. Bryant, our special 
Boomer correspondent, gave us the facts of it; 
his dispatch reading as follows: 

A contest between Messrs. Prigg and Leonard 
this week will result in their holding their or- 
ders up until Saturday of this week. 

30th contestants started to work Monday 
morning to uneover all purchasers possible. 
The contest is that the one selling the smallest 
amount of goods for the week is to pay for a 
chicken supper at the Auld Hotel Saturday 
evening to about twelve or fourteen guests, 
including some office associates here and a few 
automobile men and their wives. 

All orders to be showed to each other Satur- 
day afternoon and evening and to be showed to 
two witnesses or judges. 

At the close of the week we received a wire 
stating Mr. Leonard-had won and that Mr. 
Prigg had arranged for the banquet. 

The contest caused considerable local excite- 
ment and the following news item appeared in 
a local paper: 


LOSER PAID FOR BANQUET. 


The big contest that was on last week be- 
tween the Bowser oil and gasolene tank sales- 
men, R. D. Leonard and J. M. Prigg, ended up 
with a banquet at the Auld hotel Saturday 
night. There were twelve banqueters. Messrs. 
Leonard and Prigg» had agreed that the one 
who made the least number of sales should pay 
for the banquet. It fell to Mr. Prigg to settle, 
but he proposed to make Mr. Leonard pay 
another time. The amount of the sales for the 
week was about $1,200.00. 
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CARRIAGES  WAGg) 


OUR PHILADELPHIA OFFICE 
Broad and Race Streets. 
Suite on second floor occupying the two front 
windows and three windows on the side. 


J. W. Runyan is in charge of this office and 
is assisted by G. R. Amsden. The salesmen 
working out of this office are: Messrs Parker, 
Hartgen, Nelson, Conn, Quarles and Richards. 


© © ® 


Our Mr. Dabney, who is developing into quite 
a successful ‘‘Cub’’ has thoughtfully sent us 
the following sales argument that he has used 
to very good effect and we are passing it on to 
our appreciative readers: 


SALES ARGUMENT. 


Mr. Prospect says: ‘‘ Well, you have a nice 
looking outfit, but my measures are gallon mea- 
sures and I am very careful to fill them just so 
full and I don’t believe I am losing much oil.”’ 


‘*Yes, Mr. Prospect, I see you have nice look- 
ing measures and I am convinced that you are 
very careful not only in measuring your oil but 
along all lines, but on the other hand, Mr. Pros- 
pect, it is just as true that you have 1-lb., 2-lb., 
3-lb., 4-!b., 5-lb., ete., paper bags and they are 
as accurate as your measures so why have you 
$125.00 good money tied up in a pair of scales 
when you could so easily put one pound of cof- 
fee or tea, ete., in your 1-lb. bag and do away 
with that extra expense of scales? Now, Mr. 
Prospect, isn’t it a fact that you know the bag 
is Just as accurate as your measure?”’ 

T. G. DABNEY, 
Dallas Office. 


The many friends of Roscoe L. 
Heaton, Engineering Sales Dept., 
will be grieved to learn of the death 


of his wife. We sincerely extend 
our most heartfelt sympathy in his 
especially sad bereavement. 


Mona. Maman wales Cae ee A 
SCOTTY McCONNELL ADDS TO HIS CLAN. 


C. A .Cole, H. F. Baker, J. H. Daly, J. H. Rob- 
bins, and R. A. Mention are additions to the Al- 
bany sales force. Three of these salesmen have 
already shown marked sales ability and in our 
opinion they are all candidates for the Pace- 
makers Club. 


CORRECTION. 


In the ‘‘We Want Men’’ booklet, which has 
recently been published, it states that W. R. 
Hanee has only been with us eleven years. This 
is an error as he has been in the services of the 
Company for fifteen years. The term of N. A. 
Ring’s service is also misquoted. Mr. Ring came 
with us in 1899 and has been in the contin- 
uous employ of the Company for fourteen years. 
This notice is for the information of their 
friends who will be interested in this correction. 


A MODERN LITERATURE. 


He isn’t hterary, 

He never wrote a verse, 

His spelling’s rather searry, 
And his grammar’s even worse, 
Yet, altho it may seem funny 
To the literary men, 

He has made a pile of money, 
And he made it with his pen. 


He isn’t literary, 

Yet he took his pen each day, 

And he used it in a merry 

And a eareless sort of way, 

Just a few short words he scribbled, 
Just a pot-hook and a twitch, 

3ut we haven’t lied or quibbed, 
When we say these made him rich. 


He isn’t literary, 

And he doesn’t shine with wit, 
He’s a common fellow very, 

But he made an awful hit. 

Now he’s wealthy and contented, 
And he’s on the way to fame, 
By writing Bowser orders 
Affixed with the buyers’ name, 
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~The Year’s Best 


Right now we are entering upon fifteen of 
the biggest sales harvest weeks of the year. 


More business will be done in these fifteen big 
weeks than twenty of any other weeks in the year. 


The country stores are busy supplying the 
farmers. The city stores are busy making spring / 
improvements; the hardware stores are busy supply- 
ing builders; the paint stores are busy supplying 
material for spring decorations. The garage owner 
is busy arranging for a bigger business; the private 


-autoist is busy preparing for motor pleasures. 
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ales Opportunity 


And dont overlook this fact— 
When folks are busy is the time to do business. 


Once more— 


Right now, when business in general is taking on 
‘it’s usual spring rush, when the public is doing it’s 
early 19135 shopping, ts the time to tell your story, the 
‘ time to make Bowser Sales. 


i They need your help. The responsibility of 
determining what these millions will be spent for, 
and who will divide the profits is a big one. At 
least a hundred thousand of it a day will go for 
Bowser equipment. Dig into your territory and 


Get Your Share. 
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AN ORIGINAL LETTER FROM THE 


“SHOW ME”’ STATE. 

The collection department often receives let- 
ters that are very interesting and among them 
are testimonials by the score. A most unusual 
letter was received last week which is too good 
to keep so will pass it on—It reads as follows: 


Kirksville, Mo., Feb. 13, 1913. 


S: F. Bowser & Co., 
Fort Wayne, Indiana. <¢ 
Gentlemen : 

I don’t know if you like it or not. I do; 
to have people tell me if my goods suit them. 

That old black thing that you sent me is in 
its grave and at each turn of the crank vomits 
up an even gallon. I put in 150 gallons yester- 
day morning and measured it this morning and 
there is still 150 gallons there; so there can be 
no leak up to that point. 

I am only a jack-knife pipefitter but con- 
eluded that I could follow out simple imstruc- 
tions, so did the installing of the outfit myself; 
and am very pleased to say that up to date 
every joint is perfect and is working perfectly. 
I filled the pump yesterday morning to see if 
there could be a possible leak below it; but this 
morning I drew an even gallon from it after it 
being full for twenty-four hours. So we are 
exceedingly pleased. 

I must tell you an interesting incident in con- 
nection with getting the pipe cut and threads 
run for the necessary places. 

A man who presumed to know all about your 
tank business told us that a %4”"-pipe was just 
as suitable as an 114”, and when he cut the 
thread he cut a half of a one, took an hour to 
do it and charged me twenty cents; and to cap 
the climax broke the thread that he did cut 
and covered it up by serewing the elbow on, 
using some white lead or other kind of dope on 
the thread; making the job, if 1 had used it, 
would have cost me quite a little to do the job 
over again, and wound up by saying that we 
got skinned. Ha! Ha! Well what donkeys there 
are in the world anyway. So I took the job 
myself and now have a very satisfactory out- 
fit, and with our Bowser Oil Tank am in po- 
sition to handle oil and gasolene as cheaply as 
the cheapest, and with as little loss as can be 
possible I believe. 

If you are in need of an expert general in- 
staller, | might speak to the fellow above re- 
rerred. sb0.)- 

Yours truly, 
OsK DARBY. 

P. S. For fear that you might think that I 
followed the 84"-pipe information will say, that 
I did not but followed your directions very 
caretully ; thus the good result. 


BRANCH OFFICE STANDING 
SAN FRANCISCO 


MINNEAPOLIS 


CIrFOIT Isc Ie@ o 
SEP Peis tcIAlels 
Z2E2 T5272 9- Gc ic 
anne 
Sic Pols i4 ic isle 
OFF fof ip 
md 
Z 
es] 


s 
> 
wn 
a 
wm 
es) 
e 
=e) 
a 


SAN FRANCISCO STILL LEADS 


Savercool is certainly putting ’me over 
just now and if his men keep up such 
work there will be no heading ’em off. 


Murry is close behind however and 


Close to ten thousand dollars. Going 
Some. However the whole bunch are 
close together and as to who will come 
out on top next week is quite a question. 


There is not a Bowser man but who is 
anxious for his district to lead. There 
is not a Bowser man who will fail to do 
his utmost. 


Everyone must also keep in mind our 
aim fora big company record. Individ- 


will come towards the lead—the comp- 
any will make anew record. Make the 
Club early and you will come near sol- 
ving your sales problems for the entire 
year. 
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THIRTY HIGH MEN IN VOLUME OF 


BUSINESS. 
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THE ADVANTAGES OF BEING LISTED. 


To occupy a position in the list means much 
to you; first of which comes the increased com- 
missions or more money for you and your 
family ; second, is the satisfaction of being one 
of the leaders in your work; third, is the fact 
that such supremacy means you are daily be- 
coming a bigger man equipped for bigger work. 

When once a man has acquired the habit 
of finding himself listed in the column, his work 
becomes more than ever a labor of love and 
profit. His whole make-up is fed with an am- 
bition not only to hold his own but to climb 
higher. It is a tonic for spring fever and that 
“‘in-the-rut’’ feeling. It is a cure for the blues. 
It is from this list that the officers and directors 
of the Club will be selected; it is from this list 
all of our prize winners and big producers 
come. 

You have a record you can be proud to show 
your friend—a record of success to show to 
your prospects—they both help you and recom- 
mend you because you are a success; and right 
here let us ask ourselves if we recall many in- 
stances where a man who is a failure is ure- 
ently sought out or recommended for anything 
good. If you want to be in right with yourself 
and your associates get in this list quickly and 
take our word for it your share of usefulness, 
prosperity and progress will be materially en- 
larged. 


When it comes to having press agents—Eva 
Tanguay and John Drew can take lessons from 
Bowser salesmen. Almost every day we note 
some Bowser item in the Metropolitan Press. 


The following is the latest: 


MT. MORRIS GARAGE PURCHASES TANK 
OF 5,000-GAL. CAPACITY. 


On Wednesday afternoon a large gagolene 
tank was placed underground in front of the 
Mount Morris Garage, and the unusual size of 
the tank attracted a number of persons to the 
spot to witness the operation of dropping it 
into the hole. The large receptacle weighed 
6,600 pounds and will hold 5,000 gallons of gas- 
olene. It is made of boiler iron one-fourth of 
an inch in thickness. It is 16 feet in length 
while the diameter is about 10 feet. 

On the inside of the garage the pump has 
been installed and the fact that it pumps 5 gal. 
lons at every stroke gives an idea of its size. 
The pump and tank were made by the S. F. 
Bowser Company, of Fert Wayne, Ind., and the 
tank is the largest one made by this concern 
to be placed underground. Its cost was close 
to $1,000.00. 

The order referred to above was sold by 
J. O. Rigby and was signed by Mr. Caulson. 

® © © 

We had a very interesting interview with 
H. W. Brown, Manager of the Atlanta Office, 
and during our conversation we touched upon 
the subject of the Branch Office contest for the 
loving cup. At the close he said: ‘‘For the 
information of my grasping friends, I wished to 
state that there was nothing to it but Atlanta 
this year. I express regret and sorrow for San 
Francisco because they will be in about the 
same boat I was last year, all due to condi- 
tions which are beyond their control. As for 
Toronto and Minneapolis, they may do their 
best but will not be in a position to cope with 
the power and progress of the Dixie boys this 
year; referring to the UPs on page 68 of the 
last Boomer—WE’RE UP FOR THE CUP.”’ 


© © © 
VISITORS AT THE FACTORY. 


We have been favored with visits from a 
number of very distinguished persons recently, 
among whom may be mentionad the following: 
J. G. Roberts, Pittsburg; L. P. Murray, Minne- 
apolis; J. A. Forsythe, Toronto; H. J. Brad- 
shaw, Detroit; P. F. Cashman, St. Louis; J. R. 
Prall, Cleveland; Walley Armstrong, Michigan ; 
W. G. Chandler, Atlanta; H. W. Brown, At: 
lanta, G. H. Hastings, St. Louis; and A. W. 
Dorsch, Fort Wayne. 
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HEN the all-wise mechanic turned you out he gave you a rated 

horse power, and he expected you to develop it—at least once in a 

while. Some time just for the fun of it, and for the sake of realizing 
your real strength. 

It takes more than a jog-trot man to be a Pacemaker and considerably 
more to become a leader. It takes real results. 

The first requisite to result-getting is ambition—the kind of ambition 
that drives one into action and stimulates one’s energy. It takes live men 
to get things done in this world—Pacemakers—a man intensely wide-awake 
—a man of ambition, full of hunger for achievement, his veins full of red 
blood—a man intense with eagerness and determination. 

Every day of your life affords a golden opportunity for you and he who 
enters into the spirit of his work is bound to be a winner—not that all can 
lead—but the struggle to lead will add to your ability, increase your 
efficiency and strengthen you. The satisfaction of having put forth your 
best endeavors is alone worth the efforts. Did you ever stop to think that 
it’s the difficult tasks that make men? 

By doing the hard work you develop capacity for it, and when by per- 
sistent effort and brave struggle, you have made good, you have not only 
accomplished big work, but what is more important— 

You have remade yourself; 

You have changed yourself from what may have been a small man into 
a big man. : 

Work calls out the capacities you did not know you had and developes 
new faculties, So, in this race for success, put forth your best efforts. The 
man who gets anything worth having is the man who goes after it with eager- 
ness and determination. 

Hit up the pace. Break out of the rear ranks—make a dash for the front. 

Bring all your powers into play—go in for all you are worth AND WIN. 
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FILTRATION, 


Mr. W. L. Morris, the father of the Filtration 
Systems, often writes some very splendid sales 
letters covering filters, and we came across one 
recently which was addressed to a very live 
prospect. The letter was so terse and well put 
that we thought it a splendid idea to reproduce 
it in the Boomer for the benefit of the boys, 
and we are pleased to announee that very satis- 
factory arrangements have been made with Mr. 
Morris to secure similar letters from time to 
time. The one referred to above, follows: 
Gentlemen: 

We are submitting two separate proposals for 
Oiling Systems; the prices quoted covering the 
highest grade equipment we have to offer. We 
have ineluded our large feeders for the Laid- 
law Dunn pumps to take the place of the small 
feeders now on, as they have given some trou- 
ble and being so small, they could not be other 
than unreliable. We can reduce our bid ma- 
terially by figuring on systems which are not so 
reliable but, in view of the savings in labor 
you wish to seek, we are satisfied you should 
have a system that can be left without attend- 
ance and that it will be safe to do so. One mis- 
hap which may arise while the attendant is 
away from the plant could cause more damage 
than the difference in the price of the systems. 

You will also note we have ineluded tele- 
scopes to take place of the indefinite wipers. 
We have also figured on placing oil cups on all 
erank and wrist pins that now have grease 
eups. You will also note that we have included 
all oil guards and will send our man onto the 
job with an excellent line of tools and materials 
to make these guards. By having this equip- 
ment we can make oil guards better and more 
economically than you could otherwise obtain. 

We have made our proposition with the idea 
that we take upon ourselves all details and diffi- 
culties, put the system in as good working con- 
dition as we know how, and you will learn that 
this item alone is a very valuable one, the ap- 
plication of the best knowledge that is obtain- 
able in this line. 

You may think that a cheaper system will 
answer—we do not, or we would figure on fur- 
nishing it. Though it may be a shght error in 
providing as good a system as we contemplate, 
we are satisfied the risk of satisfactory returns 
would be much greater if an inferior system 
were furnished. We know you will get the re- 
sults you are seeking with this system and you 
will obtain a most satisfactory return upon the 
investment—this we guarantee. 

We have never furnished a 
purchaser complained it was better than he 
needed; we have made a close price for this 
complete installation on a basis of about $10.00 
per square foot of filtering surface, and this is 
even lower than you ean buy the bare filter for, 


svstem that the 


just think of this please. What our competitors 
price may be is of but little concern to us; we 
believe that what we are offering will be given 
full consideration and upon the basis of that 
offered we have no competition. You are seek- 
ing definite valuable results, such which have 
sufficient value to go after, and you ean get 
them, but you surely cannot afford to inject 
some new expenses and difficulties into the 
problem. The use of a few dollars to avoid this 
is not worth running the risk. There is no 
danger of anyone offering anything better for 
your requirements as it is not upon the market. 
We are blazing the way in the field of good 
commercial investment in this line of work and 
have faith in the good judgment of those who 
decide what are good investments. The en- 
couragement of our customers is demonstrating 
that we are following a course which is profit- 
able to them and utimately will be profitable 
to ourselves. 

We will assure. you that our interest in se- 
curing the best possible service from these sys- 
tems will not permit us to take present profits 
into consideration. We would make sure that 
your company would become life converts to 
this most valuable station economy. 

By the use of our systems, we are sure you 
ean pay their entire cost in a year’s time 
Where such big savings are possible, you surely 
eannot afford to temporize in the securing of 
these economics. 

Yours very truly, W. L. MORRIS. 


EFFECT OF NO LUBRICATION ON HIGH 
SPEED ENGNE. 

An engineer at a coal mine power plant ne- 
elected to open the feed valve on the lubricator 
of a 16x18-ineh automatie engine running 225 
R. P. M. and belted to a direct. current gener- 
ator which furnished power to the mining ma- 
chines. As his duties included the blacksmith 
work and repairs around the mine, no further 
attention was paid to the engine until it sud- 
denly stopped shortly after noon, with the rock- 
er-arm broken and the serews loose in the 
rocker-arm brackets. The broken rocker was 
replaced by one removed from an engine at 
another mine near-by, and the engine started. 
After running a few minutes it was necessary 
to stop, as the bracket could not be kept in place. 

The eylinder head and steam-chest covers 
were then removed and the valve and seat were 
found so badly cut and worn that a new cylin- 
der, piston and valve were needed before the 
engine was again ready for service. These 
parts were removed from the engine at the 
other plants and after being placed in position 
the engine ran without trouble. The damaged 
engine had been in service only two years oad 
was purchased new. 


Salem, Ohio. C. SIDINGER. 
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‘‘PRICE TOO HIGH,’’ AND ‘“‘JUST AS 
GOOD FOR LESS MONEY.”’ 

In all lines of merchandising there is a ten- 
deney upon the part of some salesmen to make 
derogatory remarks about his competitor’s goods. 

It shows a weakness in any salesman who re- 
sorts to it and is conceeded by the business 
world as a vicious practice and poor business. 
Our policy does not permit such methods and 
we mention it here for the benefit of any new 
salesmen that do not know it. It must be di- 
tinetly understood by all of our salesmen that 
we will not permit them to make derogatory 
statements with regard to any other concern. 

We were the pioneers in the oil storage field. 

For more than a quarter of a century we have 
been marketing a product that has earned for 
itself such a reputation for quality that the 
very name of Bowser is synonymous with the 
best that can be obtained in tank construction. 

We are putting into our outfits the knowl- 

edge gained from twenty-six years of practical 
experience, and our motto always has been and 
still is—‘‘not how cheap, but how good.’’ 
Salesmen representing such a house should 
never find occasion to indulge in what is com- 
monly known as ‘‘knocking.’’ It is undignified 
ungentlemanly and unealledfor.- It is bad busi- 
ness pohey, and the worst kind of poor sales- 
manship. Such tacticts are generally looked 
upon as an evidence of weakness either in the 
salesman himself or in the goods he represents, 
and are therefore not only undesirable but ab- 
solutely unwarranted in a Bowser man. 

When a prospect says he can get ‘‘just as 
good or better goods for less money’’ there is 
no objection to showing him the different points 
of merit in our line over all others but there 
is great need of your following the dictates of 
honorable business ethics in it. 

When a prospect states he ean buy ‘‘just as 
good for less money’’ or ‘‘price too high,’’ you 
might state your case something along these lines: 

Now Mr. Buyer, it is my business to thorougly 
know Bowser goods and also other similar 
goods on the market.; it is evident that you 
don’t really believe you could get ‘‘just as good 
for less money’’ or you would have bought it. 
This does not surprise me, for the average good 
business man has been bitten on this just-as- 
good-for-less-money proposition. Now, I know 
you would not want me, representing as I do, a 
house who have built their business upon honor- 
able dealings, to descend to the petty tactics 
sometimes used and abuse our competitor and 
their product, and instead of telling you what I 
may know of their product, I believe you will 
agree with me it will be more to your advantage 
if I proceed to show you by facts and figures 
that if you have decided what price you wish to 
pay for an equipment that our line is so com- 
plete and diversified that at the price you wish 
to pay we can give you more for your money 


than any other company in our line, for we 
manufacture the highest priced equipment as 
well as the lowest priced equipment. With our 
company the most: important consideration has 
been ‘‘quality’’ and price has been of secondary 
importance. We have always built the best 
goods possible and the price has taken care of 
itself. That this has been a wise policy is 
proven by the fact that our product is recog- 
nized universally as the standard of perfection. 
It has been so stamped by the most careful, 
critical and discriminating buyers for twenty- 
five years. It is not uncommon for many of the 
best engineers of the largest railroads, factories 
and mills of the country to use our specifica- 
tions when they build or remodel the oil storage 
part of their business, and when bids are called 
for propositions of this kind it has been easy 
for us to secure the business for none of our 
competitors have been able to equal our speci- 
fications without exceeding our price. 

The real salesman knows what he has to sell, 
because he has studied it; he knows human na- 
ture because he has studied it; and the sum of 
this knowledge is the weapon he uses to fight 
his way to. victory. He is straightforward, 
gentlemanly, aggressive, direct, concise, pains- 
taking and thorough—because he knows that 
these things are necessary to convinece—to reach 
his ultimate purpose, the sale. 

Of our produet it can be said ‘‘best by actual 
test’’ compared with the product of any com- 
pany in our line we welcome comparison by au- 
thorative and competent men and we have no 
difficulty in proving that we give more for the 
money than any of them and that the expres- 
sion “‘just as good for less money’’ and ‘‘priee 
too high’’ are without foundation and are not 
borne out by facets for over a million satisfied 
users have disproved both statements. It is 
further proved that the only time a man makes 
the statement ‘‘price too high’’ is before the 
goods are delivered. There are hundreds of 
merchants who have used our goods for years 
and when they were worn out have paid the ad- 
vance in price for our more modern equipment 
and have been well pleased with the investment. 

If a man is not convinced when you have 
tried to avoid mentioning either the competitor 
or his goods it may be necessary, in as nice a 
way as possible, to point out to him that if he 
will examine their product part by part that he 
will discover quickly the difference in materials 
and construction and prove for himself that it 
is not our desire to sell a man but once but to 
sell him something that he is so well pleased 
with that he will be a good advertising medium 
for Bowser goods, and will patronize us again 
if he needs anything in our line. 

‘‘Knoeking’’ should be left to ‘‘the other 
fellow.’’? Bowser salesmen who know their line 
have their time fully oceupied in telling of its 
good qualities, and find it an inexhaustible subject. 


(Sd. Kk. 
3 TAL 


Fort Wayne flooded but the Bowser still on top 
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A VIEW OF THE DYKE IN LAKESIDE. VIEW OF THE NORTH SIDE. 
That Part of Town in Which Ye The Approach to the Lake Shore & Lake Erie 
Editor Lives. Depots; no doubt Familiar to our Men. 


Wen WATER At 
WAYNE KnivT ene Mines 
Ft. War rte, IND 


: 4 Q WICH WATER Vit ON WESTIMAIN ST FROM BRIDGE . 
MARGH 25, 1912 : Roe : FRWaYNE (ND. MARSH 25.1912 STANO/ S17 POTS 


STAN SISH PHOTO. 


View of the Wayne Knitting Mills Inundated. View of West Part of Town—Street the Car Line Runs 
This is the Hosiery Mill Which the Down to Knitting Mills—Every 1912 Pace- 
Pacemakers Visited During Their maker Rode Down This Street Dur- 
Last Convention. ing the Convention. 


The Bowser Plant is located in the southeastern part of the city 
and was High and Dry 
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VOLUME OF BUSINESS 
Standing of Forty High Men, March 31, 1913 


1— Neb oMillironeee.ce tiene Fort Wayne 

2—M C. Benhams. et. a a oe Minneapolis 

o—) HO APIMISTEOU Oo == a eerie Fort Wayne 

4— Wo.) ODNSOl eee ne ae San Francisco 
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6=2F) Ei fomesere ot ee eo Chicago 

(KR... Matthews ace tencas eo so oe toe Dallas 

S—-W.. ay. Robertsontas. 25. ee sane ore Toronto 
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14K eB, Bachiwianter ena. oe ua ee Atlanta 
15 —_ Wy Crangalee ae cee San Francisco 
d,.6—3 Hi RAO tae ae ke erin San Francisco 
i=l BLOCH Chm ace sm eee. oct Atlanta 
18H ).2 Murph yen 4 ee ences: ae Toronto 
GBS ey Be ad Ray Fo a=) ce ee eS eer Bact Dallas 
20 == IG WIS SUNIL cet teen ele ne eee Albany 
Dies Gu OLerlime gy was. wie Minneapolis 
Be Ch CIN POP ance nee gee ae eae Minneapolis 
Dom be MOUS Ae re ein eee Fort Wayne 
24=—We Hosp ner logics eens Se oe eee Chicago 
Zo WMA seh rindees les oe en eae St. Louis 
26-1. BDEIQU Cau ins fukin See ee eee Toronto 
Bie A eOn ard trio, es eae eee Chicago 
Doe Darling sx. nye ants aes Minneapolis 
Boz W eA, ATIMStLONnG oth oe te es oe Fort Wayne 
30 PW Lia Wtherein.c. we strate ee cae Dallas 
31M; C.Brambam ee © 72526 Minneapolis 
oo tH DY Purdy tree riees Oe eee ee Atlanta 
g3— We Ge Chand lert-mee. tes eee Atlanta 
34 W.. Ge Magrane eee. ic eee Chicago 
oe Lie Pack irene an eee ree Atlanta 
0 APG. cH arieen ts. ac necks ates Harrisburg 
RB ieemed OBER atau Sp Bale belts ey ieee, hey San Francisco 
SOAs Ls. DYE OL ete. ao Oe ee ee Atlanta 
39==BVEW Devereux so. ee eee Albany 
AQ=2-T., Hs elsorites ace secon oe ae St. Louis 

© ® © 


SPECIAL NOTICE! 


The above is a lst of the forty high men 
based on volume of business. In other words, 
the men who lead in dollars of business regard- 
less of lines worked. On the opposite page we 
have also compiled a list of the forty high men 
based on Pacemaker Points. Of course there is 
a difference in these lsts and we have pub- 
lished both of them so you see the relative dif- 
ferences. This information is valuable to the 
man who is high in volume of business because 
it shows him where he also stands in Points 
and quite often there is a big difference, es- 
pecially so if he is working the factory trade. 


THE BRONZE TABLET. 


We wonder if all of our salesmen who have 
visited the Home Office have stopped to admire 
the beauty of the Bronze Tablet adorning the 
walls of the general reception room. 


This tablet is certainly a work of art and 
Reed & Barton Co., of New York, the noted 
bronze and silver workers have published a 
very handsome book picturing this tablet as a 
sample of their splendid work. 


Every visitor to our plant stops to admire the 
work and is interested to hear the accounts of 
the salesmen’s accomplishments whose names 
appear on it. — 


Again this year three more names will be 
added. The one big question that interests us 
all -is—Whose names will they be; yours or the 
other fellows? 


Although this is one of the greatest honors 
the company can confer upon you, it is not the 
only incentive to spur one on. It means far 
more. To occupy such a standing means you 
are accomplishing your aims. It means a larger 
bank account for you. That you are not only 
holding your own but climbing higher, that 
you are winning in the struggle for success. 
Your friends and acquaintances in the force 
are proud of you, and talk about you because 
you are a success. You are an encouragement 
to your fellow salesmen who have not yet 
reached such heights. You shed a light of hope 
and give confidence and aspiration to your less 
successful associates. These are indeed great 
compensations in addition to the prizes. They 
alone are worthy reason for striving to and 
maintaining a higher standing. 

In the eight months left there is still an 
opportunity for the earnest, ambitious, enthu- 
siast to push forward and secure this honor. 
It will take activity, courage and firmness, but 
you have these qualifications as well as others. 
Use them—they are the price. Make up your 
mind to dare and DO. Go after it and you'll 
win. If you slack up before you get it, it simply 
shows you are not willing to pay the price. 
Great rewards only graviate to men of per- 
sistency and patience—one hundred per cent. 


men. BE ONE. 
© © © 


Earnestness is the best gift of mental power 
and deficiency of heart is the cause of many 
men never becoming great.—Bulwer. 


\ 


THE BOWSER BOOMER ; 91 


FLOOD NOTES. 


‘Bill’? Mann and Ed Little were marooned 
in Cincinnati for a week—I suppose they broke 
some pool and billiard records in the mean- 
time. 

© © © 

C. C. Barnett, Manager of the Denver Office, 
made a flying trip from there to Dayton to aid 
Mrs. Barnett and daughter, who have not yet 
left their Dayton home for Denver. We are 
glad to report he found them safe when he 
arrived. 

(OOM) 

Salesman Woehnker was marooned at Logan- 
sport during the flood; also E. R. Stoker who 
travels in southern Indiana, was marooned at 
Princeton, Ind. 

© © © 

C. C. Fredericks went to Lima, to work the 
county but when he got there he was pressed 
into rescue service and spent the week saving 
the flooded and feeding the hungry. 

© ® © 
CARD OF THANKS. 


We wish to take this occasion to personally 
thank Messrs. Fredericks, Bert Bowser, Mauk, 
Corey, Young, Schulze and Morrison who so 
promptly offered to house the Editor and his 
wife while their home was flooded. It is in- 
deed pleasing and gratifying to know one has 
real friends who.are personally concerned in 
your protection and welfare. 

© © © 

Of course there were numbers of our sales- 
men who figured in the recent flood that we did 
not hear about. No doubt our energetic Knights 
of the Grip did many deeds of valor and kind- 


ness. 
OR ORTO} 


PACEMAKERS, NOTICE! 


The bad weather is over. The manufacturer, 
the automobilist, and the business man, are now 
ready to make those spring improvements, those 
changes and betterments they had planned to 
make as soon as the cold weather broke. The 
time is here. Now is when we must make up 
for the draw-backs of floods and winter. Don’t 
wait for business to come or send for you. Go 
out and get it. It’s there waiting for you, but 
it won’t come unless you go after it. 

The man who waits for things to turn up 
often turns up himself, a loser. Of all men that 
should overcome this waiting habit, the sales- 
man is the most needy. An order is like gold 
ore; you have to dig for it. You couldn’t ex- 
pect the richest gold mine to ‘‘sprout’’ nuggets 
for you. It takes a good lot of hard digging to 
loosen them up. It’s the same way with orders. 
You must apply good, hard, conscientious work 
if you are in the business to make money. 


Officers and Directors of ths Pace-mak- 
ers’ Club, tentatively installed and 
based on Present standings, 


April 1, 1912 


President 
Vice President 
Secretary 
Treasurer 


Minneapolis 
Chicago 
Dallas 
Atlanta 


DIRECTORS 


Harrisburg 

- Toronto 
St. Louis 

San Francisco 
Minneapolis 
Atlanta 

Fort Wayne 
Dallas 
Albany 
Denver 


- CRANDALL 
. STERLING 


-L.MILLIRON - 
J. M. TUCKER 
LEWIS SMITH 
J. VANDEREM BSE 


FORTY HIGH MEN 
April 1st., 1913. 


According to Pacemakers’ Points 


P= MG Ce Bem Naat ars sce) one oe sree cists) lace a, 9s Minneapolis 

2 taser OME Stackeiticienadetlere caerets ets ors wekd > sumone Chicago 
Sate ene UNG Gaerne eae cts cycle scree: «oi +. slieions Dallas 

A HNe seta UGE INV Eae We, Sy scerbnarey ccact wl oslsea oso Sslsiel ee Atlanta 

D-H HEE NPC ODIES s saysicte cals cuetsisne @evere eee» s Harrisburg 

Ca VW ow RODCECSON mere cnierers ite cist e aa she-crela css Toronto 
eeee Now CAG ey acre ecdcnciisichins inet es latoneis avs Seana St. Louis 

SWS AWG (OIREWANCIEH Ul neg Sates ceororeheeoicnctea eee San Francisco 

Qa MiWe Sis sd Wallenasyeyan 5. 6.o.0 pine oa ceeiots lomorc San Francisco 
OSS Gs SLSrliies. Seas cee svete so bs oes Minneapolis 
ASV Ac COm- rt ayeie ate thetic deste lore arouse epePoureretsnayers St. Louis 
EE Cree Voce COG Laney sree create tise isis yarekrar 8 Biter wines Harrisburg 
ES ieee ONC Leese am eIee airs vor's) axane ts usta ae eusconste Atlanta 
A= eA ePIVLeriChkeligunee ae iia. che 46 o-5 storslatale w caren tallenereeete 
5 is VEIT OTM A iieei tacos a. stesis © ores esse Fort Wayne 
IGS TEE SRC ARON. Go as colo Giomoomo one Fort Wayne 
Led SmI Tit DIT C ICTS ot. ue are cheret spree. aerate si'edane a8 3 eater Dallas 
LSS CVE IELATMCN ee teticwtrs sieht eh sis Givepeere oh Harrisburg 
UG SIN. ABE SMNOREHETE: 4.6 Bas cance G GhcrckDl oR NORNORCRE EEE OS tcree te Toronto 
PAV DS LSS I OAS eects cao oc eiGrienG Chara caCROIONG San Francisco 
aa Ne He DATS mer vensens sles iets oases. oe Minneapolis 
Dis bi, Al SEW Oem! chai GIGI Oe RR OICRERERC ROR enn ts, ron ooe Atlanta 
Do BO ee Hy tt SCT vers cect) cuss; st ousie sites are x Minneapolis 
DA Nee Grae CVAT GET Man kerace ere a eisye urs) arsed so arene Atlanta 
BO Ralls ONEISOM. cies see cies ousiea ele eet ee. St. Louis 
AG —INis CCL Beer eve id) i Scioto bole ou ole Omron Minneapolis 
NiO smelt wae eutiiaseres Sie eis, ares eh asus San Francisco 
DS Wer Gawilela TUS CMatarete se cte asia crcrore ele re elie lots Harrisburg 
a el SEK Gall 6-0) Enc eNO ict CCAHTE REN Re MECC Fort Wayne 
See) VU O C Kierra hese ceo a) soe 6 sistant ay here St. Louis 
jill) eo eMES LISCmeren see cetera ches a ais acd bata erens San Francisco 
SSS MALG ee ceemeietelo Sovelsl gus: sere oveneyeyione wrerewene Albany 
eee ee Vlei WG OTe. com 3 avatontis sia: «sialon abel eras enetotens Dallas 
BA——Nlige DB CLONICI ey piace cree) a «Gu elels «. «fousisl o)isle, ghoteneheeus Toronto 
SD = es om VUE TN Vi varie avsietexe ar Os. sess lator feels Toronto 
Oe Genel) AD TNC Ve trans suchen fe) cisheneile. sels) *ucpenebatenareey crs Dallas 
See eee oe, [DOUAM ee eeu dtr a) StS RPMS Goa. eke’ ele eteteona eters Dallas 
30nd BAS NA Wes. crs cele ass siensletens cleus Fort Wayne 
DO AMP INOCLCLs canta eters Barcel cose sieve’ s cys oie Bucke oteote Atlanta 
A) E A e N T> TET CL Vi nase coffe anes eite. erie wie Seite ayer el eranele nays ones Atlanta 
AV er ee ONCTIOGK sltare nivale oe cia ccidicto te oem Chicago 
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Beginning with this issue the Bowser Boomer, 
the palladium of our liberty, the source of our 
information, the herald of our social activities, 
the recorder of our scandals, the depository of 
our kicks will be published on the 5th and 20th, 
of each month, instead of the Ist and 15th. 


This change can be made very gracefully at 
this time as the Editor was a flood victim and 
was washed out of his home on March 25, and 
consequently was not on the job for several 
days. The real reason for changing the date, 
however, is so we may get the statisticians’ rec- 
ords conveniently which are compiled on the 
Ist and 15th; thus giving us the information in 
plenty of time for the 5th and 20th issues. 


© © © 


Although there were many persons in the or- 
ganization that were either marooned or flood 
victims, we are happy to say there was no loss 
of life. 

OOM) 


The camion shop is located on the river here 
and was inundated. A number of their ‘‘C’’ 
tanks in stock floated away and a newspaper 
man asked the editor if that was the way we 
soaked our competitors. 


© © © 


Ed. N. Vaneel, who travels in Central Indi- 
ana, called on Jameson Bros. at Lafayette, and 
says Mr. Jamieson remarked: 


“Tf I was not an Irishman I would not be 
anything else,’’ and furthermore, ‘‘If I did not 
have Bowser outfits I would not have anything 
else!’’ 

Very well put, Mr. Jamieson! More power to 
the Irish. 


© © ®@ 


H. J. Bradshaw, who has been covering De- 
troit under the Fort Wayne District, has been 
transferred to Boston where he will have charge 
of the store and garage line. Mr. Little was 
sorry to lose H. J., because he was the only man 
in the organization possessing the dignity of fa- 
cial shrubbery—you know, not every man has 
the face to raise whiskers. 


If you are satisfied to take things as they 
come—you wont get much. 
© ® © 


EXIT $ STRINGENCY AND WORRY. 


Several points behind your quota—Problem: 
How to catch up on your business. 
Answer—MORE ORDERS! 
© © © 
Your name thirtieth in the standing of the 
forty high men—Problem:, How to get in 
speaking distance of first place. 
Answer—MORE ORDERS! 
® © © 
Your wife would-like an extra fine spring 
bonnet this year; you have in mind several lux- 
uries this year that you hope to afford—Prob- 
lem: How to get the money. 
Answer—MORE ORDERS! 
® © © 
Why? Because more orders mean more com- 
mission, more honors, a higher sales standing, 
more peace of mind and contentment, more 
prosperity and progress—WRITE THEM! 
® © © 
The salesman who makes the most money out 
of the business that is possible to get out of it 
is bound to be a Pace Maker. 
© © © 
The following appeared in the March number 
of The Retailers’ Journal: 


ANOTHER CUSTOMER LOST. 


A lady after calling for and getting a gallon 
of coal oil which the proprietor drew from a 
barrel and then wiped his hands on his apron, 
bought soda crackers which were taken from a 
box, weighed and put in a bag by the same dirty 
hands. The crackers smelled of oil and this 
grocer lost a good customer. There are others 
in the business nearby.’ Cleanliness pays, gen- 
tlemen.’’ 


Frequently, when the possibility of such an 
occurrence is mentioned to some prospects, they 
will say: ‘Oh, I am always careful about that.’’ 


Of course they intend to be but when a store 
is full of customers who are all anxious to be 
served and the clerks and proprietor is jumping 
around to serve them before they become im- 
patient and get tired of waiting and walk out— 
then is when the most careful person’s good in- 
tentions will slip and oil-taint the goods. 


© © ® 


Are Dallas Division Salesmen prosperous? 
We guess—Y ES—when two of them: Mr. R. L. 
Matthews and Mr. J. M. Tucker buy new ears 
in one week and several others are just waiting 
to nail down a few more 241 sales before plac- 
ing their orders. 


<N\ 
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THREE DAYS I NEVER WORRY ABOUT. 


‘One of the days I never worry about is yes- 
terday, simply because I cannot change it if I 
would. I did the best I knew how yesterday, 
but even if I hadn’t, what is the use of crying 
over spilt milk? Yesterday was mine, it is now 
gone.”’ 


‘‘Another day I do not worry about-is to- 
morrow. It is bound to come, and if I dread it 
IT am simply weakening myself when it arrives. 
The best plan is to prepare yourself for the fu- 
ture by improving the present and then when it 
comes you will be ready for it, and it will be 
easier for you. Doors of opportunity are bound 
to open for prepared men and salesmen.’’ 


‘‘Tf I do not worry about yesterday or to- 
morrow, why should I worry about today? Why 
worry at all? Make it your practice to live one 
day at a time and see how finely it works out.”’ 


‘‘Any man ean say no to temptation for just 
one day. Any man ean fight his battle today. 
Any man ean bear his burden for a day. If he 
does that, he will find himself able to do it 
every day and be the winner in the end. If we 


try to live two or three days at a time, one of © 


them will upset us.”’ 


‘“‘Look backward for inspiration; look for- 
ward for progress; look around you for ma- 
terial for stepping-stones to higher things and 
never despair. A man’s house should be on the 
hilltop of cheerfulness and serenity, so high 
that no shadows rest upon it, and where the 
morning comes so early and the evening tarries 
so late that he has twice as many golden hours 
as those of other men. He is to be pitied whose 
house is in the valley of grief between the hills 
with the longest night and shortest days.”’ 
Just stand aside, and watch yourself go by; 


Think of yourself as ‘‘he’’ instead of ‘‘T,’’ 
Pick flaws; find fault; forget the man is you, 

And strive to make your estimate ring true. 
The faults of others, then will dwarf and shrink 


Love’s chains grow stronger by one mighty 
link, 


When you use ‘‘he’’ as substitute for ‘‘I,’’ 
Have stood aside and watched yourself go by. 
ABBY ANDERSON. 
Toronto Division. 
© © © 


Be enthusiastic, be determined, be a worker, 
and you'll be a Pacemaker. Not one ship in a 
billion drifts into port. 


A ? ABOUT THE RED SENTRY. 


What do you want the boys to put 241’s in 
garages for? 


Put 41’s in and step out to the corner and 
put the groceryman, or drugstore accessory 
shop or refreshment stand a 241. 


The 241s are an asset to any of these busi- 
nesses, aS well a very high-class advertisement. 
This pump will not only sell gasolene but will 
increase the fellow’s business in a general way. 
I always try and give the 241’s to anything but 
the garages even though on long terms. How- 
ever I try and put a 41 in the garage first. If 
you put a 241 in front of a garage your chances 
are pretty shm or none for the fellow next door. 
The 41’s are easy and the 241s are easier still. 
Do up the 41s inside and then step out in the 
open air and you-ve got another fat chance to 
do the fellow on the corner some good. 

One of my grocery customers told me today 
of a party stopping to fill their machine, while 
they were putting the gas in the car they de- 
cidede they wanted some fresh strawberries and 
some can goods, ete., the order was taken while 
the machine was being filled, the results of this 
has proven a good new account was opened for 
this groceryman. 

41’s AND 241’s. 

Now don’t forget, after you-ve put this man 
in the gasolene business, go back to him and get 
an order for a 63-A or B, for handling lubricat- 
ing oils. 

Yours truly, 
L. F. LOEFFEL, 
Atlanta Division. 

We are presenting Mr. Loeffel’s views with- 
out comment, prefering to let each salesman 
think this over with an open mind. We do wish 
to state, however, that Mr. Loeffel is doing a 
nice business and that he is getting his territory 
in fine shape. 


© © © 
CORRECTION. 


Jn the last Boomer we published a list of the 
thirty high men—the list was compiled with the 
intention of publishing only the first fifteen 
names, consequently the balance of the names 
were not accurately audited for standings. 
Had they been, the names of Messrs. Bachman, 
of Atlanta; Lee, of St. Louis; and one or two 
others would have been included. Hereafter we 
we will stick to the original number—forty, 
with accuracy absolutely guaranteed. 


The Efficiency Contest is On. Have you made 
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Membership, PLUS! Watch f 


Dispatches between Hance and Home Office r 


The 1912 Convention Ceremonies were hardly over before Hance and his band we 
the States standing around sucking their thumbs at the next convention when the prizes : 
entirely different proposition to execute them. 


The course of events in the contests this year call for the attention of the entire at 


share in the glory and honors of year. 


Toronto, February 18, 1913. 
Dear Mr. Polhamus: 


Yours of the 14th, relative to the reduction in 
quota for the Harrisburg Office, just received. 
Of course I knew that when you gave the Tor- 
onto Office $50,000.00 increase, you would be 
able to take away a like amount from another 
office, and we are pleased indeed that it should 
go to Mr. Colwell, for he, no doubt, will now be 
able to give us a hard run for the cup, but just 
the same, he will know we are in the race this 
year. 

Naturally, our business in Canada is not very 
creat in volume so far, owing to the volumes of 
icicles which we have here, but wait till we 
get thawed out—well, we hope the line in the 
Boomer will have a similar location for us this 
year to that of last. 

In comparison with our business last year we 
are pleased to advise that it is 86.2% better to- 
day, and we hope it is equally good with all 
your other offices. 

In closing, wish to say that if in the kindness 
of your heart you should discover that the con- 
ditions in Canada are a little bad just at this 
time, which I have no doubt they are, and 
should reduce our Canadian quota materially, 
we will give you a rising vote of thanks, to say 
nothing about a nice volume of business this 
year, as well as keeping the cup very securely 
for you during 1914. 

With kind regards, I am, 

Yours very truly, 

(Signed ) W. R. HANCEH. 
® © © 
February 24, 1913. 
My dear Hance: 


Your favor of the 18th inst., with reference to 
the reduction in quota of the Harrisburg Office, 
I find on my return, and am sending copy of 
same to Mr. Colwell for his information and 
hoping it will put him on his mettle until he will 
hit the Canadian bunch hip and thigh in this 
cup race and the Canadian Manager will beg 
Colwell’s pardon for ever making any such as- 


sertion. Seriously I feel we made a mistake in 
not increasing the Canadian quota one hundred 
thousand dollars at least, as | understand. when 
you left here you felt you had a dead cinch on 
the cup for another year. 


I congratulate you on the nice gain you have 
made to date; this is better than the majority 
of the offices have done, the total increase being 
50 to 60% ; some of the other offices have done 
even better than Toronto, St. Louis and Dallas 
especially, St. Louis having increased their busi- 
ness 180%, and Dallas 90%. However, if the 
fine bunch of business getters from the land of 
icicles can land that cup this year, we will yell 
good and hard for them, for it will be after they 
have put forth greater efforts than they did 
during 1912, and will sure have to go some; not- 
withstanding the icicles they do not want to 
sleep long on the job early in the game. 


Hoping yourself and all the Canadian boys 
are in good health and wishing you all the sue- 
cess possible for this year, I am, 

Yours, with best wishes, 
A. Z. POLHAMUS. 
OR OREO) 
Toronto, February 27, 1913. 


Dear Mr. Polhamus: 

Yours of the 24th, just received. 

While there was nothing in my letter to you 
relative to the reduction of the quota of the 
New York Office that we are ashamed of, yet at 
the same time we hardly thought you would 
forward a copy to Mr. Colwell. In other words, 
we were writing you in a confidential manner. 

However, since you have betrayed our con- 
fidence in this regard, we intend sending a copy 
of your letter of the 24th to us, to everyone of 
our Canadian salesmen, and I haven’t any doubt 
but, notwithstanding the icicle condition in Can- 
ada just at this time, the dignity of the Canad- 
ian Sales Force will rise to such a pitch that 
there will be a wonderful thaw in the shape of 
orders, and just for pure retaliation our sales- 
men will see that the Cup stays here during 
the year 1914. 


Read the following letters that passed between Ms 


fxs 


U.S. Managers and American Salesmen, we have given you the facts of th 
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per cent Record to date? It means a Pacemaker 


}announcement in next Boomer. 
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ss the plot of the Canucks to thrash the Yanks 


ing to do the poor innocent Yanks up to a frazzle this year and have all the managers in 
rs are handed out. But will this be so? It is one thing to plan such capers but it is an 


sales force if they expect and desire Uncle Sam and the 


2 and Gen’l Mgr. Polhamus: 


Laying all jokes aside, though in this we are 
mighty serious, wish to say I am mighty pleased 
the St. Louis and Dallas Offices are making 
such wonderful increases in their business, and 
on behalf of the Toronto Office not only offer to 
the St. Louis and Dallas Branches our congrat- 
ulations, but also all other offices over the line 
which are making increases this year over their 
last year’s business. 


Trusting that the good work will keep up in 
the entire Organization during the whole year, 
I am, 


Yours very truly 


(Signed) W. R. HANCE, 


© © © 


February 27, 1913. 
All Canadian Salesmen : 
A Little Inside Information. 


A few days since the writer received a letter 
from our General Manager, Mr. Polhamus, ad- 
vising that the quota of the Harrisburg Office 
(formerly New York) has been decreased $50,- 
000.00. You will recall that the quota of the 
Toronto Office was inereased $50,000.00. The 
writer admits that at the time our quota was in- 
creased he was more or less stupid over the sit- 
uation, perhaps, in that he did not realize that 
if we had an increase of $50,000.00, it would ob- 
viously follow that some other office would have 
its quota decreased $50,000.00. But, being of a 
rather innocent turn of mind, we did not dream 
of anything being put over on us. 

However, as you know, after having our quota 
increased we made up our minds just for that 
we would give the Yanks one of the worst drub- 
bings they ever received. Our business to date 
indicates that we are going to accomplish this. 
We are pleased indeed to advise you that up to 
the present time, as compared with last year, 
we have an increase of nearly 100%. Now, if 
we can keep this up, which we have every rea- 
son to believe we ean, we will establish a prece- 
dent, i. e., win the Cup twice in suecession. 


On receipt of Mr. Polhamus’ letter, the writer 


good old stares and stripes to 


wrote him as per copy herewith, and we also en- 
close copy of Mr. Polhamus’ reply. 

We know that Mr. Polhamus, as well as the 
other Officers of our company, is absolutely im- 
partial in his efforts with any of their offices, 
yet, at the same time, we are kind of over the 
line alone, and perhaps some times are not quite 
as closely in touch with the Executives as some 
of the other offices, so we must make sort of a 
still hunt among ourselves, as it were. 

I know that when you read Mr. Polhamus’ 
letter, where he states he hopes that when Mr. 
Colwell, Manager of the Harrisburg Office, 
reads my letter it will put him on his mettle 
“until Ite will hit the Canadian bunch hip and 
thigh,’ it will put all of our Canadian salesmen 
on their dignity, with the result that during the 
first half of this year we will make the biggest 
showing we have ever made during the first six 
months of any year in the history of our Canad- 
ian business. If we can do this, there is abso- 
lutely no question about the last half of the 
year. We have always been good finishers. So, 
for sheer patriotism, is nothing else, the writer 
appeals to you at this time for your very best 
efforts, though we know this is hardly neces- 
sary, when we think of the enthusiasm which 
we had at our Canadian Convention. 

That our Canadian Convention is bringing 
forth good results is being proven by the in- 
crease we have made this year over last, and in- 
asmuch as conditions during the early part of 
the year in Canada are not as a rule the best 
for us, wish to say we feel very optimistic over 
the situation. 

In closing we wish to congratulate you most 
heartily for the fine business you have given us 
to date and with weather conditions improving 
we have every reason to believe that the Yanks 
will be made to sit up and take notice before 
July Ist. 

Let’s have for our watchword this year, more 
than ever before, ‘‘Co-operation.’’ 

Yours very truly, 
W. R. HANCH, Manager. 


Make the glorious stars and strips wave and the eagle scream with victory. 
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SUPPOSE WE 
MAK AS WELL 


Cartoon Suggestion by K. F. Hessenmueller of Pittsburgh. 


Mr. Hessenmueller was ill recently and while laying on the flat of his back, whiled away the time 
by drawing pictures—His above suggestion was so good we take the liberty of reproducing it. 


BRANCH OFFICE STANDING 
SAN FRANCISCO 


MINNEAPOLIS 
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AND WHAT ABOUT THE LOVING CUP? 


San Francisco has managed to maintain the 
lead. Just how long she will be able to do so 
however, is quite problematical, as the eastern 
bunch feel that they have been held back be- 


cause of the very severe winter. 


Who ean tell what will happen when all their 


pent up energy is turned loose, which in fact, 


no doubt was last week when it turned fine. 

Harrisburg doesn’t intend to stay where she 
is and we have been quietly informed by Fort 
Wayne there is certainly going to be something 
doing in the Central States. 


Dallas is making great gains, and so is To- 
ronto and St. Louis—between whom there is 


only one-half per cent. difference. 


Minneapolis is only about seven and one-half 
per cent. behind San Francisco, so you ean see 
things are tightening up all around. 


There is only two-fifths of one per cent. dif- 
ference between Fort Wayne and Atlanta. 


In our next issue we predict a big shift in 


these standings. 


BOYS, HIT YOUR PROSPECTS HARD. 


One cannot make an impression on a granite 
block with a curry-comb—neither can one per- 
suade a mind with a muddled, weak, half- 
hearted, wishy-washy demonstration. Make 
your points sharp and positive. Tell them with 
a conviction in your heart. When you say a 
30wser is the best investment in store fixture it 
is possible to make, mean it and say it hard 
enough for them to understand you mean it. 


THE BOWSER BOOMER 97 


POTTS THE GOAT. 


Cleveland, O., March 22, 1913. 


C. H. Davies: 
Editor Bowser Boomer. 


Dear Editor—Some of the bunch around here 
seem to think they have something on me. I 
don’t know that they have however, but the fol- 
lowing self-confession may serve to explain my 
position, and incidentially shed some light upon 
the charged acquisition that ‘‘I was the goat’’: 


Day before yesterday morning I was working 
in the vicinity of Street. You can im- 
agine my surprise and chagrin, when out of the 
yard drove a richly lettered wagon, upon which 
was loaded, apparently for delivery, a 5-bbl. C 
tank with a (41?) pump. 

You know, Editor, there still lingers in my 
veins a shght touch of red blood, and this sight 
was more than I could possibly stand for—ae- 
cordingly I set about at once to C-H-A-S-E this 
intruder and believe me, he led me a merry 
chase. Out Euclid avenue, he paraded into 
Wade Park, clear thru to Lake Shore Boule- 
vard ;out Lake Shore Boulevard across to Cleve- 
land Heights; then back another route to— 
where? Where do you think? ‘‘ JUST WHERE 
HE STARTED FROM.”’ 


I found I had chased this caravan just four- 
teen miles. When he got back to his starting 
point, he had identically the same load as when 
he started, nor did our pilgrimage together dis- 
close that this driver made any stops enroute. 


In view of the developments of this expedi- 
tion, therefore, I am willing to admit that ‘‘I’m 
the goat,’’ but ‘‘ What’s the idea?’’ 


If you will kindly explain the object of my 
being lead over the rough bricks and hot sands 
in this manner, my sense of density will be 
gratefully enlightened. As a further confession 
I must admit the loss of about four hours’ time 
in this wild-goose-chase, with the result that I 
secured but one order that whole day. 

Now, dear Editor, please be charitable to me, 
for you know I have been associating with Herb 


Armstrong for so long, that I bite on most any- 
thing. 


Sincerely yours, 
Pare rOrTes: 
Cleveland Salesman. 


© © © 


What is difficulty? Only a word indicating 
the degree of strength requisite for accomplish- 
ing particular objects; a mere notice of neces- 
sity for exertion; a bugbear to children; a stim- 
ulus to men.—Samuel Warren. 


E. J. GALLMEYERS 
One of the Denver Pathfinders Point- 
ing the Way. 


© ® © 
Accustom youself to master and overcome 
things of difficulty ; for, if you observe, the left 
hand, for want of practice, is insignificant and 


not adapted to general business.—Pliny. 
© ® © 


SMALL PROFIT IN IT. 


We occasionally hear a salesman say that, ‘‘I 
eouldn’t sell Mr. So-and-So, because he don’t 
make much profit on his oil and he couldn’t see 
where it would pay him to make the investment 
for a Bowser.”’ 


Read the following inquiry just received: 


New York, March 18, 1913. 
S. F. Bowser & Co.: 
Fort Wayne, Indiana. 

Gentlemen—The storekeeper, two and a half 
miles below N. Y., is putting in a 550 
gallon oil tank and he is now selling oil at 10¢ 
per gallon, paying 914c, and after he gets his 
large tank the Oil Co. will sell to him 
for 9e per gallon. 


This storekeeper runs a wagon up to 
and delivers oil for 10c. After he gets his large 
tank he can deliver to my customers for 9'%e. 
What I want is a tank to hold 550 gallons and 
then I ean buy of the Company for 9e, too. 


What is the least possible price that you 
would exchange this tank I bought of you for 
one 550? The number of this is B-9549, cost me 
$80.00; Steel, no wood, and the best terms, ete. 
Could this pump be used in the larger tank? 

Yours very truly, 
GENERAL MERCHANDISE. 
© ® © 

There is no substitute for thorough-going, ar- 
dent and sincere earnestness.—Dickens. 
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‘“The Edenburgh,’’ Ottawa. Ont., 
My Dear Davies: 
The writer wishes to relate a little incident 
which happened during the week, while en- 
lightening the dealers in oil and gasolene to 


proper storage facilities. We had considerable 
snow up here recently and the writer was en- 
deavoring to catch a train with the assistance 
of a liveryman and a 2:26 horse; we had cov- 
ered about two miles at a 2:40-clip, when in 
the attempt to pass another sleigh, we were 
thrown over, landing in a 6-ft. ditch, which 
fortunately had a nice thick blanket of snow. 
Of course you have some idea of the language 
of sailors, soldiers, liverymen, horse dealers and 
travelers in general; well when that liveryman 
saw his trotter and the pick of his stable, hik- 
ing down the road at a 2:30-clip, with a new 
$60.00 cutter swinging in the air, the said air 
took on a thick liquid appearance with the 
smell of pulp wood and brimstone. The team 
that was responsible for our spill gave my 
driver a lift in the general direction of the 
missing horse; the writer found the way to 
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the top of the ditch, also a dripping model 
case, several robes, cushions, one whip, one 
foot warmer, and the thing I have in mind 
while writing this letter, one horseshoe point- 
ing my way, and while the writer does not be- 
lieve in tapping on wood, crossing your fingers, 
ete., but still that horseshoe stunt seems to be 
the old reliable, therefore when the next three 
days netted me 71 points, on my orders Nos. 
471-2-3-4, I just thought I would place the in- 
cident before the Boomer, ascertaining how 
much luck there is in a horseshoe and if you 
have any palm readers on your staff kindly 
consult them regarding the above; also give me 
credit for the stated number of points, for 
while there may be some doubt in your mind 
about just what the horseshoe had to do with 
the business, the points are the real thing and 
just ask Mr. Hance how really handy they are 
just at this particular time when that Loving 
Cup race 1s in our possession. 


W. Y. ROBERTSON, 
Salesman. 
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THE ECONOMY OF OIL FILTRATION. 


For Small Requirements as 
Well as Large. 


It has only been within comparatively re- 
cent years, that a saving in lubricating oil has 
been made possible by the invention of the 
Oil Filter, which means there is still a lot of 
educational work along this lone yet to be done. 
Large mills and factories of course have been 
the first to recognize the savings that may be 
effected and the importance of the filter, which 
accounts for the fact that upon the installation 
of new power plants and engines, a continuous 
oil circulating and filtering system is added as 
a part of the permanent equipment. 


There is no reason why the small power plant 
owner should not also get his share of savings 
from the use of filters. 


It is a well known fact among users of lub- 
ricants that only from 20 to 60 per cent. of the 
oil applied to the bearings and journals is ac- 
tually used to reduce friction; the other 40 or 
80 per cent. drips away or is spilled and if no 
drip pans or buckets are used to catch the oil, 
it simply soaks away and is a total loss. 


If, on the other hand, this waste oil is col- 
lected and a filter is employed, rendering it fit 
for use again, the result is a saving which 
makes itself manifest in the yearly running 
expense. While the larger institutions are mak- 
ing this entry on the credit side of their ledgers 
a majority of the smaller firms have not as yet 
given the filteration of waste oil much serious 
thought, and, therefore, do not realize what an 
important item it is, not only from the financial 
standpoint, but also from the fact that a better 
grade of oil may be used, thereby inducing a 
more perfect lubrication. 


It is generally conceded that the best lubri- 
eating oils are theoretically the cheapest, al- 
most irrespective of price; that is to say, they 
the the cheapest to use, although they may not 
be the cheapest to waste. The cost of oil, prop- 
erly regarded, is not the cost per gallon, but 
rather the cost per annum; and any expense 
occasioned by the use of inferior oils, which the 
use of the better grade of oils would obviate, 
is properly chargeable to running expense. 
Moreover, an engine on which poor oil is used 
will not develop full power, neither will it run 
long without repairs becoming necessary. Ulti- 


‘mate economy, therefore, demands that the 


quality of the lubricant employed should be 
given first consideration, rather than its cost 
per gallon. 


With these facts in view, many of those who 
adopt a filter after finding how great a saving 


they affect, at once begin to use a better grade 

of oil than before, feeling that they can well 

afford to pay, for the finest lubricant procur- 

able, seeing that none of it goes to waste. 
© ® © 


GETTING FILTER ORDERS. 

Mr. Morris has never failed to come back 
with a filter order when he went after it. He is 
also pretty good at getting them by mail. 

CROMNO) 

A letter written by W. L. Morris that brot in 
the order by return mail: 
Gentlemen :-— : 

In regard to our proposal on a 2F'5 System in- 
eluding oil fountain; we have taken into fur- 
ther consideration the requirements of your 
plant as more fully presented to us by Mr. W. 
A. Armstrong, upon his return. We had noted, 
at an earlier date, the machinery as installed 
and had recommended a 2FS System as being 
most suitable for your service. We did not 
know at the time it was your desire to work on 
close lines and run chances with a reduced 
amount of filtering surface. What we recom- 
mended would give you a degree of satisfactory 
performance that you are wholly unfamiliar 
with, and naturally our recommendations seem 
to be of color. We are anxious to see your con- 
cern provided with better filtration devices, 
and for all one of our sections alone would do 
better work than a half-dozen outfits such as 
you have, we do not recommend it for we use so 
much finer surface we must use more of it. 
However, we would feel quite safe in recom- 
mending the use of our 2F'4 System in view of 
information obtained by Mr. Armstrong’s visit 
to your plant. 

This four-section system would have 200 sq. 
feet of surface with as high as 36” head. We do 
a grade of work that cannot be approached 
with other filtering system, it being standard 
practice with our systems to use oil indefinitely, 
the so-ealled claims of ‘‘oil becoming worn out’’ 
are mere subterfuges of inefficient filter manu- 
facturers to cover the insufficiency of their sys- 
tems; in other words, the attempt to do much 
with little. When you buy boilers you buy a 
certain amount of heating surface and don’t al- 
low the seller to offer horse power. Why should 
you buy filtering surface wholly on what the 
manufacturer states? We know why the other 
manufacturers avoid mentioning surface, it is 
because their price would show how ridiculously 
high their price for surface would be. Our 
competitors will ask $120.00 for less than three 
square feet of surface, or $60,00 per square foot 
of charcoal surface, for filter alone, not includ- 
ing separator, refuse tank, pumps, governors, 
gravity tank, heavy 12-gauge construction, and 
the like, such as we include in our price. 
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The cloth filters on the market are also very 
expensive compared with ours, the filter alone 
costing about $120.00 for six square feet, or 
$20.00 per foot. If you are content to get along 
“with small pump, crude devices, you can ac- 
ecomplish fully as good results by tying cheese 
cloth to top of barrel and letting oil run through 
same, getting the six square feet in one barrel 
by letting it hang into same. 


We have not built up our business upon such 
methods of doing things and well know the 
Company have not either. We are offering our 
system on a’basis of less than $2.00 per square 
foot for filtering surface and this price includes 
all the various devices such as_ our competitors 
do not have to furnish. If your only considera- 
tion is to save money, let us know and we will 
furnish you a sketch of a simple erude outfit 
that you can make yourselves, and which will 
do even better work than can be done with the 
outfits you now have. You could not build one 
of OUR outfits for twice what we are offering it 
to you. 


Yours very truly, 


W.S. MORRIS. 
S. F. Bowser & Co., Ine. 


COLLECTIONS. 


There are some things in the economie con- 
duct of the business, even in the midst of 
greatest prosperity and the promotion of busi- 
ness, that must never be overlooked. 


We refer to collections. 


The immense economic loss arising from in- 
efficient collection methods will embarass the 
otherwise most successfully conducted institu- 
tions. 


We are fortunate in having a very efficient 
collection system and although some unpleas- 
antness occasionally arises, it is not the fault 
of the system, but is due to the particularly 
aggravated case. Even these instances can be 
eliminated by the thorough co-operation of the 
salesman. While we can readily point out this 
economic defect, yet we hesitate to suggest a 
remedy. We believe, however, that much can 
be done by salesmen towards the elimination 
of this evil. Care should be exercised to per- 
suade the prospect to show the proper attitude 
towards the credit granted. When a customer 
approaches a business house seeking credit; he 
by the act invites sueh house to become in a 
sense a stockholder in his business; to assume 
to a certain extent the hazards of his business. 
If he should go to his bank for the purpose of 
securing a loan, he would be obliged to attach 
a financial statement of his business to the 
application for said loan. Why then should he 


not be requested to submit a financial state- 
ment with his application for a credit account 
with the house from whom he seeks the favor? 
Business men are rapidly becoming educated 
to this and the day is not far distant when 
uniform blanks for this purpose will be uni- 
versal. 


All up-to-date houses now request property 
statements from their customers. Should a 
customer refuse to submit statement, a search- 
ing investigation is made. It is very important 
that our salesmen give a credit report as com- 
plete as possible. It will save delays necessi- 
tated in our writing blanks and commercial 
agencies for the information. If information 
does not clearly define the applicant’s stand- 
ing, then it seems as if it is only through our 
eredit man’s apparent intuition that a decision 
can be reached. We have no laws to prescribe 
the qualifications of those who would engage in 
business, so there is ever being presented a 
number of names of firms whose existence in 
the commercial field will be a menace to the 
salesman and the firm and whose certain end 
will mean a loss to both if credit is granted. 


Another important factor in heavy commer- 
cial losses is the laxity on the part of the credit 
grantor in the collection of the accounts which 
he has placed on the ledger. Not only does 
it increase the list of bad accounts, but it 
drives business away from the house. Custo- 
mers are inclined to become ‘‘knockers’’ more 
and more the longer the account remains un- 
paid. This is the experience in nearly every 
instance. Who is responsible? The house and 
the salesman argues that they have accommo- 
dated the customer and that humanity will 
recognize the accommodation. This is a serious 
error. The fact is, the customer does not view 
the transaction as’ an accommodation, and 
when you enforce your business requirements 
your customer is dodging across the street, has 
lost his self-respect, and proudly boast that 
you are the worst business house with whom 
he does business. A customer spoiled is a 
booster lost. An unpaid aecount that is past 
due is a lost booster and an unwarranted en- 
emy. 

We try to avoid this by only granting credit 
to those worthy and honest and then making 
them live up to their agreement and business 
requirements. Customers thank us for it in 
the end. 


Our request to you for a complete and satis- 
factory credit report is not ‘‘red tape.’’ It is 
for the protection of your commission and your 
business and the firm’s welfare and reputation. 
Make your eredit reports complete, boys, and 
give us all the facts you can get. It will save 
time, trouble, money and feelings. 


en 


EFFICIENCY CONTEST NUMBER 


BUSINESS, 
POSSIBILITIES 


TRADE 
OPENING 


To Be or Not To be— 
That’s the Question! 


102 THE BOWSER BOOMER 


AN 


OROKOKOKOKOKOKOKOKOKOKOKOKOKOKOK OK OKO OK ONONKONOKOKOKOK OKO OK ONONOKOKOMK BS 
gY a | * 
© THE SIXTEEN HIGH MEN IN THE EFFICIENCY CONTEST rN 
2 APRIL 12TH, 1913 x 
© a 
6 The following is a list of the salesmen who stood 90 per cent. or better, at the end of g 
% the twelfth day of the contest, according to business on our books. It is of course under- Y 
a stood, the mail from several districts has been delayed on account of high waters, and it ® 
*- must also be remembered that mail from outlying districts require several days to reach @) 
g us, So it is a little soon for our books to show the big results we expect. However, the @ 
® salesmen mentioned below have secured to date mentioned the standing shown opposite 
® their names and we congratulate them: x 
© Percent: Name. Office. Per Cent: Name. Office. OK 
@: 71005 sWe Ge @handler’ 7. 30s: Atlanta OC. Sit eH oNelsan meee eee St. Louis 
e100. Pelee ack we am on eee Atlanta 957 ee Jordan aan eee Harrisburg © 
e008 A Geno mii tava sty ce: Harrisburg 94.66 E. J. Lovaas ......... Minneapolis ¢ 
o> 99:6 Ja@aWard: 4. 21-6 Minneapolis 03:95 “R= Rich strat lene. San Francisco 
O90 Se el at abow ly ccs oe eee Dallas O28 de Dalla ss: ee eee St. Louis *# 
@ 98.93 G. W. Haffner .:...... Harrisburg Doi ey, A SIO 5 mre eee St. Louis 
Y JOA bee) emer in Oy. neon eee Minneapolis 20, 695Es Fe la pitt peer ere Minneapolis g 
Q 98.2 J.B. Marshall ........Fort Wayne 90.47 J=G."Mootes tse ao eee Chicago 9 
g In this contest any number of men can be 100 per cent. or 90 per cent. It isn’t so g 
g much a contest with the other fellow, it is primarily a contest with yourself; a contest % 
© with yourself to overcome your own weaknesses. g 
(9) Manager Murray wrote a splendid letter to his salesman on this and, we are taking 0) 
@ the liberty of quoting the following from it: © 
© You, as salesmen, will learn at what point your work needs strengthening. a 
S If you are inclined to sell second or third grade outfits, as they are classified in ok 
SZ Feature No. 1, ‘‘Class of Outfits,’’ you will fix your mind on first grade goods, on gY 
g 100% EFFICIENCY in this Feature. When you have your mind firmly fixed & 
® on Cut 41, Cut 15, Cut 115, ete., you will not sell Cut 242, Cut 10, Cut 111, nor © 
© drop down in class No. 3, by selling Cut 125, ete. © 
© On Feature No. 2, ‘‘Price,’’ you find you are working at 85 or 90% EFFI- ©) 
6 CIENCY, you will realize that you are obtaining only 85 or 90% of the results © 
a that should be obtained from your efforts and will aim at 100% and make good. sk 
© On Feature No. 3, ‘‘Terms,’’ if you have unconsciously been following the SM 
© line of least resistance, writing the majority of your business 10% cash, the Y 
© balance in notes on the monthly payment plan, you will realize that this method © 
© of doing business is only 50% or 60% EFFICIENT and that the point to be aimed © 
a at is 100%, or full cash with every order. © 
K This is not an easy thing to do. Life itself is not an easy proposition, but “k 
SZ one continual struggle. It is not easy to sell Bowser Goods on any terms. Sue- g 
iO) cessful Bowser men are strong men, not looking for a snap, but putting snap into Y 
1} their work and overcoming obstacles. © 
© When you firmly set your mind on attaining 100% EFFICIENCY on terms, © 
© you will be on the way to 100% in Feature No. 4, ‘‘C. W. O.”’ S 
© The Declaration of Independence states that ‘‘all men are created free and * 
se equal.’’ For the present purpose, we will reverse the order of these qualifica- oe 
Ni tions and say, ‘‘equal and free.’’ You all have an equal opportunity. You all g 
© are free to decide the use you will make of this opportunity. You may not all x 
© be exactly equal in ability, but that matter is almost entirely in your own hands. 9) 
© If in your freedom to choose, you choose to apply yourself absolutely to the at- © 
a tainment of 100% EFFICIENCY along all of the Features of this contest, the as 
mK results will be nearly equal to you all. Where one may perhaps make a stronger 6 
SZ showing temporarily, yet in the grand résult; that is, Self-Improvement, the re- M 
S7 sults will be equal. g 
9) During the coming sixteen weeks, I ask you my friend, and as I write. this, Y 
@) Tam mentally looking you square in the eye, to devote your time, your thought @) 
© and your energy exclusively to this one ideal, Self-Improvement, or 100 per cent. © 
nS EFFICIENCY. oS 
® x 
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EXCERPT FROM BOOKLET ENTITLED ‘‘ WORKING THE FARM ”’ 


A gentleman from the Kast, traveling through 
Southern California was very much interested 
in the orange groves. While walking among 
these groves with a friend, enjoying this beau- 
tiful country, they were greatly impressed with 
an exceptionally beautiful and well-kept grove. 
Seeing a man in the grove, they hailed him, 


—Written by A. Z. P. ’08. 


when they found he was the owner, and en- 
gaged him in conversation. On inquiring how 
it was he had an exceptionally fine grove, he 
said he used the most up-to-date methods known 
for working his grove; that he worked it in a 
scientific manner, tilling, fertilizing and irrigat- 
ing at proper time. 


WORKED IT SCIENTIFICALLY—_THAT MEANS WITH EFFICIENCY. 


Now, you may not be aware of it, but it is a fact, nevertheless, that every salesman working 


for 8S. F. Bowser & Co. is working a farm, or, rather, 
It is not located in any one township, any one county, any one state, or in 


S. F. Bowser & Co. 


a part of a very large farm—the farm bf 


any one country, but it is as wide and as long as the bounds of modern civilization. 


The crop raised on this great farm is orders 
for Self-Measuring Oil Tanks and Pumps, one 
of the finest crops that is grown in the world. 
As is the case with the farmer, if the farm is 
well worked the crop is sure to be good. The 
more thought, the more care, the more atten- 
tion and more work placed upon the farm, the 
better will be the crop. 


So, during this coming year, see to it well 
that in working this great farm you do your 
part in the best possible manner, that the best 


crop may be secured. Know every part of the 
farm before you take any action, then act 
quickly. Do your level best that the crop may 
be ‘‘ A-1’’ mm every respect. 


By a little harder work, a little more care, 
a little more system and a little more intelli- 
gence, the crop during the year will be the 
greatest ever grown upon the farm, and I wish 
for each and every one of you the most bounti- 
ful crop ever grown on your part of it. 
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SPRING HAS ‘‘CAME.”’ 


We are right in the lap of spring, the season 
of the year the poets never fail to sing about. 
Speaking of the lap of spring, Little says, 
spring must have worn a rubber apron this year 
and a large part of his territory got a soaking. 
Hastings says he didn’t find spring as ‘‘gentle’’ 
this year as it usually is. However, whatever 
disturbances it causes, everyone agrees that we 
must have it. 


It is not only moving companies and mar- 
riage license bureaus that do their biggest bus- 
iness in spring. Bowser Salesmen always find 
it one of the most productive business seasons 
of the year. Are you getting yours? 


© ® ® 


The suppression of noises in Max Heintz’ ter- 
ritory this year is very difficult, where any sort 
of a noise may aid towards the Pacemakers 
Club, principally a noise like an order. Max 
just put one over for forty points. 


Oe OlO) 


BOWSER GOODS -|- SALES EFFICIENCY 
—PACEMAKERS,. 


To be a Pacemaker is an ambition we all 
cherish. To be an efficiency Pacemaker is to be 
a Pacemaker Plus. 

© © © 


W. L. Bates, a new reeruit in the Fort Wayne 
Sales Department, is hitting the ball right reg- 
ularly. Mr. Bates covers territory in Ohio. 


© © © 
Developing one’s efficiency is a good occupa- 
tion with no shut-down on account of over- 
production. 


ORO MEO) 
Did you ever see a man too efficient? 


We had the pleasure of entertaining Prize- 
winning Bob Johnson and his better three- 
quarters last Sunday in all our mud from the 
flood. 

Bob and his wife have been touring the south 
for the past four months and they dropped in 
on us from Rosebush Junction on their way 
home. 

Bob bought a couple of sections of land in 
Mississippi while down there for a winter home. 
And believe me, Mrs. Johnson knows a thing 
or two when it comes to soils, crops and eattle 
in buying farms. 


© © ® 


We oceasionally hear of a salesman getting 
cold feet on a prospect but the worst case of 
‘‘eold feet’? we ever heard was the man at 
Medicine Hat who had his feet frozen on his 
way to get married. 


© ® © 


We recently read the following news head- 
ing: ‘‘Tin gasolene tank explodes. Three low- 
ered in their graves.’’ 

Deplorable fact, indeed, but on the other 
hand think how many people exploding gaso- 
lene tanks have elevated. 


NO, NOT MARRIED! 

We just learned that B. N. D. Milliron was 
marooned at Cincinnati, during the flood with 
Messrs. Little and Mann. The way we hap- 
pened to learn it was through a question asked 
as to whether he was married. 

During the flood he wired his brother E. L. 
at Pittsburgh, stating: ‘‘Little, Mann and he 
were marooned at Cincinnati.’’ It seems as 
though the telegraph operator bungled the mes- 
sage and when it got to Pittsburgh, it read: 

“Tittle Mamie and.I are marooned at Cin- 
cinnati.’’ 

Now everybody wants to know. 

® © © 


Suppose the world does owe you a living— 
how much are you collecting on the dollar? 
If you are efficient, 100%, of course. 


© © © 


H. J. Jeavons of Toronto, gave us another ex- 
ample of his ability to ‘‘come back’’ when he 
turned in two orders for the ————— Lumber 
Company. He has sold them fifty-eight Bowser 
outfits altogether. After he equipped one of 
their Mills he kept after them until he had 
sold them all, although he was actually told to 
stay away from the premises. 

This is not only a good sample of Jeavons’ 
stick-to-it-iveness but also shows the possibili- 
ties for Bowser Business in the Mill trade. 


a 
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NICE AVERAGE 


Our Special Salesman J. EH. Hompsher is a 
good old war-horse; they seldom get, away from 
him. He just came in from a trip in Michigan 
where he closed fourteen orders in twelve days. 
That makes a very nice average; don’t you 
think ? . 


HIT HIS STRIDE FIRST DAY. 


Mr. V.8. Nevius who has just graduated from 
the Bowser school, but has long been a post- 
graduate in salesmanship, salied forth on his 
maiden trip with the Bowser grip this week. 
The first town he struck was Flood-town, Peru, 
Ind. Get his feet wet? Why, he rowed right 
in and sailed right out with a nice little order 
for a Red Sentry. Some commodore, this boy. 
—Watch him. 


BIRDS OF A FEATHER. 


Mr. G. H. Sehnable, one of our handsome 
young salesmen who travels in Wisconsin, is 
doing a handsome business. The result of his 
work on the 14th, 15th and 16th amounted to 
fifty points. One store order in the bunch was 
for two Cut 41’s. Nice clean work, Schnable. 


HE WILL BE GOING TO CARLS BADE, 
GERMANY, NEXT. 


Our old flame J. D. Gumpper who traveled in 
Indiana for the Company for the past fifteen or 
twenty years until last fall when he went to 
Florida for the winter, has shown up again at 
the Fort Wayne Office. Jake done nearly 
$10,000.00 worth of business in about sixty 
days in Florida last fall and we believe he has 
eaught the resort fever. He is now going to 
Petosky for the summer to sell Bowser outfits 
in between smokes. 

© © © 

R. O. Snyder who has been traveling under 
the Atlanta Office for the past two years, but 
who has been covering Indianapolis under Fort 
Wayne for the last four months has taken a 
position in the general offices of the company. 
Ray says he would like to play W. G. Chandler 
or Geo. Reuben a game of billiards the next 
time they come in. Straight rail .14 lne; .18 
line or anything they choose. 

© © © 

While Snyder is trimming his two friends, 
the Editor would be pleased to do likewise in 
a little Pool joust with J. W. Runyan and 
C. M. Carpenter. Make it eall, rotation or any- 
thing you like gentlemen, because it will be 
on you. 


MURRAY’S MINNEAPOLISTS MULTIPLY- 
ING. 


Manager Murray just sent us the following 
dispatch : 

Our Mr. Ed. J. Lovaas has lately obtained 
the services of an assistant salesman by the 
name of Robert Louis Lovaas. This junior 
salesman arrived in the Lovaas home on 
April 7th. While he is rather new to the 
business and might be considered a light- 
weight, weighing only eight pounds, yet he 
is said to have a 40-H. P. pair of lungs and 
is beginning to take active management of 
Ed’s. business already. 


We congratulate Mr. and Mrs. Lovaas and 
hope R. L. will perpetuate his father’s reputa- 
tion as a Bowser salesman. 

© © © 

What a lot of talk there is nowadays about 
large families. If we all did what Col. Roose- 
velt wants us to do we’d have a sign in this 
dear old world of ours, ‘‘Standing Room Only.’’ 


© © © 
How many Cut 241’s have you sold this year? 


A MERGER BUT NOT IN RESTRAINT 
OF TRADE. 


A general letter to the Minneapolis and Chi- 
eago salesmen dated April 17, advises us that 
the Chicago and Minneapolis Offices will be 
consolidated ; effective May Ist. 

The new district will be known as the Chi- 
eago District with Mr. L. P. Murray in charge. 
He will be assisted by Mr. A. D. Carriger who 
has so ably taken care of the Chicago interests 
for the past five months and also by T. D. 
Kingsley who has been assisting Mr. Murray 
in Minneapolis. 

A gales office will be maintained at the old 
Minneapolis headquarters for the convenience 
of the city salesmen in St. Paul and Minne- 
apolis only. All others will report direct to the 
new address of the Chicago headquarters which 
is 1514 Michigan Avenue. 

The quota records of the former Minneapolis 
and Chicago Districts will be continued sepa- 
rately as heretofore, thus permitting each dis- 
trict to continue in the race for the cup, and in 
the election of directors. 

The Chicago salesmen need no introduction 
to Mr. Murray as they all know him. Their 
closer acquaintance with him we know will 
bring with it a friendship most pleasant and 
profitable. Here’s success to all concerned. 
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OFFICE STANDING. 
April 12, 1913—Fourteenth Week. 
SAN FRANCISCO 


MINNEAPOLIS 


OH, YOU LOVING CUP! 


Like excitement? Come around one of these 
crisp mornings and place your sensative ear to 
our editorial sanctum window. What will you 
hear? Why, the clamorings of the different 
branch offices for leadership in the Loving Cup 
race. 


Altho San Francisco is still in the lead we 
believe Savercool has a pretty substantial 
hunch that he is being closely followed. If not 
EK. M., just take it from us that you are. Minne- 
apolis is only a few points behind. You never 
saw a ‘‘Kentuckian”’ or a ‘‘Texan’’ that was a 
vegetarian. Neither is Rodman; and that Dal- 
las bunch of his is going to eat some of those 
top-notchers up blood-raw before the finish. 
Watch him. 

© ® ® 


Toronto is only two and one-half per cent. 
behind Dallas and their past record speaks for 
itself as to what sort of a finish you ean expect 
from them. 


McConnell of Albany, is only one and one- 
half per cent. behind Hance. McConnell be- 
ing Seotch we believe his language for the in- 
terpretation of his emotions and his intentions 
in the race too forceful for expression in the 
ordinary etymology sanctioned by Webster or 
his pastor so we believe there is ‘‘Nuff Sed”’ 
when we state he is only three per cent from 
third place. 

Then there is Hastings of St. Louis, only one 
per cent. behind him, followed by Little of Fort 
Wayne, who is looking for some factory orders 
that will put him about third place next week 
and get his district the honor of supplying the 


president for the Pacemakers Club besides; you 
can just imagine Brown of Atlanta, expostu- 
lating when he reads this. Picture it punctured 
by exclamation points, brickbats, cudgels and 
a big row of figures accompanied by several 
fist pounds on the desk by way of further 
emphasis. Brown himself has planned to get 
that Cup back and in fact has had considerable 
correspondence with his ‘‘Dixie Boys’’ about it 
all whom have pledged by the hilt of their led 
pencils to push the point. (You know they have 
lead). 

Then comes Chicago, Denver and Harris- 
burg. Chicago has made wonderful gains in 
business this year over last year which is very 
refreshing to note—In fact we believe they are 
going to ‘‘Come Back.’’ 

Denver and Harrisburg really haven’t struck 
their stride yet. The truth is, no prognosti- 
eator can tell with any degree of certainty at 
this time just who WILL WIN. 

Everyone is watching them. How we wonder 
who WILL WIN. 

© ® © 


A. D. Wyckoff, Manager of the Pittsbugh Of- 
fice, was in this week on a big order he has. 
pending. We asked A. D. if his office was 
getting many orders lately and he said: ‘‘We 
are getting them so close together they are 
nearly twins and triplets.’’ 

© © © 


Mr. R. L. Matthews of the Dallas office, very 
evidently has considerable Convinecingosity 
with his prospects the way he is getting busi- 
ness. It is a good bet that Unele Bob will be 
one of the high-brows in the Pacemakers Club 
this year. Just watch him put it over. 


FEEDING PROFITS TO HORSES—NO MORE 


The motor truck is winning its way against 
prejudice, careless drivers, higher first costs 
and all that because they pay. 


The great department stores, newspapers, ex- 
press companies, wholesale houses and trucking 
companies are falling in line and solving their 
handling drayage and transportation problems 
with Motor Trucks. 

This situation has brought into existence the 
commercial garage for the caring and repair- 
ing of these various firms trucks. Gentlemen, 
be on the look out for commercial garages in 
your territories and supply their needs for 
proper gasolene and lubricating oil storage. 
Every one of them means a nice order for you. 

We have a sample of this class of business 
right before us. It is an order written by K. F. 
Hessenmueller of Pittsburgh, and amounts to 
twenty-four points. Boys, they certainly pay. 
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VOLUME OF BUSINESS 


Standing of Forty High Men—April 16, 1913. 


MU VLLIP OM. oy... Sac ke ee caer e Fort Wayne 
ae LEESON AMD chia ok Slot oe: Minneapolis 
eter MARMISEPONE 0 oF as ten. Fort Wayne 
Be A OL ITSosedg actos Wether at Albany 
mei OL Able weed oh octane ee ete Toronto 
OVW ed ONNSONE so5e.u0. 25°. San Francisco 
Vise WS IAI atts) 0) ete ne een gee ae Harrisburg 
ae ieee VEE LN OWS? fcosie'a Sapa leanne «cu: Dallas 
CERN COLL rn tacretiones cence arg se Harrisburg 
Mem WAG OS LMAT ELT Hee ta eee Men x tp eet area che Albany 
Ele Wt Om NII «ec utaate Molen hehe San Francisco 
er eee SACITNAT vat Ven, vice dciestoo eueake Atlanta 


Pee Cee Oba tie non; a. ae sw HOLE Wayne 


ee ee re) ONES vee tay abo ai, eee a es Chicago 
pe Ver RODEN ISOM. Mak tates ok % Toronto 
GSE AK LOZ WS ptac eat soot fies San Francisco 
hi _-WeV. Crandall... ccs... San Francisco 
ioc ib CASCY beh .% deeb se oe coe sre St. Louis 
ere ee Gy SU LCI IILE Bree coset cates cla Minneapolis 
AAV SSH A DGS 0) Oke owe Seen on ee ee Toronto 
al Madoe Dpramham sis. s. ok Minneapolis 
Beaks Men Oko str 4 1k Aaalncsuee. ¢ Chicago 
Via ett owe EO () UCP atere eek n ave iin occa a es Toronto 
BAA DAVIN. 6 3 ce Se os Minneapolis 
eA STOO ANU. cytes oc tu eh oe Ss Chicago 
Am WER oe LIC Op Nam hia) ic, esas Sto Shee St. Louis 
Nee mea IO CLT OIM oe fe yt nye she, <algke oa AE Atlanta 
eee IDA VIS etch cay.tsiesetscs 4 oes San Francisco 
ZS E <8 ede VSUCOA IPE fc foe yes Dallas 
le tee BLOC fae eset sede cael akasecgdonk'd 8 Atlanta 
ae NV Cre NAG LAN Go .o ric os 2h aia es Fie os Chicago 
Bo ARG. Hartgen om wires one Harrisburg 
Sort Ca Mttineer, 2... ante t ae Oe Minneapolis 
EE sR NNSA Reb) @(ou Ri a Dallas 
it Niel RG BNE 2 Wits Noe San Francisco 
Soyo loddard 4... 05.45. «2 San Francisco 
a eNOS VOC vme Re eesits nasa oko d wks os Atlanta 
Dome LOVeRCUX 5 fat. vgs enn se ees Albany 


Bo vie) we hIChArds i. ue Fak cee eos Harrisburg 
BOLL Dv lurdocks 4. Benen oe cm, St. Louis 


IN CHICAGO. 
If the weather doesn’t suit you, 
Do not fretful grow ; , 
There may be a brand new climate, 
In a half and hour or so. 
© © © 
Even gold loses its lustre in the dark. Turn 


the light of ‘‘Reasons’’ on the Bowser for your 
prospects and make them SEE the advantages. 


ORS ORRO) 


The taking on of a son-in-law doesn’t seem 
to detract E. M. from hot-footing after that 
Loving Cup. 


“aims by its practice. 


HOW HE ACHIEVED. 


We all can achieve. Not all of us in the same 
way, fortunately, but possibilities are limitless. 
Each one to his choice, and let each make his 
choice good. 

The gentlemen we have caught by a graflex 
lense never would have dreamed of being an 
aviator. In fact, he sets his whole will against 
being anything of the kind. 

The point is that this gentleman ‘‘stayed on 
the job.’’ His tremendous achievement was in 
staying put. 


Which means that the greatest achievement 
18 In Opposing the “‘line of least resistance.’’ 
Is it not? 


Perseverance built the pyramids and scaled 
the Alps, built railroads, found the North Pole 
and hung the American Flag on it. In fact 
it has done everything ever done that is worth 
while. 


No matter where we look we read this lesson. 
You would think that illustrations for thou- 
sands of years back bearing testimony to the 
power of perseverance, that the universe would 
be filled with individuals, accomplishing their 
But it is a human weak- 


‘ 


ness not to persevere. 

We all like to start things. We will begin 
anything you suggest. But don’t ask us to 
finish it, ‘‘let George do it.’’ We will work for 
three hours at anything but if a band plays 
down the street—Good Night! We hate to per- 
severe. 

This is the reason why orders are not taken 
on the shortest terms, equipments sold incom- 
plete, orders improperly filled out and towns 
are only half worked. 

Gentlemen, persevere in your work. 

Persevere in your efforts to write 100 per 
cent. orders. Strive to make each day a 100% 
day and you will win. 
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Oe KOKO 


® We expect the President of the Pacemakers’ Club 
é to be Elected within the next 
Thirty Days. 


*% The following is a list of the Fifteen High Men April 19: 


KOKOKOKOKOKOKOKOKOKOKOTKOTKOTRON 


OOKOOOOKOKOHOO 


® 

@) 1M Gebentatare2 aes ats Minneapolis 9—W. V. Crandall ....... San Francisco Y 
© 2 =H) Lim E TON otters eee Fort Wayne 10—J.-G. Sterlinge™. 4... -.%. Minneapolis 0) 
© Sa Re LE PL abGe WS. oe och oe Ayelet Dallast 11-o Beiquegeerecme gets oc ee Toronto } 
© 4 WS Be ac mien 1c). ate mee Atlanta 1225) We Robertsoney +c eee er Toronto 6 
3k aH 5 fel Olea apace kak ets oes Chicago 13--Lewis: Smith... os - eee Albany S 
C) GA ase seg 8 oe eae Dt Louis 4 = TO ON POtinere eae nee Fort Wayne % 
NZ 7—F. H. Peeples WN Dat Na easter lew York .15—-W. A, bee 24:5. 23..5. 510s St. Louis g 
© S=A VE PMO atL.. ssou . aoe Toronto © 
© Only a few more days of opportunity to win the Presidency 9 
® tor 1913. Every day Counts. Get after those prospects that have 9 
© been holding off, close them now! Do everything in your power ; 
* fo get the business. One order now means more than a dozen to é 
* you after the office is Sone. HUSTLE! * 


INTERESTING CLIPPING FROM A 
GEORGIA PAPER. 


Brazzell-Loeffel. 


Miss May Brazzell and Mr. L. F. Loeffel 
were quietly married yesterday afternoon 
at the residence of Rev. J. M. Glenn, pastor 
of Grace chureh. Miss Brazzell formerly 
lived at Belleville, Ga., and Mr. Loeffel has 
lived in ‘Savannah for. some time. He rep- 
resents a prominent manufacturing concern 
here. 

L. F. Loeffel wasn’t really stone-hearted, 
It was just that he hadn’t got started ; 
To us, Jack was a singular man, 

But cupid, the rogue, is discerning, 

So Jack and Miss Brazzell are now learning 

Blissful married life as fast as they can. 


ANOTHER MERGER. 


We have just received the announcement of 
the marriage of Miss Jennie Savercool to Earle 
W. Sherburne which oceurred April 15, in San 


Francisco. Mrs. Earle Sherburne is the daugh- 
ter of Mr. E. M. Savercool, our Western Man- 
ager. 


Mr. Sherburne has been with us for some 
time and does general sales work in the San 
Francisco District. 
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KOKOKOKOKOKOKOKOKOKOKO KOKO 

We rubbed elbows in our sanctum this week 
with a number of Bowser celebrities. Among 
whom were some of the brightest minds of the 
day. Elmer E. Cummings, Superintendent of 
the Toronto Factory, was here but was too busy 
to be interviewed. 


W. R. Hance, the Manager of the Toronto 
District, was also here and predicted a brilliant 
year for Canada. In discussing his prospects 
for the Cup again this year, while taking din- 
ner at the Club he mentioned Toronto was 
climbing right up. Instantly, ‘‘ Bill’? Mann, of 
Fort Wayne, said, ‘‘You haven’t got a show.’’ 
The result was Hance bet the dinners for the 
crowd that Toronto was Fourth or better right 
then. Hance won as Toronto was then fourth; 
so Bill paid the bill which included Messrs. 
Matlock and Zahrt. (This should be mentioned 
in the Sporting column.) 


© © ® 


R. S. Colwell, Manager of Harrisburg, was a 
caller at our sanctum this week. The moment 
he sat down he broke in with a string of talk 
as long as the Pennsylvania Lines, of how Har- 
risburg is going to take the eup. His high- 
grade audience didn’t seem to perturb him a bit. 
Yes, Colwell expects Harrisburg to get the Cup. 
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ALONE IT STANDS. 


H. C. Storr of the Engineering Sales Depart- 
ment gave us the very interesting information 
that a Bowser tank is to be installed at the 
North Pole. Note the following: 


‘““The Crocker Land Arctic Expedition 
which sails from New York next July un- 
der the auspices of the American Museum 
of Natural History intends to set up a wire- 
less station in Ellesmere Land in Lat. 79° 
North and Long. 78° West.’’ The General 
Electric Co. will supply the gas generat- 
ing set for the wireless and for the lighting 
of the house and the fuel supply and stor- 
age will be a Bowser outfit.’’ 


If you will note the Return Notice in the 
corner of our lithographed envelopes you will 
find we always did have a Bowser Tank perched 
right on top of the North Pole. However, 
when we get this new one installed, we will try 
and show you a real photograph of it. 
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The beauty about the efficiency contest is 
that you secure a certain amount of individual 
benefit every day you strive in the contest. 
In other words, ‘‘you don’t have to die to beat 
the game’’ as Mr. Zahrt puts it, meaning, re- 
gardless of the outcome of the contest, the very 
exercise of the rules of success the contest 
demands, has benefited you individually, has 
helped just that much to make you a strong 
character, has tended toward making you a 
more powerful salesman. And the promotion 
and development of these certain faculties have 
added to your individual value and power 
which will assist you in every walk of hfe and 
remain with you as long as you live. 
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Opportunity is no something-for-nothing 
proposition. It demands a good price which 
must be paid with brains and hard work. 

© © © 


MISSING THE HIGH THINGS. 


If you are more ambitious for an increased 
income than you are to do your work well, and 
make a success of the business in which you are 
employed, you have made a partial failure. For 
pride in one’s work and joy in its doing, and 
earnestness in making it successful, are all a 
part of its reward, and all help to make up 
your success. To miss these higher things in 
an interest in lower, is to fail in part. Secure 
them and your income automatically increases 


OH, YOU C. W. 0.! 


Merchant No. 1—‘‘ How is business, Mr. Camp- 
bell?”’ 


No. 2—‘Good! I am managing to 
pay my debts 95-cents on the 
dollar.”’ 


Merchant 


Merchant No. 1—‘‘You don’t mean to say that 


you have failed ?’’ 

Merchant No. 2—‘‘Not exactly—In fact, far 
from it; I am taking advan- 
tage of all my cash discounts. 
A Bowser salesman taught me 
the trick, recently when I 
bought an outfit.’’ 


© © © 
ARE YOU A LIFTER OR A LEANER? 


Ella Wheeler Wilcox writes mighty fine 
verses, all of which generally covers a very im- 
portant factor in our daily lives. An apprecci- 
able fact about her writings is that a large 
per cent. of them appears in newspapers which 


‘catches the eyes of busy men who count them- 


selves too busy to read a book. 

The following is a part of one of her recent 
effusions which we consider very pertinent 
to those in a large business organization: 


© ® © 
LIFTER AND LEANER. 


“There are two kinds of people on this earth 
to-day, 
Just two kinds of people, no more, I say; 
Not the sinner and saint, for ’tis well under- 


stood, 

The good are half bad and the bad are halt 
good. 

* * * % * * * * * * * * 


No, the two kinds of people on earth I mean, 
Are the people who LIFT and the people who 
lean. 
Wherever you go you will find the world’s 
masses, 
Are always divided in just these two classes ; 
And, oddly enough, you will find, too, I ween, 
There is only one LIFTER to twenty who 


LEAN. 
In which class are you? Are you easing the 
load 
Of overtaxed LIFTERS who toil down the 
road? 


Or are you a LEANER, who lets others bear 
Your portion of labor and worry and care? 


—ELLA WHEELER WILCOX. 
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SLOW TRAIN THRU ARKANSAS. 


Hope, Ark., April 6, 1913. 
Friend Davies: 

The fellow who is always wanting better ter- 
ritory, always wanting to change, ought to trail 
the sticks of Arkansas a while, then no doubt he 
would better appreciate the territory he now 
works. Just come in from a week’s drive with 
Mr. Lowe where one gets a touch of real life 
and rural roughness. Did not see any bear or 
deer, but did get four nice orders—one for 
ten points. 


I just wrote Mr. Prince that twenty miles 
back from the elick of the Court House clock 
was not bad when you ean catch an interurban, 
but when you go through mud and water hub 
deep for.a half-mile at a stretch and ride the 
rest of the way on pontoon bridges made of 
pine poles laid down side by side up hill and 
down hill roads that would jolt the light and 
liver out of a brass monkey. In a country 
where the natives burn pine knots for a light 
and seldom use much oil and where many of 
the houses are a one-room house 9x12 with a big 
mud chimney about as big as the house on one 
end with a big pine pole or log leaning up 
against the chimney to keep it from falling 
down and many of these houses without a sin- 
gle window (too poor to buy glass) when they 
have to keep the door open winter and summer 
to let the light in, where people grow flat- web 
feet like a duck to keep from bogging down, 
ete. Then I am sure after working such ter- 
ritory these fellows would better appreciate the 
territory they now have and feel like the fel- 
lows who goes fishing when they get back— 
‘‘Home is the best place after all.’’ Arkansas 
is progressing they tell us, (and it is) but what 
must it have been before they commenced to 
progress. 


T have read Harold Bell Wright’s description 
of the Ozarks, drove the rice fields of Prairie 
county, watched them fish for pearl in White 
river, drove through pine forests, when you 
hear the murmur of the whistling pine, heard 
the sound of the woodman’s axe, listened as we 
drove along, to the song of the Mocking. Bird, 
watched the Scissor Tail and Red Bird as they 
whistle, chatter and chirp, flittering hither, 
thither from the vine of the honeysuckle to the 
hawthorne and flowery dogwood, all of which 
is lovely and getting back to nature, but after 
making such a trip, it is perfectly natural to 
add, Its Primative Paradise, of all the states 
Arkansas has always been a joke; many a joke 
has been told on the natives but here is one 
more and Mr. Lowe will bear me out as to the 
truthfulness of it. 


One of our pumps for handling gasolene hap- 
pened to be installed out in front of a store in 
Mr. Lowe’s territory and the natives call in- 
side of the store and ask: ‘‘Whar’ is the tin? 
Want a drink!’’ 

‘“‘Time, Place and the Salesman,’’ with the 
Bowser line means success. It is always the 
time; everywhere is the place; but it’s up to 
you as to whether you are the salesman. 

I always make it a point to tell my prospect 
when about ready to press him for a decision, 
‘“‘This is the System that is always READY 
and always RIGHT.”’ It applies to the salesman 
this way, so far as Bowser Equipment and bus- 
iness is concerned. Conditions are right; it is 
up to you to get READY, to go after the busi. 
ness if it is in a dismal swamp, or on desert 
plains. 

The man who has a palacial mansion fair, 

Or a big, brown, stone front store, up there: 
Or a little store, so very small, 

It looks more like a hole in the wall. 

If they handle any oil at all, 

Means an order to a SALESMAN. 

W. D. ALLEMAN. 


© © © 
Nothing great was ever achieved without 
effort. 


r) 


OOREO) 
THE HAPPY HUNTING GROUND. 


In the buckwheat field, you’ll find the quail; 

In the dark, quiet pools, youll find the trout ; 
In the deep, quiet glades you’ll find the deer; 

In the shallow waters of the Banks you'll find 

the cod. 

In the thousands of oil and gasolene users 
in your territory, you will find enough pros- 
pects for Bowser Goods to keep you and yours 
in clover from now until the end of things— 
IF YOU WORK NUS 

© © 


"STRAORDINARY, CASE, THIS. 


We received a news clipping from C. R. Eg- 
glestone at Albany, to-day written by some 
bug in New York State who outside of his 
bugginess is evidently a person of some con- 
sequence as he glibly discusses the durability 
of riveted tanks over the welded product. 

No doubt he has tested them out during the 
past 2000 years on a little planet of his own. 
Of course his talk is muddy; but this is because 
in diving for pearls of reason, he stirs up the 
very bottoms of the thought sea. How much 
more intelligent and pleasing than the ob- 
security from the cloud of inky fluid ejected by 
cuttlefish reasoners in their anxiety to escape 
from recognized facts and the Bowser Product. 

Going some, Eh, Eggy? 


J 
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Benham is President 


M. C. 
\ ‘ 
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M. C. Benham of Minneapolis Elected President of Pacemakers’ Club, 
for the year 1913, April 19, 1913 
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M. C. BENHAM 
President of the Pacemakers Club, 1913. 
Minneapolis District. 


In a speedy and consistent race, M. C. Ben- 
ham, of the Minneapolis office, has been the first 
salesman this year to secure 500 points of busi- 
ness which entitles him to the Presidency of 
the Club. Mr. Benham secured the office, April 
19th, with 519 points of business to his credit. 

Mr. Benham always manages to take some of 
the prize money but for the past four years he 
has been notably successful in finishing in the 
front ranks, all of which proves that he is a 
consistent worker; that it isn’t a matter of luck 
and that he can ‘‘come back.”’ 

His success this year however, is notably con- 
spicuous and we congratulate him on securing 
the highest honor the club can confer. 

You know Benham’s work reminds us a great 
deal of Ty Cobb. Ty seldom fails to get a hit. 
He knows how and he works for them, watches 
his opportunities and then smashes the ball. 

In selling goods as in every other line of hu- 
man activity, nine-tenths of the prescription 
for suecess consists of plain every-day hard 
work. 

Some men seem unable to absorb this simple 
truth; they forget that the current runs out of 
the harbor, not into it. If a saleman wants to 
get his boat into it, he must settle down to a 
good long, hard pull. 


No amount of ability will free you from the 
necessity for hard work. When Cornelius Van- 
derbilt was asked the secret of success, he said: 
‘“There’s no secret.to it; it’s just dig, dig, dig.’’ 


Who will be the — 


Vice-President? 


Officers and Directors of ths Pace-mak- 
ers’ Club, tentatively installed and 


based on Present standings, 
Except Benham who has just secured the Presidency 


April 1, 1912 


Minneapolis - President 
Chicago - Vice President 
Dallas - - Secretary 
Atlanta - - ° Treasurer 


DIRECTORS 
.PEEPLES- - 


M.C. BENHAM 
F. L. JONES 
Ro L: 
E. B. 


MATTHEWS 
BACHMAN 


Harrisburg 
- Toronto 
: - St. Louis 

. Vv. CRANDALL San Francisco 

. STERLING Minneapolis 

. LOEFFEL - Atlanta 
-MILLIRON - Fort Wayne 

- - Dallas 

LEWIS SMITH - - Albany 
J. VANDEREMBSE - = Denver 


Time is often said to be money, but it is more 
—it is life; and yet many who would cling des- 


-perately to life think nothing of wasting time. 


Not that life should be a drudgery—far from it. 
Time spent in inocent and rational enjoyments 
is well and wisely spent. When you are out for 
work—work, and when you are out for play— 
play; but don’t waste time while you are doing 
either. 


‘*Are you in earnest?—Seize this very minute, 
What you can do, or think you can begin it.”’ 
—Fauste. 


© © © 


Guy Wolford came in last week with his new 
spring suit on and asked us if it was a per- 
feet fit. ‘‘Fit? Why, it’s a perfect convulsion.”’ 
No, Guy looks quite neat in it; in fact it brings 
out his youthful lines splendidly. 


©@ © © 


Most men drift along on the raft of indif- 
derenece, using no individual effort to change 
its course—lack of mental activity—the cause 
of most failures. 


© © © 


When a man’s valves open only one way, 
look out for him—he must fail. The success- 
ful man has them on the swing. 


— 


‘-e 
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Office Standing, May 3, 17th Week 
SAN FRANCISCO 


MINNEAPOLIS 


San Francisco still leads but Minneapolis 
and Albany are gaining on them very rapidly. 

Dallas is going after Toronto at a pretty 
swift gait and is only 4 per cent behind them. 

Little, of Fort Wayne, is only 5 per cent. be- 
hind Dallas, followed by Hastings, of St. Louis, 
one one-half per cent. behind. 

Then comes Atlanta with Chicago only 3 per 
cent. behind, followed by Denver and Harris- 
burg. When Colwell gets his organization per- 
fected and his guns arrayed look out—there’s 
going to be something doing. 

© © © 


The tenth assistant editor of the Boomer in- 
formed ourselves the other day as an item of 
News, that he knew a girl who kneads bread 
with her gloves on. We remarked, ‘‘That’s 
nothing — we knead (need) bread with our 
gloves on and our gloves off. In fact if we don’t 
get a few more thousands of paid subscribers 
pretty soon, or a raise in revenue some other 
way quickly, we’ll need bread without a blessed 
thing on. 

© © © 
Oh would some magic power, 
Of witches or of elves, 
Make us look to others, 
The way we see ourselves. 
© ® ® 

Bowser Salesman—‘‘Suppose you should be 
taken away suddenly by the explosion of your 
old tin Gasolene tank; what would become of 
your wife and family?’’ 

Irreverent Procrastinator — ‘‘They’d stay 
here—the question is, what would become of 
me?’’ 

© ® © 

Suecess comes by inches and not by leaps and 
bounds. Steady daily orders of medium-size 
beats spasmodic whoppers. 


ANOTHER AUTO BUG 


Our distinguished embassador at Washing- 
ton, D. C., Mr. S. F. Taylor, who handles our 
government work so diplomatically, was a wel- 
come visitor last week. 

Mr. Taylor told us he had sold his blooded 
horses and had recently bought an automobile. 
Knowing what a lover of horses Mr. Taylor is, 
and also realizing that he is an equestrian artist 
and a recognized authority on horses in the 
East, we were curious to know what induced 
him to purchase a ear. 


Upon putting the question to him this is 
what he told us: 

‘“T hated to sell my horses but I had to. The 
climax came one day most unexpectedly and 
in a most shocking manner,; I hitched Eph- 
lubius up to a two-seated surry one afternoon 
to take my mother-in-law for a drive. 

‘‘Eph was feeling as good as usual; not that 
he made a practice of piling up the widowed 
and fatherless faster or hit more high spots 
than any other gentleman-speeded, but he was 
quite mettlesome. 

‘“We were hitting up a pretty good gait 
when when suddenly an auto buzzed around a 
corner—It surprised Eph and he began to run. 
In crossing the street we hit the car tracks on 
the slant and tipped us a little but we kept on 
going and I finally had to see-saw on the line 
to save my life. After I had quieted Eph down 
to a normal gait I thought it about time to re- 
ceive a few words of approbation and commen- 
dation from mother-in-law on my _ skillful 
driving. I turned around towards the back 
seat to mention it myself, if no one else appre- 
elated it, when lo! and behold—the back seat 
was empty. Where was mother-in-law? I 
quickly turned the horse around and went back 
almost as fast as I came. When I reached the 
street where I hit the ear tracks I saw a bundle 
of humanity on the sidewalk with a crowd 
around it—It was mother-in-law. 

‘‘She was thrown out when we hit the tracks 
and had driven ten squares before I missed her. 

‘‘She had with her at the time an $80.00 
hand-painted punch bowl which she wanted to 
be particularly careful with. There wasn’t a 
nickel’s worth of it left. Mother-in-law was 
badly bruised and cut but happily the injuries 
were not serious. 

‘Of course the only way I could square my- 
self was to sell the horse, which I did forthwith. 
The lack of a good horse was consider- 
ably felt by the household so to further square 
myself and re-establish myself in good graces 
I bought an auto.’’ 

We hope that upon reading this, Mr. Tay- 
lor’s friends will stop kiddin’ him about try- 
ing to kill his mother-in-law. 
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Has wifie demanded that you make spring 
garden, yet? 
© ® © 
A man can grow forests both deep and wide, 
Luxurious birches and pines; 
He can grow oak trees with the greatest of ease, 
And acres of shrubs and vines. 
He can grow choice fruits on the top most 
boughs, 
On which the nations are fed; 
But he ean’t grow a thatch on the little bald 
patch, 
On the top of his well-tilled head. 


No reflections on Little, Connolly, Sherlock, 


O'Neil, Scott, D. Ward, Lewis Smith and other 


high fore-headed brothers. 


©® © 
EK. L. Milliron has reached the pinnacle of 
success for the present, in the list of forty high 
men and we get it from good authority that he 
is the man that will sell the most goods in 1913. 
He has a splendid chance for the Vice Presi- 
deney and if he couples that with “‘first in the 
forty high’’ he will certainly be going some. 
Wateh him. 
-©® © © 


They say that ‘‘opportunity knocks once at 


every man’s door.’’ It is playing a tat-too on - 


R. L. Mathews’ door for the Vice-Presidency 
and we are just wondering if Uncle Bob is go- 
ing to the door and let her in. The way he has 
been taking orders in, would lead one to be- 
heve so. 
® © © 

There are more wrong ways than right ways 
to do any job. But there are right ways enough 
to give even the fellow who insists on variety, 
a chance for an occasional O. K. on his effort 
—if he thinks.—Ambassador. 


© © © 
They have been making some alterations in 
the Office building for the past two weeks and 
during the operations the editor’s desk was 
moved to within fifteen feet of the outside door. 
S. F. came along the next morning and said: 
“Well, it looks like one more move and we will 


have you where you belong.’’ Believe us, we 
saw to it the very next morning that two in- 
side walls were between us and that outside door. 
®® © 
We had the pleasure of a visit from Railway 
Representative F. T. Hyndman this week. Mr. 
Hyndman has been doing a splendid business 
this year and has just added two new railway 
systems to his lst of patrons—Good work F. T. 
© © 
R. EK. Hawkins, of Cleveland, is going to get. 
his 500 Points early this year. April’s business 
will give him a ‘nice boost. 
®®® 
N. A. Ring did enough business to net him 
250 Points in April, if it had all been store 
trade. Nate certainly rolled ’em in. 
© ® © 
S. A. Collins, of Albany, has been receiving 
our favorable attention for some time. Splen- 
did work in April, Sylvester—Keep it up. 
® © © 
R. C. Chatham, of Dallas, has a hope surg- 
ing within him that Dallas will lead. If he 
keeps helping like he did in April there’s a 
chance. 
© © © 
Above all, please don’t worry about E. B. 
Gustorff, of Chicago. He’ll make the Clib 
alright. 
GS © © 
R. Coddington, of Denver, never seems to get 
around too late for an order—We’ll bet he is 
going to beat his last year’s record by several 
hundred dollars. How about it, R. C.? 
© © © 
R. G. Fisher is one of the modest salesmen 
who goes out wooing business under the Den- 
ver Office—and he gets it. That’s the delight- 
fully interesting part of it. 
© 
We don’t recall having personally met J. A. 
Meyers, of St. Louis, but we would like to. 
We would like to shake hands with the boy 
that sent in the business he did last month. 
© © © 
No wonder Minneapolis is pushing up to the 
top as such heavyweights as Bramham, Dun- 
can, Jas. Ward and that buneh bucking the 
line. They all did a dandy April ‘‘Biz.”’ 
. © © © 
J. F. Arnold, of San Francisco, was evidently 
in a very actively receptive state for business 
during April—He certinly rolled ’em in. 
© 


We bet Ed. Klotz has walked a rut in some 
of the best sidewalks of San Francisco and no 
doubt is considered a land-mark of the city by 
the most prominent people—but believe us they 
don’t get by him if there is any chance for an 
order. He did a nice business in April. 
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R. F. RICH, Salesman 
San Francisco District. 


The above is a picture of Mr. R. F. Rich in 
his new Buick ear. Mr. Rich is a hustler for 
business and came to the conclusion that he 
couldn’t get around quick enough without the 
use of an auto, so he bought a dandy little 1913 
Buick Roadster. Referring to his name, we 
think he certainly looks the part. We are 
looking forward to the pleasure announcing 
him a Pacemaker soon. 

© © © 

R. H. Sherlock got a nice little 33 point pri- 
vate garage order the last week in April. Oh, 
he’s a great little detective in uncovering 
them. . 

® © © 

The decerning eyes of H. Dalgard, Harris- 
burg, has been very busy selecting those he is 
sure would make worthy users of the Bowser 
Products. He did a nice business in April. 


© ® © 
When Clarence Carpenter gets through mak- 
ing a demonstration, invariably the first ques- 
tion the Prospect asks him is, ‘‘How big a tank 
would you advise, Mr. Carpenter?’’ 


We can’t give you the exact words of Car- 
penter’s general reply, but in substance it is 
something like this: 


‘““That all depends on how many tons of oil 
and gasolene customers your store floor will 
bear at one time.’’ Then after jumping on the 
floor, C. M. continues, ‘‘I would say about a 
five-barrel tank, but if you have fresh supports 
put in-and eall out the reserves to hold back 
the crowds, after the outfit is installed I think 
you could safely risk a 10-bbl. equipment. 


C. M. could get the governorship of Vermont 
if he went after it. 


A. G. Hartgen, the Director to the Pace- 
makers Club, from Philadelphia last year, has 
been keeping up his Pacemakers stride. He 
travels under Harrisburg this year. 


© © © 

F’. H. Peeples, of Harrisburg, has not been to 
the Factory for about two years. Last year he 
came within a couple of hundred dollars of be- 
ing a Pacemaker. The way he is going after 
business this year leads us to believe he is go- 
ing to be here with bells on—we hope 
he is, because we all want to see him again. 


© © © 
The following poem came trikling down to us 
during the flood; while it has the initials affixed 
to it we don’t know who the honorable gentle- 
man is: 
There are men in the world who are never 
turned down, 
Wherever they chance to stray; 
They get the glad-hand in the populous towns, 
And out where the farmers make hay. 
We are greeted with pleasure on Deserts of 
Sand, 
And out on the Isles of the Woods; 
Wherever we go there’s the welcoming hand, 
For we’re the men who sell the Bowser 
goods. 
The failures of life sit around and complain: 
The Gods haven’t treated them right; 
They ve lost their umbrellas whenever it rains, 
And they haven’t their lanterns at night. 
Men tire of failures who fill with their sighs, 
The air of their own neighborhoods; 
Then there are men who are greeted with love- 
lighted eyes, 
For we’re the men that sell systems that 
filters the goods. 
One fellow is lazy and watches the clock, 
And waits for the whistle to blow; 
One has a hammer with which he will knock, 
And one tells the story of woe; 
And one is requested to travel for miles, 
And one will judge prospects by roads; 
But one do-es his stunt ‘‘with a whistle and 
smile,’’ 
For we’re the men that sell Bowser’s pumps. 
One man is afraid he will labor too hard, 
But Bowser is not yearning for such; 
And one is ever alert; on his guard; 
Lest he puts in a minute too much; 
And one has the grunts or a temper tha’t bad, 
And one is a creature of moods; 
So it is gold for the joyous, rollicking lad, 
For we’re the men that sell Bowser’s goods. 
A. J. A. 


“Half a Million for May” 
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As May dawns, our shops are humm 
business harvested in April. The large: 
Company. You areall proud of this rec 
sets pace for the year. 

Splendid! Fine! but we are out to beat it this moi 


spiration of April’s record fires us with even bigger a 
Let us keep up the pace—Keep on the jump—Ke 


We are in the race for the biggest record in our! 
VIDUAL RECORD to win. We are all more or le: 


when anyone for any reason suffers. 


It is therefore a matter of co-operation. Co-oper 
family to do his part in a generous open-hearted man 


Now boys get out and roll up a bunch of busir 
Make it possible to tell Mr. Bechtel that he didn’t pr 
you. If you HUSTLE YOU CAN DO IT. 


Remember “A Hla 
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§ with activities on the bumper crop of 
Beath’s business in the history of the 
l,and so are we at the home office. It 


with a slogan of “ Half-a-Million for May.” The in- 
“ons for May. 
going. 


wry. It means that every one must make an INDI- 
ter-dependent upon one another and we all suffer 


n B which calls for each member of the great Bowser 


between now and the 3lst, that will stagger us all. 
le enough lines on those vest-pocket cards he sent to 
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Our officials seem to have fallen off the stay- 
at-home wagon this year. They have been mak- 
ing rather continual visitations upon the dif- 
ferent offices and elsewhere. General Manager 
Polhamus is in California. §S. B. Bechtel has 
jumped east and back again in the last few 
weeks. W. G. Zart is now in Wisconsin 
and D. A. Corey leaves this week for the east, 
and last but not least our congenial treasurer 
has hied himself to Europe. No we did not say 
he went to Europe to hide. (No oceasion be- 
cause we counted the money before he left). 
He is going to hob-nob with Royalty. S. F. 
told King George about him when he was over 
there and George got curious to see him. We 
don’t know whether it is curiousity or whether 
George wants him to help solve the Suffragist 
question. (We could recommend Dunk for that) 


We sent a committee to New York, consisting 
of Messrs. Dobson, H. C. Carpenter and R. G. 
Shulze to see that Dunk got on the boat all 
right because we didn’t want him to get lost, 
you know the ocean is generally pretty badly 
rain-soaked in the spring of the year. Treas- 
urers are pretty handy things to have around 
and we don’t want to lose ours. 


The committee decided to feed Mr. Dunkel- 
berg before putting him on the boat (at his ex- 
pense) so they led him to a very attractive cafe. 
The doctor advised that Mr. Dunkelberg should 
eat no meat before sailing. Being a student of 
Isaac Walton this did not bother him as he has 
caught more fish than there are steers in Taxas. 
So he ordered a nice Brook trout. C. A. ev- 
idently forgot that the home of Brook trout, 
where he and Armstrong and Potts and Bechtel 
hook ’em one a minute, is several miles’ ride 
from Broadway. By the time it took to get it 
for him, it was at least ‘‘Forty-five Minutes 
from Broadway.’’ It came at last, arriving on 
a large French silver platter—but the trout— 
about the size of a small banana (undersized). 
And when he got the bill, price $7.90; I guess 
they knew he was treasurer of something— 
maybe the mint. Even that would not have 
been so bad had not Dunk depleted his usual 
emergency roll to $15.00, which had to last him 


until he got on the boat. He wanted the com- 
mittee to pay it. That bunch? Nix for them. 
They left the table before C. A. was thru, and 
of course he had to pay it. We think that com- 
mittee should be ostracized from polite society ; 
don’t you, Dunk? 


© ® ® 


STANDING OF THE FORTY HIGH MEN. 
Including April 30, 1913 


1h valiirons-e. eee Fort Wayne 
2—-M OC. Benhamik 2c eee Minneapolis 
od -ALScATMStFONG ec: : Wane oe Fort Wayne 
4-— A. Ki; Mottatt.<- c= eee Toronto 

5=— WSs Johnson ie. o.: en ee: San Francisco 

6—R.. Matthews 2)... 22:s ieee Dalits 

TGS We Scotia...) Seen bee Harrisburg 
8225, “A> Collinge = ae os ob aes ac eee Albany 
9-= Ws. V-Orandall..5. eee San Francisco 
10—l" > Peeples mn.5 eee ee Harrisburg 
1I== SHO Richardsou.. s..0. eee Albany 
12 Bed ip hye tet . fee aoe Toronto 
IS= SH Beiquers 2 sot ts buon eee Toronto 
14 lie wis: SMitn. tnx one eine ee Albany 
15==H FS Klotzei5. tas ee San Francisco 
16 We Ce Simiit he epee San Francisco 
iT © Potts Ae een are Fort Wayne 
$24. H. Darlings oe eee Minneapolis 
LONE TAL POAT Ge Seer phe ay Se ee Albany 
20); RAS bleyo coe teh oe eee ee Albany 
21==he B. Bachman %2 s.422 3. os eee Atlanta 
222A CCAS Oy: Te ae cry a eee St. Louis 
23-—M PO Braman so wea eee Minneapolis 
2422 Ji Gea Sterne ae sear ce cae Minneapolis 
2o9—R. J. Coddington .......... San Francisco 
26 S..D Stoddard] lee sone: San Francisco 
2 i=. -W alters s:.)ns siete nee rer San Francisco 
20-2) aS. Ward tac eare bce tee cthee oe Minneapolis 
29-—E »: Jie J CAVONS Wt. sss ae Toronto 
BO Ble J Ores cae eh ices ee Chicago 
jl=-A GG. Harigenes.. Uae eee Harrisburg 
go We V.-Robertson” on. cna Se ee ee Toronto 
go. EY Sherlock us ice se ee Chicago 
34H, JA Leonard » ahs seen ne ti cee Chicago 
aoe Ce Bttinger 5 So Fiennes «tre Minneapolis 
BOS P yO W Liawtheri in cance ous ee Dallas 
Sida, HY Loeiitel oe. sie vic eis oo cae ee Atlanta 
j0=— aah. Weg leston a. a eee a ae aan ee Albany 
Sh eel Sneek ROMER oe Ay ee ee ae San Francisco 
403 WsAcHUee Ala aus. 6 oath alate atone ae St. Louis 
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A Corner of Our Statistical, Card and Circularizing Department. 


The above is a view of a corner in the room 
known as the Card Department. The work is 
in charge of Mr. F. M. King whom most of the 
salesmen know personally. Mr. King is as- 
sisted by E. W. Lewis, Miss Ferne Kirchner 
and forty-eight clerks and stenographers. It is 
in this department where the salesmen’s eall- 
ing lists are compiled. The names are secured 
from the Dunns and Bradstreets Commercial 
agencies and each Merchant’s name is filed on 
a 5x8 card. This card has on it all the imfor- 
mation pertaining to the prospect that ean be 
secured, such as rating outfits in use, capacity, 
when bought, ete. These ecards are then filed 
by city, county and state, and it is from these 
ecards that the ealling lists are made. 

Our readers can appreciate the work that 
all this entailes and the expense that it con- 
sequently ineurs. Who gets the benefits of all 
this information collected? The salesman. One 
of the constant aims of S. F. Bowser & Com- 
pany is to aid and assist the salesman in every 
way possible. The firm has learned by actual 
experience that the most profitable method of 
working a territory is by calling list. It is for 
this reason that this immense card department 
was established and is maintained. It depends 
entirely upon the co-operation of the salesmen 
in making authentic and complete reports to 
make this department the value and the help 
to them, it should be. 

At the same time the Company realizes the 
inconveniences of a salesman when traveling so 
these daily reports are made as concise and 
complete as possible so that just a check mark 
will supply most of the information desired to- 
gether with the date and salesman’s name. 

All of the information you put on these daily 
reports and send in is just as valuable to you 


as though you put them down in a vest pocket 
memorandum book and a lot more useful and 
convenient because the information comes back 
to you just when needed—on your next eall. 


Some of the salesmen look upon these re- 
ports as a check the house is trying to keep on 
the Salesman’s work—those men are looking at 
it thru the small end of the lense. The infor- 
mation you give can only be made valuable by 
the Salesman—yourself. 


Just as an example take the request for in- 
formation of outfit in use; we have shipping 
records showing to whom every Bowser is sold. 
These goods however, change hands quite often 
after the original sales. Jim Smith may have 
bought it direct from us two years ago and sold 
it last year to John Brown. 


Now you are spending money to make ter- 
ritory and your aim is to make every drive 
count. John Brown’s may be the only store 
on that drive. You didn’t make a report on 
him last year and you have no record of his 
having a Bowser. It is needless to carry this 
illustration further. What we desire is to im- 
press upon every Salesmen the importance of 
making complete reports of every call. 

Every report you make to your District Man- 
ager is later forwarded by him to the Home 
Office and checked by Mr. King to see that the 
ealls in each country are completed. If each 
Salesman will do his part in making reports 
complete you will cash in on the advantages of 
the system. If you don’t give complete reports 
the work becomes just inefficient enough to 
make the expense of the department a total 
loss to the Company. We believe our Salesmen 
will appreciate this situation and help us to 
help you. 


122 THE BOWSER BOOMER 


A NEW TRADE MARK FOR INES 
RED SENTRY. 


We are going to have some oval gummed 
stickers made ‘of the above which will be sup- 
plied as soon as finished. You can stick them 
on every public garage you visit, and they will 
be a constant reminder to the public. 


CANADA HOT-FOOTING IT. 


The Toronto bunch are scouring Ills and 
dales for business this year to hold the Loving 
Cup and the way they are going after business 
is a caution. 

Daddy Hance gave each of the boys a pretty 
stiff quota for April. Everybody hustled and 
the result was Toronto got a good boost. 

The following salesmen made their April 
quotas and finished in the lead: H. Beique, H. 
Crepin, A: E. Moffat, N. Paquette, H. A. Des- 
parois, E. J. Murphy, W. Hickingbottom, and 
H. J. Jeavons. 

The Canadian force has been given another 
stiff quota for May and it is expected that a 
larger number of salesmen will close this 
month with 100 per cent. Hance has a regular 
band of warriors and they will not leave a 
stone unturned or an order that can be pried 
loose in their efforts to hold the Cup. 

© ® © 

G. H. Reuben, who now travels under the 
San Francisco Office, is doing a regular Pace- 
maker’s business. We haven’t heard from Geo. 
since he went West, but of course that’s be- 
cause he has been too busy writing orders. 

® © © 

J. H. Williamson is back in the fold with ter- 
ritory in Indiana. He makes his headquarters 
at Indianapolis, where we believe he will mod- 
estly but firmly rise to ornament a conspicuous 
place on our Sales Force. We are waiting for 
later developments to tell what his conspicu- 
osity will be about. 

® © © 

The way J. M. Prigg went after business in 
April you would think he had another chicken 
dinner bet up. 

© © © 

Spurgen is making converts (Bowser con- 

verts) in great numbers—of course Potts 


knows we mean Salesman F. J. sone gen, be- 
cause he never knew or read of the other cele- 
brated Spurgen—as badly as he needs to. 
ORROMEO) 
Hanee’s fling back. at Savercool is: 
the year is still young.’ 


ORO MO) 


If San Francisco ever does get that cup, the 


legislature is quite likely to pass several other 
‘‘alien”’ bills that will prevent the Cannucks, 
and perhaps others from making an invasion. 
A word to the wise is sufficient. 


STANDING IN EFFICIENCY CONTEST. 
The Twenty High Salesmen 


100,00%——Petty,. Ben’ 4.4.2 a ee ee Denver 
99.58 %—Hessenmuller, K. i ..san Francisco 
98.94%—Hafner, G. W. .......... Harrisburg 
98.20%—Marshall, J.B. ........ Fort Wayne 
98516 % Packs. Lica eae eee eee Atlanta 
97.16%—Merickel, J. W....... San Francisco 


96.00%—Davis, J. M. ......... San Francisco 
95.53% —Bradshaw, H. Js ...... Fort Wayne 


94.48%—Jordan, J. M. .......... Harrisburg 
94.00%—Jenkins, BE. J. ....... San Francisco 
03:14% Laws CAPS a. 2) ieee Harrisburg 
93.14%—Sterling, J. D.......... Minneapolis 
92.00%—Murphy, J. D. ......... Minneapolis 
91.60%—Bunting, H. G. ........ Fort Wayne 
91.38 %—Eastman, W.H. .....5..-.2 3: Albany 
91:289——Crepiny HN a ee Toronto 
91.01% — Quarles. “RR eas one Harrisburg 


90.61% —Pritehett, W. Ha wees. Fort Wayne 
90.40% —Haines, <A. We eee Chicago 
90.20%—Crandall, W. V...... San Francisco 


© © © 

The Fourth Cartoon of the top series on the 
efficiency contest in the center page of the last 
3oomer says, ‘“‘It seems about as hard to sell 
goods as ever.’’ We have even heard salesmen 
say, ‘‘It seems to be getting harder.’’ They are 
both mistaken. It is not getting harder to sell 
goods, but the world’s business methods are 
changing and of course, the man who refuses 
to change his selling methods or methods of 
getting business to conform with the demands 
of the age, is bound to find it difficult work. 
A higher order of business ability is required 
in these days. 

Salesmanship makes new demands upon its 
followers. He must primarily have business 
ability. 

He must be a man who ean not only sell those 
who want to buy but he must create the de- 
mands that makes buyers. Not only must he 
sell equipments to those who want them but 
he must also make them buy all the outfits 
needed of the proper capacity and the right 
quality. 
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Are You Taking Any Order You Can Get or Are You Endeavoring to Get the First-Class Or- 
ders and Only Taking the 2nd, 3rd and 4th Class When you Find it 
Inevitable or Good Business to Do It? 


This is the advantage the Efficiency Contest 
is to the Salesman—to urge him to study him- 
self, his business methods and his business, to 
the end that his work is more profitable to 
himself. 

The salesman who will thus adjust himself 
to the changing conditions and changing de- 
mands, will not find selling getting harder. 
There are salesmen making more money out of 
the Bowser Line to-day than was ever made 


before. The possibilities are there; the oppor- 
tunity is yours. 

The rewards for your endeavors in efficiency 
means more business and more profits but the 
confidence you will create in yourself-and the 
good judgment and ability you will develop 
will give you a future reward vastly greater 
than you can ealculate. It is yours for the 
effort. 


“Half a Million For May” 


EFFICIENCY OUR AIM. 


In every legitimate line of endeavor, effi- 
ciency in it should be the constant aim of its 
workers. 

Someone has said that ‘‘What we do not 
know never hurts us’’ which is far from the 
truth. There are many things that hurt us and 
hamper our progress that we are oblivious to, 
but they still hurt and we are only wise when 
we wake up and attack every problem or cost 
that enters into our business and study to meet 
or reduce it. 

In a salesman’s work there are several items 
that “‘cost’’ him money, if not looked after. 
They were mentioned in a recent general letter. 
This. efficiency contest was inaugurated with 
the primary object of making you study your 
individual problems and enable you to over- 
come them. The ‘‘unseen losses’’ if you please, 
Gentlemen, these are the same kind of losses 
you preach to your trade. Investigate them in 
your business and stop them. It will mean 
100% efficiency. 


© ® © 
- WHETHER YOU LIKE IT OR NOT. 


Never put off doing a thing that ought to be 
done simply because you don’t feel like it. 
In the individual case it may make little dif- 
ference, but the habit is fatal. Unfinished 
books, inventions, half-completed, lost oppor- 
tunities, business failures, are a few of the re- 
sults of doing only what you are in the mood 
for. When working a town, it might turn in 
bad weather and you will quit and leave the 
town with four or five stores not called upon. 
These may be the very places to produce bus- 
iness. To make a success in any line, you must 
learn to do the necessary thing whether you 
feel like it or not, and if you persist in this 
course, the time will come when you will not 
stop to question your mood. You will always 
be ready, and success will be yours. 


“© © © 
Cut out the worry about yesterday’ s failures 


and get busy with plans for to-day’s big suc- 
cess. 


PROFITS. 


The pocketbook is most often the most sensi- 
tive part of one’s anatomy. For this to be so to 
a reasonable degree is natural and proper for 
its condition determines, to a large degree, the 
good or ill of the rest of your being. 


‘““Any man who sells goods without making a 
reasonable just profit should be sentenced. 

‘It is a erime, silly and short-sighted, to sell 
goods at no profit. 


‘You owe it to yourself, your creditors, your 
employes, your customers, and to society at 
large, to make a profit exactly commensurate 
with the services rendered. 


“If you try to play the idiot and sell at no 
profit, you will undoubtedly go under. Thus 
injuring yourself, your creditors, your em- 
ployes, your customers and society at large. 


“‘In the latter case, your customers might 
benefit to a small degree temporarily. But any 
gain that is not equitable is not good for any- 
one. What injures one, does not really benefit 
another. No man lives to himself. There is no 
such thing as personal liberty. Your rights end 
where your neighbor’s begin. 


‘“Every once in a while some well-meaning 
person, whose softness of heart has spread to 
his head, gives away the profits on his sales, and 
later takes up his abode in the poor house or in 
some way becomes a charge and burden to the 
community or his friends. 


‘Such a person imagines he is doing some- 
thing that is noble and unselfish. In reality he 
is doing an extremely selfish thing. For he is 
depriving the community of his usefulness. 


“Some people cut the price on a certain ar- 
ticle below cost to draw trade. They have to 
make this loss up on other goods. This isn’t 
just. n is not an equitable distribution of 
value.’ 


Bowser Goods are placed at a price, Bah to: 


the purchaser, and fair to us. We have but one 
price to all and you will never find a Bowser 
user but that will say he would not be without 
the goods for twice what he paid for them ; 
that they have made a profitable purchase and 
received a satisfactory service. 


a cemappseenpsegnetieiasiegeeiniiinnilegnesinigiuannipameglial 


BOOMERETTE 


aE A A AA 


Noleviliess 07 MAYIG 1918 022 = No, 10 


O99HHOHHHHOHHHOHH9HH HH 990999 GHH99H 9999909990 0H9H 00H 9H OOOO 


A Halk Million for May 


7 HE Business rolled in during A sl fas: 
' set a new Company Record. The 
Greatest Month in our History. It 
has fired us with an ambition to beat 
itin May. aes 

‘A half million is the cry ea to ac- 
complish this every district must se- 
cure the quoto for the month allot- 
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| ted to them. 


To do this means that every salesman in the 
asus the men on the firing line in every district | 
everywhere have upon them the responsibilities of 
this great undertaking—beating every previous - 
- month’s business during the past twenty-eight years. 


—Itisa privilege to participate in such a victory. 

It is an opportunity to link with it an individual 
record—two successes well met. The true Bowser 
Spirit is the Spirit of Co-operation. Co-operation 
prompts individuals to help one another as the left 
hand helps the right. If the District Manager or 
>3 the Home Office can help you in any way, com- 
» mand them. We are all out for the one big thing— 


A half- million for May. 
Boys turn this possibility into a reality. 
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Modestly, but confidently, 
send it to you. Modestly, because 
we know it cannot hope to win your 
favor through its size or splendor. 
Confidently, because we know it will 
please you through what it says and 
_ suggests. 


we 


We go to you with a smile because 
our business is to make you happier. 

The facts we'll tell you are so 
self-evident that no sermons are nec- 
essary to give them force. 


We want to send you the Daily 
Boomerette so you may not forget 
from day to day that we are out for 
a ‘‘half a million in May.’”’ 


Art, they say, is the beautiful way 
of doing a thing. That being true, a 
Bowser tank is a work of art, a 
means to a beautiful end, the best 
method of oil and gasolene distribu- 
tion. 


Time is about all a salesman has 
to his credit, so let us improve the 
moments as they go by. The point 
is this: Convert time into commis- 
sions receivable. Get us? | 


Speaking of delightful sensations : 
Did you ever find a paper dollar 


tucked away in your watch pocket | 


that you had forgotten about? — 


Little, fellows. 


- swatted his foot. 


hicsse important than 


prove ourselves, 


posteards | to order. 


+ tig, 


You want to go easy with Mr.” 
He belongs to Swat — 


the Fly Club and accidentally 


He was putting in 


the screen doors at his house and — 


one fell on his great toe. 
some accident insurance, so he is 
keeping it wrapped up and walking 
with - a. cane. 


‘A man of salesmanship diame-— 


ter’’ advertised for a situation im 
the Tribune. The diameter of a 
traveler would seem to be a matter 
his. 
Hs) his 


ment. us 


most important. 


tiply joy and divide grief. 


If we had no trials, we could not. 
and therefore we. 


could not stand for anything. 


A DIFFICULT CASE. 


Dear Girl—‘‘If you really loved 
me all the time, why didn’t. you let. 
me know?’” 


Ardent Youth—‘‘I couldn ’t find a 


posteard with the right words On 
Te 1% 


If that’s the 


The Boomerette will gladly print “he 


_— + 


The better the goods you sell - 
satisfac- 


greater your customers’ 


He has- 


Pretty tough on a 
- managerial Pacemaker. 


Mie 


_displace- 
girth measure. 
around his cerebellum would seem: 


You do not have to be an expert. 3 
mathematician to add wisdom, mul- 


wed only trouble ae 3 
Armstrong and Schnable are having » 


“Remember rs Half Million for May” 
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- Let Every Man Do His Part 


Ye aa : 


Away back in the last row hidden in a corner behind other players at 
the final rehearsal for the grand concert, sat a little old man with a piccolo. a 
. “He loved the music and his heart swelled as ‘the majestic harmonies filled 
the air. The violins thrilled him with their sweetness, and the heavy 
stringed instruments — satisfied his" sense of grandeur as the mighty cres- 
—cendos rose in response. eto: the conductor’s signal. His own little- piccolo | 

seemed insignificant and out of place. Its small, shrill voice suddenly 
offended him because it seemed to add neither sweetness nor grandeur tous 
Patie wonderful music. Slt only. he could play a trumpet, or a first violin, he 
: felt that he could: ‘add. the inspiration of his” soul to. the music and so. render 
2 a service worthy of. the great composer. But the mean little piceolo—why, 
no one ever knew he was there! By ie : 

He hardly- realized that while arate in his Givcontent it Had? Hopped 
playing. Suddenly, . with an .imperious’ wave of -his” baton, the conductor 
stopped the orchestra in the midst of one of its grandest bursts of harmony. 

_ All was silence for an instant that seemed an age. Then—‘Where is the 
piccolo?” the conductor demanded. “I cannot go on with this piece without 
- the piccolo.” The little old man turned cold and then hot. His eyes swam 
_ in a mist, as the whole orchestra seemed to melt away and he saw only the’ 
conductor looking straight at him. He had been missed. The wonderful 
music was spoiled and could not go on beeause his little piping piccolo had 
stopped. Never would he falter again, for the whole orchestra and the 
great conductor himself were depending on him to play his part. : : 

We can’t all be first on the Bronze Tablet. We can’t all be proaides 
of the club. We all.can do our part, however, in the great aim for “HALF 
MILLION IN MAY.” Everybody’s best efforts count. The loss of a day by . 
a Bowser salesman will be felt. Everybody DO YOUR BEST. 
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» A- Detroit ines. man sittnmg ¢ The Red Sentry $ 
down at a rather untidy table ma ‘ x 
Saginaw restaurant recently, picked the Minute Man © 
up a soiled bill of fare. After look- 3 ae Bree wae Me 
ing at it fora moment, he said: $ ine x 
{ ll t © a @. 
ae Jove! What an excellen : 10 Gallons a Minute $. 
Samples of the various dishes 8 
d to the menu!” $O999O9O9O9900O99$909990O0OS 


. Are You Working for the ae Presidency? 
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Efficienc 


iD these days of so much gasolene and not eno 
and gray matter. Almost identically the sar 
The main trouble with motors is to get them ste 


When a gas motor refuses to do business, 
with it. Generally you find it to be but a very 
inject plenty of juice and then “turn her over’. 


Mental Motors often refuse to hit for variz 
structed in the first place; improperly handled; « 
ignition or not enough fuel. 


The object of the efficiency contest is to u: 
mind model and get all cylinders hitting. One 
on terms, while Bill’s cylinder is missing becaus 
a specific case, no general rules will help. 


Read over the Efficiency Contest rules aga 
your own little motor is giving you any trouble 


Remember, that no amount of body finish | 
delivered to to the rear wheels. Get all your cj 


Only 12 weeks more. 


Speed Up! 
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h salesman to study his own mental motor or 
rse's cylinders may be missing because it is long 
short on selling outfits complete. Everyone is 
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you over the hills. It takes real horse-power, 
hitting and throw in high. 
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> Look he Line Up f : 
e ook at the Line Up tor «¢@ 
: Che Month of Ma ® 
0) y ZS 
© The following shows the standing of the Branch % 
© Offices covering business from May Ist to May 10th, 6 
: our ‘‘Half Million Dollar Month.” © 
5 ©) 
© 1 TORONTO 7 CHICAGO 2 
@ 2 ALBANY 8 SAN FRANCISCO ok 
© 3 MINNEAPOLIS 9 FORT WAYNE 9) 
= 4 DALLAS 10 DENVER © 
5 ST. LOUIS 11 HARRISBURG @) 
g 6 ATLANTA x 
2) aS 
© We can just hearthose Cannucks holloring ‘‘Now < 
© who are you betting on?’’ Boys, those fellows don't * 
© believe in reciprocity. You will have to blaze the 5 
g trail right into their camp and take it away from them. es 
g 6 
OOOO 1KOKOIKO1O© KOKO KO KOKOHO KOKO? CKO LO KOKOKON HOKOKOKONKO 
x The following is the standing of the Branch Offices p 
© covering business on year to date, May 10th. - 
©) Js 
1 SAN FRANCISCO 7 FORT WAYNE © 
x 2 MINNEAPOLIS 4 eS TANIA © 
6 3 ALBANY 9 CHICAGO g 
© 4 TORONTO 10 DENVER is 
g 5 DALLAS 11 HARRISBURG Bs 
g 6 ST. LOUIS @ 
Me - \ gee “g a 
® pee é 
6 ACCORDING to the above there is still hope to | x 
© bring the cup back across the border. é 
COHOHOOONOD12O1O© HOKOHLOKOLOLOKOHOKOHONO HO KOKOKO KOHOKOKOF 
©) x 
© S 
g Remember! “§ 
SZ 66 “HW—1° 99 C 
° A Half Million for May ; 
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$1000.00 


In Awards 


A Chance for 10 Men to Each 
Receive $100 for Efficiency 


NOTE RULES OF CONTEST 


ofa) : 

. The salesman securing the highest final standing will be given $100. 
To each ot the nine salesmen securing the next highest final standing, that 
proportion of $100 that their final average bears to the final average of 
the highest man. This makes it possible for ten salesmen to win approxi- 


mately $100 each. 


WHO WILL THEY BEr 


RECORD OF THE 20 HIGHEST MEN IN THE EFFICIENCY 


CONTEST. 4-1 TO 5-10 


J. F. Keller 98.89 Fort Wayne W. C. Quickel 91.05 
I. W. Lucas 98.79 St. Louis S. M. Chilton 90.96 
H. F Labbitt 98.31 Minneapolis E. G. Bunting 89.6 
J. M. Davis 97.33 San Francisco C. P. Woodbury 89.26 
J. A. Baird 96.33 St. Louis H. J. Bradshaw 88.76 
J. H. Robbins 96. Albany J. M. Chilton 88.5 
G.A. Merickel 94.73 San Francisco J. G. Sterling 88.32 
J. M. Jordon 94.43 Harrisburg T. L. Smith 88.1 
L. O. Pack 91.96 Atlanta J.C. Mattingly 88. 
J. A.S. Meyers 91.83 St. Louis J. W. Mericel 88. 


Dallas 

Fort Wayne 
Fort Wayne 
San Francisco 
Fort Wayne 
Fort Wayne 
Minneapolis 
Dallas 

Fort Wayne 
Minneapolis 


Everybody, Get Busy! 


‘) REMEMBER the individual training you give yourself in 
_ this contest, to make your own effort more profitable to you is 
_ the biggest advantage. Although you may not take one of the 
$100 bills; although you may not finish 50th, if you sincerely 
i endeavor to grade up your work YOU WILL WIN. 


KO KOKO KOKOKO KOE KO) KOKOKOKOHKOKO. KO KOKOKOKOKO OXON KOKOKO KOKO: 
Ly 


Ww 


St 
Z) 


WY 


7s 


17 
Ns 


ZOy 


u 
i) 


yNOy, 


IZ 
(ss 


“oy 


7 


eare nol 
May Quota t 


Everybody 
Only 14 dé 


Boys, digin 
count and WI 


NZ, 
As 


Ox 


cy 


1 


%* 


A CaS 
W7 


1 
v 


KOKO” 


NZ, 
‘ 


WN yA 


NY 


NVA 
AWN 


ONO 


1 
‘ 


OO? 


NY 
Pa 


WIZ, 
™ 


SK S)SIC 
KOK@> 


v 
PA) 


RY 
Ww 


DO 


WA 
7S 


SZON-ONe 
SK@)> Yas 


WY, 
WS 


4 
as 


KOK® 


is 


NY 
W i. 


WIZ, 


<)> 
Sy, 


v = 
REA 


SIZ(@) > "4 
SK@> ~ 


I, 
ras 


oP 
ay 


ZA 


LOKOTKO 


VANTIN ANTON COSMOS FONZONLOSOSFONZOSOSZOSZOsZ4OsA NUP ANON HONONZONAOSZOOSZOSZOs4 
ane KOKO KOK ASIANS KOK AWTS OK aw KOKO 7S KOK PM SALSTAN KOXOK oN KO 


Vv 


TOTKOKOKOKOKOK® KOKORO KOKOKOTKOKOKOKOKOKOKOKOKOKOKOKOHKOKOPKOH 
\) 


OKOKOKOKOKOKOK 


OXOKOK 


ven with our 
late. 


NY 
WN 


NZ; 


Oy 


‘7 


NON 
Ave 7 


KOKO: 


J, 
cy 


NY, 
ve 


© 
<@> 


<(@ 
N 


L 


7 


<O} 


speed Up! | 
5 left. 


lake every da 
/ 


MZ, 
IN 


wy 
vss 


| 


WIZ, 
7WN 


v 
7 


v 
cy 


KOKO 


Ww 
vA) 


NY) 
7S 


OK 


Y 


A Zi A SN J) NY) We Yi NWI) NA, WA VA NYY NY, 
‘ SKOSKO>KOSKOKOSKO KOKO 


©; 


7 


~ 


t 


KOrK 


wd 
7 


< 


‘ 
KOKO OK ONO NO NONONONONOHKOKONK OKO KOT OKONKOKOKOKOKOTKOKOKOKOKON 
v 
5 


NY 
ZW 


OKO KOKOKOKOX HOO! KO KOKOKOKOKO KOKO KOKOKOTO KOKORO ORO 


Action With Determinatiom 


It takes action to turn over good 
resolves into value. It takes Deter- 
mination and Persistency to make 
them profitable. A spirit of progress 
and initiative is the great secret of 
success. Financially considered,other 
good qualities are valueless without 
these. A man may think out all the 
successful business schemes in the 
world and make. the best resolution 
but unless he puts some of them into 
use and practice now and then, he is 
liable to always be a tailender. 
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The Efficiency Contest : 
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is Getting Exciting - 


Albany District leads with an 
average of 80 per cent efficiency. 
The district with the lowest average 
has 73 per cent, so you see the office: 
standings are bunched. 


Which district will lead in the 
finish? 

The four highest individuals with 
a big balance of business are:— 


J. A. S. Meyers SEeOUIS) 64a 
G. H. Schnable Chicago 86.13 & 
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a G. W. Scott Harrisburg 78.58 @ 
® A. E. Moffatt Toronto 71.50 5 
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@) JRSM weal SE ai 
= buying freely. The automobile industriesare ® 
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AS no time within recent. years have gen- 
eral business conditions been in a more 
prosperous condition than they are now. 


The following is excerpts from a report 
of the National City. Bank of Chicago: os 

“The outlook for big farm crops is highly 
favorable, as abundant moisture has. been re- 


ported i in most sections. The jobbing trade 
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: : just released two huge orders for railroad 6 
© equipment.” | 2 
: ; Gentlemen, merchants or business men 2 
2 who have any complaint against businesscon- 6 
@ ditions will find that, if they turn the spot- & 
| © light on themselves and their methods, the 6 
@ complaint shouldbe lodged against themselves & 
. and not business conditions. The next mer- © 
© chant that you meet who has a whine about 
S trade, size him up and also his store and you. — © 


will find this true. 
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Now, of course, we wouldnot say this 
about the boys on the road. | « What we would 
say is: Reeognize the big-oppoftunities that 
are before you. Realize that you are in a 
big wave of prosperity ue determine to get 
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e---’tis natures first law. Each morn- | 
sibilities and joys of not what was, 


yn t waste energy or tears on what 
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A Ballf-Million for 
ML Ay YZ 


NLY two weeks more in May in 
which to cinch that Half-Million. 


WE WILL WIN— 


providing every salesman averages the 
equivalent to twenty store points per 
week for the remaining two weeks. 
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Everybody Dig In. Make your 
“Equivalent” each week and as much 
more as possible to help in the General 
Quota. 


Remember we are depending on 
every salesman to get his share. 


“A Half-Million for May” 
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A Bowser f 


E believe that some of the salesmen | 
Contest is to sell everyone Cut 241 
standing. There are prospects to wh 

the sale of these outfits to those whom shoul 


81 toamillionaire. Every Bowser outfit has < 
man’’, and our admonition is, sell the man tk 
lines of least resistance and sell 3rd and 4th c 
class outfits. Garry Rodman who used to be 
managership of Dallas says:—‘“When you do 
and to your company, but most inportant of] 
nine times out of-ten, he will soon wake up ti 
is talking about. | 
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Livery Man 


e iinpression that our aims in the Efficiency 
s or 115’s or Cut 109’s. This is a misunder- 


y a Cut 501 or 47 or 128 should be sold and 
them is just as creditable as the sale of a Cut 
late market. There is “a Bowser for every 
t he is able to buy, but don’t work along the 
fits to prospects who should have Ist or 2nd 
‘our star salesmen before he Sraduated to the 
ui are not only doing an injustice to yourself 
| are doing an injustice to your customer and 


ct, and believe us, Rodman knows what he 
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A Problem of Salesmanship ‘ 
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eRe of our salesmen almost always secure 
C. W. O. or at least a part of it. Others never 
do. What is the reason of this difference. 
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© Perhaps its the same reason, in a different form, Q 
® that enables one salesman to secure orders where ‘ 
NZ another salesman would miss them. Securing C. ©) 
© xk 
® W. O. largely resolves itself into the matter of com- * 
® pletely convincing the prospect of the desirability, 6 
reliability, value and merit of the soods and his © 
é need for them in his business. Having thorough Q 
C confidence in the goods and the entire transaction, ae 
6 then the subject in hand, properly presented, in the 6 
: majority of cases will meet with succes. Failure to A 
as secure at least some, is usually because it was not j 
© sone about in a business-like way. While there is 6 
© no right way of doing a wrong thing, there are many Q 
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Dont Stare up Steps of Success 


but Step up the Stairs. ston reain 
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Oho puts the value stamp « on 1 your 
_ time—who decides whether an hour— 
a day—a week of your time is good © 
for a dollar ora nualiee dollars? — lee 
is up to you. 


It depends ¢ on the man using the 
~ time—not the amount of time he has 
to use. : 
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OH, SURE THING £ WE 
SELL TOEVERY NAT/ON. 
EVEN /N CALIFORNIA, 
THERE /S NO LAW 70 
PREVENT US FROT SELL- 
ING TO ALIENS 


THANK YOU, WOOLY 
_777 GLAD YOU 


THIVK 17 7S A SECRETARY ANO 


\ \ WICE PLACE ‘TREASURER Ee 
Zea EEL | * a 
Voge  -. 
C “sew autun NUL FE 
OY f y ZAIN 
EN yf Mmm een 
[2 A ee pc 


or, 
( vk E~- | 
\k ‘ i( a / CH a 


UML: 
(ZEN 
a %E wey), Alt 3 
ON iE yi lara 7 if} Ni es ; 5) 
(ZR <> = 
We 
‘ = 
lan 


Crandall is elected Vice-President 
of the Pacemakers Club. 
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W. V. CRANDALL 
Vice President of the Pacemakers Club— 
1913. 


We have the honor and pleasure to announce 
that Mr. W. V. Crandall, of the San Francisco 
District, has been elected Vice-President of the 
Pacemakers Club. 


Mr. Crandall secured the office, May 3, with 
519 Points to his credit. Our Vice-President 
needs no introduction to the boys as he has 
been notably conspicious in his prize-taking 
sales ability among us for several years past. 


Last year he secured the honorable position 
of President which he filled with credit to him- 
self and pleasure to the club. We are glad to 
have him back in an executive roll and the 
club is lucky to get such a wize old owl for its 
Vice-President. Congratulations to you, Mr. 
Crandall. 

© © © 


WE HAVE BEEN TOLD. 


‘The object of life is a mystery.’’ Presuma- 
bly the object of life is life. Therefore good 
- life is the better life and the real life object. 


‘“When a man gets his shoes shined it is a 
sign that he is resting, feeling good and may 
want to spend money. 

‘““Give me a man with newly shined shoes and 
a Fresh Cigar and I will sell him——.’’ 


‘““Not one per cent. of mankind below forty 
years of age understand the real meaning of 
virtue being its own reward. 

‘“Good salesmanship has its foundation in 
philosophy, patience and confidence.’’ 


FORTY HIGH MEN. 
Including May 17th—1913. 


fs DP be BIUNG RENT nbn ot oo nlo bo 6 Os BB San Eng. Sales 
9=—M. G.- Benham. aneis eae cites area Minneapolis 
3— JP He ATMS trOM eee praetor Eng. Sales 
/ EAWee MS ACHEH AGEN S So Aconancasdooos 6 San Francisco 
5 =A: I MOmet timc aren ron erie cimer ie che cree Toronto 
6—Le wis "Sm ithes ee sree eee error Albany 
7—H. Beique ........5 Ret eee ookeeMe leg ats erotns Toronto 
8—A., Hs Darling 2 ce tees. eevee Minneapolis 
9—N; wAS RMS eS sie sey atieis Cho Qe Greens Albany 
10=S:- A. Gotlins*.:se.ee .. es die Sen asia. eters Albany 
11: si Peeples: acm ariccian comers Harrisburg 
12—R. Lie Matthews: one. 0 22 fe eee ti tepeuee Dallas 


18—G... We SCOUT a eet tie ete ere sient meteors Harrisburg 
14 Wie S: 2 ODS ONE cacao tere San Francisco 
15 —Wis ConS Mths eee eis iene San Francisco 


16S KOC Rae oices actors ieee econo: San Francisco 
17ST. "CY ROtts Batre icercie cece cirri Fort Wayne 
18—=R. HY Sherlock 440% ace oe ene Chicago 
192-1) J, Murphyarntn ae eee eee Toronto 
202 He Richardson: i. -gore.cn-cikon ite iene Albany 
21 Ao Vi HCAS CY aie wre out cle eens Perera ee St. Louis 
22=—h. BY Bachman om ceisler cies teeiete Atlanta 
Jo— he Mies Wa lCCESs etn ae chee hae ae San Francisco 
DAR eo) eS tOCGATG etree oiste rere niente San Francisco 
25 =A a ELA LES CIM caw cies eile bie, cere ee ete Harrisburg 
20==HERAS COMER erases recto ee eee Chicago 
Qa Eee LOI OY> ete oe wail bis) chaise etic Cine Eng. Sales 
28=—— Hsp uOVAAS) wie ast ico cea Minneapolis 
291. FIO CHEE sens ais ciorcke os Sieh eee Atlanta 
30=—G: Lee Reuben anne ccater anor San Francisco 
S1-—=W._ SEICK in 2 bOULOMI= ea cere ee reer Toronto 
ODS sds Ward Gore econ eta ee ao eee Minneapolis 
30—= Geo. He Schnabelaga i... ciikore eran Chicago 
34M. ©) Branham ee seeceae 1. aoe Minneapolis 
30s P33 Wie Lia wWehertanmnmiac ce nase clacton Dallas 
36-=H= GC. Httin Serhan. oie cenie cere Minneapolis 
BTW tse SOMCGAA. Seek chaste nee ee Chicago 
38 Had OAS ys IIe © oe atone io ee OR een St. Louis 
39--R, SH Hawkins. cs etme oe Fort Wayne 
4 0B Wid Dev Crete in fanatics Gee ee Albany 


Mr. Milliron ‘still leads in the exalted order 
of ““FORTY HIGH MEN.’’ We want you to 
note that Devereaux and Hawkins are also 
present. In fact, just run your eyes over the 
entire list and note the prominent individuals 
that are mentioned. . 

Mr. Milliron has solemnly declared he is go- 
ing to take first place on the Bronze Tablet. 
He’s got nine previous table men to buek as 
well as a host of others that are keen for the 
honor, so it promises to be SOME race. 


Previous winners that have taken honors are: 


1910 
R. S. JOHNSON 
H. BE. BLEEKER 
W. V. CRANDALL 
1911 
J. W. MERICKEL 
E. F. KLOTZ 
S. D. STODDARD 
1912 
A.D. WYCKOFF 
R. S. JOHNSON 
T. H. RIODES 
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A Cemetery of Lost Opportunities Never Found in a Hustling Bowser Salesman’s Territory. 
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Self-Starters and seldom self-stoppers. 
© © © 
We notice there are a bunch of enthusiasts 
hiking after the berth of Treasurer and See- 
retary, as innocent as a flock of one-year-olds— 
Who of them will land? 
© ® © 
Above all, please don’t worry about Messrs. 
Eastman and Eggleston, of Albany, getting 
into the club. They have things coming—‘‘ As 
Boston says: ‘We should manifest concern.’ ”’ 
‘‘Ags Chicago says: ‘We should develop agita- 
TION 
© ® © 
If H. A. Leonard and Geo. Schnable, of the 
Chicago Office, are kept up late at nights it’s 
because they are figuring up and mailing their 


orders. We expect them to be taking advan- 
tage of the parcel post soon. My, such a 
business ! 


© ® © 
Using good judgment in the matter of whom 
to trust is better than having talent as a good 
collector. 
© ® © 
It may not be as easy to look ahead as to 
look behind, but it is a habit it will pay you 
to cultivate. 
© ® © 
G. N. Roos and G. W. Scott, of Harrisburg, 
wouldn’t think the day had started right if 
they didn’t get get an order the first thing 
after breakfast. 
© © © 
Our Prize Tourist Tom DeVilbiss, just re- 
_turned from California. He made the round 
trip in fifteen days, traveling seven thousand 
miles. Tom said he traveled so fast that he 
overtook General Manager Polhamus, who was 
returning from the coast and had started two 
days before him. Tom said he shot right 
around him at Chicago and reached Fort 
Wayne several hours ahead of him. 


No man ean dislike his work and do good 
work. The best work comes from a hand and 
brain impelled by love for the work being done. 


If there is any time that business yawns and 
puts its feet on the desk it’s when R. T. Law- 
renee and Ed Lovaas, of the Minneapolis Dis- 
trict, are not around. They are certainly hit- 
ting ’m up. 

© ® © 


The marts of trade hum in a high key wher- 
ever F. G. Dabney and P. W. Lawther, of Dal- 
las, are. They are surely an active team. 


OR OREO) 


People buy the things which appear to them 
superior to others and the salesman that doesn’t 
hit the nail on the head in his talk, loses the 
foree of it. Hit the nail on the head with your 
descriptions and facts. Don’t waste words or 
time. Give your arguments straight from the 


shoulder. 
© © © 


We understand things are coming along most 
beautifully at Philadelphia. Quarles and Rich- 
ards are on the waiting lists of some of the 
biggest prospects in the country and once they 
get in they always come away with the bus- 
ness. 

© © © 


It is an unconscious habit to eredit ourselves 
for our successes and blame others for our 
failures. 

© © © 


R. F. Shearman, of Atlanta, sent in a dandy 
store order yesterday, calling for two 10-bbl. 
Cut 241’s complete—C. W. O. 

You can bet your presidential chances to a 
suffragette vote that he will be in the elub soon, 
at that pace. 


A DAFFA-DILL ENTITLED: ‘‘THE UN- 
KNOWN POWER.”’ 


I’ve heard of stores, both general and special, 
I’ve heard of garages, both kinds by the ream, 
I’ve heard of factories, both wood and metal, 
I’ve heard of railroads, both electric and 
steam. 


But how does the ocean liner, with her big en- 

gine driver, 
Have her bearings oiled, when she is almost 

foiled, 

By the lack of a Bowser master, to save her 
from disaster. 

J. KF. ARNOLD, Salesman. 
San Francisco District. 


© © © 
A man can usually fool himself easier than 
he can fool others. 
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OUR EAGLE EYES. 


George McCurdy, of the Fort Wayne Sales 
Department, was a party to an amusing inci- 
dent yesterday. In his skirmish for business 
about town, he came upon a garage just being 
built. He hiked over to it and asked the ecar- 
penters who was building it. They promptly 
told him. that they were—and George asked, 
‘“Who for?’’ They said, ‘‘A man by the name 
of Shulze.’’ George didn’t lose any more time, 
but walked up to the house and rang the bell— 
thinking surely here was a dandy sale. 

The lady that came to the door quietly told 
Mr. MeCurdy that she certainly was interested 
in Bowser Tanks and, in fact, knew consider- 
able about them; that it wasn’t necessary for 
George to demonstrate, as she had often seen 
the Bowser model; in fact, her husband worked 
for S. F. Bowser & Co., and his name is R. G. 
Shulze. GOOD NIGHT! 

Never mind, George, when Shulze gets his 
tank, we will soak him enough to get your com- 
mission out of it. 

© © © 

M. C. Benham put across a peach last week. 
It was a public garage equipment consisting of 
one 15-bbl. 241, for gas; Cut 241 for lubricat- 
ing oil, in addition to a 41 and 115 for lubri- 
cating oils. The object is to have Gas and Lub 
ricating oil pumps on the curb as well as inside 
the garage. It totaled 42 points and was a 
mighty fine order. It is practically a duplicate 
of the equipment he sold the garage at Eldora, 
lowa, recently. 

© ® © 

The export department is displaying a very 
nice order secured by Mr. Cardenas in Havana, 
Cuba. 

© © © 

Johnny overheard his father remark about a 
friend that always took two drinks, one as 
a nip and the other for a chaser. The next 
time the family had pie for dinner Johnny 
promptly laid away the first piece and called 
for a second. 

‘““Why Johnny!’’ exclaimed the mother, ‘‘you 
have had two helpings of soup, two of roast, 
two of corn, two of potatoes, two slices of 
bread, two glasses of milk and a large cut of 
pie!’’ 

“‘Yes’m, I’ve had a chaser for everything 
but the pie.’’ © © © 


Abe Martin says: 

‘‘You can never see th’ brains 0’ a firm hang- 
in’ on th’ awnin’ out in front.’’ 

So, so, Mr. Martin, but it takes intelligence 
to appreciate the advantage of a Red Sentry 
on the curb in front of your store door, over a 
faucet tank to handle gasolene in the back 
yard, Abe. Woe D> A. 


OUR TREASURER ABROAD 


EN ROUTE. 


We received a wireless that our treasurer 
Was enjoying the trip as much as could be ex- 
pected, considering it is the first time he has 
had his feet off terra firma. He often takes 
one foot off when he has tendencies to go up in 
the air but we have never failed to note that 
he keeps his other pedal extremity very firmly 
set down. 


Yes, when he gets over there he is going to 
hob-nob with kings and “‘jukes’’ and all the 
‘ighnesses over there. We bet he will be able to 
tell George whether his headpiece is 18-K. We 
suppose he will spring that old chestnut story 
he always tells at our conventions, and slap 
George on the back when he comes to the end 
so he will know it’s time to laugh. Under the 
circumstances, we will have to be somewhat lib- 
eral about his expense account, but we feel that 
it’s a waste of money to pay for his meals on 
the boat. 


We will overlook it, however, if he sees that 
his buttons are sewed on tight when he lands 
so he can make up for it and at least get his 
money’s worth. You know, Dunk is quite a 
performer at the table. He always does an xyl- 
ophone solo with his knife and fork at our 
banquets. In our next issue we will have a re- 
port of his landing. Watch for it. 


© © © 
Who wants to be as independent as a pig on 


ice? That never brings home the bacon. 


The trouble with income on the whole is, that 
most of us cannot live within it any more than 
we can live without it. 


—_ 
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Office Standing, May 17, 19th Week 
SAN FRANCISCO 


MINNEAPOLIS 


DOOOOOOOOOOOOOOOOOOQODOOD 


WANTED: 


A Treasurer 
and 
Secretary 


OOOOOOOOOOOOSO 
© 


For the Pacemakers’ Club. 
Only Bowser Salesmen 
with 500 points of 
business need 


apply. 
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Address all applications with neces- 
sary qualifications to the Company. 


Signed M. C. BENHAM, Pres. 
W. V. CRANDALL, V. Pres. 


0OOOOOOOOOOOSOOOOOOOOOOOOOOOOOOOOOOO 


The old-time salesman, with his free cigars 
and unmentionable stories, is passing away. It 
is well. The modern salesman needs no such 
methods. His word is as inviolate as the signed 
contract of the head of the house. 

© ® © 

If this fad of carrying dynamite around the 
country spreads much more we may yet see 
Pullman porters and transfer men handle bag- 
gage with respect. 


OUR DIXIE POET. 


I seat myself with pen in hand, 
To write you from the ‘‘Tar Heel land; 
To let you know I’m back again, 
From the risky wilds of woods and then, 
With the measles thick and the smallpox, too; 
I don’t think I’ll venture back to surry, 
Would you? 


But on another course Ill try, 
To plant some 241s as I go by; 

Under Atlanta’s Branch this seems to be, 
The one aim of our specialty ; 

T’ll try with all my might and main, 
And with this view in mind. 


Ill fight along and not give up, 

Until back we’ve won the Loving Cup; 
There is no reason why we can’t, 

With the good things of our plant; 
With a reputation I will make. 

I’ll place our goods without mistake, 


-And every merchant will admit, 


That Bowser Tanks are surely IT. 


I’ll enter now in the nick of time, 
With every salesman in the line; 
To givé our ‘‘also rans’’ a hard rub, 
And make them go some for their grub; 
*Cause I’m working now for the Pacemakers” 
Club. 
Very truly yours, 
W. N. DANIELS, 
Atlanta District. 
© © © 
A man with an ambition will realize it, by 
the law of average, if he holds to it long 
enough. 
What is a failure? It’s only a spur 
To a man who receives it aright, 
And it makes the spirit within him stir 
‘To go in once more and fight. 
If you never have failed, it’s an even guess 
You never have won a high success. 


EDMUND VANCE COOKE. 


0OOOOOOOOOOOOSOGOOOOOOOOOOOOOOOOOOOD 


USINESS, apparently, is up to 

the average in manufacturing 
districts, and above the average 
in agricultural districts. Now is 
the time to make your calls in 
small places. 


© 
© 
© 
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A kew Words from One who has 
Blazed the Trail 


STRONG salesman wins easier where the task seems hardest 
because the weak man is afraid to try and thus the strong 
man has no competition. 


The weak salesman by conquering a seemingly inconquer- 
able man will have released his reserve force of effectiveness and 
will have become a good salesman—a 100 per cent man. 


Progress is made by literally stamping out the old and in- 
stalling the new. 


Success in salesmanship is made by a bold confident force 
of the salesman’s ideas upon the opposing merchant. 


TOOOOOOOOOOOSOSOOOOOOOOOOOOOOOOOOODOQQDOOOQOOD 


Forget that there is anyone in the field but yourself. It is 
of course, impossible to totally ignore competition, but as the 
sprinter in a one-hundred yard dash is bound to lose speed every 
time he looks behind, so in business. One who looks not behind, 
but steadily keeps his eye on the front is more certain to win or 
at least to make his exertion count for full value. 


Teaching yourself about the goods is the first step in per- 
fecting one’s self in the art of asking a price. 


The mere statement of a price to a buyer is not the art nor 
even the semblance of the art of selling Soods. 


We should never pass up an opportunity to sell goods by 
carelessly deciding that the opportunity does not exist. Oppor- 
tunity to sell goods exists potential everywhere—everywhere 
that human beings exist. It is not a question of whether these 
people are in the market for your goods—it is one of wether they 
can be taught to buy and use them to advantage. 

A salesman cannot determine before hand what thoughts have entered 
a customer’s mind since he last saw him. Men’s opinions are changing 
every minute, and new ideas and new plans or other causes may have 
entirely altered the customer’s attitude in the meantime toward both the 
the goods and the necessity of buying them. 


J.B. BEALL, Eng. Sales Dept. 


Y DOOGHOOOOGHGHOGHOHOHOOHOOGOOGOOOHOOGHOGHOOOHOOGOOHOOOHOOOOOOOHOOHOOOHSHOHOGHOHSOHOOHOHOOOHOHGOSOOHOGHHOSHOOHOOOHOH | 


DOOODOOOOOOOOGOGOOOOOOOOOOOOOOFOOOOOOOOOOOOOOOGCOOQOOOOKS 


DOOOHOOHOOHOOHOHOOHOOOOOOHOOOGOGOOOOOOO OOOO OOO OOOH OOOOH OPO ODO POG OG OO OOOO OOOO OOOOH 


Seven weeks of the Efficiency Contest 
have passed. Less than Eleven weeks 


remain. 


Standing of the fifteen 
high men in the Efficiency 
Contest May 17, 1913 who 
have secured the required 
amount of business to be- 
come elligible to date. 


Per Cent. 
1—-N, AY Rene, Albany.....35.04 
2—\W. F, Eastman, Albany.$3.74 
3—G. N. Roos, Harris’be ..82.21 
4—-f—), J. Lovaas, Minn’pls. 79.21 
5—W. P. Sheperd, Minn. .79.10 
§—J. T. Lumsden, Dallas..77.96 
7—F. J. Casey, Jr. St 

TSOUIS cera ls Hes Cae oe 77.64 
8—-R. L. Matthews, Dallas.76.61 
5—K, F. Hessenmueller, 

POE Way DRere.e san ek 76.15 
10—G,. W. Scott, Harrisb’g..75.83 
1i—W. VY. Crandall, San 

WLANCISCO . tiseree rie 8 75.48 


12—S. D. -Stoddard, San 


PPANCISCO sre cece as 74.96 
13—E,. P. Dolan, Dallas... .74.86 
14—W. Heckingbottom, To- 

TONLO:, aici 9 73.84 
15—W. T. Michaux, At- 

lana: aS .c8n Saleen oe Tanta 


Flustle and be one of the High Ten. | 


$100 IN GOLD 


The salesman securing the highest fina 
average in accordance with the rules of th 
contest will receive a cash priz 

of one hundred dollars in gold 

To each of the nine salesmet 

securing the next highest fine 

average, that proportion of $10) 

that their final average bears t 

the final average of the highes 

man. This makes it possible fo 

ten salesmen to win approximately $100 each 


Will You be One of the Winners? 
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HE WHO IS MOST THOROUGH IS THE 
BEST SALESMAN. 


Who and what are the best salesmen is a 
question often put to the writer (and one which 
to answer completely all of this issue might be 
used and then perhaps the-real kernel might 
not be reached. It is enough to say that the 
best salesmen are the ones who are thorough, 
for that one word covers all. 

What goes to make this quality of thorough- 
ness is also hard to say, but to give the reader 
an idea of what a thorough man can accomplish 
in any line it might be pointed out that Roger 
Sherman was classed as the most thorough 
shoemaker in his town, before he became known 
as a wonderful stateman. 

Benjamin Franklin was a most thorough 
printer before he made his mark in history. 

Garfield was a most thorough mule driver 
before he became the same kind of a president. 


Lincoln was a rail splitter and a good one. 
Grant worked in a tannery, and son on through 
history’s pages. A man who makes his mark 
usually is found to have been thorough in what- 
ever he has previously undertaken. 


A salesman to reach the top must also pos- 
sess this habit of doing things well, or, as sure 
as fate, he never will get within striking dis- 
tanee of big business. 


Sir Joshua Reynolds, one of the greatest 
painters that ever lived, was asked how he at- 
tained such perfection. His reply might be 
preserved as a motto for all, said he: I make it 
a rule to make each painting my best. 


So the salesman must make every sale his 
best, and every act planned to show thorough- 
ness. There is room for all good salesmen, and 
the calling is not overcrowded, for in truth, the 
words of Daniel Webster fit the case exactly. 
A law student was complaining the profession 
was overcrowded and to him Webster said: 
‘*Young man, there is always room at the top.’’ 


To reach that height, one must compel the 
whole service of mind and heart and body, and 
it is only the persistent reaching and striving 
for the top that makes the most of a salesman. 
Whether he attains the summit or not, the ex- 
ercise of the climb will do him good, and the 
time will be well spent, for as Tennyson says 
it will ‘‘Empower us with the mighty hopes 
that makes us men.’’ 


A TIME-SAVER. 


A busy-looking man hurried into a street car, 
sat down and sorted over a pocketful of letters. 
He rode two blocks and got off. 


““That chap has more money than brains,’’ 


commented the conductor. The conductor’s 
point of view fairly illustrates the mistaken 
estimate of the value of time which prevails 
with most persons—a mistake which keeps 
some men in the small-wage class all their loves 
while wiser men grow rich. It cost that short- 
trip passenger five cents to ride two blocks but 
it saved him ten cents in time (at his earning 
capacity) and also some exertion, which is an- 
other form of expenditure. Ten brief rides in 
a day would cost such a man fifty cents, or 
three dollars in a week, or as much, perhaps, as 
the conductor pays in house rent. It looks 
wasteful, but, as a matter of fact, it pays a big 
rate of interest—several hundred per cent. in 
a year. It saves time. Time is the only en- 
during commodity in the universe. You have 
only a very limited supply. You can only make 
use of about one-third of it for business pur- 
poses. It pays to get the most out of it every 
day, as your supply is growing less all the time. 
The man who gets into the time-saving habit 
does not need to be told what it is worth to him 
in the long run. It proves itself. 


HOW DO YOU PROCEED? 


Volumes have been written on the art of sell 
ing goods, but the only test of salesmanship is 
—orders. If we could always win, there would 
be nothing to it—we’d all be rich. Every little 
prospect has a treatment all its own; and some- 
times that don’t work. Each ease is an indi- 
vidual problem for study and quick thought. 
This much may be taken for granted,if you 
are not winning business your ‘‘system of ap- 
proach,’’ as they say in the noble game of golf, 
is wrong. 

Here are some words of wisdom from a wise 
old seout : 

‘‘Salesmanship is a matter of knowing what 
to say, when to say it, when to stop and when 
to reach for the order book. You cannot keep 
a man’s mind on your proposition if he is con- 
tinually being bothered by telephones and peo- 
ple running in and out of his place of business. 
Whenever possible I take a man away from 
his factory to talk business to him. When he 
will not leave the plant I improve each shining 
moment by using the hottest arguments I have 
in the least possible time. 

‘“My selling talk runs in sections. When I 
have finished section one I put out a leading 
question, such as ‘Now this is what you want, 
is it not?’ If that does not bring the answer, 
IT run smoothly on high speed into section two 
and so on through, until I have exhausted my 
arguments”’ 

But real salesmanship is the art of selling 
goods with a profit. Ever remember that! 


“A Half-Million for May” 


Everyone has been digging and we 
have been hitting a splendid pace for the 
month. We will have to keep it up to 
the very last day to win. 


Business for the month of May to and including the seventeenth. 


We have figured the per cents. of the district 
offices based on their quotas for May, in com- 


Here are the fifteen salesmen who have pro- 
duced the most business during the great ree- 


parison to the business secured to May 17th. ord month to and ineluding the twenty-first : 
You will note they line up differently than the T= We Vey Crandall pe are eee San Francisco 
year-to-date standings: 2—lheéewis Smith... i. ..l.oe ce eerie Albany 
1? TEOKONTOs Ao firey s- 2 er eae ae eee oA. Ey Darling 332. doen. Minneapolis 
2 WEN V OP 22 cok 5 visas see lea ee dN. AY Ringo geen. cee eee ete Albany 
BcAlbany |: 2) pee ee 5—W. P. Shepherd ............. Minneapolis 
; Gs ae 62H. Berqués.c hen (ee eee eee Toronto 
4 Minneapolis Re PR Ae ea 72H ASD esparoiss see eee Toronto 
Dis (ait Ul PAMCISCO a .casrcee bil oats Chee eee eee : RW), Hickins bottom =n, a eee Toronto 
6.-<s Dallas's Sc. aotart. Gee eee eee : oR. Heolerlock. s-.65 5 oe ee Chicago 
7 <Hort: Waynes. ee ee eee . J0—=MeC Bena.) ore ate Minneapolis 
Bt Louis At een eee TS. MotBttken sas aje4 teste Dallas 
igi eRats 12-0; A. Collinge ee Albany 
6 Es SRR Saas ea a ee eee > el de: CASCY i) Ieee cate ena Cae St. Louis 
105) Chicago... [4 sase4 sete eee oe 207 14-— BY He Peeples. pence eee Harrisburg 
Ti -Harrisbar at 23a ee ee eee ; lb—Geov H. Reubensuu.4..~ a: . San Francisco 


This is the final trumpet call to arms. 


We urge each man to win individual laurels. 
Get your twenty store points or “Equivalent” for 
these last two weeks and we will win. We are de- 
pending on individual discharge of individual 
responsibilty. 


DO YOUR SHARE. 


Another lesson to the fellow who says “Im careful, nothing is 
going to happen to my tank.” 


A-EXPLODED GAS Tan FS 
WHICH DESTROY EO Fy: - 
FART 


| ONE OF THE TANKS 
THAT EXPLODED: 
LEN EL, rs Oe 


ANOTHER OF THE 
EXPLOOED TANKS § 


npg 


“PE GENERAL 
wien br WRECK 


Big tank ear of Gasolene explodes—If this heavily riveted tank, made of quarter- 
inch iron let loose, what can be expected of the ordinary tin gasolene tank? 


DOOOSGSOOOSOOSOOSOOS ©OOOOOOOOOOOOOOCOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOO00O00000 
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DAMAGE HEAVY IN SPECTACULAR 
FREIGHT WRECK AT ADAMS 
STATION. INDIANA. 


(Extract from Fort Wayne Sentinel 
May 13, 1913) 


“The total damage will run between 
$50,000.00 and $75,000.00. This does not 
include the loss of some $3,000, sustained 
by William Kohlenberg, whose home near 
the scene of the wreck was destroyed by 
fire from the wreck. 


~ Probable Cause of It. 

Although the explosion that was the im- 
mediate cause of the fire was attributed at 
first to a hot box under one of the gaso- 
line ears in the train; W. F. Horner, a 
brakeman who was riding in the cupola 
of the caboose on the west-bound train, 
says that he could see the full length of 
the cars and that he believes live coals 
dropped from the fire box of the engine 
ignited leaking gasoline and started the 
conflagration. 


He said he was looking ahead and he 
saw a little light followed in the fraction 
of a second by an explosion and in less 
time than is required to tell it the whole 
train was ablaze. He also says that if 
there had been a hot box he could easily 
have seen it from his position. 


The foree of the explosion is reflected 
in the condition of the track, which was 
torn up for a distance of a hundred feet. 
Three heavy ears were thrown into the 
yard of the Kohlenberg home and were 
destroyed there. There was nothing left 
of the track but the right-of-way and sev- 
eral badly twisted steel rails.’’ 


Whether it was caused by a hot box or 
by a spark from the engine, the great fact 
remains that the trouble was caused by a 
leaking tank or the fumes from the gas. 
Another terrible and expensive lesson of 
the fearful shocking destructive power of 
gasolene when it ignites or explodes at 
times and in places it is not intended to. 


OOOOOOS 


OOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOO 
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SELLING OIL FILTERS. 


(Cleanliness) 


When a salesman sells an oil filter to a mill 
man or manufacturer, he presumably sells it to 
him to filter oil and this is both the limit and 
extent of its use and influence—the matter of 
economy in oil. It does not require any stretch- 
ing of imagination, merely a little explanation 
to show how the oil filter may do other things 
than filter oil. 


To equip a mill or factory with an oil filter 
indirectly leads to cleanliness; and cleanliness 
in turn leads to better work on the part of the 
men in charge of the machinery and eventually 
to better men staying with the job. 


So long as there is no filter about the plant, 
no chance for recovering or disposing of oil, 
but little attention is paid to it. It is poured 
into the journal, allowed to go over and waste 
itself in any manner. It drips from over head 
bearing to everything down below—musses up 
the entire surroundings of each journal, and 
the waste of the oil is sometimes the 
smallest part of the loss. Of equal importance 
is the loss of cleanliness, the damage to the 
building and the danger of fire in the aceumu- 
lation of the grease and dirt. 


Given an oil filter, there is generally a change 
from this condition. Journal boxes are cleaned 
off, drip pans are not only put under them to 
catch the drippings, but they are gathered up 
and the oil is made use of. This is a starting 
point of the order of cleanliness that in the ma- 
jority of cases leads to a sort of revolution in 
the mechanics of the place. From slovenliness 
to spick and span order not only makes far bet- 
ter work but makes it easier to keep better 
workmen in the mill. 


So there is really more to the oil filter busi- 
hess than that of recovering oil that has been 
used and putting it in shape for further use. 
Like the by-product of some industries becomes 
more important than the main one, sometimes 
the other results from the use of oil filters may 
prove more important than the economy in the 
use of oil itself. BEN FRANKLIN. 

© © © 


‘The greatest of all faults,’’ said Carlyle, 
‘is to be conscious of none and man is choek- 
full of that fault.’’ 


JUST SAND. 


When everything goes crooked, 
And you’re feeling kinder blue; 

When you ain’t got any money, 
And you don’t know what to do; 

Just keep the wheels a’turnin’, 
And take on lots of sand; 

By and by, without much struggle, 
You'll reach the promised land. 


‘Course it ain’t no easy goin’, 

When you’re almost down and out; 
But other guys won’t know it, 

If you don’t go ’round and spout; 
Just oil the wheels and throttle, 

And don’t forget to sand; 
Only buckle in and go it, 

And you’ll reach the promised land. 


Other men have gone before you, 
In just as rough a road; 
They found a few good Indians, 
To help them pull their load; 
What if the rails are slippery? 
Keep puttin’:on the sand; 
Tf you don’t lay down a quitter, 
You'll reach the promised land. 
—E. F. MORRIS, Kansas City. 
© ® © 
We notice a report in the Metropolitan Press 
that H. D. Murdock, of the St. Louis District, 
is laying plans for a whirlwind campaign in 
Wichita. The article says in part as follows: 

The 8. F. Bowser & Co., of Fort Wayne, 
Indiana, manufacturers of self-measuring 
pumps, oil storage systems for garages and 
general store use, naphtha system for dry 
cleaning plants and oil filtration systems 
for the large manufacturers, have secured 
under lease a salesroom and. headquarters 
at 113 North Topeka Avenue, where a com- 
plete line of their wares will be carried. 

H. D. Murdock, says the company real- 
izes the rapid strides Wichita has made as 
a jobbing center and the importance of 
such a move. 

Mr. Murdock, who has been here since 
the first of January, foresaw the advanta- 
ges of this move and is very much im- 
pressed with Wichita. He says that he 
does not see why Witchita in the course of 
a few years will not be the largest jobbing 
center west of St. Louis. 

With the present Kansas crop outlook 
they expect to handle two to three million 
annually through this office and most of it 
coming from the Sunflower State. 


Alright, Murdock, ‘‘Old Top,’? GO TO IT! 
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The Boy is Right 


Every “Bowserite” believes this. 

Back of the Bowser Organization is a 
powerful optimistic belief in things—belief 
that things are good—belief in ourselves and © 


our salesmen. 
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\ \ YE BELIEVE in one another; we believe in 
the Bowser Products, and we believe in 

the goodness of our tanks, appreciation of 

them and our ability to continue the goodness of the 


Product and increase the number of users and per- 
petuate their appreciation. 
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We want every salesman to realize he is witha 
firm whose business is now national and growing 
international. This is a big business of big reward 
for industrious salesmen. Take advantage of these 
wonderful opportunities. Remember that putting 
into your work your best thought and your best 
effort, the more you strive diligently in this direc- 
tion, the more substantial will’be your reward and 
certain your success. 
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So whatever you doin the way of effort you do 
first for yourself.'j The mutuality that binds the 
salesman and the. firm is plain. The welfare ofone 
embraces the welfare of the other. Prosperity and 
progress for one means the same for the other. 


So boys show by the use you-make of this season 
your loyalty and how thoroughly you appreciate 
the ties that bind us. 


Action and efficiency are needed. 


Some times one ounce of action is worth 5 lbs. 
of efficiency but it will take both action and efficien- 
cy to win this record. 


Keep everlastingly at it and after.the smoke has 
cleared from the battlefield you will be rich with 
sood clean paying business which is the spoils of 
war and incidently win the splendid ultimate 
triumph to which we all aspire—individually and 
collectively—making good. 
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Mr. Ring of Albany has secured the Secretaryship 
of the Pacemakers Club 
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N. A. RING 
Secretary of the Pacemakers Club, 
1913. 


Few men survive the age in which they live. 
The lives of countless millions of the race never 
rise above the dead level of the commonplace. 
They are born—they live—they die—and leave 
no visible impression on the world’s affairs. In 
other words the world never knows them only 
by weighing the aggregate influence of their 
associations. i 

The Pacemakers Club and Bronze tablet af- 
fords oceasion for perpetuating the records of 
Bowser salesmen who have exceled their fel- 
low workers in their efforts for business. It is 
with pleasure that we record the name of Na- 
thaniel A. Ring in this for 1913. 

Mr. Ring secured the office of Secretary May 
16th with 503 points to his credit. 

Mr. Ring works under the Albany office and 
travels in Maine which territory he has cov- 
ered for a number of years. Tai 

Mr. Ring came with the company February 
14th, 1908. Being an‘‘affinity valentine’’he has 
served continuously and has always been an 
energetic, conscientious worker. Although he 
has always been a successful salesman, he will 
this year exceed any of his past records and 
we heartily commend him in his onward march. 
Mr. Ring weighs about 250 pounds and stands 
better than 6 feet-in his stocking feet and his 
hair combed, and will be well able to enforce 
any dictates of the president’s club rules that 
he gets on his books. 

So we turn to him with a feeling of pride and 
respect as we officially salute him Secretary of 
the Pacemakers Club. Mr. Ring, we congrat- 
ulate you on the high honor you have attained 
and every member of the Bowser Army, wishes 
you continued success. 

© ® © 

H. Beique of Toronto, will be a very likely 
Bronze Tablet man if he continues to ‘‘hit the 
ball’”’ the way he is. 


Office Standing, May 31, 21st Week 
SAN FRANCISCO 
MINNEAPOLIS 


A ‘‘Bunch’’ of Bowser sports attended the 
Auto races at Indianapolis Decoration Day. 
Some were guests of the Wolverine Auto Club 
of Detroit, while others went independently. 
We will publish a report of their doings in our 
next edition which will be a Sporting number. 


eo © ® 


‘‘All works of quality: must bear a price in 
proportion to the skill, time, expense and risk 
attending their invention and manufacture. 
Those things called dear are, when justly esti- 
mated, the cheapest; they are attended: with 
much less profit to the artist than those which 
everybody calls cheap. Beautiful forms and 
compositions are not made by chance, nor can 
they ever in any material be made at small ex- 
pense. A composition for cheapness; and not 
for excellence of workmanship, is the most fre- 
quent and certain cause of the rapid. decay and 
entire destruction of arts and manufaectures.”’ 

—Ruskin.. 
© ® + ESE 

Second Vice President H. M. Bowser, has 
just returned from his vacation which he spent 
mostly in Michigan. We haven’t had a chance 
to interview him on it yet but will do so before 
our next issue. Wateh-forit!!! !! 


© © © 


The Minneapolis Office has two cards on their 
force that are sure to take something in the 
Pacemakers’ race if they keep hitting ’em up. 

We refer to Jack Murphy and Jack Ward. 
We may be giving away Murray’s-hand in 
mentioning them but we believe he is depend- 
ing on them to make a splendid showing. Mr. 
Ward works in North Dakota and is working 
every inch of his territory with fine result. 

Mr. Murphy works in South Dakota and is 
doing a remarkable business. We hope to have 
the honor of announcing both of these gentle- 
men as Pacemakers very soon, 
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District Managers and Salesmen: 


We wish, in this manner, to call your especial attention 
to our letter of May 26th to Managers with copy of same to 
salesmen. Few matters of more vital importance have ever 
been placed before you. If you have not thoroughly con- 
sidered and analyzed same you should do so at once. It is for 
your interest—vitally important to you. 
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During the last few days we have had sev- 
eral distinguished visitors. The following be- 
ing among them: 

A. W. Dorsch, F. A. Knoche, R. L. Roberts 
and J. H. Armstrong. 

Mr. Dorsch has been in Florida doing special 
work which he has finished and will now go to 
Nebraska for some time. 

R. L. Roberts and F.. A. Knoche, both of Pitts- 
burgh, were here to spend Decoration Day. 

Jack Armstrong stopped off here on his re- 
turn from the races. 


HENDERSON GINGERISMS. 


If the business in your territory is hard to 


get you will be deserving of more credit for 
getting it. 


OO REO) 
The reason why some men don’t succeed is 
because they expect to—without trying. 
(OR OREO) 
Success lies in doing well what you can do 
and in learning how to do what you can’t do. 


THOS. F. L. HENDERSON. 
Sheldon School Chicago. 
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THE HOUSE OF SUCCESS. ; 


There are no elevators in the House of Success, 
But the stairs are long and steep, 

And the man who would chmb to the very top 
Before he dare walk, must creep. 


There are no carpets in the House of Success, 
But the floors are hard and bare, 

With slippery places all about, 
And pitfalls here and there. 


There are no lounges or easy chairs, 
Nor places to rest your spine; 

But when one has arrived on the roof at a 
Ah, but the view is fine. 


—Author Unknown. 
© © © 


Little Jack Horner sold gas on the corner, 
Where all of the autos went by; 
But he used a tin tank—EHxplosion—Blank! 
Blank! 
And he said, what a Blockhead am I. 


ORORRO) 


A few minutes headwork will often save sev- 
eral hours of footwork. 
© © © 


It is not what you get, but what you expect 
to get, that makes life worth while. 
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Mr. H. E. Bleecker, who travels under the 
Toronto Office, has left his territory to attend 
the bedside of his mother who is ill in Pasadena, 
California. We are sorry to hear of his moth- 
er’s illness and hope for her speedy recovery. 


© © ®@ 


Using good judgment in the matter of whom 
to trust is better than having talent as a good 
collector. 


© ® ® 


Lovaas of Minneapolis, is lucky to have that 
‘‘assistant’’ just at this exciting time in the 
race even if it only gives him moral support. 

© © ®@ 

It may not look as easy to look ahead as to 
look behind, but it is a habit it will pay you 
to cultivate. 


© © © 


That man Matthews, of Dallas, is certainly 
making a strong run for the Treasurer’s job 
in the Pacemakers’ Club—More power to 
you, R. L. 


OMON 1) 


T. C. Potts secured a splendid order last week 
for fourteen private garage outfits. They were 
for a new appartment house in Cleveland. This 
is a splendid sample of appartment house op- 
portunities for Bowser Salesmen. Potts said: 
It’s just as easy to sell fourteen outfits as one 
and doesn’t require any more effort. We con- 
gratulate T. C. on this nice order and would 
suggest to the other boys to investigate appart- 
ment house needs in their territory. 


© ® © 
‘“Wisdom is knowing what to do next—and 


knowledge is the knowing how to do it, and vir. 
tue is the doing of it.’’—David Starr Jordan. 


FROM OUR CORRESPONDENTS. 


Peter Cooper of New York, founder of the 
Cooper Union, it is said, used to make glue and 
it all happened this way. 

Mr. Cooper ran a little store, among other 
things he sold glue; his customers complained 
the wholesalers said it was the best glue made. 
Then Mr. Cooper said someone must make a 
better quality. ‘‘T will do it myself.’’ 

He began to experiment with glue, in a can 
in the back yard. He argued everybody needs 
glue. ‘‘The best will sell most.’’ In a few 
years his income was $30,000 a year. 

Like Peter Cooper, Mr. Bowser, evidently be- 
lieves the BEST WILL SELL MOST for he 
has always built the best. 

From expert knowledge and construction 
and comparison our salesmen know that Mr. 
Bowser’s motto of ‘‘not how cheap but how 
good’’ applies as in Mr. Cooper’s line of man- 
ufacturing. Now while we reverence the mem- 
ory of the one and laud the energy and am- 
bition of the other, while we all respect the 
great manufacturer and benefatcor of the mer- 
eantile world of to-day, in the person of our 
worthy President, these simple mottos recalls 
to our mind that it would be well to remem- 
ber that the big words of English vocabulary 
are many times spelled with but four letters, 
as per example: ‘‘BEST WILL SELL MOST.”’’ 
GOOD and even these little words ‘‘I will do 
it myself’’ have a wonderful meaning and ex- 
pression when harnessed up with right kind of 
energy back of them. 

We know we sell the best but just now the 
greatest concern to all is, who will sell the 
most and what is our individual income going 
to be this year, $3,000 or $30,000? 

W. D. ALLEMAN. 
Dallas. 


© © © 


Dear Editor: , 

My attention has been directed to a libelous 
statement appearing in a recent edition of your 
Boomer, in which I am upbraided somewhat 
for my lack of knowledge of one Mr. Spur- 
geon. 

In a sense, of course, I must plead guilty to 
this charge, as my first impression was that 
you were alluding to a fish. 

After a further investigation, however, with 
the Society for Historical Research, I find there 
did exist at one time a Spurgeon, but he has 
long since been dead. 

Again I plead guilty, for I did not even know 
the man was sick. 

To OV PONS: 
Fort Wayne. 
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“Oh! You Half-Million” 


With the possibile exception of one other month, 
May stands out as the largest month in the history 
of our business. 


What a Wonderful Record! 


But we have entered a new month filled with 
opportunities for excelling everything we have ever 
accomplished. What an inspiration in this thought. 
As we stand upon the threshold of June, how we 
are stimulated by the fascination of each day as it un- 
folds with its world of possibilities. In addition to 
this we are also urged forward for new records by 
the general air of jubilant prosperity that abounds 
in every section of our country. 


With these splendid and favorable conditions 
before us, with these wonderful opportunities and 
possibilities staring us in the face, it will be our own 
fault if we do not sieze them and make our business 
in June, anything less than the greatest month we 
have ever experienced or hoped for. Let every 
man look at his own record and_ possibilities 
squarely, then resolve to do and with determination 
and persistency assail each day’s openings with 
energetic work and at the close of the month, we 
will once more be able to shout—‘‘We have made 
a new Record.’’ 


HOOOOOSOOOSSOSOOSOOOOOOOOOOOOOOOOOOOOOQOOOOOOO GD OOOOOOOO OOOO OOOODOOOD 
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BRAINS IN BUSINESS. 


Although there are many unpleasant features 
in a salesman’s occupation, yet the work as a 
whole is most interesting if we look at it in the 
right life. 


Activity of the right kind brings mental stim- 
ulus and pleasure, while that which merely is 
mechanical becomes wearisome. 


Yet even the constant doing of the same 
thing over and over, as with the worker who 
tends a machine, the work can be made in- 
teresting if the one behind the machine will 
but put heart and mind into the task. 


Stagnation, the standing still of the mind, is 
dangerous, for it means death to the faculties 
that differentiate between human beings and 
the brute creation. Man has been character- 
ized as a thinking animal; faculties that are 
not exercised atrophy, that is, they become 
dead. When people refuse to think the men- 
tal faculties becomes dull and inert. 


One man may stand and merely point out 
the goods asked for, taking the money ten- 
dered mechanically, and with almost a vacant 
mind, while another sales-person at his side 
may take a vital interest and aid in making a 
selection that will be more satisfactory to the 
buyer, and will add materially to the sales made 
during the day. In the long run the man who 
brings brains into his business will rise to 
higher positions and be rewarded by increased 
income. 


One is ‘‘bored to extinction’’ by the mono- 
tony of constantly handling the same goods, 
while the other finds interesting things to stim- 
ulate his mind in every transaction he makes; 
yet so far as appears to the casual observer 
both are engaged in the same duties. One 
drags out a miserable existence, without any 
chance of making progress, while the other 
finds pleasure in doing his best and learns that 
such a mental attitute has a cash value as well 
as giving him pleasure, and in all probability, 
adds years to the span of his life. One is a 
common drudge; the other an important factor 
in the business. Gentlemen, put brains into 
your work and go at it with a vim. You will 
get more out of it and you will feel better for it. 


a 


KOKO: 


The Object 
of the 


Efficiency 
Contest 


is to urge and en- 
courage you to 


do the 
Right Thing 

at the 
Right Time 

in the 
Right Way. 


LOKOr 


KO KOKOKOKOKOKOKOKOKOKOKOKOKO KOKOKOKOKOKOAKOKOKOKOXKOKOHKOKOKOKOA 


OKOTKO7TOKO 


Profit to you. 


KOH 


<O) <{e) ) OKO) 


KOKOKOKOKOKOKOKOKOKO KOKO OKOKOKO ES 
ay 
wa 
iN 
® 


It means More 


LOHOKOKOOLOLOLOOKOVOVOVOKOKOXLOVOW. 


G 


| 
2 
@ 
: 
: 


SO 


KOKOXK 


OKOKOKOKOKOKOKOKOKOKOKO KOK OKOKOKOKORKOKOKOK 


Vol. VUI : June 20th, 1913 No. 20 


Be A Pacemaker and Ride In 
Nobody's Dust 


146 THE BOWSER BOOMER 


THE EFFICIENCY CONTEST. 


Are you getting your full share of benefits 
from the efficiency contest? Are you turning 
the information supplied to you to your ad- 
vantage? 


The object of this Boomer is to suggest that 
you do if you are not. 


What constitutes the items or sources of your 
income? ‘‘Selling tanks’’ you might say, yes 
but what different features of a sale produce 
this profit. When a contractor constructs a 
building he knows the value of every nail in it. 
There are doubtless many contractors who suc- 
ceed in an offhand, haphazard fashion, but it 
could probably not be demonstrated that the 
majority of successful contractors win their suc- 
cess by any other process than the ancient, hon- 
orable and laborious method of “‘counting the 
cost.’’ The successful contractor keeps track of 
the market prices, knows how many men, work- 
how many hours, can produce a certain amount 
of work. Inspiration and daring are not enough. 


He must have information as well. One of the 
most fascinating men in new York is a traffic 
specialist, who has worked out an amazing com- 
prehensive and intricate system of finding out 
how many trains, of how many ears, running at 
what headway, will be required to serve a cer- 
tain section of any city. He figures out the 
population, he figures out the percentage that 
travel, and where they travel, and when they 
travel. Then he will tell you how many trains 
you need, of how much it will all cost, and how 
much it will pay. But he does not guess at it; 
he does not reach it by intuition. He figures 
it out. 


The information we are giving you in the ef- 
ficiency contest is to enable you to figure out 
how in each sale to make the most profit and to 
show you your loss by carelessness or neglect 
of certain features of the sale. 


Gentlemen: Think this over. Take your 
pencil and paper and just run thru your order 
book and jot down any discrepancies you may 
note. Perhaps your income has been very sat- 
isfactory but just add up these discrepancieis 
and see how much more it might have been had 


you been more firm, persistent and convincing 
at times. 


Ours is a co-operative business, we want you 
to prosper and progress with us. We want 
you to make all the money there is in this busi- 
ness for you. Study your work; improve it 
where you can. Develop the points of efficiency 
required in your business so you may secure 
the maximum results. 


SOME REASONS WHY. 


You are into a busy season. You expect to 
make some money. If you are an up-to-date 
salesman you deserve to make money—will 
make money if— 


The ifs in life are sometimes tragic, often hu- 
miliating, and most always preventable. 


Why do salesmen fail? 


There are many reasons and you may profit 
by studying the lst. . 


Carelessness—This covers a multitude of sins. 
Lack of preparedness in handling of the line. 
Competition is keen. ‘‘ Any-old-dub’’ cannot do 
business successfully nowadays. It requires an 
experienced, trained man, thoroughly versed in 
his trade. Carelessness is a mental process, a 
happy-go-lucky way of doing things which in- 
evitably leads to disorder. Carelessness in 
demonstrating, in granting credits—in every- 
thing. 


Forgotten Accessories—This belongs in the 
previous paragraphs but needs especial mention. 
Thousands of dollars are lost every year in un- 
recorded opportunities of sales of accessories 
not made. A sale made but nov completed is a 
six-time loss—the cost of travel, the profit 
that should have been made, the time to make 
the sale, the handling of the goods, the develop- 
ment of carelessness, and the loss of absolute 
satisfaction. This thing happens during rush 
hours to make trains, and in other ways. The 
drain is serious, and in many instances grows 
worse. 


Poor Collections—The salesman who is an 
‘‘easy mark’’ in granting credits is sure to get 
loaded up with ‘‘slow-pay’’ and ‘‘dead-beat”’ 
accounts, and thus collections are always bad. 
You cannot do business without money any 
more than the water-mill can grind without 
water. Short credits make friends, but long 
eredits ereate enemies. The slogan of the suc- 
cessful salesman like the successful merchant is 
‘‘quieck turns.’’ You eannot turn your money 
over unless you get it to turn over. Your cus- 
tomers will respect you far more for being self- 
respecting, for being quite insistent for short 
terms when eredits are granted. Slow pay ae- 
counts are detrimental under any circumstances 
and especially so nowadays when business is 
done on so narrow a margin. The tendency is 
toward cash business, and we would all be bet- 
ter off if it could be inaugurated to-morrow. 
If this be so, then endeavor to bring that happy 
day about with persistent courtesy. 
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An honest business transaction is a question of efficiency — 


like an honest job of carpenter or brick work. 


The following is the list of Salesmen whom have secured the required volume of bus- 
iness during the contest to-date to become eligible in the race, also showing their per cent. 
of efficiency to-date. These Salesmen are getting plenty of orders but what they must try 
to do is to get higher per cents. They are the leaders at present. 


Per Cent. 


88.62 
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VA Hee 


i 


a 


J 1 THANK GOODNESS. 
LS OP: THAT SUITES 
THT iy 


IN 


Class of f Cut 242 —90% \ 
Outfit (| Cut 172B —80% § 


FiF YOU THINK 
THAIS MAN'S 

7 BLUNDER IS 

A AN ABSURD ONE, 
MAYBE SOME OF 
YOURS ARE JUST 
1AS ABSURD -AND 
§§ MORE COSTLY. 
SEE NEXT 


PAGE \_ 


What would you think of a carpenter whom you hired to 
make a chair and he only put three legs on it? You would con- 
sider him a very inefficient carpenter, wouldn’t you? Not at all 
like our C. M. Carpenter. 


Suppose you went to your tailor and ordered a suit and he 
called the job finished when the coat only had one sleave in it. 
You wouldn’t call him a good workman, would you? Suppose 
you wanted a business suit and he sold you material which, when 
made up, looked like a suit of overalls. You would certainly not 
call him an efficient workman nor a good salesman. 


Did you ever stop to think that an incomplete order does not 
give the degree of satisfaction to the purchaser he should have? 
Do you realize you are following the lines of least resistance when 
you sell a second or third class outfit when the purchaser should 
have a first class equipment? Have you figured your loss on such 
a transaction. We want to give you an idea what this all means 
to you so we have figured an order out for you. 


The order on the opposite page is a sample illustration of 
what light is thrown on an order by the Efficiency Contest. 


The salesman sold a three barrel 242 and a fifty gallon 172, 
f. o. b. destination at 90 days terms. The following is the way 
this order is figured: 


85% or 34% in contest Now-tad this )° ot oh Gu =) or 40% in contest 


salesman ‘sold a+. Ontht» \Cans2y— 10075 


Price —Less frt. $4.25—97.44% or 19.44% ‘‘ Cut4landaCut Price —Full List —100% or 20% in contest 
Terms — 90 days. .— 70% or 14% in contest 51B C.W.O. the Terms — Best —100% or 20% in contest 
C. W. 0.— NONE — — — — — following is hos c.w.o.— Yes  —100% or 20% in contest 


This order, in the Efficiency Contest, 


it would be _ This order, in theEficiency 


is given 67.44% figured:— Contest, is given 100% 


Gentlemen, the startling fact about these transactions is that the inefficiency of the salesman in 


the first order cost him $34.80. 


In other words, he lost $34.80 in commission by not taking a 100% 


order, Boys, these are hard facts that it pays to heed. There is more in this Efficiency Contest 


than you had any idea of. 


Another item of vital importance is that in the C. W. O. order, commissions are immediately 
available while terms mean payments deferred. 


C. W. O. means no later discontent and a probable countermand but a completed transaction 


satisfactory to all concerned. 
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Thirty-four Doll 


By inefficién 


TO S.F.BOWSER & CO..INC. 


Z. 3 
FORT WAYNE, IND. AL, CA ae 
Please prepare and ship, as per instructions b¢low, the follo Jomeee fe 


TYPE CAPACITY PUMA COMPUTER LENGTH OF 
TY CITY TAN GAUGE N 
QUANTI CAPACITY TANK BANS aU Rue Ne TTS AME OF LIQUID CELLAR PUMP PRICE 
FT 1N 


_7 [3.1 | 4 And 7 
hE aa a (E> ae ae 


| 


leaded ea. 


| 


_ ed 


| 
| 
\ 


Se ee ee 
oe are | 
NAME SHIP TO ¥ { 5 Tei 
It is agreed by purchaser: TOTAL $ 
GETTING EG a ae ee bh aN eck ee 1. That this order shall not be countermanded; that It 
covers all agreements between the parties hereto relative to 
4 this transaction, and that S. F. BOWSER & CO., Ine., sball 
BunceniNoDhesa not be bound by any representation or promise made by any 
agent relative to this transaction which is not embodied 
__ |] herein. 
CONE” 2. That title to said goods shall not pass to purchaser 
until the price thereof, or any judgment for all or part of 
———— same, has been paid in full, and that, until such payment, ees 
STATE said goods shall remain the property of S. F BOWSER & |} 
co., Ine. 
Ana - jas 3. That upon refusal of purchaser to accept said goods 
when tendered, or to make apy payment provided for, 
_.}| it is agreed that the purchase price of said goods, less any 
NAME INVOICETO. © © © a¢tual cash payment thereon, shall at once become due and 
payable. Upon default of any payment it is agreed tbat all 
unpaid payucuts shall at once become due and payable. 
SSS Gee Upon failure of purchaser to make any payment provided for, 
v OFFICE at the time same is due and payable, S. PF. BOWSER & CO, 0 - ; 
Ine. or any person, by its order may take poxsession of and In consideration of the shipment of 
(Sa ee remove said goods without legal process and in such ease it ; orsigne 
STRELT ADDRESS is agreed that all payments therctofore made to S. f. BOW- above listed Soods, the undersign : agregs 


SER & CO., Ine. bereunder, shall be considered as having lo pay S. F. Bowser & Co. Inc. 
leon made for use of the goods while in the Dossresien of 
COUNTY purchaser, and such payments shall be retained by S. FP. naried amount, same being price d 
LOWSER & CO., Inc, as rental. t Cl 
ea RE aS EN So er eee cere 4 That repairs made within the guaranty period, speci- 
a fied in the guaranty of S. F. BOWSER & CO., Inc. printed 
below, without the authority of S. F. BOWSER & CO,, Inc, 
are fo be at the expense of purchaser. 
5. That the sbipment of this order is subject to delays duc 
-— — to fires, accidents, strikes or other causes beyond tbe control 


IF ON RF O GIVE NAME OF TOWN SUSINESS IS LOCATED IN 


NAME TO BE USED EY of S. r. BOWSER & CO., Ine. 
= 6. That this order is subject to acceptance by S. F. BOW- 
Sade SER & CO., Inc, Port Wayne, Ind. 
1 
2 a SE ee ee ee See toe GUARANTY 


STRENT ADDRESS 


S. F BOWSER & CO., Inc., guarantee all their goods as 


Sesame = = = represented in their descriptive Bulletins and if damaged in 
SOR transit so that they do not work correctly, will make them 
right without charge. Furthermore, warrant them to remain 
SRR. i ae i Pe ke a ae in perfect working order for one year from date of invoice. 
This docs not apply to electrical machinery or other appara- 
4 tus, hose, rubber tires bor other articles not manufactured 
BUSINESS — |i by S. F BOWSER & CO, Inc, 
\ 
eee 
WITNESS irl es ne 
SALESMAN 
SALCESMANESIN OW seh he IF SHIPMENT (S TO BE DEFERRED. STATE DATE TO BE SHIPPED. 


Received, TOGDP ON OmcgroDeOrler. eae NG eb oe caleu aataante Saiged OULATS (Seether se 


All orders are subject tothe approval of S.F Bowser & Co., Inc, Fort Wayne, Iediana, Nothing in this receipt is tobe construed to mean an acceptance of the order. If 
for any reason the of der is not accepted the amouut paid will be refunded promptly 2 
S. F. BOWSER & CO,, Inc., 


ake Salesman 


We want our Salesmen to understand there is a place for every Bowser—Efficiency means 
vetting the proper outfit in the right place on the most business-like basis. 
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® 
é 80% OF QUOTA OR BETTER TO DATE. 
g JUNE 9.1918; 
S This list covers the Salesmen who have secured 80-Per Cent. or more of the volume of 
$ business to-date required in the rules of the contest. The Salesmen with high per cents. 
only need to increase their volume oe business to the required amount and they will be 
® among the winners. 
$ Name. Office. Per Cent. 
$s JG. Sterling ae eee Minneapolis 1h um oeeteee see eee 86.84 
o. Sh: Pack. 2. 8. eae eee ea eee Atlan tao nO Cae eee eee ae ee ESB 
©: BAP. Walker ee ee eer eee: Hort] Waynes sous oe aes ea bee eee 83.03 
> “HF Labbitt, eee ee Minneapolises: seeps ee ee 82.67 
> iC.S. Robertsonseencr- eee TOLON LO \iahks 5c Eee eH er ee ee eee 81.038 
9 WA. (eee. xara ee St¢ LOWS sides fa ds stent eee Ee ees ee ee 80.8: 
& JG Moore ee eee eee Chica lo <4. 97 bee ook ie ee eee 80.43 
> J, An S> Meyer: eee eee Stic Louis: Phere he we en eee ee ee 80.28 
<- (GaAs Merickels Saya tee ee Dab: Praneisco! a 6... be eee eee 80.25 
© Ge WeSeottil. eee eee oe Harrisbare (eke toe ee eee ee TT.B9 
$° ie Py Lumsden ine eee eee Dallas: 3 chete ie Oe ee 77.57 
< SW.cl. Harville 3 ape eee Dallas: ntfs eee eo ec Eemne 77.4 
Orgies > Shearman poeta cece A thavitiar see Boe neon inc eee hs eee eee 77.09 
iD) Ward. le Se eee ei ieee eer ee Minneéa poliss.n @. ht heroes eked aon te mea 76.98 
SiK: FO lessenmullertss.= eee Forte! Wayne: 4 <n oe eee eee 76.44 
oo Geor AStecle 2 eee ee St; Leo tisec tee. weet oe Caen nt ln eee 76.14 
So Maxditeintze,. ice ated ee Port, Weave sewass cae. ares ele eee (Bree 
SEWa iNew Daniel & cieceet steer eee eee ee Atlanta ghia ties eae a eee 75.31 
OUP W 2 We Morris; S10 att teetee ser tere Dahlas cs octane tate ed Nes eee ee TONG 
on AST Byrd... 252 nes ee eee ATEN Ga ne Reena Rusia tae eae eee 74.91 
Sect aDalgaard: chee beeen Harrisbtre, sae Ree ie are 73.93 
ASB sCornell i. cea the eee ee San LE TAaANCISCOm tect aeanSeuee eel ote ee ee (EE: 
© wiAceeATICEYSON. ©. sa See ae een een A OKON EO wie ee et ets er eae ee ae ee 73.64 
Su eA SBiaMerickel <eeet may ecw TArOntot eee hake Mat ca ee 73.49 
ice HI LOLZ\o ., s) arte eet arene ne acme Sarl, PPsncisCOp nae ions ce kts eis eee ae 73.48 
He AT edmard:s se\hars. & eis ee ae Chicago tarivee. | Wit Ras ae as are ee (yr 
He Peeples. saat caine ee Harwsbure gee cee ee re os 73.2 
Wiel SAndérsolmanciue te tao ene aire Toronto cat: Sees eR eee se eke ee 73.08 
HADe Murdock pecs oe eee th dO mse hen SN Ne sm teas oe ee ee reRe | 
PH Uta yor, season Bee ee Dt, LOUIS Ee eR Re oa a hg tee ee eee 72.47 
sie WY GPC» Pee Sn Rakes cree eae Minneapolis 22) o0..e4 re ee eee 72.06 
ie Patterson ae aes a etient ee ee Atlanta tie s cata ce Se ee 2 eee ee 71.25 
Reowbseliaw Kinin. ewer oe oie Mort. Wayne ius ses o, Sesser ee eee fan) 
TD, SJ eS PUrS CON Gets eee eee re te ort: Wayne SA 2. Acces cone tie ene eee 70.78 
J 2h eHomsher eee eer eee nee Fort! Wavyile ssc. 5 into oat Oe ee ee 70.49 
Wi JN? Deming Ata cee oe eee TOTO? 4". kiigeee oe Ge ee OR we 70.48 
Hed: SeaVOnS eee eee eet TGronto 53 coke \auathee ieee eer eee 68.72 
WoEDéickenaeaa cee ae ee St. Louise S28 oC ee ee ee 68.67 
H..E Bleeckersteerrren wore ere: OTONTO re, . Oe eine is SR eee eee 67.93 
Wo GaoSini it hive a5 eae ere eee pan FranGised «aco seek. eee eee 67.65 
Pew. Devereuxgan ie cee oe Albany: Gi ciecee eee ee ee ee 66.63 
Fiji). Coddinetonge-et eee: San Franéiseo 0157 sens oo oo ere ee 65.86 


EK. P. Dolan 


OOO QOOOOOOOOODD OOOO OOOOOOOOOOOOOOOOOOOOOOOSOOOOOOOOOOOOOOOOOOOOOOOOOOOOO 


Diligence Is the Real Fairy, back of Good Luck. 
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© 

® 

g 60% OF QUOTA OR BETTER TO DATE. 

S JUNE 9, 1913. 

© 

® 

4 These Salesmen have secured between 60 to 80-Per Cent. of their quota to-date during 
g the contest. What these men require is more business. If those with high per cent. will 
© just get a bigger volume of the 100% orders they will stand a good chance of being prize 
S$ winners. 

© : 

$ Name. Office. Per Cent. 
PMING Roberts ohio. sehen ooo IN am al ae 85.62 
RMS VANS =e at fae ice ce LOSI? <0 on pea ee Ae ta 85.15 
EER RP IUICH S reciectas oe sieiegqe Ova oh. ches ag So mh alLCIsCOm en art... ko vids snalee ee emis Sli 
OME Vt eV ACT ATIC. yc ccc) eccias oho hoe WDICAS OME eS. TR ts os. Sc he kd oo 81.3 
pap itt COsseln, hatte dee, oe. LETS UNA TALE Say Oa eens Anrep ie Le 81.27 
aN RE ITITION GV en ee tay ae faeipea eres irl OU SMim Peer eis hen SP nas, . 4% chs Cae 81.2 
g Uioedokes 13426 oahcar deel a ah) REG. to eam ee LP VENS) oan Sine ate Re a aan = 81.11 
SME EUS LID WES cot em: 2 eee cd ae All aSeRrne te ere SAY hk os cates | ee ae 80.05 
MSP OVEGNY OLLORG 5a Riccre cg ucarett ers s EEO UMNULA SIO gY farce Pec /Neh iss. 2 +. « asso 79.45 
mente lntos Wate ae ten acon Pa oid ancora (ROI OMMN RRR ap haoi G2 ess oa) sig a SE 79.29 
OMe Wer UY GLCT Sa, ie Ae see OS eG GAN AMEN TQUNS So SS, oa ele eo ae eR nS LS 
ROME G  OCMUSLOL aro far cya traci w des JU AIEV RUB) S- Sob AS 96 At a 77.68 
See eit sa aes tk oe By ee, Doe MEdLICIS¢ Omen tren ncn. 2% «2. cs ee vethee 
OMe Vie eV aStIMa TiC. . dl Saree ete oo %. stad JN OE EINE 08 oA Re CUES 5 ar rr RE He 76.98 
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$ To the man who does the little things well, 

$ 

Xs you may trust the big things. 

© 

© 
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Our idea is to fulfill 
always, every day, in 
the best way we know 
how, our mission, as 
manufacturers of 
Bowser Products, 
never to use poor 
material, and never in 
any way to allow any 
but the best of work- 
manship. 
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Your idea, as a sales- 
man, should be to 
supply the Public with 
the Bowser Equip- 
ment best suited for 
the use to which it is 
put sold on a basis so 
the sale serves all con- 
cerned the maximum 
satisfaction. 
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PERSONAL EFFICIENCY. 


Seneca, a great. Roman writer and philoso- 
pher, once said, ““We complain that life is too 
short, yet we live each day as if it were a thou- 
sand years.”’ 


The life of the average individual is princip- 
ally occupied in rendering excuses, making ex- 
planations, and in listening to idle gossip. 


The average man makes but little of his 
chances, which assertion is proved by the fact 
that few men in one day of eight hours often 
accomplish more than many men in a lifetime 
of seventy years. 


Life is simply a matter of concentration. 
You are what you set out to be. 


So, then, here is a recipe for improving the 
individual and evolving your life into success. 
Time is your only asset. Each moment is a 
golden treasure and the way you spend it shapes 
your life as an individual. 


If you would simply devote thirty min- 
utes each day to the study of some splendid 
idea, to the improvement of your mind, in ob- 
taining a more accurate knowledge of your 
business, you would in a few years’ time evolve 
into a giant of intellectual strength with power 
to follow any plan or idea to final and positive 
success. 


Unless you know the value of each moment 
as an investment, each day that passes is only a 
stumbling block that sends you blundering on 
into the indifference, helplessness and decline 
of old age. 


Then the question is—what are you going to 
do with each hour and what are you going to 
do with life? Are you going to drift through 
its wealth and beauty, satisfied with your in- 
efficiency, incompetency ? 


In other words—are you going to be a failure 
and in the evening of life go down the other 
side without having accomplished some great 
and splendid thing? Are you going to use 
these thirty minutes each day, to know more, 
to learn more and to understand? It is up to 
you. 


Opportunity is pounding a perpetual tattoo. 
on your door and. follows you with a club from 
the time of your rising to the time of retiring. 
The question is—are you to be a person or a 
personality ? 


The way you invest this half hour is going 
to decide, and your life’s work will say if you 
have been a success or if your hfe has been a 
travesty—a mockery filled with indifference. 

Do you believe in your work, in loyalty to 
your employer, in devotion to your business? 
Do you believe in honest service, in honest 
thought, in the divinity of the thing you do or 
the thing you sell? Do you intend to be an in- 
dividual or a nonentity? As a man it is abso- 
lutely and entirely up to you. Are you going 
to get busy in becoming more efficient and when 
do you expect to begin? 


These are the questions and thoughts we hope 
to suggest to you thru the efficiency contest. 


We want you to realize the results of your 
efforts so that you will dicard the worthless 
ones for thoes that bring profit and success to 
you. Study your business, your daily Oe 
and study its results. 
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Oh You Pacific Coasters 
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Branch Office Standing 


June 21st, 1913—24th Week 
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1. San Francisco 


SOTKOKOKOXKOKOTKON 


2. Minneapolis 2 
C 3. Albany : 
3 4. Toronto 2 
6 5. Dallas 
5 6. Fort Wayne © 
© / 2 otalouis : 
3 8. Atlanta p 
9. Denver 6 
© 10. Chicago ® 
9 11. Harrisburg S 


DKOKOKOKONKOKONKOKOKOLOK OKO! PHLPKOKOKOKOKOKOKOKOKOY OKOKOKOKOKOKOKOKOKOKOKOKOH 
It is remarkable how the San Francisco boys maintain the lead in one of the keenest 
Branch Office races we ever had. 


Minneapolis, however, is following them closely. Albany is also making great gains and 
is only six per cent behind Minneapolis. 


Toronto still holds fourth place, although Dallas, with only two per cent behind, has been 
strenuously striving to edge them out. 


Then comes Fort Wayne, followed by St. Louis, who only lacks three and one-half per 
cent to tie them for sixth place. 


The Atlanta bunch, the Dixie flyers who had first introduction to the cup, come eighth 
with an ardent desire for a return eall. 


Denver comes next, with only a lead of one-half per cent on Chicago. My, such a close- 
ness! 


Harrisburg follows and is the dark horse in the race. Ag soon as they become acclimated 
to their new office watch them throw in high and pass a few of the others. 


You see, it is naturally confusing to come into the country, so to speak, after being in the 
glare of the bright lights on Broadway. 


The Pacific Coast boys are indeed due great credit for the manner in which they have 


held the road. The race is but half run, however, and there is great probability of numer- 
ous changes being effected before the close. 


Watch for some new records in our next issue. 


i 
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N. A. RING 
Secretary of the Pacemakers Club, 1913 
Albany 


In our last number announcing Mr. N. A. 
Ring as Secretary of the Pacemakers Club, we 
mentioned that he came with us February 14, 
1908. In securing this information it was taken 
from an employment card which had _ been 
made out upon Mr. Ring’s return to his terri- 
tory after ten months’ illness. His original 
employment card, in the meantime, had been 
misplaced and it was only after searching that 
we found the old record which shows that Mr. 
Ring came with us on August 15, 1899, and he 
will soon celebrate his fourteenth anniversary 
with S. F. Bowser & Company. 


We are also pleased to announce that we 
were able to secure a late photograph of Mr. 
Ring, which is reproduced above. We hoped 
to have this in time for the original announce- 
ment, but Mr. Ring is very modest and to have 
his portrait made is an important event and a 
severe ordeal, which requires great considera- 
tion and preparation. He came through it in 
fine shape, however, but we are sorry to state 
neither the picture nor the reproduction does 
the subject justice. You will see for yourself, 
when you see him at the convention at the 
close of the year. . 


© © © 
More PUSH than ambition is needed to oper- 
ate a wheelbarrow. 


ANSWERS TO CORRESPONDENCE. 


Worker—Sure! Every Efficiency sale you 
make substantially helps to increase your bank 
roll, but we don’t dare to make individual ad- 
missions for fear of some ambitious and in- 
dustrious salesman endeavoring to corner the 
Money Market. 

© ® © 

Manager—Yes, Paller in a salesman is gener- 
ally considered by good judge as a sure indica- 
tion of sales ability. 

© ® © 

X. C. Lent—Clever of you to close for 41, 
instead of 242, but haven’t you overlooked the 
opportunity of including lubricating outfits 
also? 

© ® © 

Minneapolis—Time and tide—according to 

old established precedent—wait for no man, 


but the Boomer will stop its press any time on 
signal to announce a PACEMAKER. 


© © ® 


The Company received a letter from Mr. F. 
W. Meegan who has charge of our Engineering 
Sales at the Philadelphia office which he evi- 
dently intended for some one else. We answered 
the letter, however, in good faith, but strange 
to say we have received no reply. 

If any of you want to know what it was 
about, ask Mr. Meegan, or write the Editor 
It is too good to make pubhe in the columns of 
the Boomer. 


© ® ® 


A Bowser Prospect is like a photographic 
plate. Before it is developed nobody ean tell 
exactly what will be forthcoming. R. EK. Haw- 
kins of Cleveland is proving himself a splendid 
little developer. He recently sent in twin Pri- 
viate Garage orders each totalling 10 points. 


© © ® 


Among the Bowser Sporting Fraternity, we 
do not wish our readers to overlook B. N. D. 
Milliron, who is continually making bets on 
various occasions. He recently made a bet 
with one of the stenographers, the wager being 
a box of candy. Mr. Milliron lost this bet, and 
unless he pays the wager, we will publish the 
incident in full in our next issue. 
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If the average man could have his own way 
all the time he would keep others busy getting 
out of it. 

© © © 

We were asked for a terse little verse on the 
dangers of the tin gasolene tank. Here are 
two, for terseness we prefer the first. 


Willie Rose used and old tin tank. 
Willie Rose. 


If you don’t like that one, try the following 
on your piano: 

An autoist used a round tin tank 

And forgot that it was loaded, 

Until he lit a pipe near by 

And the old tin tank exploded. 
© ® © 

We desire to direct your favorable attention 
to A. H, Gossell of the Fort Wayne Sales De- 
partment, who has been doing some very 
effective work in the northern part of Michi- 
gan. We are just in receipt of a splendid order 
for a public garage, amounting to 17 points. 
This followed three splendid private garage 
orders for 7 points each. 

Mr. Gossell evidently intends to be with us at 
the Pacemakers’ convention, and if he just 
keeps up this splendid work, there is no doubt 
in our minds that he will be threre with bells 
on. 

© ® © 

T. J. Spurgeon, of the Fort Wayne Sales De- 
partment, has been doing some very effective 
work in Indiana. Although Mr. Spurgeon has 
had to be off his territory for about a month, 
he has nevertheless made the time count while 
in the field, and has his quota in points to 
date. 

© © © 

Few of us have the courage to point out our 
own mistakes. This shows how brave our 
neighbors are. 

© ® © 

We are pleased to note the splendid busineys 
being secured by W. N. Thornburg. 

Mr. Thornburg is a new Bowserite, but is 
thoroughly innoculated with the Bowser spirit. 


When a fellow gets into the Pacemakers 
Club, he finds his cup of joy and peck of trou- 
ble are gradually equalizing with a slight ten- 
dency for the cup of joy to runeth over. 


© © © 


Our old friend, J. H. Sheehan, of Cincinnati, 
is back in prize winning style. 

Mr. Sheehan has been with us a number of 
years, but is doing a better business this spring 
than any time previous. Long live the Irish! 


© © © 


We are indeed pleased with the splendid 
business being received from J. F. Lunsden of 
the Dallas District. One mail brought 50 
points of store orders. They consist of seven 
underground outfits for a chain of Massie 
Stores. 

A special Boomer reporter was sent to inter- 
view Mr. Lunsden, who kindly gave the follow- 
ing for publication, which we think has con- 
siderable to do with Mr. Lunsden’s success. 
The slogan follows: 


YOU SHOULD WORRY. 


Do not mind the knocks when they pound, 
They should not bring distress, == 
For failure likes to: hang around 
And throw things at success. 


© © ® 


J. O. McCracken, who takes care of the Bow- 
ser business in the capital of Ohio, is Bowser- 
ising the Buckeye city in a splendid style. 

We look for his early advent into the Pace- 
makers Club. 


© © © 
The Bowser is the short cut to prosperity and 
profits. 
Yet there are some who prefer to go around 
the Horn. 


If we can’t persuade them not to—let them. 
Time and Money both of which a Bowser saves, 
is too valuable to waste on a dead one. 


© ® © 
COWS AND COWS. 


No wide-awake dairyman keeps a cow that 
gives poor milk. It costs as much to feed and 
milk her as the animal whose milk is rich in 
butter fat. Of course the original cost of the 
good cow is a little more than the poor one, 
but she pays it over and over again. 

Now a poorly conducted oil kept with make- 
shift tank takes heaps of time and trouble and 
makes the oil business a nuisance. While a 
reasonable investment in Bowser outfits would 
produce rich returns and fat profits. GET 
THE POINT? 


Le 
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FORTY HIGH MEN—JUNE 23, 1913. 
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H. Dalgaard, of the Harrisburg office, has the 
honor and distinction of having sold Mrs. Wm. 
Kk. Vanderbilt, Jr., a complete Bowser equip- 
ment for her Westbury Station, New York, 
home. The equipment consists of one six-barrel 
Cut 41 and two one-barrel Cut 52-B’s. 

This is another name added to the already 
long lst of American celebrities who are Bow- 
ser users. We congratulate Mr. Dalgaard on 
the nice order. 

© ® © 

The report comes from Wichita that to has- 
ten the harvest in Kansas, the farmers are cut- 
ting wheat by moonlight, with an average of 
20 bushels to the acre. Murdock ‘‘should wor- 
ry’ he will get his. 

© © © 

Sheridan said when we finished his ride that 
it was a wonderful horse that made it possible. 
Benham said after he made the Club—it was a 
wonderful Product that made it possible. 

© ® © 

We are delighted indeed to welcome two of 
our old boys back into the sales organization 
who have not been with us for several months. 

We refer to R. Eugene Chrone, of Texas, and 
George H. Hull, both of the Dallas district. — 

They are both full of old-time ginger and 
have started off in prize-winning style. The 
following is an interesting instance of Mr. 
Chrone’s persistency : 

He went to Caldwell, especially to see a 
prospect who had told a previous salesman he 
would buy as soon as he had seen the battery 
we had installed for Meyers Hardware Co., 
Bryan, Tex. 

He learned upon arrival at the depot that his 
prospect had just been married that day and 
he and his bride had just taken the train he had 
arrived on. He just had time to catch the 
train, located his prospect on the train and ap- 
proached him upon the subject of tanks in 
connection with matrimonial ventures and was 
told ‘‘he had no desire to talk business today, 
but that he wanted the tank and for us to ship 
it to him in 30 days.”’ 

It was a verbal order from the buyer of a 
well rated firm (F-3) and under the cirecum- 
stances could not well afford to bother him 
with showing a model or asking for signature 
on an order. 

The order amounted to 30 points. This is 
a splendid specimen of good salesmanship and 
we congratulate Mr. Chrone on the good work. 
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every District has a chance { 


By the time this reaches you the first half of the> 
slip by. Our message to you is to do your most for 
August Ist 1913. Do not depend on the last few mon 
close of the year to roll up a big volume. Get inte, vO 
Expect results and get them. Aim for the Directorshy 


“Now, go to it, boys! June, of course, will be a 
August are close at hand. We must prepare now fo 
So out of business during the summer months—peop 
the list of ‘‘live-wire’’ Salesmen—something doing all tl 
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ity with determination and make the next half count. 
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inue to live and consume. Remember, you belong to 
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A. Live Worm that Wiggles will attra 


SPORTING SECTION. 

We have finally had to come to it. The 
clamoring for a sporting section has became 
so insistent and persistent that we have de- 
cided to take on the new department. We have 
so many live wires in the field that we are 
daily deluged with new records of all descrip- 
tions. We will take care of them, however, as 
best we can with our present equipment of ‘ten 
presses, fifteen reporters and 30,000 feet of 
floor space. So send in your items, boys. 

© © 
FISHING. 

A Fisherman is a Job, a Dumas and an Ana- 
nias fused into one. He must have patience to 
fish for hours, an imagination strong enough 
to see fish on a fishless string, and versatility 
in stretching a quarter-inch perch to a fifty- 
pound musky. Fishing is hard on socks and 
trouser bosoms; one or the other is bound to 
get waterlogged. Hence, since so many chasers 
step into his system from these sources, the 
Fisherman must balance things with something 
to chase. This stuff, labeled bait, comes in 
bottles or jugs and is injected between the lips. 

We have been told that— 

From Ananias to Dr. Cook the historic ex- 
perts at exaggeration have been fishermen. 

You wouldn’t think that a man hke Potts 
with world record in Salesmanship staring him 
in the face would have the nerve to stage any- 
thing so erude, as the following fish story 


when he knows all of the successful candidates 
for admission to the famous club founded by 
Mr. Roosevelt have been men with a weakness 
for fishing. 

Fishermen’s tales are proverbially menda- 
cious, but this is the last straw. 

Carefully collected statistics based on infor- 
mation kindly supplied by 1000 fishermen’s 
wives indicate that fishermen husbands are sub- 
ject to the following classification : 

Those who believe they have caught the 
largest fish. 

Those who believe they have caught the 
biggest fish. 

Those who believe they have caught the 
longest fish. 

No fisherman’s wife would admit this to her 
husband, for it’s the truth that hurts, and she 
instinctively shrinks from giving pain to 
others. 

The following story, however, was not sup- 
plied by Mrs. Potts: 

On May 3rd, 1918, one T. C. Potts, Cleveland 
salesman for 8. F. Bowser & Co., while fishing 
in the Pere Marquette river, near Baldwin, 
Michigan, at a point just above what is known 
as the Brickyard Pool, hooked and landed a 
rainbow trout, weighing ten (10) lbs. eight (8) 
ounces. 

This trout is said to be the largest specimen 
ever taken from that stream with hook and 
line. 


A FEW FAMOUS BOWSER FISHERMEN AND THE STREAM THEY FISH IN. 


T.C. Potts E.J.Little S.B. Bechtel H.J. Armstrong 
IS IT any wonder the fish become hypnotized at this bunch? 


Pere Marquet River Near Baldwin, Mich. 
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10re fish than a Dead One that doesn’t. 


ae 


A Mulliken diamond wound fly rod, weigh- 
ing 61% oz., a nine (9)-foot single gut leader 
with No. 1 Colorado spinner, was used to com- 
bat this baby, which was landed after a strug- 
gle lasting about thirty (30) minutes. 


The above statement was signed and sworn 
to before me, a Notary Public in and Cuyahoga 


County, in the State of Ohio, this 15th day of 
May, 1913. LESLIE O. CARR, SR., 
[SEAL] Notary Public. 


Since it has been legally sworn to under the 
majesty of the law of this Great American Re- 
public, we take off our hats to the celebrated 
T. C. Potts, the world’s champion long-distance 
Rainbow Trout Hooker. 


THE WORLD’S CHAMPION LONG DISTANCE RAINBOW HOOKER. 


Salesman T. C. Potts, of Cleveland, who caught the largest Rainbow Trout of the season. 
10/2 Lbs.; length, 32 inches; girth measure, 16!/ inches. 


Weight of fish, 
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The Editor of Field and Stream, who is a 
national authority and referred to insuch such 
matters, informs us that the largest rainbow 
trout entered in the big fish contest so far this 
year weighs 844 pounds and this contest is 
open to the entire United States. 

Believing you may desire to see a few com- 
parisons of fish catching in our own camp the 
following records may serve to assist you in 
getting a conception of this whale. 

The largest Rainbow ever caught by Dunk 
weighed 3 Ibs. 12 oz. 

The largest Rainbow ever caught by Bechtel 
weighted 2 lbs. 7 oz. 

The largest Rainbow ever caught by Little 
weighed 1 lb. 11 oz. 

The largest Rainbow ever caught, by Herb 
Armstrong weighed 6 lb. 2 oz. 

You ean readily gather from the above sta- 
tistics that this fish is as large almost as the 
combined catches of the entire Bowser organi- 
zation—which is ‘‘going some.’’ 

© © © 

Whenever any members of the Bowser Live- 
wire-livebait-livefishing Club starts out on one 
of their frequent angling expeditions, finny 
denizens of the waters invaded know there is 
going to be powerful persuasive arguments 
made to hook them. 

The edifying part of the excursion to us is 
when the members bring proof of their prow- 
ess in the shape of big stories, big pictures and 
big fish. We have never heard of a trip that 
was not fraught with harrowing escapes and 
incidents of the big one that got away. 


Bob’s Fish Picture 


R. S. Johnson is some angler, both for busi- 
ness and for fish and it seems as though he 
generally combines a fishing trip with a busi- 
ness trip if he ever does go fishing. 

He was called to Marquette, Mich., on a 
business deal and as Marquette is the home of 
rainbow trout, he decided to try his luck. We 


understand that when he reached the stream, 
the rainbow and steelhead trout were gathered 
in such numbers that they actually crowded 


one another out of the water, and the state ~~~ 


employs three wardens at that point, two to 
push the stranded firsh back into the water 
and the third to see that the fishermen do not 
violate the laws of the state. In fact, the fish 
bit so viciously, that Bob had to hide behind a 
tree to bait the hook. This in truth is one of 
the biggest fish stories we have heard this 
season. 


DRAWS ON THE IMAGINATION. 
‘‘Tyo you think fishing is a congenial recrea- 
tion for really brainy men?’’? — 
‘‘Undoubtedly; it takes a pretty smart indi- 
vidual to think up new stories every time to 
tell when he gets home.’’ 


REAL SALESMANSHIP. 

‘‘Salesmanship is getting people to buy qual- 
ity goods. 

‘“When a man buys a cheap article, he feels 
good when he pays for it, and then feels rotten 
when he is using it, but when he buys a quality 
article, he feels good every time he uses it, and 
he thinks about the quality after he forgets 
the price.’’—Pete Crawther. 

© © © 
Dear Editor: 

Your letter of the 23rd at hand, from be- 
tween the lines I can see very clearly you have 
become VERY MUCH interested in ‘‘Arkan- 
saw.’’ Well it is an interesting place, the most 
of interest these days ‘‘hereabout’’ is mosqui- 
toes, fles and malaria. Quinine is more in de- 
mand than Bowser tanks and they are going 
some, we put across eight orders amounting to 
over 80 points in the last three days. It’s hot 
in Arkansaw; no trouble to perspire.| My hide 
is so full of quinine the laundries refuse to ac- 
cept the towels. That’s some bitter ‘‘isent’’ it 
no matter for “‘fishin’ ’’ is good- Why wouldn’t 
you believe it? You can thro wa line out here 
in Arkansaw most any old place and get a fish, 
no difference if your hook ‘‘haint’’ baited. 

Now Herb Armstrong can’t beat it in Mich- 
igan can he, C. H? (Don’t tell J. G. R. and 
might be well to keep it from 8. F. for I have 
not noticed his ‘‘eatch’’ in the ‘‘Boomer’’ yet 
—this season). 

Now, this ‘‘fishin’’’ business is all hearsay, 
of course. I haven’t tried it out, but the truth 
is Davies, I have a mighty ‘‘hankerin’ ’’ after 
the gentle cool refreshing breeze that blows 
over these beautiful lakes up north near my 
old home. i, Cours; 

W. A. ALLEMANN. 
® © © 

Never send a fool on a fool’s errand. Go 
yourself, 
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BELIEVED IN BEING TRUTHFUL. 

He had had bad luek fishing, and on his way 
home, he entered the butcher shop and said to 
the dealer: ‘‘Just stand over there and throw 
me five of the biggest of those trout !’’ 

‘“‘Throw ’em? What for?’’ asked the dealer 
in amazement. 

‘*So I can tell the family I caught ’em. I 
may be a poor fisherman, but I’m no liar.’’ 


© © ® 
BAT ’EM UP. 


The reason a certain Mr. Cobb is more dan- 
gerous than eight others on the same ball team 
is a simple one—good judgment. He doesn’t 
leap in the air after the high ones, nor strain 
his back for the low ones. He knows and will 
avoid the fadeaway and the drop, and believe 
us, there are commercial drops, fadeaways and 
spitballs. We meet them in the tank selling 
business. Let the bad ones go by, like Mr. 
Cobb. It will help your batting average. But 
if you want to make a killing, when you see a 
real live one come straight over the plate, go 
to it with both feet—and the bat. 


© © © 


JUST TRY IT. 


The fact that you know it can’t be done 
doesn’t prove anything. It was once an ac- 
cepted scientific fact that an iron boat couldn’t 
float, but they did. Some years ago, when 
baseball pitchers began to talk about curved 
balls, a number of learned Chicago professors 
arose and proved, scientifically and conclus- 
ively, that it couldn’t be done—that no man 
could control the course of a ball through the 
air after it had left his hand. Whereupon a 
delegation of the baseball fraternity took the 
learned professors out to the ball grounds in a 
carriage, and showed them three stakes, set in 
the ground in a straight line. Then a square- 
jawed, red-haired pitcher threw a ball to the 
left of the first stake, to the right of the second 
stake and to the left of the third. He did it 
again and again, grinning irreverently all the 
while. And the learned professors went sadly 
home and thought it over. 


It is not what people say about you, but it is 
what you are that counts. The only person in 


all this world whom you should aim to satisfy, 
is yourself. You alone know your failings and 
your weaknesses. Other people know your out- 
ward appearance, your actions, your deeds. 
You, and you alone, know your motives, your 
ambitions, your thoughts. You know yourself 
whether you put forth your best efforts as your 
most. sincere endeavors. You alone know 
whether you are making the most of your 
time. 


Look yourself straight in the face this morn- 
ing, In your own mind’s looking glass. Ask 
yourself whether you are satisfied with your 
accomplishments and whether you do not think 
you could do better. Analyze your own con- 
duct in all matters and ask yourself what you 
would think of the other fellow, if you knew 
him to be what your opinion of yourelf is. Im- 
agine that you are employed, and answer hon- 
estly whether, if he knew as much about you 
as you know yourself, would he discharge you, 
or woud he raise your wages? 


If you do this conscientiously, there are 
many things you will do differently. It will 
enable you to see your weaknesses and will 
prompt you to do better. 


Get to the Point 


Get right down to the point. 

It means the difference between failure 
and success for you. 

The man who allows himself to be- 
come side-tracked is lost. 

The critical moment arrives, and he 
is not ready to seize it. 

Another who has learned to get the 
point, grasps the opportunity and builds 
it into success. 

Take command of yourself and keep 
your mind focussed on the Main Point. 

Don’t dawle. Every moment spent in 
drifting, represents time and strength 
wasted which should have gone to build- 
ing up your success. 

Train your mind to select the impor- 
tant part of your work and endeavor to 
improve each item of it. 

Don’t be satisfied with merely good 
work, make every sale the best order 
possible under the circumstances. 

It means more commissions for you 
and a Bigger Bank Account. 
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We are indebted to Mr. McFarland of the 
Dallas District for the following poem. 

There is no signature attached to the poem, 
and for this reason we cannot state who the 
author is. However, this will not detract from 
the enjoyment and profit of our readers to 
whom we are very glad to pass it on. 


THE CALCASIEU FROG. 


Two gay young frogs from inland bogs, 
Had spent the night in drinking, . 
As morning broke and they awoke, 
While yet their eyes were blinking, 
A farmer’s pail came to the swale, 
And caught them quick as winking. 
Ere they could gather scattered senses 
Or breathe a prayer for past offenses, 
The granger grave—that guileless man— 
Had dumped them in the milkman’s can; 
The ean filled up, the cover down, 
They soon had started off to town. 
The luckless frogs began to quake, 
And sober up on cold milkshake. 
They quickly find their breath will stop, 
Unless they swim upon the top. 
They swim for life and kick and swim 
Until their weary eyes grow dim; 
Their muscles ache, their breath grows short, 
And gasping, speaks one weary sport— 
‘‘Say, deal old boy it’s pretty tough 
To die so young. But I’ve enough 
Of kicks for life. No more I’ll try it, 
I was not raised on a milk diet.’’ 
“Tut, tut, my lad,’’ the other cries, 
‘‘A frog’s not dead until he dies; 
Let’s keep on kicking, that’s my plan, 
We may yet see outside this can.’’ 
‘“No use, no use,’’ faint heart replied, 
Turned up his toes and gently died. 
The braver frog undaunted still, 
Kept kicking with a right good will, 
Until with joy too great to utter, 
He found he’d churned a lump of butter, 
And climbing on that chunk of grease, 
He floated-round with greatest. ease. 
MORAL: 
When times are hard—no trade in town— 
Don’t get discouraged and go down, 
But struggle still—no murmur utter— 
A few more kicks may bring the butter. 
© © ® 

Mr. Witherspoon, a new salesman in the 
Dallas District, is making quite a record for 
himself, and we are ready to expect big things 
from Mr. Witherspoon. 


© © © 
Jack Spratt liked a Cadillae, 
His wife was an Auburn erank 
And so you see betwixt them both 
They used a Bowser Tank. 


We would like to iterate and reiterate that 
everyone loves a fat man. This is proven by 
the way people are stampeding to give Guy 
Wolford Bowser orders. Guy is built like Taft, 
with a disposition lke a June bride. 


‘OO MEO) 
Let your mind be full of purposes instead of 

wishes. 

© © © 
“Our Mr. E. D. Eggimann, Manager of the 
Collection Department, whom most of our 
salesmen have met, and those who have never 
met him have received letters from him, is af- 
fording his friends considerable amusement 
lately and the story is too good to keep. 


Mr. Eggimann reads the Ladies Home Jour- 
nal very religiously, and read an article enti- 
tled ‘‘Back to the Farm.’’ Ed became very 
enthusiastic over the project of going back to 
the country and could picture, as he read the 
article, money rolling in from the sale of butter. 
and eggs and other produce. Ed never would 
take a prize at a fat man’s show, and could 
also picture himself gaining in avoirdupois, as 
he drank the fresh, rich milk and cream that 
he would be able to secure. The result was he 
trade his city home for a farm on the outskirts 
of the town. 


He bought a horse and cow and some chick- 
ens and a pig, all of which were duly installed 
on the premises. 


In the purchase of the cow, however, the 
proposition of milking her came up, and as Ed 
had no previous experience along this line, and 
never had his: wife, they. arranged with his 
father-in-law to do the daily milking. The day 
the cow was purchased, however, the father- 
in-law met with an accident on a trolley ear, 
which rendered him unable to fill his milking 
contract. Under these distressing circumstan- 
ces Ed decided to do the work himself, but was 
so offensive to the cow that she refused to 
stand for the operation, so our farmer friend 
has to depend on his neighbors to come over 
and do the work for him, and when they. ecan- 
not come, Ed leads the cow to them. 


One of the farmer’s neighbors has been try- 
ing to teach Hd, but he says that Mr. Kegimann 
has not got the right squeeze, 
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R. L. Matthews of Dallas has secured the Treasurership 
and will have the pleasure and excitement of 


juggling the club’s money for 1913 
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R. L. MATTHEWS 
Dallas District, Treasurer Pacemakers 
Club, 1913. 


It is a pleasure to us indeed to announce in 
this issue the arrival of our new Treasurer for 
the Club, Mr. R. L. Matthews, of Dallas. 
Mr. Matthews is comparatively a new man in 
the organization, having been with us only eigh- 
teen months. 


He required very little working over to fit 
our organization, as the ideals and the policies 
of the firm were those he, himself, had long 
admired and aspired to. 


Mr. Matthews has done a remarkable busi- 
ness since he came with us and has earned the 
high honor he has obtained. The business 
ability he has displayed in taking care of the 
Bowser business is satisfactory evidence of his 
ability to look after the money matters of the 
club, and we have every confidence in his ability 
to handle our cash carefully. 


Mr. Matthews has never visited the factory, 
and it will be a double pleasure for us to wel- 
come him as a Pacemaker and our Treasurer 
upon meeting him for the first time. 


A. E. DARLING 
Director Minneapolis District 
Pacemakers Club, 1913. 


The Bowser Sales Foree hardly needs an in- 
troduction to our Darling» who was the first 
salesman to secure a directorship, and who se- 
cured this honor in one of the most exciting dis- 
triets—Minneapolis. 

We wish to congratulate Mr. Darling in se- 
curing this position of trust, and hope that he 
will be successful in securing other honors dur- 
ing the year. 

Mr. Darling, who covers Minneapolis and vi- 
cinity, came with us June 19, 1911, and has al- 
ways done a successful business. Although he 
was a Pacemaker in 1912 he has beaten his last 
year’s record by becoming a Pacemaker more 
than four months earlier than he did last year 
and securing the directorship of Minneapolis. 

We are going to run several extra copies of 
this edition to supply his admiring friends who 
last year clipped his picture for their desk dee- 
oration. 

We congratulate Mr. Darling on his great 
achievement and wish him continued success. 


The Bowser Products, which have become the standard in their class throughout the 
world, made by a factory and organization unequaled in its kind, and supplying a demand for 


a product that is constantly growing, present a present future prosperity for you beyond your 
wide estimations if you but cultivate your present opportunities. 
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OFFICE STANDING 
July 5, 1913—26th Week. 


SAN FRANCISCO 
MINNEAPOLIS 


ALBANY 
TORONTO 


DALLAS 
FORT WAYNE | 
ST. LOUIS _ 


DENVER 
CHICAGO 


HARRISBURG 


BRANCH OFFICE RACE. 

Boys get behind your managers and win this 
Cup. 

Don’t sit on the fence and watch the race go 
by—Join in with your best efforts so that at the 
finish you ean appreciate the fact that your 
work counted. 

Frequently you will find in organizations of 
all kinds, corporations, lodges, clubs, ete., mem- 
bers who sit back and look on doing little but 
always ready to denounce, revile, reverberate, 
scorn, pass judgment, prophesy, and gently 
Pooh Pooh or give but faint praise to every- 
thing progressive attempted by the Live Ones. 
You will never find such fellows, individual 
successes. 

We have no desire to suggest that we have 
any such type of men in the Bowser organiza- 
tion. In fact we are looked upon by the Com- 
mercial world as one of the livest, most enthu- 
siastic Sales forces in the country. 

But are not some of us inclined to hold back 
in the traces during the hot weather. 

Let us all get up into the collar. Determine 
to make your district win or bust a tug trying. 


A LETTER FROM OUR TREASURER. 
Waco, Texas, June 20, 1913. 
Pacemakers Club: 

I am informed from the Dallas office that I 
have been elected to the higher office of Treas- 
urer and I assure you that this is pleasing 
news to me. While I have worked pretty hard 
it has been pleasant work and it is my expe- 
rience that the harder you work the happier 
you are in selling Bowser Products. I have 
simply never let up on a prospect that I have 
had until I have had him sold or knew that he 
was a hopeless case. If I live and nothing hap- 
pens it will be my pleasure to be with you all 
at the big Banquet in January, and to meet 
and know you all personally. 

Yours truly, 
R. L. MATTHEWS. 


FROM THE ‘‘SHOW ME” STATE. 


Dear Editor: 


I heard of an instance this morning in talk- 
ing with one of my salesmen, which shows that 
the automobilist is becoming convinced that the 
‘“Red Sentry’’ offers an opportunity to secure 
good gasolene. 

In talking to a prospect in Illinois recently, 
Mr. Platt, one of our salesmen, found that 
this prospect would not purchase an under- 
ground outfit for the reason that he could sell 
just as much gasolene if stored above ground, 
and while they were talking the matter over, 
an automobile filled with passengers drove up 
and asked the prospect if he had a ‘‘Red Sen- 
try’’ outfit. The merchant replied ‘‘No,’’ at 
which time the automobilist drove away up the 
street to look for good gasolene. 

It seems a peculiar incident that such an oc- 
eurrence would happen while our saleman was 
in conversation with a prospect» but it did not 
take Mr. Platt long to get an order for our 
equipment. 

GEO. H. HASTINGS. 
District Manager. 


7 eee 


HE director’s contest is a gol- | 
den opportunity for you. All 
who enter into the spirit of this 
contest are bound to be winners— 
not that you can all land the office 
—but the struggle will add to your 
ability, increase your efficiency and 
strengthen your salesmanship, a 

splendid record which means _ ac- | 
crued commissions in future ef- 
forts. The satisfaction of having 
put forth your best endeavors is 
alone worth the efforts. Boys, did 
you ever stop to think that it’s the 

difficult tasks that make men? | 


By doing the hard work you de- 
velop capacity for it, and when by 
persistent effort and a brave strug- 
gle, you have made good, you have 
not only accomplished big work, 
but what is more important—you 
have developed ability for bigger 
things in the future. 
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JUD YSLORIS TS 


The wages of carelessness is failure. 

© © © 

We recently had the pleasure of meeting 
Hon. Thos. Owens, Mayor of Angola, Ind. We 
noticed they all boost goods made in Angola. 
Now Bowser goods are not made there, but 
Bowser Salesmen Wolford and Ettinger were, 
so what’s the dif? It’s all the same in Dutch. 
Mayor Owens is a Bowser Booster. 

© ® © 

Mr. Nelson has struck his pace now and is 
determined to be one of the members of the 
‘‘Pacemaker’s Club’’ for 1913. The week just 
past was also a very good one for Mr. Nelson, 
he having sold a little over 20 points. Mr. Nel- 
son has been very successful in securing ‘‘C. 
W. O.’’ and at the present time has several 
mighty fine prospects in his territory which he 
expects to close shortly. 

©® © © 

Mr. Chase and Mr. Runyan ealled to see a 
prespect recently who would buy only under 
certain conditions. They were able to fulfill 
these conditions, namely: to get permission 
from the couneil to install a 12-bbl. outfit simi- 
lar to our Cut No. 241, on the main thorough- 
fare in the eity. 

Messrs. Chase and Runyan secured this per- 
mission from the couneil, getting the customer’s 
order for a 12-bbl.. 14” tank, together with a 
Cut No. 241 Pump, °“‘G. W. O.’’ for the full 
amount. 

This order was secured after 11:00 o0’clock 
P. M. and on the ‘‘quiet,’’ Messrs. Runyan and 
Chase came home wringing wet getting caught 
in a thunderstorm. 

We guess either of them would take a duck- 
ing any time for an order like that. 


WITH THE ACCENT ON THE FISH. 

Ed Little says Potts evidently understood it 
was to be a-fish-en-cy contest instead of an 
‘‘ efficiency’’ contest. 

© ® © 

Because Mr. Darling, who will handle the 
Club’s coin this year is 6 feet 2 inches tall, 
would you eall it ‘‘high financing ?’’ 


OUR CURRENCY. 


(From a Financial Bulletin.) 


The whole country is interested today in the 
subject of currency legislation, and it looks 
now as if it would be possible to enact a new 
financial law within a comparatively short 
time. It is of the utmost importance, however, 
that the National Bank Act should not be aban- 
doned until a thoroughly acceptable system is 
devised. After getting along for more than 
half a century with the present law it would be 
worse than folly to give up a system that we 
know about for one concerning which a large 
portion of the community is in doubt. 

Let us add :— 

The next six months is sure to be an import- 
ant period in the financial and industrial devel- 
opment of the Bowser sales force effecting the 
national currency as a great deal of financial 
history will be written by Bowser Salesmen 
before the year ends. Speaking broadly, it 
may be said that the changes will be for the 
better. They will be of a constructive nature. 

They will be enormously influential in ex- 
tending our relations with foreign markets, 
and in other ways promoting our material pro- 
eress. 

The word to Bowser Salesmen at this time, 
however is to GET YOURS NOW. What we 
mean by that is: Don’t dally along, but get 
into the club early. 

© © 

The recent holiday brought to us several not- 
able visitors, among whom we mention Messrs. 
Amsden and Dorsch. 

Mr. G. R. Amsden is assistant to Mr. Runyan 
at the Philadelphia office and spent the Fourth 
at his home in Hartford City, Ind. 

Mr. A. W. Dorsch does special work under 
the General Sales Department and just re- 
turned from Nebraska. He spent the glorious 
Fourth at home with his family in Logansport:- 
Ind. 

in ®® © 

Ye editor and Mr. Beall of the Engineering 
Sales Department, spent the Fourth at Lake 
James, Ind., and we are pleased to report that 
both the boat lines at the lake are Bowser users. 
We mention this as a hint to our boys who have 
any summer resorts in their territory, to be 
sure and see that the boat lnes and lauches 
are supplied with Bowser equipments. 

© ® © 

F. A. Knoche, who is superintending the in- 
stallation work of The Westinghouse job at 
Pittsburg spent the Fourth at home with his 
folks at’ Fort Wayne. Fred secured some 
dandy photos of the Westinghouse installation 
which we will give to you m the Boomer soon 
with an interesting account of the work. 
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OUR SUMMER SALESMANSHIP SCHOOL. 
(Lesson on Studying the Prospect) 


‘‘Nature,’’ said Mr. William Mann, our in- 
structor in Salesmanship, as he turned from the 
blackboard and dusted the chalk from his fin- 
gers, ‘‘is our most important study—we should 
even study the modulation of our voice,’’ 
‘‘squelching language,’’ remarked Beall ‘‘in 
our every demonstration,’’ pursued Prof. Mann 
without noticing the interruption, ‘‘we should 
strive to maintain a register of voice in har- 
mony with the nature of our prospect.’’ ‘‘Na- 
ture keeps to the lower register; the voice of 
the river, the note of the cataract, the roar of 
the rapids, the ery of the falling tree: the rum- 
ble of the avalanche—lastly, the ‘diapason clos- 
ing full in man,’ No man of real dignity, said 
Aristotle, could ever be shrill of speech. And 
all this, ladies, is apropos of what?’’ 


‘““Bowser registering measures,’’ said Ralph 
Corey. ““Precisely,’’ said Prof. Mann. ‘‘These 
httle things signify much and have great con- 
vineingosity; and it is by making comparison, 
as invidious as you please, that we learn to dis- 
tinguish between the false and true, though 
they be divided by a single hair.’’ 


‘‘Going some to-day,’’ whispered Bill Jenk- 
inson to the Editor—but just then the ‘Prof’ 
called, ‘‘five minutes’ recess.”’ 


The following are the salesmen attending the 
school this week: O. P..Amann, C. K. Collins, 
P. E. DeVries, E. A: Garver, O. T. Higgins, H. 
L. Meyers, D. H. Powers: T. J. Spurgeon, O. V. 
Starr. 

© © © 

It looks as though J. G. Roberts, of Albany, 
is in line for big things this year. At least he 
is in a very receptive mood. 

© © © 

We take our hats off to F. H. Richardson and 
Lewis Smith, of Albany, for their consistency 
in business getting. They are there with this 
‘efficiency ’’ stuff, too, believe us, and we com- 
pliment them on it. 


BUSINESS STILL KEEPS. 


Manager D. A. Corey is now in the Kast. 
When he returns we hope he will have a big 
package of Boomer items for us. Why shouldn’t 
he when he stopped off at Pittsburgh where 
they made so much history last year. 


It has been said that a cynic is a man who 
knows the price of everything and the value 
of nothing. To our notion this defines those 
who do not use a Bowser. 


© © ® 


President S. F. Bowser has just returned 
from an Eastern business trip to which he ad- 
ded considerable pleasure. On his route he also 
saw salesmen Eggleston and Devereux. 


Mr. Bowser states he is very glad to note 
so many of the boys are profiting by the sug- 
gestion of Manager Polhamus contained in his 
letter of a year ago in regards to ‘‘Creating 
Business’’ which letter appeared in the Boomer. 

Mr. Bowser states that several of the sales- 
men are now selling ‘‘Red Sentry’’ (Cut 241) 
to Cigar Stores and Bowling Alleys. And why 
not? The Bowser Way makes gasolene pay; 
it keeps the gas right to the motorists’ delight. 

There’s more profit in serving a car than sell- 
ing a cigar and the Sentry brings a sale for 
both. 


The salesmen that consumates a sale of that 
sort is a real Business builder. 


© © © 


Our old friend J. P. O’Niel, of the St. Louis 
Office is a visitor at the factory this week and 
we were all glad to see him. He said he was 
thinking of us last week. We asked him on 
what occassion and he said he attended a Dog 
Show. The mean thing! Then he turned 
around and asked Shulze what ear he bot’? 
Shulze told him and he said, ‘‘Oh, you haven’t 
got much.”’ 


Then Shulze began to tell him how nicely 
the transmission was encased and Jim said, ‘‘It 
was a good thing it was fool proof.’’ Isn’t he 
the hmit. We wonder how Mrs. O’Niel has put 
up with such a disposition as Jim’s. 


© ® © 


Jt is with considerable regret that we report 
the illness of Ralph Hershel Mauk, assistant to 
Manager Little of the Fort Wayne Sales De- 
partment. Mr. Mauk is known to most of the 
salesmen as he has been with the Company 
about six years. He has served in various de- 
partments and was manager of the Order De- 
partment before connecting with Mr. Little’s 
office the first of the year succeeding Mr. Baker. 
We hope for his speedy recovery. 

© © © 


Mr. K. P. Walker of the Fort Wayne Sales 
Department is doing splendid work. 100 Points 
a month is pretty good business for just a new, 
young fellow like E. P. Let’s see, this is his 
twentieth summer with us. Congratulations to 
you, Old Timer. 


—" 
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Scarcely six months more and this ye 
one-hundred and fifty days until the close. 
Will you be one of the prize winners? 
Will you be one of the three in the gre 
Will you be one to head the list? — 
These final-weeks will be the ones to dete 
Sreat Opportunity to you. Work with every ] 
for the next six months. The results depen 
work. Don?t overlook a single possible purcha: 
Don't be satisfied with merely becoming a 
The Big Offices are now all filled. The | 
secure a position of distinction and special | 
determination to win one of these standings: 
Pacemaker—Plus. 


Only 150 Days Mo 
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vork will be past history. Just think only 
’ twenty-one solid weeks. 


olume of business? 


of energy and ounce of brain tissue you possess 
work—hard, well planned, ambitious, steadfast 


maker—Be a Pacemaker—Plus. 


orships, however, offer golden opportunities to 
Are you in the running? Swing in with a 
_are the man to do it. Prove it by being a 


—No Time To Lag. 


| 
‘these questions. Every day until the end is a . 
| 
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FORTY HIGH MEN. 
July 7, dlines) tote: 


W. V. Grandall \.. eee er San Francisco 
M.C, Benham <s223, eee eres Minneapolis 
Ke. Milliron: <<. oes ee eee Engr. Sales 
N. A. “Ringe ns ee ee Albany 
J. cHe Armstron Git. ate ae Engr. Sales 
A,B. Moftatt 4) 53a ee eee OL ONES 
Lewis Smith 2s). 22 eee ee Albany 
A. Ee Darling......s5s oe eee Minneapolis 
Te Ce Potts: 2.3 6a eee eer Fort Wayne 
S.A. Collins, « 3. « gee eae ne nmnet amet: Albany 
}. Wo SCOtt & co. ce eee Harrisburg 
H, Beique-:, +... Ape ore eee eee Toronto 


yr. H. Reuben 
1. KF. Klotz 


HOH Peeples. i 3... eee ee Harrisburg 
IN, Paquette iy... «ok daha eter ae eee Toronto 
Reel Matthews: olsen ner sae eer Dallas 
Roti Sherlock... 2 ives cacsaes Hea ee Chicago 
Ge Mo Carpenters is 7m aaa eee Albany 
1 DOS 0B blhig 0) ap earn ete tent) ohn ie ee enera seh a NS Toronto 
He Be Bachmangs:, <-g-se ee eee Atlanta 


W. C. Smith 
FF. E. Walters 


We ls CLE lates: sree 2 eae nee oe are Atlanta 
REAR chardson- a2 eee te ee Albany 
aL LOCA. Wien tanta nannies San Francisco 
IA Lic Casey 2.6: 20. oe a ae ee a ee St. Louis 
Be Woe La wilter.vc oo pees Meee Dallas 
EL al sl CANONS. 4. ete ee ARE ee ee Toronto 
ACO aArd 2% ye eee orca eet Chicago 
Wd SN eGpane ic Meee nee eee Chicago 
Wis SINS D611 131 o'4 2.49. ee ae eae Toronto 
Hed 2 DO VSS Ex Pk ah cee mee oR: Minneapolis 
AC de Byend = os cigar, ete eer eee eee Atlanta 
Cale Comstockse.. mas een tee Harrisburg 
is) BEST OG E: « x cnet oa eee ae ene Atlanta 
asa: Ward #0). 2 One eee oe Minneapolis 
Ws“ Jobnsomg-] Ger tence eee ee San Francisco 
N13 Co Brathan is; 5s Minneapolis 
ASG. Harteen”, 2c. ee ae eee Harrisburg 


“FOLLOW UP ADVANTAGES.”’ 


This admonition is credited to Napoleno, but 
the idea would seem so simple and _ self-sug- 
gestive to modern habits of life and thought 
as to be attributable as original to almost any- 
one. It may indeed be considered as an in- 


herent characteristic of the race. It is an 
evidence as instinctive in every live school 
boy. Doubtless this injunetion was drilled 
into his Marshals and Generals by Bonaparte 
as a matter of vital importance in the win- 
ning of victories on the field of battle. 


The modern boy applies the principle stren- 
uously in the playing of his games. 


The up-to-date salesman needs no pointer 
to realize that suecess in any enterprise will 
be in proportion to the recognition and follow- 
ing up of such advantages as he may be able 
to create and utilize. 


Competition is the compelling force in the 
battle of business life demanding Invention, 
Improvement, System and Economy, and the 
use of these factors to a degree which will con- 
stitute an advantage is imperative to those. 
who are ambitious to survive or excell. 


The race in the ‘‘forty high’’ is an endurance 
run. You must keep hitting ’em up if you 
want to stay in the line. Follow up your ad- 
vantage or any lead you may have on the 
other fellow, for if you don’t he will pass you. 


Keep the power on, for you can’t coast any 
of the way and expect to win in this race. 
Roll up the business, and win. 


TWELVE HIGHEST SALESMEN BY POINTS 
June 28, 1913. 


Name. Office. 
Waive Crandalige, sae C8 Set San Francisco 
INAS Rai Oe eee ates aceon ain eee Albany 
MS Cs Benham a5. 3-71 0s0 uncon Minneapolis 
AlsH Darlitiee ta tee a ee ee Minneapolis 
Ry: Dei Matiews Sa saeco eee Dallas © 
Hi. Be Bachimany i. 2 ate seer, aeons Atlanta 
A, EaMottattinn 2. ee ece eee Toronto 
N.2 Paquette eck. Sacto ee eee Toronto 
HY Belquéa mek Pipcnie et eer ee eee Toronto 
Am 14. eCasey a ver Wile) Ue hee ee St. Louis 
BS Deve lar Ons eyenroeey ae ele eee Eng. Sales 
J. Wi MeérickebenecGe ea cae Toronto 
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HI—O! HI—O! 
ALL SPORTS TAKE NOTICE! 


Manager E. J. Little of the Fort Wayne Sales 
Department, will wager odds that one of his 
men will take first Prize in Efficiency contest. 

Come on you plungers and take a shot at him. 
Sure he’s got a dark horse: but we don’t know 
who it is. 

No enterprise of pith and moment at home or 
abroad for some time has stirred us up so much 
as Little’s statement above. 

Who is this ‘‘dark horse?’’ 

While he has some efficiency salesmen who is 
this fellow he is backing against the entire 
field? We are hectic to know. The Editor will 
hold all stakes. Come on now, you Sports, and 
get in on this. 


LATEST SPORTING NEWS. 


A. S. Bowser and J. W. Burrows beat S. B. 
Bechtel and D. T. Millikan at four sets of ten- 
nis this morning. The boys got up at 5 o’clock 
and went to Kenwood, Mr. Bechtel’s suburban 
home where the games were played. 

Tennis seems to be coming quite popular 
again when such celebrities pick it up. 

© © © 

We had the pleasure of entertaining HE. M. 
Denton, our old Baltimore representative. Mr. 
Denton has been on an extended vacation en- 
deavoring to recuperate his health which failed 
him a few months ago. He is looking his old 
self again, however, and we were all glad to 
see him. 

© © © 

Kk. F. Hessenmueller, of Pittsburg, continues 
to hit the ball. Watch for his speedy advent 
into the club. 

© © © 

Special salesmen B. N. D. Milliron and J. E. 
Homsher, of the Fort Wayne District, are mak- 
ing remarkable records again this year in the 
way of sales. We wish to compliment them on 
the able assistance they are giving the men. 


YIMMINE! 


Mrs. Offerle told her hubby that he will 
either have to make the Pacemakers’ Club this 
year or leave home. Yoi, yoi, some salesman- 
ager—that lady. But W. B. is not going to 
have any trouble making the club if he just 
keeps up his present gait. 

‘OO REO) 

H. J. Jeavons, of British Columbia, tells us 
that the pleasure of selling Bowser equipment 
is becoming more absorbing every year. He 
is doing a splendid business this year, notwith- 
standing unfavorable local conditions. 


DON’T! DON’T! 


We have been telling our readers rather per- 
sistently what to do for some time so it oc- 
eurred to us it might be fitting that we men- 
tion a few Don’ts. While we know you all ap- 
preciate the Boomer we would say first of all, 
DON’T permit any newspaper to shake you 
from your position if Well taken, especially if 
you have a sitting position in a street car. 

DON’T give anybody a piece of your mind— 
unless you have it to spare. 

DON’T spend more time grieving over the 
spilt milk than it would take to walk over to 
another cow and fill the pail again. 

DON’T reject the Efficiency contest or any- 
thing, in fact, merely because you haven’t the 
ability to understand it. 

DON’T sit with the crowd all afternoon at a 
baseball game and then go home and complain 
that the noise of the children makes you ner- 
vous or that you haven’t time to write a letter. 

DON’T worry about the weather man—He 
will get his reward hereafter. 

DON’T address your wife too affectionately 
in public; people will think you are afraid of 
her. 

DON’T overdo this however, and have her 
remark in public, ‘‘Just wait until I get you 
home,’’ like we did. 

DON’T forget that beyond every opportu- 
nity stands a greater opportunity; when we 
enter one we face the other. 

DON’T bet on a ‘“‘sure thing’’ without first 
putting aside money enough for your ear fare 
home. 

DON’T keep reminding your wife of the fine 
biscuits your mother made; she may likewise 
remind you of the good old ‘‘dough’’ her father 
made. 

DON’T forget that membership in the Pace- 
makers Club not only means to get into the 
Prize class with $50.00 or $75.00 to the good: 
but that the business required to get there 
means big, fat commissions. 


© oO ® 


We enjoyed a visit from W. R. Hance, man- 
ager of the Toronto Office who spent a few days 
at the factory last week. 


© © © 


In referring to the Savercool cartoon on the 
front cover of the last Boomer, Manager Hance 
said it wasn’t getting the Canadian boys’ 
‘““Nanny’’—that the picture showed the sun 
still up and that before it set there would be 
some shiftings in office standings that would 
keep the Loving Cup in British possession— 


Wow! 


There’s a reason for the superiority of Bowser Products 


Fig. 5—Balls. 
Fig. 6—Sectional view 

shows parts as assembled. 
Fig. 7—Completed bearing. 


Fig. 1—Shell. 

Fig. 2—Bearing planes. 
Fig. 3—Separator. 

Fig. 4—Two Race Cone. 


IMPROVEMENTS IN WHEEL TANKS. 


We wish to tell you about a few important 
improvements incorporated in the Cut No. 121 
Portable Wheel Tank in the last few years, 
which we will mention for the benefit of our 
new men. 

First. For the purpose of welding we have 
installed at a very considerable cost an Oxy- 
acetyline System of Autogenous Welding. With 
this equipment a flame having a temperature of 
7,000° F. is applied to any joint and when com- 
pleted the joint is actually stronger than the 
plate itself. The flame is secured by a combina- 
tion of acetyline gas and oxygen properly 
mixed, and creates the hottest flame possible to 
obtain. The result is that the wheel tank is a 
seamless tank as if made from a single piece of 
steel. A leak is an absolute impossibility. 


Second. Indestructible steel wheels. 


The most expensive, strongest wire spoke 
wheel we could buy would not stand up against 
repeated bumpings by heavy automobiles. ‘To 
overcome this difficulty, we contracted with 
the Indestructible Steel Wheel Company for a 
pressed steel wheel equipped with New Depart- 
ure bearings. This wheel will stand 25,000 
pounds erushing strain and 8,000 pounds side 
strain and is made of two steel dises pressed 
together with shght corrugations to represent 
spokes. They add very materially to the solid- 
ity of the outfits. 


When demonstrating Bowser goods remem- 
ber these points. Just think of the strength 
of the wheels on this outfit. 


THIRD. BALL BEARINGS. 


We believe that there are but few Bowser 
users who are aware of the fact that our wheel 
tanks are equipped with ball bearings. This is 
one of the reasons why our Cut 121 is so easily 
conducted about the garage although it may 
contain fifty gallons of gasolene. 


We are showing herein a view of the New 
Departure Cone bearing, known as the New 
Departure ‘‘Two-in-One’’ ball bearings. Serv- 
ice and test have positively demonstrated that 
this bearing is far superior to the ordinary 
type. Because of the two rows of balls, the 
bearing has greater load carrying capacity, 
greater efficiency» consequently, longer life and 
wearing quality than the single type. 

Presuming that some of our salesmen may 
desire to carefully explain the construction of 
these bearings to the prospect, we are giving 
detailed deseription: The cones, you will note, 
have two races. The cups are separate and fit 
tightly into the shell. The separator eliminates 
cross friction and the friction resistance be- 
tween the ball and the separator is reduced to 
a minimum and practically eliminated. When 
the bearing is assembled, the shell is spun over 
the cups, permanently fixing the relationship 
of the cone balls and cups in the self contained 
bearing. 

The use of these bearings is but another indi- 
cation of the Company’s desire to build their 
equipment absolutely the best they know how 
and is an indication that their aims and desires 
are to give the buying public the best for the 
money, but no matter what the price, absolute- 
ly the best equipment. 


These bearings are also used in Cut 122. 
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RAILROAD DEPARTMENT. 


We are very sorry indeed to lose the services 
of Mr. Frank T. Hyndmann, our Eastern Rail- 
way representative, whose services with us 
were severed, July Ist. 

We are more than pleased to announce, how- 
ever, his appointment as Superintendent of Mo- 
tive Power and Cars for the Wheeling and Lake 
Erie Railroad, which position he assumes upon 
leaving us. Mr. Hyndman will make his head- 
quarters at Cleveland, Ohio. 

We also wish to announce the retirement of 
EK. H. Briggs from the Railroad Department: 
who has been traveling in the Southwestern 
part of the country. 

The Department feels that they have lost a 
very good man from their Railroad Section 
gang. We are glad to note, however, of Mr. 
Briggs’ promotion to a responsible position in 
the General Sales Department at Fort Wayne. 

The retirement of EK. F. G. Meisinger who has 
been covering the Pacifie coast territory for the 
Railroad Department will also come as news to 
his many friends. 

Mr. Meisinger will be succeeded by W. E. 
Jenkinson,» who has been in our Sales Organiza- 
tion for many years, having worked under the 
Fort Wayne Office, and also the San Francisco 
Office. 

Mr. Jenkinson’s experience in Bowser sales 
work, perticularly fits him for his new respon- 
sible position as Western Railroad Representa- 
tive, assuming duties and territory vacated by 
Messrs. Briggs and Meisinger. 

The largest Railway Convention ever held in 
the United States has just been closed at At- 
lantic City. We refer to the Master Mechanics 
and Master Car Builders’, which was in. ses- 
sion from June 11th to the 18th, inclusive. 

It was by far the best convention that has 
ever been held. Railroad Officials and wives in 
attendance numbered over 3,000. 

S. F. Bowser & Company had its usual ex- 
hibit and position of prominence, the booth be- 
ing in charge of D. A. Corey» Manager of the 
Engineering Sales, ably assisted by the section 
gang consisting of W. T. Simpson, F. T. Hynd- 
mann and EK. H. Barnes. 


“WHAT IS THE GUIDING PRINCIPLE IN 
SELECTING A TANK?’’ 


Ye Editor was in the market for a Private 
Garage outfit last week and tried for two days 
to give someone around the factory the order. 

When ye Editor’s wife telephoned that they 
had laid the cement up to where the tank was 
to go, we got out the six-shooter that we keep 
for use on complaining subscribers and we de- 
termined to make someone take the order. 
The first person we encountered was Herschel 
Mauk of the Fort Wayne Sales Department. 
We made our ease plain and then produced the 


gun; Herschel got excited and asked us to think 
of his wife and parents—how they would mourn 
his loss and reproachfully asked us not to in- 
jure him and he would follow our dictates. 
Suffice to say the outfit was put through on an 
advance order and rushed across town in an 
auto. Glory be! They beat the cementers to it. 
Afterward we told Herschel he could rest easily 
as we will never need to do it again. A Bow- 
ser will last a thousand years and that’s longer 
than he or we will live—and this all brot to us 
this thought. 

What is the guiding principle in selecting a 
Storage Outfit? It hardly seems possible that 
there ean be two answers to this question, yet 
some people think there are. 

The only way to buy anything successfully 
is to buy results. Pumps and tanks at so much 
per pound don’t mean anything. It’s what the 
investment will return that counts. 

Bowser outfits are dividend paying, profit- 
producing investments and every outfit in its 
proper place will pay for itself several times 
over. It isn’t what you pay—it’s what you 
get for what you pay that determines the value 
of a Bargain. 

Bowser & Company was established and or- 
ganized for the purpose of supplying safe, eco- 
nomical and convenient systems for the storage 
of all oils for all the world. Such an institu- 
tion built up by years of experience and pains- 
taking development, reinforced by its own fac- 
tories or economical production, its warehouses 
and stocks carefully subdivided into depart- 
ments, under competent management, to secure 
the most efficient and acceptable service, evi- 
dently offers facilities for those charged with 
the labors and responsibilities of buying to ac- 
ecomplish the utmost with a minimum draft on 
their time and efforts. 

All the world considers and recognizes that 
we are authorities on oil and gasolene storage: 
backed by the experience of twenty-eight years 
in originating and designing. 

Did you ever stop to think that the data on 
the subject properly recapitulated is the basis 
of our judgment and in the essence this judg- 
ment be also considered in the purchase of any 
of our products. 

The united work of a complete working or- 
ganization is thus available and within easy 
command in the most convenient form. With 
Twenty-eight years of constant study to this 
one problem assures the purchaser of efficient 
equipage representing the best values, quick 
service and positive dependability and _ relia- 
bility. 

Surely these are great advantages—too great 
for the buying public to overlook. To the men 
in the field we would say, ‘‘ Follow them up and 
give equally efficient sales service.’’ 
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a Lite dora Picnic of the Toronto Factory and Office Staff and Local Salesmen» was held 


on June 27th, to Niagara Falls, Canada. The early boat, on which all went, left Toronto wharf 
at 7:30 A. M. From the Queenston dock the party proceded by special cars to the Falls, ar- 
riving about 11 o’elock. 

Immediately upon arrival at the grounds, a ball game was held between the Factory and 
Office employees, the result being 11-3, in favor of, the Office. Both ball teams were amply 
ready for the splendid dinner which was served, but not only the ball players were hungry. 
The whole company seemed to enjoy this part of the proceedings immensely. 

After dinner, general excitement was caused by the hunt. A golden egg was hidden on 
the grounds, also a mysterious Mr. Mooney and Miss Muffet were at large. All three were 
located after an exciting search. Mr. Mooney was superintending the races before he was 
located. Miss Muffet was traveling under a purely assumed name, as» in the eyes of the Law, 
she is married. The Golden Egg had been hidden in a niche in the tree trunk. 

About 2 o’clock the games commenced and a lively afternoon was spent. Event No. 18 
was of especial interest. It had beenleft open, and quite unexpected by the victims, was an- 
nounced as a walking race between Mr. Hance and Mr. Cummings, once around the baseball 
diamond walking in different directions. The sun was hot. Mr. Cummings won by about a step 
and a half, but it must be remembered that he is the taller man. 

The salesmen’s button sewing contest was most exciting. Two buttons, four stitches to 
each, had to be sewn on. Mr. A. Leo. McIntosh earried off the trophy for this contest, and 
Mr. Harry Christie was a close second. As Mr. Hance could not even thread his needle and get 
started, he was presented with a well fitted sewing case to assist him on future occasions, and 
encourage his getting into training. 

The ladie shammered nails, ate soda biscuits.and whistled threw the ball, carried potatoes 
and lighted candles in an admirable manner, and the men managed equally well. In the wheel- 
barrow and three-legged races the men undertook to rest in the middle of the course in most 
undignified positions, which made the winners more boastful. 

The partner race was a big event. It was open to all, and the winners ran a dead heat with 
the result that they had to run over again. Despite his.experience on the road the salesman 
and his lady had to yield first place to an office clerk and a stenographer. 

The Special Event, No. 26, was a 100-yard dash for factory employees, the prize being a box 
of cigars. 

The greater part of the afternoon was taken up by the games, then after crossing to the 
American side of the Falls, the party returned to the boat, at the Lewiston dock, via the Gorge 
Route. The day was entirely successful, the weather being ideal, the dinner good, the games 
interesting, the prizes very handsome, and the trip home serene. } 


PROGRAM OF RACES BOWSER PICNIC, 1913. 
BOWSER’S ANNU SNIC : : : 
; ae Se Boat leaves Niagara Navigation Wharf at 7:30 
NIAGARA FALLS, CANADA, ASE 
JUNE 27th, 1913. Ball Game—Between Office and Factory Em- 


ployees on_ arrival at Queenston Heights. 


Bring along a basket. Lunch will be served 
on large tables as soon as possible after 12 
o’clock. 


1—Girls, 50-ward dash, 9 years. 

2—Boys, 50-yard dash, under 9 years. 
3—Girls, 50-yard dash, under 16 years. 
4—Boys, 100-yard dash, under 16 years. 
5—Relay race, three men in team, employees. 
6—Candle race, single ladies. 
7—Wheelbarrow race, employes. 

s’—Sewing on button, salesmen. 

9—Married ladies, 50-yard dash. 


Before races begin, there, will be a general 
HUNT. Look for the GOLDEN EGG. 


Ladies will look for the Mysterious Mr. Moo- 
ney. 


10—One-legged race, employees. fo; Gentlemen will look for the Mysterious Miss 
11—Egg and spoon race, married and single la- Muffat. 


dies. 
12—100-yard dash, employees. 
13—Single ladies, 50-yard dash. 
14—Blind men’s race, employees. 
15—Partner race, open. 
16—Three-legged race, employees. 
17—Peanut race, single ladies. 
18—Open. 
19—Potato race, married men. 
20—Hammer and nail contest, married ladies. 
21—Candle race, single men. 
22—Boot race, laced boots only admitted, open. 
23—Soda biscuit contest for ladies, open. 
24—Ball throw, married or single ladies. 
25—Ball throw, employees. 
26—Special. 


They must be addressed as follows: 
“You are the Mysterious Mr. Mooney,” or 
“You are the Mysterious Miss Muffat.” 


Stay with The Crowd—you'll miss a lot if you 
don’t. 


NOTH: No person will be entitled to more 
than two prizes. This will not include prizes 
given for the HUNT. 


, The races are for the employees, wives, fam- 
ilies and Sweethearts. Those races marked 
“Open,” may include OTHER FRIENDS of the 
employees. 
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Get Your Quota--PLUS. 


E HAVE hada splendid business during the first six months of 
\) V the year, with a tremendous volume of orders of good amounts. 
This means that our salesmen individually have had fine totals 
of orders. A number of our men have made individual sales records. 
Are you among them? MHave you secured your share? Bowser Sales- 
men are acheiving greater success this year than has ever been secured 
before. Determine that you 
will be one of the most suc- 
cessful. The market is right; | 
the season is right, and you 
have the goods. Our line is 
more diversified this year | 
thanever. With outfits to fit | 
every need, at a fair price, 
and generous terms, if need- 
ed,no prospectshouldescape 
you. 


Enthuse—Get ambitous for suc- 
cess—realize the fact that you can 
get the business just aseasily as the | 
other fellow. You asasalesman | 
are naturally interested in increas- | 
ing your income. Youcan do this 
by selling outfits complete. You 
can do this by selling Kerosene or 
Lubricating outfits as the case may 
require, when selling gasolene 
equipment. You can do this by 
working your territory thoroughly 
and_ systematically. Strike for 
larger orders and more of them. 
Be a Pacemaker Plus and finish 
the year a winner. 


sl NNR = 
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OOOOOOOSOOOOOOQOOQOQOOOES 


EXTRA! 


As the brains of the Boomer Editorial Department were all absorbed 
in counting the proceeds from ten new subscriptions, the cry for an Extra 
from the Management burst upon us. 


OOOOOOOOOOOODOOOOOOOOOQDOQDOQOODDODOS 
© 


“For what occasion?” we demanded, rather sternly. 


As one man, they rose to their feet, waving their hands in great excite- 
ment, and exclaimed, ‘““T'o announce another Director!” 


“Who?” We immediately inquired. 


Like a well-trained Henry W. Savage Show, they replied, in chorus, 
———— of Toronto.” 


Blessed is the man who has good friends to blow his horn. We im- 
mediately pressed a button and a score of Boomer reporters appeared 
whom we dispatched on the case, and who returned the interesting ac- 
counts of the affair. 


We cannot make known the name of the gentleman they mentioned 
until the official count has been made. Look for Hatra announcing him. 


The high-grade participants in our various Sales Contests have re- 
sulted in breaking all speed limits, and have amazed us all, even the old 
familiar Judges who are used to spectacular sales work. 


The big offices in the Pacemakers Club have already been filled, and 
the elections are closely followed by the entry of a director into the club 
with two more practically elected. 


We are looking for an exceptionally large convention this year, as 
we expect the majority of the men in every district to become Pace- 
makers. 


The ambition of the boys this year is not merely to become a Pace- 
maker, but the men who have proven their ability to succeed in this have 
also ambitions for bigger things, and are not hampered by any lack of 


confidence in following it up with endeavors to become Bronze Tablet 
men. 


Every man should do his “level best” from now ON—Nay, more, he 


he should make an extra best effort, and finish the year a Pacemaker— 
PLUS. 
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Confidence, 
Enthusiasm, 
Courage— 


Confidence in ones self is the 
hammer that drives the nail home. 


A salesman’s confidence in the 
soods he sells is his most valuable 
asset. It requires enthusiasm, how- 
ever, to transfer that confidence to 
his customers and courage to over- 
come obstacles in doing so. 


Ideals 


Ideals are like stars; you will 
not succeed in touching them with 
your hands, but like the sea-faring 
man on the desert of waters, you 
choose them as guides; and follow- 


ing them, you reach your destiny. 
—Carl Schurz. 


Opportunity 


Never wait for opportunity for 
the very good and conclusive 
reason that opportunity is really 
always waiting for you, indeed, is 
standing right alongside of you. 
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Success 


"| Hope 


Hope thinks nothing difficult; 
despair tells us that difficulty is 
insurmountable. 


Hustle 


The first thing you know the 
days will be here when some of 
the boys will be saying to them- 
selves, “I wish I had _ hustled 
during July for then I would 
have been in the club now.” 


Whither Art 
Thou Drifting? 


It does not have to be proved 
that a railroad which begins no- 
where and runs to an undesirable 
place is of no avail. Railroads 
must run from where things are to 
where they are needed. Salesmen 
must move things from the source 
of production to the field of use. 


One missing rail on a fine rail- 
raod would be more disturbing 
than ““Darwins Missing Link.”’ 


Remissness of salesmen, how- 
ever, is equally disturbing to the 
Sales Manager. 
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Any man ean be ten-dollar wise but it takes 

a smart man not to be a penny-foolish. 
(OOM) 

A. D. Wyckoff, manager of the Pittsburgh 
office, called at the Boomer office to-day and as- 
sured us that the ‘‘Smoke Town’’ would have 
a man in the club—‘‘and that right soon and 
don’t you forget it,’’ as he said. Andy knows 
what he is talking about and no doubt you will 
be reading such an announcement within a 
week or two. 

© © © 

First costs count for little. Results deter- 
mine values. Cheap things that fail to give 
good results are expensive at any price. 

© © © 

The Boomer Poet-Laureate, ‘‘ Greenleaf Rusk- 
ins’’ Quarles, of the Philadelphia office, was a 
welcome visitor at the factory yesterday. Our 
new salesmen may not be familar with Mr. 
Quarles’ poetry and verses unless they have 
bought them at the book shops as his last con- 
tribution to the Boomer was seven years ago. 
We know it to be that long ago because he told 
us the Quarles twins are now seven years of 
age and doing fine. Perhaps they have been 
keeping George R. so busy, he hasn’t had time 
to write us since. We hope, however, he will 
do so soon. 

© ® © 

Silence is not golden to the man who has 
anything to sell—at least not continued silence. 

© © © 

H. A. Leonard, of the Chicago office, contiues 
to roll in a splendid business. Harry made some 
records last year in garage sales but it looks as 
though he will shoot considerably beyond them 
this year. 

© © @ 

What we will do should be greater than we 

have done. 
© © ® 

W. T. Michaux, of Atlanta, has been turning 
in an old fashioned Sky-High business and we 
are looking forward with great pleasure to 
meet him at the Convention. 

(OOO) 

An ounce of hustle is worth a pound of in- 

tention. 


We are pleased to note the way Edward 
Hoops, of Chicago, is taking to the line. We 
are learning to expect a bright future for him 
with us. 

© © © 

Some day, when we are rich, we are going to 
offer E. P. Walker, of the Fort Wayne Sales 
Department, a position on the Boomer staff, so- 
liciting advertising. He is rounding out a splen- 
did sales record with the company in Pennsyl- 
vania, where he travels. . 

The man ‘‘with the goods’’ must first know 
how to show them. 

© © 

N. Paquette, of Toronto, reminds us of the 
latest popular novel. ‘‘How’s that?’’ Because 
he is one of the fifteen best sellers. 

We expect Mr. Paquette to be co me a Pace- 
maker within the next few weeks. 

© ® ® 

Take care of your business and your business 
will take care of you. 

© © © 

However much, people may differ about the 
tariff protection, everybody is of one mind, that 
Bowser outfits are the safest and surest fire pro- 
tection in oil storage and control. 

| OMOMEO) 

A. G. Hartgen, of Harrisburg, altho not yet 
in, is a sure member of the Pacemakers Cluh 
this year. He had the distinction of being Di- 
rector from Philadelphia last season. We won- 
der if he will be a repeater as a Director. 

© © © 

Remember that the higher your C. W. O. per- 
centage is, the larger your current account is. 

© ® ©® 

If F. H. Peeples, of Harrisburg, doesn’t get 
into the elub this year, we will be inclined to 
say ‘‘DARN.’’ Now, F. H., don’t make us lose 
our religion. 

=~ © © © 

You cannot save strength and ability by re- 

fusing to use any. 
© ® ® 

During the last convention, we had a minstret 
show with professional talent, that was splen- 
did. There is no reason, however, why the Club 
could not put on its own show, this year, for we 
know there is considerable. of the talent in the 
organization. We would suggest that J. F. Con- 
nolly, of Albany, be made Chairman of a com- 
mittee to put something on along this line. 
There is Eggleston, the world famous tenor, 
and Devereux and Jordan, celebrated baritones, 
H. F. Babbitt, whom we understand used to 
make all sorts of records for the Victor Talk- 
ing Machine. people; all it needs is a promoter 
to get these fellows together. Go to it, J. F. 
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View was taken in front of our Milwaukee, 
Wis., office, 482 Milwaukee street—The pump 
is manned by R. L. Roberts who has charge of 


the office. George Schnabel is at the wheel of 
his new ear. If you look closely you will note 
a small Cut 41 model on the radiator cap. 


© © © 


Running over the hot pavement of New York, 
with a quick, steady stride can any day be seen 
a distinguished looking individual with a mil- 
itary air. Upon inquiring his name you will 
learn it is C. F. Comstock, ex-bailiff of the High 
Court of the Pacemakers Club. We are strong 
for his renomination to the office again this 
year and will donate ten inches of advertising 
towards his campaign. 


© © © 


There is a man on the coast, whose name is 
W.S. Johnson. He is a good salesman. We 
have never met him personally, but we have, 
however, always held him in respect because of 
his splendid business ability. We will meet him 
at the convention, however, if not sooner, for he 
will surely be a Pacemaker. 

Mr. H. Beique is another salesman we have 
never met who evidently has a splendid person- 
ality; it is reflected in the splendid orders he 
sends in. His business and correspondence have 
a style that is simple, direct, reflecting the view 
point of-a man who combines a love of truth 
with a sense of justice. 

©® © © 

After dinner yesterday, the boys were sitting 
around swapping tales about the thousands of 
towns they had made during their travels and 
the goods they had sold, when the question 
came up as to which district would send the 
most delegates to the Pacemakers’ Convention 
this year. 

The Boomer made no remarks on this ques- 
tion as we do not care to make public our opin- 
ions on it. We might state, however, that we 
are expecting all districts to exceed last year’s 
delegation. 


DISCOVERED !—A MISSOURI POET! 


Read the following note from the St. Louis 
office and the contribution following: 
My Dear Editor: 

I have noticed from time to time in reading 
the éver interesting ‘‘Boomer’’ that several of 
the branch offices have poets in their organiza- 
tion, who at intervals become inspired and fur- 
nish you with material for your publication. 
We had come to think that the St. Louis organ- 
ization was without a contributor, but after 
reading the various articles that have appeared 
in recent issues of the ‘‘Boomer,’’ our Mr. A. J. 
Platt became enthused and we are attaching 
hereto a copy of a poem that he composed while 
waiting for a train a few days ago. Mr. Platt 
you know, works the territory in the vicinity 


of Quiney, [hnois. 


BOOMER REPORTER. 


We sometimes think our work is hard, 
For it keeps us on the jump; 

To show our models to customers, 
And to sell the Bowser Pump. 

But ’tis not so hard if we know how, 
To show them what they gain ; 

By putting in a Bowser Pump, 
No floors they ‘ll ever stain. 


Why should we worry, fret or frown, 
And worry all day long; 

If we can sell the Bowser Pump, 
By singing a humming song. 

And when we see the brightest side, 
*T will be an easy task; 

To show the people what they need, 
And they’ll pay the price we ask. 


Perseverance, with the toil, 
Will do most anything ; 
But sitting down in some Hotel, 
No orders will it bring. 
Get up and dig, and dig all day, 
And work with ‘‘Might and Main;’’ 
To sell the Bowser Pump outfits, 
Then our bank account will gain. 


Don’t be an egotist, or pessimist, 
But an optimist most true ; 
And the doors will open on every side, 
To always welcome you. 
Let’s show the people, we are men, 
And not like frogs that jump; 
Into a hole too deep for them, 
But the men that sell the Pump. 


—A.J. PLATT, Salesman, 
St. Louis District. 


SPORT I 
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FOUND! 
ONE MORE HONEST FISHERMAN! 


The very interesting letter which follows was 
received yesterday accompanied by a Sales- 
man’s daily report: 

‘‘My dear Editor— 

Since a number of eminent gentlemen have 
recently reported their piscatorial experiences 
in a manner to jeopardize their standing in po- 
lite society, and have identified themselves as 
life members of the Ananias Club, I attach here- 
to a daily report of our Mr. Frasier. 

He does not claim that his ancestors came 
over in the Mayflower, or that, they were Min- 
ute Men. We have not had a report’ or sworn 
statement accompanied by a dummy or a 
photograph of an artificial fish (which every- 
body knows is carried in stock in all ‘‘take- 
your-picture-in-a-minute’’ galleries), but you 
will agree for honest and veracity this report 
is without precedent, and is likely to remain a 
record in future years. We are giving it to you 
to use if you desire in proving to Messrs. Potts 
and Armstrong the possibilities in the line of 
truthfulness. 

J. H. McCONNELL, Manager.’’ 

And below is the Salesman’s report referred 
to above: 


Summary of Daily Reports 


‘No.of Galls Medea ae ee 
(Nowofesales Vl ade= en ee te lide x 
Total Amount of Sales. b 


hy, Ny : 


If no calls made, i 


Gs E:—This summary must atcompany each day’s report. 
If foeaely reason Salesman does not work, a summary sheet must 
be filled in and mailed to the Branch Office, so stating and giving 
the reason. This is imperative. 


It is reported in Sporting Cireles that Fra- 
sier is pledged to beat Armstrong’s record. 


For fish catching, of course. What did you 
think we meant—for honesty and veracity in 
telling fish stories? 


If you ( ,{o. -) have ‘goneyishmeg, 
You ( ju) ) know, the truth iseaye 


’ When I make the two-edged statement, 
Big fish ( always ) get ( a-weigh 0 


never away 


W. “COOK” INGLE 
Of Fort Wayne District 


H. C. STORR 
Of the Eng. Sales Dept. 


TWO MORE MICHIGAN TROUT ENTHUSIASTS 


A GOOD ONE ON THE PRESIDENT. 


Many years ago when H. M. Bowser was a 
small boy, his father, 8S. F. Bowser, would take 
him down to the river to fish. One day the 
fish were not biting very good and they only 
caught one small fish about six inches long. 
Mr. Bowser realized it was hardly worth while 
bothering to cook just one small fish so he 
stopped in at Jake Gumpper’s grocery store 
and bought two more. That was before Jake 
sold his store and came with us. 

So 8S. F. and his son Harry, marched home 
with their fish that had increased to three in 
number. 

Of course as soon as they arrived home they 
displayed their string to Mrs. 8. F. 

To be sure she was proud of her heroes but 
was a little suspicious and jokingly said, ‘‘Oh, 
I'll bet you stopped at the store and bought 
those fish.’’ 

Before S. F. could make any sort of a reply, 
Harry broke in with the greatest enthusiasm 
and said: ‘‘Oh, Mamma, we only bought two— 
this one here we caught all ourselves.”’ 

We asked Mr. Gumpper if he ever remembers 
Mr. Bowser coming into his store and buying 
two fish. Jake said it was so long ago that he 
wasn’t sure-but if he remembers rightly he sold 
him two ‘‘salt water’’ fish. 


N. B.—The Efficiency Contest will end Ju 


G PAGE 
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ANOTHER SCANDAL IN HIGH SOCIETY. 


The following clipping taken from the Cleve- 
land Press of July 8, speaks for itself: 


“TC. Potts, club and auto-tank man, came 
out of a Euclid Avenue restaurant and found 
his machine covered with 
white ribbons. 

So-ealled friends of a 
bride and groom lunch- 
ing at the same restau- 
rant had bedecked it— 
mistaking Potts’ machine 
for the bridal equippage. 

Potts drove off with 
with the ribbons, saying 
the cheers he got asa 
supposed groom made 
him feel about ten years 
younger. The bride and 
groom drove away in an 
unplaearded machin and 
everyone was happy, except, of course, the wed- 
ding cut-ups.’’ 


We immediately dispatched a Boomer re- 
porter to get the facts in the case to whom Mr. 
Potts said: 


‘Hor fear you will get this information from 
some un-authentie source I wish to utter a word 
of self-defense concerning the attached extract 
from the Cleveland Press, bearing the date of 
July 8th. 


Some of my ‘‘would-be friends’’ endeavored 
to put one over me, and when I came out of the 
restaurant with my wife, I found these culprits 
had bedecked my car from stem to stern, not 
with white silk ribbins, as the article states, but 
instead with as fine a collection of dish-cloths 
and dust wipers as one would care to come in 
contact with.”’ 


A Fabrication made of whole cloth—Another 
lie nailed. They were not ribbons at all. In 
passing our opinion on the affair would say that 
Potts’ long association with geniuses, philos- 
ophers and music masters has refined the dross 
from his nature to the extent that they thought 
he would appreciate a joke played on him in 
‘rao time’’ with their foot on the fortissimo 
pedal. 


© © © 


D. W. Darden, the gentleman from the coun- 
try near Atlanta or thereabout, has been doing 
considerable chautauqua work this year. We 
will be pleased to have him address us at the 
Convention this year. 


st—You will receive formal 


C. A. McFARLAND 
Salesman, Dallas District. 


The above is a photograph of our worthy 
representative in East San Antonio Territory 
(the fellow who is holding the alligator). It can 
be truly said that ‘‘Me’’ ‘‘bites their heads off 
and eats ’em alive.’’ 


ALAS! 


Owing to lack of space we are obliged to omit 
a 10-Point putt by H. A. Desparois, of Canada. 


DOING FOR OTHERS. 


It is refreshing, in this matter-of-fact world 
in which we live, to occasionally come in con- 
tact with those generous souls who find time to 
minister to the entertainment, if not always 
the pleasure and comfort of others. 

We are sure the appreciation and thanks of 
our readers are sincere in our efforts to give 
them a Sporting page but we would lke it more 
substantially evidenced by a contribution on 
any sporting events indulged in by yourself or 


friends. 
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“THE REEL THING.” 


notice by mail. 
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FORTY HIGH MEN 
July 17, 1913. 


W aVs<Crandall\. eee eer San Francisco 
MM Co Benham: 2. sce eee eee Minneapolis 
N. A. Rime ia eee eee Albany 
B&LeMilliron sys eee Eng. Sales 
J) Hs (Armstrone 2 eee ete Eng. Sales 
A: Ko Moffett, = ieee ener a Foronto 
Lewis Smith 2202. go aia ce Albany 
CG We Scotty ici sce see eee Harrisburg 
BP Kl Oty ile. stn eee eee San Francisco 
TG. ‘Potts -Seste see eee Fort Wayne 
AE Darling 23.25.20 eee Minneapolis 
SA < Collins: ...:33e0 eee eee Albany 
H: Beique i .2¢.. 2c eee ieee ee ae Toronto 
Ge Reuben. 7 eereeenee eee San Francisco 
FY-H. Peeples 4.23 er eee eer Harrisburg 
GM. Carpenter?) «anne eee eee Albany 
Babs Matthews: 723s oe ee ere Dallas 
W. GoSmiths.% ack eee San Francisco 
Hed Murphys. cc. tere eee eee Toronto 
R: He Sherlock: 3s .ceeeeae eee Chicago 
N: Paquette *a67.<.e ese eee ae Toronto 
L. - Loetile hc. Ges eee ee eee Atlanta 
W. 8S. Johnston 2 eee San Francisco 
Fe Ee. Walters: 2. 37 e eaeee San Francisco 
HB Bachman Sa eee ae ae ee Atlanta 
W.. J.2Macratice 7. eciaoe eee ee Chicago 
iA. Li Casey <5 «ice as seen teen St. Louis 
HY HS Richardson sete eae eee Albany 
S2D2 otoddard 3. 32a aee San Francisco 
PB. We bawther. 5. tein sie oe ees Dallas 
C.By Comstock... 2 eee eee Harrisburg 
Hod eal Ca VONS uch Ae oe eee eee eee Toronto 
A He Todds Sead gene tenn ae Atlanta 
td SO VaaS |. Sh! tae eee eee Minneapolis 
Ape Bindhere. SSA aR ee eee ae ea Atlanta 
Me Ce Bramham (555.08 aera Minneapolis 
di. Ward: 2 ohne tan er ie ees Minneapolis 
H: AsDeonard 232) eee eee Chicago 
RAG Duncan’ 2... ee sae ee Minneapolis 
WS Ni Demin? 23 )\.0 Maree ee eee Toronto 


THE SPOT-LIGHT ON THIS. 


W. W. Ince, of Dallas, has been making such 
good headway that we believe his last name 1s 
an abbreviation for Incorporate. This perhaps 
explains the reason why he is trying to incor- 
porate local winnings in the ‘‘High-Five’’ with 
membership in the club and also a place on the 
Bronze tablet—Good luck to you, W. W. 

© © © 


R. Coddington, of Denver, seems to find a 
stern pleasure in selling tanks. If he ever slips 
in the thin edge of his opening Ww edge—he never 
lets up until the order is his. 


BRANCH OFFICE STANDING 
July 19, 1913. 
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HARRISBURG 


San Francisco still leads but Minneapolis is 
steadily forging ahead. Albany has made great 
gains and is only eight per cent. from second 
place. Toronto is running strong but is closely 
followed by Dallas. 


Fort Wayne is sixth with St. Louis right on 
her heels with only one and one-half per cent. 
difference. Denver follows with a slight lead 
on Chieago. Chicago has been making great 
gains but Atlanta is only three per cent. behind 
with Harrisburg pushing for a lead. It is a 
very exciting contest. 

© © © 

Atlanta’s Bird-Man, A. L., is soaring higher 
and higher. Just watch him voluplane into the 
club. Say, Connolly, don’t forget him for end 
man on the minstrels. 


THE ALBANY OFFICE SLOGAN. 


We have been told by our amateur reporter, 
C. M. Carpenter, that the slogan of the Albany 
office is: ‘‘Hang Together or We Will Have to 
Hang Separately—GET THE CUP.”’ 


We don’t quite get the connection to this, ex- 
cept that it reminds us of that well-known little 
ditty entitled ‘‘There’s Many a Slip “T'wixt the 
Cup and the Lip.’’ We take it that Albany’s 
‘‘hanging’’ will be effected by a slip knot, en- 
abling them to hang on to the cup. 


No, Mae, we are not trying to ‘‘string’’ you 
—wwe’re simply suggesting you have a “‘line”’ 
on the cup. 
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J T’S a choice, this weather, be- 

tween “‘making hay while the 
sun shines” or sweltering anyhow, 
without any “hay” to show for it. 


— Henderson 
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GUARANTEEING A PRODUCT. 


So long and so indiscriminately has the term 
‘‘ouarantee’’ been used in marketing goods, 
that in a great many cases, it has become noth- 
ing more than a meaningless term. 


A careful investigation on this subject in spe- 
cific cases will often disclose the fact that the 
so-called guarantee is not really a bona-fide 
warranty, but merely a ruse to ensnare the 
buyer, while others are so carefully hedged 
about by technicalities and conditions that the 
purchaser would have to go thru considerable 
red tape and perhaps several times the pur- 
chase price to prove his claim or that the pro- 
duct does not live up to the guarantee. 


W hile Bowser & Co. use a plainly worded 
guarantee and back it up to the letter, perhaps 
the best assurance to the Buying Publ of the 
merits of the goods is that they are backed by 
over a million satisfied users. 


It isn’t what we say about them that counts, 
it is what the outfits actually do that determine 
their value and worth. 


Every Bowser user will readily tell you of his 
appreciation and often admiration of the dura- 
bility and dependability of our outfits, which 
reputation is already nation-wide and rapidly 
becoming world-wide. 


SALES SERVICE. 


We wonder if all our salesmen realize t hat 
the responsibility for efficient sales service of 
this big, million dollar corporation rests pri- 
marily upon the man in the field. 


Each salesman represents the Company in his 
territory and the Public judges t h e Company 
by him and his actions. 


In order that we may get a true perspective 
of the situation, let us suppose you, as a sales- 


man, owned the factory that makes the goods, 
but you looked after the selling end. You had 


competent men to look after the factory and 
office and never needed to bother about that 
part. All you had to do was to get out in the 
field and get the business. Now, then! Are 
you conducting yourself and your sales busi- 
ness now as you would under such conditions? 
Are you as careful and thorough now as you 
would be if you had a factory that you had to 
keep going” Are you working as hard now as 
though you had to get the business to meet a 
factory pay-roll? 


Next to a quality product and honest mer- 
chandise, the next important thing in the com- 
mereial world is efficient distribution and sales 
service. The sales service rendered depends 
upon the salesman. 
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FIG 1—Special Cement 
FIG 3—Foot-Valve. 


FIG 2—Special Carton 


THERE’S A REASON FOR BOWSER 
SUPERIORITY. 


Did you ever visit the department in our fac- 
tory where the Famous Brass Valves are made? 
If you haven’t, don’t forget to the next time 
you come In. 

In this department absolutely the greatest 
care possible is exercised. It is the most im- 
portant part of the entire Pump construction. 

Our valves are what is known as a 45° angle 
oil-ground valve. 

In the first place the valves must be round. 
Round is round. If they cannot be made so 
there is nothing to to do but throw the blank 
away. It costs money to do this, but we would 
discard dozens at a time rather than have one 
go thru not right. 

After they are finished they are then sent to 
the testing department where each valve is most 
rigidly and carefully tested in a pump. They 
are then made to test themselves. We mean by 
this that the valve itself is set on rack and filled 
with gasolene. The seating must be so positive 
that it will hold the liquid by its own weight. 
Gasolene is the most penetrative liquid there is 
so you may be assured that if it passes this last 
and final test it has won its way to success. 

Please especially not the arrow pointing to 
the hex on the reducer. This is the end to be 


connected to the suction line and is arranged in 
this manner so in tightening the connection the 
strain will not be on the body of the valve and 
they will remain uninjured. 

Our particularity and care does not cease 
here. We follow it on its destination as best 


-we can by the most careful packing. The pie- 


ture above illustrates our new packing ease. 
Instead of putting them in the rough crate with 
the pump they are carefully packed in corru- 
gated pasteboard cartons, containing th e as- 
sembled valve and the special cement for con- 
necting pipe joints. 

We wish to especially call your attention to 
the tag on the valve illustrated in the cut. 

This tag reads as follows: 


REMOVE THIS SCREW AND THOW 
IT AWAY 
This center screw is used only for the purpose’ of 
holding the valve poppets off their seats during ship- 
ment. It must be removed before installing pump. 
IMPORTANT 

Unless Screw Is Removed Valve Will Not Open 

After making the finest valve ever designed 
for the purpose, it is our desire that they are 
received by the purchaser in the same perfect 
condition they leave the factory. HEvery pre- 
caution is taken so they do not get damaged in 
handling or transportation—Hence the special 
packing and this cap and screw. Of course, 
this is an expense but our pumps are not built 
to meet a certain price, they are built to meet 
the use to which they will be put with absolute 
satisfaction to the purchaser. 

On the outside of the carton, the following 
notice is pasted: 

HANDLE WITH CARE 
N O T E—This valve has been carefully tested and 
found to be in perfect working order before leaving 
our factory. Care should be used in placing on suc- 
tion pipe. Use preparation on the male threads only 
and when making joint do not put wrench on the 
brass parts. Always tighten up on the cast iron hex- 
agon. Do not remove the center screw until suction 
pipe is ready to place into tank. so that the brass pop- 
pets will not mar the seat during the handling. Do 
not attempt to take valve apart. Note carefully the 
instructions given on linen tag attached to the valve. 
S. F. BOWSER & CO., Inc., 
Fort Wayne, Ind., U.S. A. 

Even the strawboard cartons are tested and 
certified by the maker to conform to the follow- 
ing specifications : ea: 
THIS BOX IS MADE OF: 

DOUBLE FACED CORRUGATED STRAWBOARD 
THICKNESS NOT LESS THAN: 

OUTER FACE (WATER-PROOFED). 

TUININTEER SUA CB eperss aie eroetmenaet seit eer cre 
RESISTANCE (MULLEN TEST): 


.016 INCH 
.016 INCH 


OAM DIES LM NOID soo soos 185 LBS. PER SQ. INCH 
IDNPNYONRS TM MOID, a bade boas 65 LBS. PER SQ. INCH 
COMBINED BOARD ....175 LBS. PER SQ. INCH 


DIMENSION LIMIT: 
LENGTH, WIDTH, DEPTH ADDED. .80 INCHES 
GROSS VVAE UG eT Ms Te Ma eee arteries 40 POUNDS 
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These are but instances of Bowser thorough- 
ness. Our aim in all directions is not ‘‘how 
cheap’’ but how good we ean serve our patrons. 

There is only one Bowser quality and service 
—the best possible to give. This always has 
been and will always remain the Bowser policy. 


F.BOWSER. &CO.)mssin 


5 FT. WAY|NE IND. CUS 


i 


OUR WICHITA OFFICE. 


The above picture is a photograph of our new 
Wichita office which is located at 113 N. Topeka 
avenue. You will see by the picture that it has 
all the appearances of a full-fledged office. The 
prominent persons in the foreground are as 
follows—reading from left to right: H. D. 
Murdock, Sales Agent; Mrs. H. D. Murdock, 
‘‘Boss’; A. B. Fasig, Salesman. 


Mrs. Murdock looks after the clerical work 
in the office and is rapidly proving herself a 
very efficient sales manager for H. D. 


If you will inspect the picture closely, you 
will also notice a twenty dollar bill laying on 
the sidewalk near Mr. Murdock’s feet. Mr. 
Murdock placed the money on the sidewalk to 
have its picture taken. We are not sure of his 
reason for doing this unless it was for the pur- 
pose of showing his posterity that he literally 
walked on money. 


Mr. Murdock took exceptions to a recent ar- 
ticle in the Boomer and desires to make the fol- 
lowing correction: 


‘‘T have your late Boomer and note your 
little notation and wish to explain that you are 
misinformed about the 20-bushels to the acre in 
Kansas—there might be 40-bushels in some lo- 
eality but it is a spotty condition and they do 
not spot frequently in my territory. 


The grass-hoppers and the cinch bugs are do- 
ing the harvest out here, both by sunlight and 
moonlight.’’ 

Alright, H. D., but keep on doing a little 
‘‘einehing’’ yourself and by the great lights 
and lesser lights you are bound to win. 


THE MYSTERY OF AN ORDER. 


(An unpublished account of a cancellation) 


A salesman, pale, excited and giving his hands 
a dry wash which made unnecessary the con- 
tinued wringing, greeted the great detective ef- 
fusively, ‘‘Ah! At last you have arrived—the 
incomparable Holmes! By coming, you have 
put me under mountains of debt. Here is the 
order blank; here is the pencil that signed it; 
here is a copy of the order in my book, but per- 
mission to ship—Gone! Gone! And a little over 
a day ago it was good. I had planned how I’d 
spend the proceeds! But in a moment—Poof! 
pais eric 

The great detective unlimbered his micro- 
scope, calipers, tape measure, thumb-print book 
and bottles and the rest of the detecting para- 
phernalia. After scrutinizing the order, he 
measured the salesman’s talk to the prospect 
and the purchaser’s reply. 

Then a minute passed while the salesman held 
his breath in intense excitement while the de- 
tective finished weighing the conversation. 

He shrugged his well-padded shoulders ; then 
straightened up and smiled that incredulous 
smile to be seen in all his lithographs. Turning 
to the salesman, he said: ‘‘The prospect stood 
in this attitude while you stood this way. So- 
and-so and so-and-so was said and the prospect 
replied so-and-so. The pencil was pushed into 
his hand and he signed. You immediately 
turned on your heel and noisely disappeared. 

The prospect—still uneconvinced—wrote for 
eancellation. You feeling that something had 
been taken from you sent for me. It is all very 
elemental; it is so plain that even my good 
friend Watson would understand.’’ 

‘‘But—but—The salesman was full of inter- 
rogations—the order blank! The order blank !’’ 
‘The order blank never was an order because 
you had not sold anything. You had not thor- 
oughly sold your man. That is all. Good 
day asin. 

And as the salesman stared incredulously 
while the great truth dawned upon him, the de- 
tective was lost in the gathering fog. 


© © © 


Salesmanship is only a plain common-sense 
business proposition. 
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ST. LOUIS CONVENTION. 


St. Louis District held a very pleasant sales 
convention for the Missouri and Illinois sales- 
men last week at the Jefferson Hotel in St. 
Louis. The entire day was spent in going over 


sales work in general, after which a very de- 


lightful lunch was served at the Hotel. 

Particular interest was taken in the Kero- 
sene and Gasolene demonstrations made by 
Messrs. Meyer, Evans and O’Neil, also the gen- 
eral sales talk by Mr. J. P. O’Neil. 

The salesmen in attendanee all seemed to be 
greatly pleased with the meeting and it was 
suggested by them that the St. Louis District 
be divided into two divisions for the purpose of 
a contest, putting Nebraska, Kansas and lowa 
in one section and Illinois, Missouri,. Kentucky 
and Tennessee in the other division, the object 
being to see which of these divisions will secure 
the greatest amount of businss in a specified 
time. 

Mr. Hastings states tht he is planning to hold 
similar conventions in other prominent cities in 
different parts of his district as soon as arrange- 
ments can be made, so that all the boys will 
have the advantage of a business conference, at 
which time they can exchange ideas and secure 
new pointers on the line, all of which is bound 
to prove both pleasant and profitable. 

It is a progressive movement and we wish St. 
Louis suecess in the work. 


MR. LUCK AND MR. WU’K. 


I was settin’ by mah winder, 
W’en O, mah laws a massy! 

Young Mistah Lueck went strollin’ by, 
A’lookin’ peart an’ sassy. 

He eyurls wuz slick, he teef wuz w’ite, 
He laf at me, above him; 

Look lak he wuzn’t ary one, 
But. des arbleedge ter love him. 


Den bimeby, Mistah Wu’k go by, 
Des lak he in a hurry. 

An’ he ain’ waste no looks on me, 
But dat ain’ mek me worry! 

Case ’pears lak Mistah Wu’k an’ me, 
We ain’ no mo’ an’ ’gin ter play, 
Befo, he hab ter quit it. 


Nex’ time I see young Mistah Luck, 
He settin’ in de guttah; 


While Mistah Wu’k went whizzin’ by, 


A-ridin’ in de autah. 
An’ I ain’ tek no notice ob 
Dat gent, wid cyurls ambros’al ; 
I hatter run phone Mistah Wu’k, 
Dat I done ’cepts his ’posal. 


—The Independent. 


The fact that nearly everybody else 


“lets up’ in the summer 
time is your one 


big chance 
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A. E. Moffatt of Toronto is a Pacemaker and has 
secured the directorship of Toronto. If you want 
a directorship— You'll Have To Hurry! 


THE 


A. E. MOFFATT, Toronto 
Elected Director Pacemaker Club 


The second director to be elected to the Pace- 
maker’s Club this year is A. EH. Moffat ,of Tor- 
onto. 

Mr. Moffat is well known to most of the sales- 
men, as he has been with us a number of years. 
He succeed in seeuring the directorship of Tor- 
onto, July 7, with 535 points to his credit. 

He has made an unusual record and _ has 
closed up some exceptionally fine business. 
When you find a man that has the enthusiasm 
that Mr. Moffat has, backed up with clear 
thinking that comes from experience, you have 
a combination that cannot help but make a suc- 
cessful salesman. 

Mr. Moffat sincerely serves both his custo- 
mers and the firm, and is one of our most indus- 
trious salesmen. His judgment and business 
methods and the future, promises much for this 
ambitious worker, and we are looking for him 
to take other prizes during the year. 


NNN 


5 points equals one day. 
6 days equals one week. 


Srl 


In ‘‘cashing in’’ your orders for Club membership Remember:— 


$20.00 worth of general store business equals I point. 


17 weeks equals one pacemaker membership. 
Original ‘‘tho’t out’’ by Salesman A. B. Fasig, St, Louis. 


Messrs. Zahrt, Matlack and Briggs, who took 
their lunch at the Club yesterday, were the 
provacation for a witty utterance by Briggs. 

As they walked across the street Mr. Zahrt 
noticed a nut lying in the road and remarked 
that some automobile was minus a nut. 

Mr. Briggs said that it was not an automobile 
that it was off of, but a sewing machine. 

Mr. Matlack asked how he knew it was off of 
a sewing machine and Mr. Briggs repled that 
it was easily apparent, as you could see the 
thread in it. 

© ® ® 

L. O. Pack, of Atlanta, is trying to make the 
Club in a hop, skip and a jump. One day’s 
business last week netted him 59 points. 

Mr Pack is doing his utmost to pull the At- 
lanta District and himself up to the front and 
his efforts are cutting a swath. 


WHY IT’S BEST FOR THE SALESMAN 
TO SECURE THE NECESSARY IN- 
FORMATION ON THE GROUND. 


(Letter Received From a Local Credit Man.) 


dear Sirs I got your letter askin for a Lis of 
my Assets and Liabilities now I tole you wen I 
sent in that order that i was keepin a resterrant 
and not a Genrul Store and I dont keep sich 
things as Assets and Liabilities on hand and 
besides if i did it aint non of your darn bizness 
how manie have i got no how, they was a feller 
nosin around her yesterday wot sad as how his 
name was R g dun & Company and asted me 
how much money did i have and i kicked him 
clear inter the middle of next sunday. I tell 
you wot I wont have no meddlin in my bizness 
i am as good as any man and a darnsite bettern 
some if you dont want to sel me them goods wy 

go to blazes— please answer by next male. 
Your fren 


© © ® 

Among the ordinary and extraordinary sales- 
men in, the world we would mention 8S. A. Col- 
lins and W-.F. Eastman of the latter class. Both 
of these youths are full of health and vigor and 
are making ‘‘hay while the sun shines.’’? We 
expect to have both of these shining lights on 
exhibition at the Albany booth during the con- 
vention. 
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THE DAWN OF 
AUGUST 


The way Father Time flies is certainly 
astonishing. Here we are again confronted 
with the fact that only four months remain in 
the year before the holidays. 


If you plan to be a Pacemaker the time to 
DO is NOW! It is refreshing to view the list of 
salesmen on the eve of attaining membership 
and the number that will get in within the next 
thirty days. We are already planing one of 
the biggest conventions the company ever held. 
It is only for the “‘live ones.”’ 


Ignore the tariff as you should and direct 
your attention to the ten billion dollar crop 
which is being harvested and tothe trail of gold 
which it is leaving in its wake and you will re- 
move the last vestige of doubt regarding the 
business outlook and Pacemaker Progress for 
the year. We are having a banner year in 
our commercial history. 


GET YOUR SHARE! 


QOD DOD OO DOO OOO DOO OOOOOOOQOOOOOOQOO OOOH OO OOOOH OOOOOOOOOOOHHOOOOGOOHOHOOHOOOOOHOHOOO 


OOOOOOOOOOOOOOOOOOQODO ODS 
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No Dull Miomtlas | 


that all .business must suffer through what is generally terme 
summer dullness. Summer is the optimistic time with everybod 
except the people who have the summer dullness delusion. 


TT be a Bowserite means to be be free from that popular fallac 


The old fallacy of dull months is being exploded in this age of efficienc 
Dull months are for dull salesmen not for live ones. 


The man who expects trade to be dull and is willing to have it du 
will have it dull. 


The man who leans back in his chair and says: “I'll take it easy nov 
for July and August, will be dull anyway.” Will get just what he is look 
ing for. ‘ 


Bowser business during the last several summers has proven thé 


The fact that one store salesman s 


week is evidence enough. You all ca 
share. We want one hundred Pacem: 


hundred before the close. HUSTLE- 
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r ine Live Omes 


here is no summer dullness among the live ones. The only summer dull- 
ess that comes is what you make for yourself. There is more money in 
irculation in summer than at any other time of the year and money is 
ven spent freely for luxury and pleasure. Summer is the time big im- 
rovements and betterments are made in factories and railroads, iron and 
oal mines are busy, and the live salesman finds great activities in all lines. 


But the lack of confidence, if allowed to take root in a salesman’s 
und will quickly develop for him a bumper crop of summer dullness. As 
salesman thinketh in his heart, so will his business be. Bowser salesmen 
re Business Boosters. 


There is worlds of business to be gotten in July and August if you 
nly make up your mind to go after it. We all can have what we want 
| this world provided we’re not afraid to work and sweat. 


ed 100 points of business in one day last 
jual that perhaps but you can get your 
»by the middle of September and two 
W—and be one of the first hundred. 


a 


a 
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PACEMAKER TIMBER 
Forty High Men by Points, July 24, 1913 


Seu ara. Sue Salesman. Office. 
1 2W.V. Crandall Sas tae Nan Francisco 21. 22: Joneses. & 3. eee Chicago 
2: N ASRing —.. eae eee Albany (22...) F. HE. Richardson 277 a eee Albany 
3, MM; C-Benhant tere eee Minnéapolis’ ~ 23.0 ds 'G: Sterling) =e eae Minneapolis 
4° JA. -E, Darlin ese Minneapolis. 24. AsAR Dodds e.4).c. eee Atlanta 
5, Rey Matthewsanc ere ee Dallas. -:25>> Haun: Peeples*. 4.0... eee Harrisburg 
6. As. Motlatic sy sae ee ee Toronto \2ol' WAs li. Casey, sau eee eee St. Louis 
To wIN Paquette se eee eee Toronto. > 2427 s) as. e\Ward).) aoe eee Minneapolis 
8, 2H.“B Backman te eens Atlanta 28: > vAsG. Harteen 2 nase. Harrisburg 
9) G. He“ Reubens ss. eee San Francisco 29. ,8.-A./Colling-: =) %.5 2. wt bee eee es Albany 
10.5-Ce MP Carpenten) . ae eee Albany = :90:8 WarCa Stoithy. ae eee ee San Francisco 
A x We Merrick él ee eee eee ee cere Toronto. ol ~ RiG. isher2 i 2 pane eee Denver 
1D oH “Beige <aite-.). a ee Toronto, 32. Hid UJeavoms 22 ee) eee Toronto 
3. 7 Bele Million ee eee Eng: Salesy 33: FG. Dabney... a eer eee Dallas 
142 OF Potties veins eee ee Port-Wayne 341.5 h.b? Duncanss.. eo eee Minneapolis 
15. Li: dhoefiel.< 2c. eee ee Atlantai> (35; (Re J” Murphy aN ee ee Toronto 
Oe. SE Klotz ee reegk eee e San Francisco) 936 i aeckw see) os ee ee Atlanta 
If. lewis Simitht sie  ee Albany= 375-.G.isschnabels eae. Chicago 
18.) G.EWe Scott teat ee ere Harrisburg. 38, BY H. Walters,...02 oe. 2. San Francisco 
10,” MeC? Bramhamey pee ore Minneapolis’ =439, SAN Byrd eo ee ee Atlanta 
20, 2Hid 2? LOVads ie. eee Minnespolis — 40." ECs wtuneerm es) eae ae Minneapolis 
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SPEC] AlL- Since going to press three 

¢ more directors have been 
elected. Records are changing faster than we 
can get them into type. 


SPEED UP! 
And Get 


A DIRECTORSHIP 
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PRESIDENT S. F. BOWSER 


ASSISTANT GEN. MGR. S. B. BECHTEL 
D. A. COREY, MGR. ENG. SALES. 


The Railway Magazine took pictures of prominent people attending the Railway convention and kindly 
sent us the above. 


F. Clayton, of Toronto, living in a cool cli- 
mate, always impressed us as being cool in 
crisises. We wonder, however, if he remained 
cool when he sold a 2-bbl. 41 complete, and a 
12-bbl. 241 to Sir Thos. Shaughnessy, of Mon- 
treal, Que. Sir Thomas is president of the Ca- 
nadian Pacific R. R. 

© © © 

We'd slip you the information that Murray 
& Mae are leaving no stone unturned in their 
contest for the cup. Of course, ‘“‘Murray 
and Mack’’ have a pretty good show. Have 
you seen it? 

© © © 

Judging from the way Loeffle and Lovass 
have been getting the business since their mar- 
riage it seems to us that all the managers 
would do well to procure wives for their single 
salesmen. - 

ORORO) 

The Cracker Crew has been negotiating for 
a director several days now and they have been 
so hear closing the deal that we have become 
nervous. 

© © © 

Clarence Carpenter, of Albany, looks like 
the possible winner of the directorship. Look- 
ing over his sales record everybody must admit 
that Clarence is willing. 


Our old friend R. L. Dunean, of Minneapolis, 
is becoming noted as the world’s greatest con- 
versationalist. All right. Let it go at. that. 
That’s modest enough, in all reason for a man 
that has such an ability. 

Dune has earned it in talking Bowser tanks. 
You’ll meet him at the club. 


© ® © 


Efficient sales service requires the salesman 
to be a thorough conscientious business man 
whose aims are to serve with the greatest sat- 
isfaction, to both the purchaser and the firm, 
who sells the right goods for the requirements 
in a clean, business-like manner, in every trans- 
action. Where the service is slipshod, where 
it is good one time and bad the next, when the 
salesman considers it is all right to ‘‘put over”’ 
understandings and misrepresentations — any- 
any old kind of an order—often full of misun- 
derstandings or anyway to get the man’s signa- 
ture. Such business eventually proves more det- 
rimental than good to all parties concerned. 
Service and success go hand in hand—and al- 
ways will. 

Sheldon says: ‘‘He profits most who serves 
best.’ 
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AND CLEANERS’ CONVENTION. 


The National Convention of the Dyers and 
Cleaners, held in Omaha last week, came to a 
successful termination and was well attended, 
especially by members in the Middle-west and 
Southwest. 

Bowser & Company was represented at the 
convention by Mr. F. A. Knoche and Mr. I. L. 
Walker, of the General Sales Department, who 
secured some nice business during the conven- 
tion. 

There was nothing of unusual importance 
that occurred during the affair with the excep- 
tion of the discomfort of Fred Knoche when he 
took a bath. The water at Omaha is not sub- 
jected to a purifying process and Fred said that 
after he took a bath he had to be brushed with 
a whisk broom in order to get the sand and 
mud off. 

The next convention will be held at Cedar 
Point, Ohio, between July 15th and August 15th 
—the exact date to be announced later. 


DYERS’ 


If we had time, we’d enter that competition 
of the Windsor Golf Club’s for the Good Fel- 
lowship trophy. At least no one would be 
afraid to play us. 


© © © 


What will happen to the big sales records of 
Wyckoff & Johnson if someone doesn’t put 
arsenic in Milliron’s prunes. He’s after 75,000 
for the year. 


© © © 


G. H. Reubens, of San Francisco, the famous 
after-dinner speaker, has a violent attack of 
Pacemaker fever and is not expected to re- 
cover. He probably caught it from Stoddard 
or W. C. Smith or R. F. Rich, of the same dis- 
trict. 


© © © 
W.A. Lee and W.H. Decken of the St. Louis 


District are also likely candidates for the club in 
the near future. 
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and thrashing. 


INS! every season can be a harvest season; 
the wise man sees in “dull times” 
chance to make his efficiency better for “Sood 
times —he knows that sowing and cultivating 
are as much a part of crop- getting as reaping 


When all is said and done, about all you 
set out of a summer's “letting up” is a set back 
in the Pacemakers Club and your bank accouut. 
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FOUR MORE DIRECTORS ELECTED! 


Bachman, Milliron, Reuben and Carpenter are Directors 


N. Paquette of Toronto is the First Laymember to be Elected 


G. H. REUBEN 
Director Pacemakers Club 


San Francisco District 


J SHOULD WORRY 


G. H. Reuben of the San Francisco office, 
secured membership in the Pacemakers Club 
July 16th, with 523 points to his eredit. 

Mr. Reuben is to be congratulated upon his 
rapid advent into the Club and in his success 
in securing the Directorship of the San Fran- 
cisco district, the district which to all appear- 
ances now is the most likely winner of the 
loving cup. 

We look forward with great pleasure to Mr. 
Reuben’s presence at the convention, and while 
congratulating Mr. Reuben would also state 
that the San Francisco district is fortunate in 
securing a representative with the experience 
and diplomacy of Mr. Reuben, to look after 
their Pacemaker interests. 

Anyone who has made the personal acquaint- 
ance of Geo. H. can readily understand why he 
has taken such a firm hold upon the business 
in this territory and why he was elected to the 
coast directorship. 


Cc. M. CARPENTER 


Director Pacemakers Club 


Albany District 


f SHOULD woRRy 


C. M. Carpenter of the Albany office, has se- 
eured membership in the Pacemakers Club with 
517 points to his credit. Carpenter’s order No. 
838, dated July 23rd, was the one that put him 
in and whieh also elected him Director of Al- 
bany. 

No other one personality has made deeper 
impressions of ability for prize winning upon 
the management than has C. M. With splendid 
systematized work he took the Yellowstone Park 
prize in 1911. In 1912 he became a Pacemaker 
but beat it this year by two months and took 
the directorship. 

It would be idle to enumerate the manifold 
ways in which Mr. Carpenter’s genius as a sales- 
man has been evidenced—they are matters of 
record in our, many great sales campaigns. 
With him as an inspiration the Albany boys 
will rally for membership to the club, and may 
the district become a strong branch office of 
true progression in Pacemaker Club affairs. 
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K. L. MILLIRON 


Director Pacemakers Club 


Engineering Sales 


hao, 
If there is a Boomer reader anywhere who 
doesn’t know E. L. Milliron, he is a rarity. He 
is, perhaps, one of the most versatile salesmen 
in the organization. Country, store, public 
garage, paint oil, dry cleaning, factory work 
and filtration systems for him have no terrors. 
The remarkable thing is that he works in them 
all equally well. Mr. Milliron is a very hard 
worker and as a consequence of systematising his 
work and efforts, he has been able to secure 
the directorship of the Engineering Sales De- 
partment. 

Mr. Milliron has been a prize winner in many 
of our sales contests and was a Pacemaker in 
1912. He has made a new record, however, get- 
ting into the club six months earlier this year 
than he did last, and securing a directorship in 
addition, which in itself is quite an achieve- 
ment in competition with the many big produc- 
ers in the department. 


K. B. BACHMAN 


Director Pacemakers Club 
Atlanta District 


I SHOULD 


WORRY 1 


— 
De 


JS 
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It is difficult to decide whether Mr. Bachman 
is greater as a salesman or as a politician. In 
his usual avoeation of uncovering orders, he is 
an artist of considerable fame. He is also some 
politician, securing the office of Pacemaker Di- 
rector among the sky-high men of Dixie. 


You may classify Mr. Bachman as you choose 
but, in any event, it is reported from his dis- 
trict that he is a man of polish and culture 
and is widely and favorably known throughout 
his state, having been for a number of years 
chief reporter for the Supreme Court of the 
State of Mississippi before coming with us. 
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WELCOME! BOWSERITES. 


A LETTER: 


The news has just gravitated to the Home 
Office that the State of Texas is also enriched 
by an additional male member, B. L. Prinee, Jr. 
of Dallas. We are sure he is a ‘‘Prince’’ in 
every sense of the word and will be able to 
take charge of a number of his father’s various 
affairs. Quite likely he has already shown a 
disposition to speak up on important occasions 
and have a voice in matters. 


A WIRE: 

It’s an 814 lb. boy. Came yesterday 7 A. M. 
His Cut Number is ‘‘Harrison Wade Collins,’’ 
and he looks like he would make a ‘‘ Pacemak- 


er’’ all right or at least make me pace some 
when he grows up. 


S. A. COLLINS, 
8-4 Buffialo, N. Y. 


A DAILY REPORT: 
Form 17B-30M-3-20-13. : 

SUMMARY OF DAILY REPORTS. 
No. of Calls Made........ None 
No. of Sales Made........ None 


day. 2 Ueaitoee Wes aA ce all ee 


bOTD <8 22.17 ica Oven. ee 


Date 7-31-13 Salesman E, B. Bachman. 


Director E. B. Bachman, of Atlanta, is a dou- 
bly blessed man these days. In July he secured 
membership into the Club, getting the Director- 
ship of Atlanta, and on July 31st he mailed 
the foregoing daily report. 


It speaks for itself. Not always do such joy- 
ous events as success in an election and the 
presentation of a daughter come so close to- 
gether. 


The commission from E. B.’s strenuous work 
will easily enable Baby Bachman to have the 
proverbial Golden Spoon. 


We wish to congratulate these gentlemen and 
their wives. It 1s with pleasure we add the 
name of B. L. Junior, Harrison Wade Collins, 
and Miss Bachman to the Boomer subscription 
list. 


© © © 


Two very distinguished gentlemen from the 
great southwest visited us yesterday. We re- 
fer to William D. Alleman and C. EH. Neff, of 
Texas. Mr. Alleman does special sales work 
out of Dallas, and Mr. Neff, who used to be with 
us, is in business for himself at Dallas. 


The old homes of both are at Warsaw, Indi- 


“ana, and while visiting there during their vaca- 


tion, they ran up to see us. Mr. Neff said our 
old friend J. B. Heinen, with whom he is asso- 
ciated in business, but formerly with us, is 
setting along fine. 


We are always glad to hear of and see old 
friends and Messrs. Alleman and Neff’s visit 
was especially appreciated. 


© © ® 


Our sporting reporter took some very inter- 
esting notes at the Anthony Hotel billiard 
room while watching a tournament in which 
four celebrities took part. It was a pool game 
in which D. A. Corey and W. B. Stamford was 
pitted against E. L Milliron and E R. Thomp- 
son. 


In the beginning of the game Mr. Corey said 
that he did not have his right glasses to play 
pool but would make it as interesting as he 
possibly could under the circumstances. At the 
close of the game Milliron said that if Corey 
had his right glasses he would want a handicap 
of at least one hundred. 


We later learned that Stamford was quite 
a shark at the game, and this fact, together 
with Corey’s expert playing, made Milliron and 
Thompson easy picking. 
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Looking Backward 


THe following is a sample of thousands of letters received by 

us during the year. We are proud of them all. Read this 
one and you will see why our patrons have faith and confidence 
in their dealings with us. Here is the letter: 


D. H. Kirschner 


General Merchandise 
Fancy and Staple Groceries 
a Specialty 


= 
Hh 


IIA 


PHONE No. 2 


Bennington, Neb. July cle 1918 


Demeter DOWS Cl, COs... 

Fort. Wayne, Ind. 
Gent Lemen:: 

Imo ves just, us tal led=ethe sGas) Tank 
VAGHE, Steak Maley I find it works to perfec- 
TLOMn eplacecd same in posLtitom all 
My eee wW UEOUL any trouble: LTE you: just 
POmaceordinog FO,ins tructLons sent. by 
Sree bOwsel GO. THis 1S the second 
(Miewiee pouch Ob you Lolks... (The first 
Spolte aanyearec.avo Lor coalioil and 
works just as good as when new. 

Vetwmenes pec ua Ul kyr 
De he Kirschner. 


Looking Forward 


Way ESTES we have done in the past for our customer is only a fore- 

taste of future service. The best evidence of this can be seen in 
our new models, and new methods of caring for new conditions and sit- 
uations, in our strengthened organization enabling us to provide for every 
requirement in storing, measuring and dispensing oils. 

Mr. Kirschner will be as satisfied with Bowser goods twenty years 
from now if he lives, as he is to-day, because the outfits are built that way. 
Bowser goods are made right in every particular and have been proven 
so by the acid test of time. Boys you are selling the best line on earth. 
Get busy and secure your share. 


IAAT 


HUT 


HMA MMMM 


0 
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N. PAQUETTE 


Member Pacemakers Club 


Toronto District 


N. Paquette, of Toronto, secured membership 
in the Pacemakers Club, July 11th, and has the 
distinction of being the first Lay Member to be 
elected from his district this year. 

We wired and wrote for Mr. Paquette’s phot- 
ograph so that we might give you a glimpse of 
his likeness but he was either too busy or too 
bashful to have one taken so we had to-enlarge 
a small picture we received barely in time for 
this issue. 

The keen abilities of Mr. Paquette have for 
some time been oné of Toronto’s valuable assets 
and he has made himself particularly useful the 
last few months in their endeavor to hold vhe 
cup. 

We are delighted to have you join the Club, 
Mr. Paquette, and when you come to the con- 
vention we are going to have you give us a 
speech on how to get business in Quebee. 


© ® © 
TORONTO. 


W. N. Deming, of Toronto, has been doing a 
splendid business, and we will be much sur- 


prised if he does not get into the Club very 
soon. 


E. J. Murphy is going to beat his last year’s 
record several months in getting into the Club. 


We have received a number of nice orders 
from him last week. 


The Mackintosh boys, A. and A. L., are doing 
good work. ‘‘Daddy’’ Hance will not be tak- 
ink any chances by reserving seats for them at 
the Pacemakers’ banquet. 


F. Clayton at the Toronto office, has brought 


_ himself again into the limelight by securing an 


order from the — — Company, amounting 
to 47 points. 

This is an exceptionally fine order, and Mr. 
Clayton is to be congratulated on the nice 


work. 
THE TORONTO BOYS ARE LIVE ONES. 


When Mr. Paquette acknowledged receipt of 
his membership ecard to the Pacemakers Club, 
he told several things that would be of special 
interest to some of the other districts. 

We do not believe it is a breach of confidence 
in telling you what he said, and for this reason 
we are reproducing his letter in part below: 

“This morning’s mail brings me the happy 
news that I am elected to the Pacemakers Club, 
which I accept with the greatest of pleasure. 

‘Tt. is indeed gratifying to know that when 
one’s labor is studiously devoted to the Bow- 
ser line there is surely a reward coming at the 
end of the race. It is with renewed courage 
and a pledge of determined efforts I launch into 
the last half of this year, and will not be sat- 


isfied with anything less than coming to Fort 


Wayne at close to help claim the beautiful Lov- 
ing Cup for the Toronto Office for another year. 


“N. PAQUETTE.” 
ST. LOUIS. 


We won’t mention any names, but St. Louis 


~has a bunch of live ones that are going to put 


it to the front before the year is out. For in- 
stance, there are the Casey Boys and Deicken 
and Lee and Murdock and Nelson and O’Neil 
and Steele and a number of others but we are 
not mentioning any names. You just watch St. 
Louis. — 


ALBANY. 


Mac is doing some heavy legislating for the 
cup and his band of senators are developing 
some wonderful speed. 

Just look them over. There’s J. F. Connolly, 
Devereaux, Eggleston, Richards, Roberts, and 
Smith,‘ natural born salesmen with sales ree- 
ords as long as your arm, 

Then there is Belford and Howard and D. W. 
MeConnell and others that are comparatively 
hewcomers on the salesforece but are rapidly 
breaking into the same class. 

I tell you, what with this bunch and the 
Minneapolis Minute Men and Toronto’s Troun- 
cers, Savercool had better watch out, or they 
will gobble the cup. 
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ZIMA NCAT 


It is common scandal the way Savercool took the lead in the Cup race 
and wont let anyone else have a look in. For the past six months he has 
scattered his salesmen all over the Pacific coast territory and the orders 
they have been sending in are more numerous than bugs and ants at a 
basket picnic lunch—and even more industrious. 


Anyhow they persist in believing that keeping San Francisco in the 
front is more important than life or death which neither Savercool nor 


Johnson regrets. 


Who are you expecting to win? 


So you see they are still in the lead but the other offices 
likewise have a yearning for it and there is going to be a struggle for it. 


Eli NANAK MMA 


BRANCH OFFICE STANDING 
August 2nd, 1913—30th Week 


SAN FRANCISCO 
MINNEAPOLIS 
ALBANY 


FORT WAYNE. 


Jawhn W. Lea, of West Virginia, put over 
some elegant business last week. Included in it 
was three public garage orders amounting to 
about 35 points. 

Oh, Jawhn’s there, all right. 

©® © © 

We must remark about the good work done 
in the past few weeks by Messrs. MeCurdy, 
Homsher and Dorsch. They have been making 
some phenomenal records, and later on we will 
tell you more specifically about the ‘‘Pace”’ 
they have been going. 

®@ © 

Mr. Amann was a welcome visitor at the of- 
fice this week. He is getting things lined up in 
his territory so that he will make the Club. 


E. J. Little, Manager of the District, is re- 
cuperating for a few days in the wilds of Mich- 


igan. He will be back on the job Monady, how- 
ever, and the ambition of the salesmen in the 
district is to all have an order in the mail the 
day he returns. 


Our old friend K. F. Hessenmueller, located 
at Pittsburgh, is doing a pheneminal business, 
and we don’t know whether he is doing so much 
rush work to get into the Club or pay for the 
new automobile he recently purchased. Per- 
haps it is both. 


Guy Wolford escorted Mr. Kratz, one of 
the leading Druggists of Angola, to the factory 
and had the pleasure of writing Mr. Kratz 
order for a No. 241. We are telling all of our 
friends who tour to Northern Indiana towards 
the lakes near Angola, that they can get ‘* Red 
Sentry’’ gasolene at the Kratz Drug Store. 


The Chilton Brothers, J. S. and 8S. M., are 
making fine records, and we believe that they 
will both get into the Club about the same time. 
They are well known in their territory and in- 
spire the confidence of all whom they meet. 


If you ever want an order dished up in arist- 
ocratie style, call on the Chiltons. 


MINNEAPOLIS. 


To mention the salesmen in the district who 
are doing a good business would include prae- 
tically all of their salesmen. It would be easier 
to name only the salesmen that are daing good 
but not their best. Those men already know it, 
however, so we will not say anything more 
than that Minneapolis believes the cup might 
get damaged in moving out to the coast so they 
are arranging to just pull it across the border. 

So easy, doncherknow, Minneapolis laying 
adjacent thereto and abutting thereon. 


DALLAS. 


Mr. H. U. Earle, of the Dallas district, was 
making an auto trip from one town to another 
and saw an auto stuck. In an endeavor of one auto 
to pull the other out, they both got stuck. Mr. 
Farle did not like to lose time, so began work 
on the passengers in the cars. The result was 
he sold his order No. 537, which was taken by 
moonlight on the west prong of the Nueces 
River at 10:00 P. M., both autos stuck so they 
eould not turn a w heel, plumb in the middle of 
the stream. Earle said ‘‘I don’t think there is 
any question about the credit of this firm, so 
please rush this along.”’ 


If you’d put some Bowser men on ihe Sahara 
desert, they would soon have it a network of 
pipes by inducing the natives to buy Red Sen- 
trys for dispensing liquid to both man and ma- 


chine. 
© © © 


E. P. Dolan, our New Oyvleans representative, 
is getting the Queen City splendidly Bowser- 
ized and his town will soon take its proper 
rank on the Bowser map. 

© ® ® 

We wish to comment on the good work W. L. 
Harville is doing. He has never inspected the 
factory but he will undoubtedly have a good 
opportunity to do so during the Pacemakers’ 
Convention. 

© oe ® 

W. W. Morris, our director last year is try- 
ing to succeed himself in office again this year, 
and if someone don’t get awfully busy he will 
put it over. 

© © © 


ATLANTA. 


M. Bedingfield is one of the Dixie salesmen 
we haven’t met. We expect to see him at the 
convention, however, if not sooner. 

© ® © 

We are hoping L. L. Patterson makes the 
club because we want him on the entertainment 
committee. L. L. has appeared before all the 
crowned heads of Europe and St. Charles, Mo. 
He is one of the greatest monologists of the age 
and in his day has even startled West Virginia. 

© © © 

We long for a visit from H. T. Purdy, one of 
the old guards. H. T. was director last year so 
you may be sure he will be in the elub again. 
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CHICAGO. 


A. M. Sheldon is a new recruit in the Chicago 
district and during the past few weeks has been 
giving an especially good account of himself. 
Mr. Sheldon has taken to the Bowser line hke 
a duck does to water, and he is beginning to 
be-looked upon as one of the Chicago hopes. 
You know he is from Vermont—‘‘nuf sed.’’ 


© ® © 


F. L. Jones, one of our heavyweights on the 
salesforce, both physically and mentally is do- 
ing a splendid business. He is on his way to 
the club, and if anyone desires to go around 
him, both P. and M. they will have to go some. 

© ® © 


For a youngster, W. J. Magrane is making a 
splendid showing and if some of the old timers 
don’t look well to their sales laurels, he will 
secure them. 

©® © © 

We are all interested in watching the records 
of H. A. Leonard, R. H. Sherlock and G. H. 
Schnabel, three live wires who are quite evenly 
matched They each have splendid records and 
we are wondering who will be to the fore this 
year. 


© ® © 


DENVER. 


R. G. Fisher of the Denver district, is doing 
splendid work and will be one of the Pike’s 
Peak men at the convention. 

® ® © 
J. Vonderembse is getting a sales record as 


long as his name. Fine work, Von! Keep 
it up. 
© © © 
HARRISBURG. 


George N. Roos sold a splendid garage equip- 
ment yesterday for 10 points, all of which helps 
him on his way towards the Club. 

© ® © 

It looks as if G. W. Scott will register in the 

Club soon. 
® © © 
H. Dalgaard and W. B. Nelson have also been 


making great progress We wonder who will be 
the Harrisburg Director, 
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THE ENGINEERING SALES DEPARTMENT 
ON THE MAP. 
General Memorandum No. 700 advises that 


the Engineering Sales Department will elect its 
own director this year instead of competing 


with the Store Line salesmen of the district for . 


the office. 

All faetory salesmen will be represented by a 
director. What we are hectic to know is who 
he will be. 

The following is an alphabetical list of our 
factory representatives : 

J. H. Armstrong. 
W. A. Armstrong 
H. F. Babbitt 
Paul Burke 

EK. M. Caskey (Sup.) 
Allen Clark 

H. E. Dobson 

W. C. Halsey 

R. 8. Johnson 

W. H. Malone 

F. W. Meegan 

E. L. Milliron 

C. W. Morrison 
Heli. Rolt 

H. C. Schaffer 

J. R. Sibley (Sup.) 
W. B. Stamford 
Sal Taylor 

EK. R. Thompson 
W. O. Wood 

A. D. Wyckoff (Sup.) 
_F. A. Knoche 


Messrs. Caskey, Sibley and Wyckoff, who 
are engaged in a supervisory capacity, are not 
eligible in the contest. 


ENGINEERING SALES DEPARTMENT 
GETS A DIRECTORSHIP. 


Before we could publish the above announce- 
ment, we were advised by the Statistician that 
the Engineering Sales Department had elected 
their director. 

What wonderful speed these boys have! 
Just note the heavyweights among them. 

ORORRO) 

The Engineering Sales Department was dis- 
playing two splendid orders received last week, 
one from W. B. Stamford amounting to 52 
points, and the other was from J. H. Armstrong 
amounting to 50 points. 

© © © 

SOCIETY NOTE:—Prince Charming, alias 
J. Herb Armstrong, appeared at the factory to- 
day wearing a tourist’s cap. He came in to 
talk over some big business. Just watch this 
boy make a sensational finish during the next 
few months. 


Cc. A. DUNKELBERG 


Treasurer 


C. A. DUNKELBERG BACK. 


Our congenial Treasurer, who has been 
abroad for the past three months, returned last 
week. 

Our special correspondent met the boat at 
New York and secured the first interview. As 
usual, the Boomer scooped the Herald, Inquirer, 
Tribune, and other metropolitan papers. In 
fact, it is the Pacemaker in its field. 

‘‘Kurope,’’ says Mr. Dunkelberg, “‘1s a large 
spot filled with restaurants, art galleries and 
armies. It is considered a splendid place tec 
spend money. It has mountains, mineral wa- 
ters, grapes, and is especially noted by tourists 
for its Palms (open palms).’’ Just at this mo- 
ment when he was well launched on his Euro- 
pean narrative Herb Armstrong’s request came 
in for $6 and he had to stop and get it out of 
the cash register, but he promised to finish the 
interview later. Herb must be going out for a 
good time. 

The Boomer is starting a movement to bring 
Europe over to America, where it can be on 
hand permanently for the use of the Pacemak- 
ers Club. The only difficulty we anticipate is 
getting it through the Customs House. We are 
going to eall on Mr. Dunkelberg to do that, 
however, and if he can’t, there is no need for 
any one else to try. 

Mr. Dunkelberg is in the best of health and 
enjoyed the trip very much, but says he is glad 
to get home. 

Nope, he hasn’t forgotten the combination of 
the safe. Oh, he knows his business. 
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Our Front Cover 


OOOOOOO®D 


Did you notice in the picture that you have to climb to reach the 
Pacemakers Club? Did you notice the path is strewn with difficulties and 
obstacles ? 


When the fight is hard; when achievement grows more difficult; when 
the desired goal seems to recede as we struggle on toward it, there is inspir- 
ation in steep and rugged hills. They represent toilsome, persistent climb- 
ing if the summit is to be reached. The camel kneels to let his rider step 
into his place, but no mountain-top ever bends its rocky head to meet the 
climber. There it stands, unyielding, a challenge to utmost endeavor, to 
valiant mastery of difficulties, to proud achievement in the end. 


For two years ambitious explorers battled with the steep mountain in 
the effort to reach the summit. Fearless, adventurous souls find a fascina- 
tion in the dangers and almost unconquerable difficulties of the great 
mountains. Send out the word that any particular mountain-peak is hard 
to scale, that it has baffled every climber, that brave men have tried and 
failed—at once other bold men spring up in every land and rush to the 
conquest, saying, “No mountain-peak shall defy me; I will stand on that 
summit.” 


DOOOGOOOOOOOOOOOOOSGOOOO OOOO OQOOOOO OOO OOOOL 


So in every field of human endeavor the difficult achievement chal- 
lenges the man who feels his power. Man was not made to grovel nor to 
be a defeated creature all his days. He was placed on earth with the dis- 
tinct command to subdue it. No difficulties must prevent his doing the 
thing that is good and ought to be done. As he views the difficult ascent 
to victory his spirit rises. The very height and peril of the mountain-top 
calls to him and he climbs, toiling and panting, to the summit. 


Broad view and splendid outlook is one of the rewards of the man 
who wins the summit of the mountain. Just naturally he breaks into a 
song of joy and triumph. : 

Not every journey to the hills is a pleasure excursion, but it is al- 
most sure to be one of prifit. Even the hills which confront us in our 
daily work or our sales progress are not there to afford us playgrounds, 
nor are they there to stop our advance. They give exercise to our strength, 
our zeal, our skill, our persistence, and our faith. When life goes on too 
long at a dead level our souls are in danger of growing sluggish. Wel- 
come to the hills that compel us to rise into higher and purer altitudes. 


Vivi Vivi ) 
Hoch der ( PACEMAKERS’ CLUB. 


Long live the 
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WwW. V. CRANDALL 


Vice-President Pacemakers Club 


A LETTER FROM THE VICE PRESIDENT. 


Butte, Montana, July 28th, 1913. 
My Dear Editor: : 

You can say to the boys through the Boomer 
that | am just as proud to be their Vice Presi- 
dent as I was to be President last year. I well 
appreciate that I had a wiser and stronger 
‘bunch to run against this year than last. I 
hope the new President will please remember 
that it won’t be so easy for him next year as 
we have so many coming stars among the Bow- 
ser sales force that the sailing is not going to 
be so easy from now on. I certainly congratu- 
late the new Club officers and the early Club 
members this year for they have made some 
grand records. I well know what a Bowser 
salesman has to go through to make these ree- 
ords. Business in our line is great all over the 
country and now is the time for every Bowser 
salesman to show what is in him. Incidentally 
the Beautiful Cup Brim full of honors from 
S. F. Bowser & Co. will surely light in the right 
place this year. 

W. V. CRANDALL. 


© © © 
Mr. Crandall is putting Mr. E. F. English 
through a course in Bowser salesmanship and 
expects to turn him out with a Pacemaker 
Polish in record time. 


SAN FRANCISCO. 


We had the pleasure of a visit from F. E. 
Walters, of California, today which we enjoyed 
immensely. Mr. Walters with his wife and 
baby are visiting their relatives and friends in 
the east and stooped off at Fort Wayne long 
enough to say ‘‘Hello.”’ 

Since meeting Mr. Walters, we can readily 
understand why he takes such a firm hold upon 
the friendship of his trade and why he is a 
successful salesman. Everyone who makes his 
acquaintance is sure to be attracted by his 
frank and pleasant manner. We hope you will 
eome back again at the close of the year, Mr. 


-Walters, as a Pacemaker. 


© ® © 


We understand R. J. Coddington and A. B. 
Cornell have been invited by the Panama Ex- 
position Committee to give an open air demon- 
stration of order-taking on President’s day. 
There are graces and laces to their work—very 
artistic—very. Both will be Pacemakers. 

© ® © 

W.S. Johnson and Ed F. Klotz, two more 
genial and progressive coasters, have been de- 
voting their personal attention for months to 
the qualifications required to become Pace- 
makers with splendid results. 


© © ® 


Another citation to show that E. M. employs 
the best sales talent obtainable in his efforts to 
get\the cup is the case of J. F .Arnold. Mr. 
Arnold is hitting the trail like a professional 
prize winner. 


© @® © 
RAILROAD DEPARTMENT. 


The Traveling Engineers’ Convention will be 
held at the Sherman House, Chicago, Tuesday 
to Friday of next week, 12th to 15th. Our sil- 
ver-haired veteran railroad man, W. R. Simp- 
son, is a charter member of the association 
and will attend the convention in dual capacity, 
that of representing S. F. Bowser & Company 
and as a member of the organization. It is an 
important gathering, as many prominent and 
high railway officials always attend. 

We are pleased to say that our ex-railroad 
representative, Mr. Frank T. Hyndman is very 
pleased with his new position on the W. & L. 
HK. R. R., and doubtless fell into the regular 
‘ailroad routine again just like water falling 
from a duck’s back. 
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TOM, THE GLOBE TROTTER. 


Our trans-continental traveling expert, Tom 
DeVilbiss, has just returned’ from a business 
trip around the orbit. We met him in the 
general offices and happening to find him in a 
talkative mood, We asked him about his trip. 
“Oh, I had a good business trip,’’ he said, ‘“‘and 
it wasn’t entirely without diversion. At a pic- 
ture show I saw a one-armed man walk a tight 
rope. After that I made up my mind to see 
a one-legged man doing likewise. Sure enough 
I didn’t. In Toledo, I happened upon a man 
I used to know in New York. (I always refer 
to the fact that I’ve been in New York when- 
ever I get a chance. It gives me class). And 
this friend told me some inside sales contest 
faets which are important, if so. He said Ben- 
ham became President of the Club through the 
influence of a number of orders. He is the 
champion joiner when it comes to orders. This 
was interesting.’”’ We always thought that 
Savereool was going to get the cup because it 
was willed to him. Now, we hear it was wished 
on him by his salesmen. Tom said he knew 
not if this was true; he told it as “twas told to 
him, but Ed Klotz vouched for it, and Ed’s 
voucher, they say, is good in seven figures. 

The factory whistle blew, and Tom had to 
oo to dinner, or we might have learned more. 
Tom has traveled 24,000 miles already this year 
and leaves for Philadelphia next week. Going 
some. 

© © © 


EFFICIENCY FOR AUGUST. 
(By C. D. Larson.) 

‘To attract others, there must be something 
in you that is attractive; and the most attract- 
ive elements that you can develop are those of 
radiant life, exceptional interest, brightness of 
mind, personal quality, richness of thought, 
strength of character, sweetness of disposition 
and loveliness of soul. Try to be these things; 
act them out and you will soon be considered 
one of the finest personalities that any one can 
meet. Think beautiful thoughts and you be- 
come a beautiful character.”’ 

Now this is all very nice, splendid advice but 
how in thunder can one advance in human pro- 
gress and harmonize elements of natural cuss- 
edness with angelic purity as long as ‘‘Jigger 
Pumps’’ exist in the land. Of course we can 
readily understand why a shopkeeper could 
improve his morals, have visions of glory, live 
in perpetual sunshine and have every human 
being on earth possess a sweet angelic disposi- 
tion and obtain the idealism of our friend when 
using a ‘‘Bowser.’”’ 

Get busy, boys! The millennium age will 
come as soon as every dealer in oils has secured 


a ‘‘Bowser.’’? The man with a Bowser is always 
as ‘‘sweet as honey,’’ as fair as a lily, as radiant 
as a noon day sun and happy as a boy with a 
new pair of red top poole ee get busy. 


A GOOD.LETTER FROM P. E. DE VRIES. 
Mears, Michigan, July 30, 1913. 
Editor: 

I have several hours to wait for a train to 
take me out of this small town so thought per- 
haps it might be good pastime for me to write 
you a few lines on Salesmanship. 

Having been in business nearly all my hfe I 
have bought and sold a lot of goods and have 
come in contact with all kinds of people. 

In my experience in buying, my advice to 
the salesman would be: 

Don’t argue. State facts. Don’t arouse 
opposition in the buyer’s mind. Agree with 
him or dodge the issue, lead him around to 
some subject where you do agree. A buyer 
hates to have a salesman prove to him he’s 
wrong, perhaps he is, but he don’t lke to ad- 
mit it. 

Use plain language. If you are selling Bow- 
ser Oil Tanks and Pumps don’t talk about re- 
ciprocating dudads and compound thingum- 
bobs. Go somewhere and learn the English for 
these things, and how to make them clear to 
even a washerwoman. Never use a term where 
there is any doubt whether the customer under- 
stands it. We don’t like to be made appear ig- 
norant. 

Tell the truth. If you are with a firm where 
you dare not tell the truth, leave it. 

Be candid, Do not conceal things. The thing 
you have to sell has certain merits, it ought to 
sell on those. To sell a thing upon merits it 
does not have is poor policy. Be dependable, 
even if you make a casual remark for instance, 
that you will send a man a bunch of souvenir 
post eards or a book, don’t fail to do it, for- 
getting is almost as bad as lying. If you prom- 
ise to come back next Thursday, do it or send a 
telegram. Create the impression that you will 
keep your word, if it bankrupts you. 

In fine, be as human as possible, you are not 
a catalogue nor a printed circular, you draw 
wages because you are supposed to be a human 
being. Be it. Don’t be huffy. sensitive, impa- 
tient, dictatorial, indifferent, egotistic, or me- 
chanical. Be a good fellow. Be the kind of a 
man people like to have around. When you 
attack a customer, aim two inches below his 
collar bone, if you ean make him like you it 
is far and always better than to try to prove 
anything to his mind, very probably he hasn’t 
much mind to speak of. But we all have hearts. 

Yours very truly, 
PE. DEFY RLES: 
Salesman Fort Wayne District. 
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THOSE PICTURES THEY SEND BACK HOME. 


THE WAY HE LOOKS TO HIS FRIENDS. 


THE WAY TOM LOOKS TO STRANGERS. 


Wo Gz ROWUS 
Director of Pacemakers Club Fort Wayne District. 


The eighth salesman to succeed in securing a directorship in the Club is T. C. Potts, of Fort Wayne, 
who won the Office August 22nd, with 516 points to his credit. 

We are enthusiastic in our praise over his splendid record, as he was very consistent in his work and 
overcame remarkable obstacles. We all appreciate that it takes hard work to close business, but the 
honors to be gained and the remuneration is well worth the efforts. 

Mr. Potts has never visited the Home Office more than two hundred times, and it will be a double 
pleasure for him to visit us at the convention. From the reports of his friends we learn that everyone 
who knows him admires and respects him, as a citizen as well as a teller of fish stories. 

In either of these roles, however, he is exceeded by his selling ability and the record he has made 
in his sales work is much longer than the longest fish he ever really caught, or length he stated it was, 
and that is going some when he is known to the sporting fraternity as the captor of the largest rainbow 
trout ever taken from any creek or river in Michigan. 

As a salesman he is sincere and ambitious, and we share in the pleasure of his success, especially 
in view of the fact that he sold more goods by the first of August this year than he did in all of 1912. 

You have done well, Mr. Potts. The Club’s Directorship is strengthened by your enrollment and 
the Fort Wayne District is fortunate in securing such an able representative. Shake, Pard, and may this 
be but the forerunner of other victories. 
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(Reproduction from the Comic Section of the Chicago Tribune) 


Had we a clarion voice and trumpeting tones that would carry with 
insistent emphasis into the car of every inhabitant of the Slobe, we 
would sing that sweet little refrain, entitled “GASOLENE 


20MM 


me 


rc 


Our Message to Every 
Gasolene User 


DO NOT cast aside this opportunity to secure 
Bowser Safety, promising yourself to buy next month 
or next year. You may not be living then. Accidents 
will happen despite the utmost care; and Accidents 
do happen as the result of carelesness or ignorance. 
It is the unexpected which demands foresight. The 
careless filling of the tank, a little trickling leak at the 
faucet, a carelessly thrown cigar stub, or the stepping 
upon a match may place you beyond the need of a 
tank. We want you to buy a Bowser only when 
you need it. The time to order is NOW. 


HAAN 
MMT 


Salesmen, deliver the Message. 


NM 


I 
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BOWSER EQUIPMENT INSTALLED IN ELBERT HUBBARD’S GARAGE. 
Roycrofters Supplying the Car With Gasolene. 


ELBERT HUBBARD’S GARAGE. 


We were recently favored with an order 
from Fra Elbertus, philosopher and sage of 
East Aurora. He has made it possible for the 
Royerofters to enjoy the luxury of BOWSER 
equipment, although the BOWSER outfits can 
hardly be classed as luxuries in view of the fact 
that they are a necessity. 


Sir Oracle himself will have no aversion for 
replenishing the tank of his car now that he 
merely has to turn a little crank. When his 
polyglot admirers visit Aurora they are met at 
the station by the Royerofters’ bus. This ve- 
hicle takes them to the various places of in- 
terest. Future excursionists will enjoy the ad- 
ditional pleasure afforded by the use of BOW- 
SER stored gasolene in this bus and friend 
Hubbard, will also appreciate the smoother and 
easier running engine in his touring ear which 
you see in the picture is being supplied. 


ROYCROFT SHOP. 


East Aurora, N. Y., Aug. 8, 1913. 
S F. Bowser & Company, Inc., Fort 

Wayne, Indiana: 
Gentlemen : 

We have your kind letter of the 5th 
inst., and thank you very much for it. 

Our advertisement department sent 
you some days ago some photographs 
of our little equipment, which you 
have probably received by this time. 
They really do not do justice to the 
pumps, but they are about the best we 
could get under the circumstances. 
Our garage, you know, is a sort of 
makeshift, and perhaps the best thing 
in it is the Bowser equipment. Some 
day we hope to have a building and 
surroundings that will do eredit to 
the pump. 

With all kind wishes ever, we are, 

Sincerely yours, 
THE ROYCROFTERS, 


Elbert Hubbard, (Signed) 


Treasurer. 
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Automobilists 


We have just installed a BOWSER SIDEWALK 
GASOLINE FILLING STATION in front of 
our drug store. We have done this because we aim 
to make our store the most popular corner in town f 
— we have done it for your particular convenience. 

# This station enables us to fill your gas tank from the 
sidewalk—and to fill it with FILTERED gasoline. 


Drive your car up and have it filled in two 
f minutes with 


Filtered Gasoline at 18c per Gallon 


WWALDROP'S 


“THE POPULAR CORNER” 


Drugs. SODA. 


Cigars. 


Users of Bowser outfits have found it very 
profitable to advertise the fact that they have 
Bowser Stored Gasolene and we reproduce 
herewith two newspaper ads run by Waldrop’s 
Drug Store at Meridian, Miss, Who have re- 
cently installed a Red Sentry. The following 
news item appeared on the new device: 
INSTALLS GASOLENE FILLING STATION 

Waldrop’s Drug Store is ever on the lookout 
for something that will be of particular benefit 
to their patrons. It is this policy that is fast 
making Waldrop’s the most popular corner in 
town. 

The latest innovation is the installation of a 
Bowser Sidewalk Gasolene Filling Station for 
the convenience of automobilists. This station 
is situated on the Fifth street side of the drug 
store and gasolene tanks can be filled from the 
sidewalk. A proposed city ordinance will re- 
quire all gasoline to be stored underground 
and it was because of this ordinance that this 
underground tank was installed. This station 
is also recommended by the National Board 6f 
Fire Underwriters as being the best and safest 
filling station and gasolene storage tank made. 

In previous issues of the Boomer we have re- 
produced illustrations of sign boards, program 
ads and other newspaper ads, along this line 


Bowser Users Do Local Advertising On Their Bowser 


Outfits. 


NEWS FROM 


WALDROP'’S 


‘THE POPULAR CORNER.”’ 


U. D. C. DAY 


WEDNESDAY, JULY 23. 


The Ladies’ of the United Daughters of the 
Confederacy will have charge of our Soda Fountain 
on this day. They will serve tempting drinks, ice 
creams and ices at our tables under the cool electric 
fans. We urge all of our friends and customers to 
make it a point to come to our store on this day, not 
only once, but many times. It’s for a good cause. 


Our Automobile 


Gasoline Station 


Our gasoline station for automobiles has made a 
decided hit with the motorists of the city. They have 
realized the great convenience afforded them in 
merely having to drive their car to the curb and let 
us fill their gas tank from our Bowser Underground 
Tank. Added to the convenience is the low price of 
the gasoline—18c per gallon. Can you beat it?. This 
is only one of the many features that goes to make 
our drug store ‘‘The Popular Corner’’, 


Our Drug Service 


Our Drug Service is without an equal in the eity. 
We fill prescriptions most accurately with the purest 
of drugs. Your doctor’s orders are carried out to the 
letter. -And our delivery service—well, just ‘phone 
an order and see how quick you get it. 


and as our users learn the value of such adver- 
tising the practice is becoming quite general. 
It is advantageous to the dealer, the publie 
and the Bowser salesmen and we recommend 
it. 
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STANDING OF FORTY HIGH MEN. 
VOLUME OF BUSINESS 
August 12, 1913 
PMC. Benham 
-— Wa V5 Crandall 


3—J. H. Amstrong 
4—_N. A. Ring 
5—H. L. Milhron 
C= open. Collins 
(eA BeeM Ofratt 
Ss=-ls-C. Potts 
9—G. H. Reuben 
10—G. W. Scott 
Tae Lotz 
12—A. H. Darling 


13—Lewis Smith 
14—F. E. Walters 
15—H. Beique 
16—F. H. Peeples 
17—C. M. Carpenter 
18—R. L. Matthews 
19—N. Paquette 
20—E. B. Bachman 


21 WeeOe smith 
22—H. A. Leonard 
Zo-=-., We Lawther 
24_R. H. Sherlock 
24—W. J. Magrane 
26—L. F. Loeffel 
27—K. J. Murphy 
28-—A. L. Casey 
Z29—R. T. Lawrence 
30—F. H. Richardson 
BL. Ws Stoddard. 
32—H. J. Jeavons 
33—C. F. Comstock 
34—_M. C. Bramham 
3d0—E. C. Ettinger 
36—A. L. Byrd 
37—A. G. Hartgen 
so—l, Rack 


39—W. S. Johnson 
40—G. H. Schnabel 


INNA 


These are the present Prospective 
Winners of the Bronze Tablet honors 
this year. The following are the 
names already there: 


1910 

R. S. Johnson H. E. Bleecker W. V. Crandall 
190 

J. W. Merickel E. F. Klotz S. D. Stoddard 
1912 

A. D. Wyckoff R. S. Johnson T. H. Rhodes 


Whose names will be there in 1913. 


Srl MOM MAL 


A LETTER FROM DIRECTOR MILLIRON 


Pittsburgh, Pa., August 14, 1913. 


My dear Editor :— 


I certainly was pleased, in looking over the 
list of the newly-born Pacemakers to find my 
name enrolled as Director of the Engineering 
Sales. 


I certainly have been congratulating myself 
in being able to grasp this honor from the En- 
gineering Sales Bunch, as they are all live 
wires, and a division in the Sales Organization 
that stands second to none. 


I do not feel as though we have done our 
duty until we have broken all previous records; 
by doing this we establish the Engineering 
Sales division as a permanent factor in the 
sales organization. 


The opportune time is here; if we do not 
grasp same we are the loser; the year is rapidly 
passing around and every minute we waste 
from now on may cost us the prize. 


A few of our fellow-salesmen have been for- 
tunate enough to become Pacemakers at an 
carly date, but this does not detract any of the 
honor from your labor, it merely demonstrates 
that ‘‘Where there is a will there is a way.”’ 


The greatest achievement is yet ahead! The 
race has just begun! We all have an equal 
chance to have our name on the tablet. 


How-do-you-do! Good-bye! Twenty-five re- 
ports daily will not keep the factory running. 
‘‘The name on the dotted line makes the bank 
roll Stick 22 


Do not boost your competitor’s sales by 
knocking. Give him a chance. 


Three important points should be observed, 
and you cannot help but win: ‘‘What you 
say;’’ ‘‘When to say it,’’ and last but not least 
—‘Stop talking; use the pencil.’’ 


I most heartily congratulate the newly elected 
officers of the club; you earned your victory. 


I hope I shall have the pleasure of meeting 
every salesman in the organization as Pace- 
makers at the coming convention. 


I know the officers of our Company will give 
you a hearty welcome. Do not disappoint them. 


Now for a Grand finish! 
With best wishes, I am, 


Very truly, 
K. L. MILLIRON. 
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Some men cut third base while the umpire 
isn’t looking. 

Others shirk when the manager Is away. 

But there is a big boss, his name is Commis- 
sion Compensation, and you can never shirk 
and get by with it, with him. 

© © © 

E. P. Walker, of the Fort Wayne Sales De- 
partment, who travels in Pennsylvania, has a 
splendid showing for July business. His record 
shows that he secured 110 points, 56 of which 
werer. C. WeOn” 

© ® © 

The unsuccessful salesman always has a good 

alibi. 
© ® © 

One of the best ‘‘pot shots’’ of the month 
was sent in by K. F. Hessenmueller, which was 
a single order, amounting to 70 points, the en- 
tire amount of which was ‘‘C. W. O.”’ 

© ® ® 

The Fort Wayne Sales Department also has 
another heavyweight with this class of busi- 
ness. We refer to W. C. Ingell. Mr. Ingell 
secured 115 points in July, 70 of which were 
PAC LOR 

© © © 

Many a man who yells for justice would 
turn on his heels and squeal for mercy if he 
really got what he was yelling for. 

‘OROMEO) 


A special BOOMER writer who attended the 
Knight Templar’s Conclave at Denver, called 
on our old friend EK. J. Gallmeyer, who used to 
work out of Fort Wayne. He reports that Mr. 
Gallmeyer is doing splendidly and intimates 
that we may expect big things from E. J. 


© © © 
R. E. Chrone, of Dallas, the boy that used to 
lead in so many of the sales contests is in for 
prize winning this year and is going to be one 
of the Pacemakers from the ‘‘ Lone Star State.’’ 
© © © 
Manager Rodman has the ‘‘Price’’ to attend 
the convention. We refer to J. A. He will be 
in the Club if he keeps up his present pace. 


SALESMAN L. H. LAHON 
San Francisco District 


L. H. Lahon, of the San Francisco Office, who 
travels out of Oakland, California, has been do- 
ing some very consistent work. Mr. Lahon 
has been connected with the San Francisco Of- 
fice since April, 1910. He is as artistic as he 
looks and can extract an order positively with- 
out pain. 

Madam Tatrazzini, the world-famous vocal- 
ist, almost persuaded Mr. Lahon two years ago 
to give up sales work for the foot-lghts as he 
has a wonderful voice. We are glad that his 
love for the BOWSER line kept him with us. 

© ® © 

A. Anderson, of the Toronto District, is do- 
ing a splendid business and will be one of the 
early birds in the Club. You ean also look for 
F. Clayton and J. W. Merikel within the next 
week or two. 

® © © 

G. W. Scott, of Harrisburg, is doing his 
share of the uplifting this year and we would 
not be surprised if he copped the Directorship 
from that district. There are others after the 
honor, however, and the man who takes it will 
have to do. some especially fast work. 

© ® © 

L. F. Loffel, of Atlanta, continues to roll in 
the business and for a newly-wed he is making 
arecord. Mrs. Loeffel is proving herself a very 
efficient sales manager and it looks as if she is 
going to make a winner out of Jack, yet. 

OOO) 
_R. E. Hawkins is one of the Fort Wayne 
Sales Department comers and we are wonder- 
ing whether he will beat W. B. Offerle into the 
Club who is also making some great gains. 
©® ® 

J. D. Murphy, one of Murphy’s Minneapolis 
Minute Men, is doing some sharp shooting and 
you may expect to see his name on the register 
at the convention. 


THE BOWSER 


BOOMER 215 


We announce with regret the sudden death 
of our Cuban representative, Mr. Paul F. Car- 
denas, who was killed August 13, in an auto 
accident near Havana. 

Mr. Cardenas was first employed in Mexico 
during December, 1911, and remained with the 
Mexico Office until April, 1912, when he was 
transferred to Cuba. 

Mr. R. G. Shulze is now in Havana where he 
went immediately to arrange for removal of 
the remains to Mexico, as requested by the 
widow. Mr. Cardenas is survived by his wife, 
Mrs. Maria Lusia Cardenas and three children. 
We feel the deepest sympathy for Mrs. Car- 
denas who has been terribly shocked at the sad 


occurence. 


DON’T OVERLOOK THE APARTMENT 
HOUSE. 


Practically every new apartment house be- 
ing built these days also provides aceommoda- 
tions for the tenant’s automobiles. Apartment 
houses built before the autos were in general 
use have or are providing such accommoda- 
tions, as the demands are becoming so urgent. 

Our salesmen should keep their eyes open 
for these apartment house opportunities. Many 
of our men have secured some elegant orders 
from this class of trade. Potts recently sent 
in one of these orders for fourteen outfits, and 
incidentally remarked that it required no more 
effort to sell fourteen outfits, under the circum- 
stances, than it does one ordinarily. We en- 
tirely agreed with him and stated that we 
hoped from now on he would favor us with 
orders in lots of fourteens, and asked that he 
suggest some specific method by which all of 
our salesmen may be imbued with a lke ambi- 
tion. He rephed: 

‘*T should think that fourteen times 
the commission of one outfit would be 
sufficient imbuement, if nothing more, 
to strengthen one’s ambition along 
this line.”’ 

So boys, look out for the apartment house 
requirements. It pays. 

© © © 

W. H. Malone, of the Engineering Sales, is 
gradually boosting his sales record and we are 
expecting some great things from Mr. Malone. 

© © © 

H. L. Rolf, of Columbus, Ohio, who looks 
after the Engineering Sales work in that city, 
is getting quite well established in the Buck- 
eye State Capitol and his name is beginning to 
appear quite frequently on the order register. 


A WORD FROM DIRECTOR 


REUBEN. 


Editor Boomer :— 

In your recent issue, you state that the writer 
has a violent attack of Pacemakers’ fever from 
which he is not likely to recover. Permit me to 
state that the accusation is true but that I ex- 
pect to be convalescent December 24th, and ex- 
pect to be able to sit up and take nourishment 
at the banquet. 

REUBEN. 


The above is view of the Case Garage, Phoe- 
nix, Arizona, whom Mr. Reuben recently sup- 
plied with Bowser equipment. 


Mr. Reuben states that at night when the 
lights are turned on, the outfit and sign can be 
seen almost a mile away. When an auto drives 
up desiring gasolene, the autoist touches the 
electric push button which rings a bell in the 
garage announcing his arrival and service is 
almost instantaneous. The electric sign and 
push button was designed by Mr. W. W. Ca- 
thin, salesman for the Case Auto Car and is a 
live wire. 


Mr. Reuben is the gentleman standing be- 
side the pump; the gentleman in the doorway 
is the manager of the garage. 
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DOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOQOGOLl DOOOODOOOOOOOOOOOOOOOOOOOOOOOOOOOOOD 


OOOO OOOD DOOD DOODODOODD OOQDOOOOOGOOOOOOOGOOOOOOOOOOOOOOOOSOS 


Read the following Bulletin published and issued by | 
The State Fire Marshall of Illinois 


1913—BULLETIN No. 12—FIRES CAUSED BY GASOLENE 


The attention of the State Fire Marshal 
Department has been called to the num- 
ber of serious fires recently caused by 
gasolene explosions, due to the careless 
handling and unsafe storage of this dan- 
gerous fluid. Nearly six hundred fires 
in the State of Illinois last year were di- 
rectly caused by explosions of gasolene. 


In the United States the igniting of the 
vapor from gasolene burns to death an 
average of thirty persons each week and 
serously injures twice that number. In 
New Jersey recently twenty girls were 
killed, fifty seriously injured and _ prop- 
erty to the value of $100,000 destroyed 
in a fine caused by gasolene explosion— 
the direct result of carelessness. A $200,- 
000 fire was started in a Winnipeg garage 
by horses stamping on a concrete floor 
while gasolene was being poured from 
open buckets into a gasolene tank in the 
building. The fumes spread over the floor 
and when a spark from one of the horse’s 
hoofs caused an explosion the building 
and contents were entirely destroyed. At 
Alexander, Illinois, a tank of gasolene in 
a blacksmith shop exploded and caused a 
fire which destroyed a number of build- 
ings and cause da loss of over $30,000. 
At Bridgeport, Illinois, two entire blocks 
were swept away, property valued at an 
estimate of $250,000 was destroyed in a 
fire caused by the explosion of gasolene 
ina small shop. A few days ago at Barry, 
Illinois, a small fire in a grocery store was 
communicated to a tank of gasolene, caus- 
ing an explosion, and before the fire had 
been gotten under control a large part of 
the business section had been destroyed, 
causing a fire loss of nearly $50,000. 


NOTE WHAT A. H. RUNGE, IOWA’S STATE FIRE MARSHAL HAS TO SAY. 


S. F. Bowser & Company, Fort Wayne, Ind. 


Gentlemen :— 


Gasolene gives off a vapor constantly, 
and air which has mixed with it about 


ten per cent. of gasolene vapor is more 


dangerous than gunpowder. Gasolene va- 
por, being a trifle heavier than air, falls 
to the floor and is moved about by the 
draughts of air. There have been many 
cases in which women have been seriously 
burned by explosions of gasolene fumes 
due to creating a spark of frictional elee- 
tricity by rubbing silk and other goods 
while being cleaned in gasolene. 


The only reasonably safe and the only 
economical way in which gasolene can be 
stored is in properly constructed under- 
ground tanks. Dealers handling small 
quantities of gasolene should keep it in 
cans of not more than five gallons each, 
stored in a small building provided for the 
purpose, at least twenty feet from all 
other buildings. 


CAUTION: The principal danger from 
gasolene lies in the fact that in ordinary 
temperature it contnuously gives off in- 
flammable and explosive vapor and a light 
some distance from the material will ig- 
nite it through the medium of this vapor. 
The vapor from one pint of gasolene will 
make 200 cubic feet of air a dangerous ex- 
plosive. It depends upon the proportion 
of air and vapor whether it becomes a 
burning gas or a destructive explosive. 

Beware of any leaks in cans and never 
forget how dangerous a material you are 
handling: 


F. R. MORGAIRGE, 
Acting State Fire Marshal. 


By W. 8S. HOOPES, 
First Deputy. 


COQDOOODQDOODOOO OOOO OOO OOOO OCOOOOOHOOOOOSOO 


June 12, 1913. 


O 


LY VOODOOOOO OOOO OOOOOOGOOOOOGOHOOOOOOOH ©OOOOGHOGHHHOOGOGOOOGHGHGHOOGHHGOOOHOHSOOSHHSHSHSOHSHSHSOOOSHSOOOOS 


This office is well versed in your system of storing oils, and in our inspection have always 
recommended your underground method of taking care of same. 


(Signed ) 


Yours very truly, 
A. H. RUNGE, State Fire Marshal. 
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RED CANS FOR GASOLINE 


Dealers Who Fill Unlabeled Cans 
Subject to Fine 


URGED BY STATE FIRE MASHAL 


—— 


Official Bulletin Issued on Hazards 
Caused by Fluid 


One of the important fire prevention 
enactments at the recent session of the 
Illinois legislature was the passage of 
the red gasoline can law, making ita 
misdemeanor, punishable by fine, for 
any retail dealer to sell gasoline to any 
person unless it is placed in ared re- 
ceptacle, labeled ‘‘gasoline’’ in letters 
not less than a half-inch high. 

In connection with this the Illinois fire 
marshal’s department has issued a bul- 
letin on the dangers of gasoline, stat- 
ing that 600 fires in this state last year 
were cansed by its explosion, and that 
gasoline causes the death of 30 persons 
each week and the serious injury of 
twice that number throughout the 
country. 

The bulletin calls attention to the 
fact that the chief danger of gasoline 
is from the vapor it gives off, which, 
when mixed with air, ismore danger- 
ous than gunpowder. Gasoline vapor, 
being heavier than air, falls to the floor 
and is moved about by drafts. 

The red can law is intended to re- 
strict the numerous accidents which 
have resulted from mistaking gasoline 
for kerosene and using it in ways which 
are possible with kerosene but very 
dangerous with gasoline. 


Just think of it! Gasolene causes the death of 
30 persons each week for the lack of Bowser 
outfits. 


SALESMEN, DO YOUR DUTY. 


Chief SANGOR 
BUTTE ClTY FIRE DEPARTMENT 


Capt. GLEASON 


THEY STAND BY THE BOWSER. 


The above is a view of our Cut 241, installed 
by the Butte City Fire Department (Mont.) 
Chief Sangor is very enthusiastic over the out- 
fit and knows its worth through actual test. 

Such endorsements of authority are appre- 
ciated by us and shows that Mr. Bowser’s ef- 
forts have been crowned with success. 

Captain Gleason so very closely resembles 
Fire Inspector Otis, of Atlanta, that the pie- 
ture would pass for either. 


© © © 

We had the pleasure of a visit from W. C. 
Halsey, Factory Representative of the Engi- 
neering Sales Department, and we are pleased 
to hear that Mr. Halsey expects to close the 
year with a splendid showing to his credit. 
Mr. Halsey is an indefatigable worker and if he 
closes a good per cent. of the propositions he 
now has in hand his anticipations will be re- 
alized. 
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BENNETT AUTO CO., MOTOR MART, SIOUX CITY, IOWA. 
(Interior Views on Opposite Page) Bete hc 


The above is a view of the Bennett Automobile and Supply Company’s new 
building known as the Motor Mart, located in Sioux City, Iowa. 


This building was erected at a cost of $300,000, and is one of the finest struc- 
tures of its kind in the world. It is positively fire-proof throughout, and the struc- 
ture is so safe that it will stand the weight of 400 pounds per square inch. 


When the question of oil and gasolene storage came up, they were desirous of 
course of securing absolute safety and made a thorough examination of all the 
goods on the market. Our Mr. E. C. Ettinger had the pleasure of equipping same 


complete with Bowsers. 


A view of the outfits installed are shown on the opposite page. 


EK. E. Low, who covers Arkansas territory, 
under the Dallas Office, added to the pleasure 
of our daily refreshing treat which consists of 
looking over the orders, by slipping in one for 
about 18 Points—C. W. 0. One of the delight- 
ful features of this order was that it was part 
store and part factory. In short it was for 
three lubricating outfits for the mill and the 
balance for the Commissary Department or 
store, indicating that Mr. Low sells his pros- 
pects thoroughly. Good work, ‘‘double B’’, 
keep it up. 


We were grieved to learn of two auto acei- 
dents in which our St. Louis Manager Geo. H. 
Hastings and his wife were victims of last Sun- 
day while enjoying an auto trip about the city. 
In the second accident they collided with a 
street car and both were violently thrown from 


the car. While Mrs. Hastings was consider- 
ably bruised and suffered from the nervous 
shock, Mr. Hasting’s condition is more serious 
and is still in the hospital; the last report be- 
ing that he has a broken shoulder bone. We 
are all thankful it is not more serious and hope 
for their speedy recovery. 
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Bowser equipment in 
Bennett Auto and Supply 


Co’s New Garage, called MR. ETTINGER at the Extreme Left 
the Motor Mart. Employee about to hoist barrel 


SPECIAL OIL ROOM 


Top: Main Entrance, Note Cut 241 


Lower: View of Main Aisle. Note two Cut 121s of oil on tracks to tank. 


Sioux City, Iowa. 


VIEW OF PUMP ROOM The Bennett Auto Company had Bowser e- This is a Fire Proof Vault built 
Containing five Cut 115 pumps for quipment in their old garage. When in the basement especially 
light, heavy, extra heavy, medium they built their new place of course for the five 12 gauge 

lubricating oil and kerosene, one they wanted the best. Lubricating Oil 
Cut 39 for gasolene. THEY GOT IT. Tanks, 
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Gentlemen:—The time to go 
after the garage business is 
Now. Next month the de- 
mands in the store line will 
compel you to give a// of your 
time to Kerosene Sales. 
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EUCLID SQUARE 
PAR EST j _ 


} 


EUCLID GARAGE, EXTERIOR—‘“Largest in the World.” 
Thirteenth Street near Euclid Avenue, Cleveland. 


POSITIVELY 
NO TIPPING wl 


POSITIVELY 
NO TIPPING 


INTERIOR VIEW. 


Mr. T. C. Potts had the pleasure of equpping this garage with Bowser Outfits. 


In addi- 


tion to ample storage equipment for gasolene and lubricants a continuous flow pump with meas- 


uring device was also included. 


This installation was-one of the chief attractions at the last 


Cleveland Auto Show and received considerable attention and praise during the convention. 


Mr. Fred Miller, of the St. Louis office, is 
here spending his vacation among friends. 
Mr. Miller was connected with the Home Of- 
fice before going to St. Louis and we were all 
glad to see him again. 

® © © 


Our old friend E. A. Englebert is once again 
back into the Bowser fold. Ed left us for 
about a year during which time he sold auto- 
mobiles in Southern territory and altho he en- 
joyed going thru life on pneumatic tires he 
simply could not overcome his love for Bowser 
tanks, so he got in touch with Manager Mur- 
ray and yesterday sallied forth under the Chi- 
cago flag. Welcome back, EH. A., and may you 
be with us long and prosper. 


We are told that while Jake Gumpper was 
in Portland, Ind., last week he noticed a store 
Jake was at- 
tracted by the 19¢ price ticket and bot a lid. 
Later in the day the S. O. Agent offered Jake 
00-cents for it and he sold it making 263% on 


having a sale on straw hats. 


his money. Jake became giddy in possession 
of so much wealth so suddenly he reinvested it 
all in Wild Cherry phosphate, all in one place. 
Jake later concluded those wild cherries were 
picked green—Yes it was pretty hard on the 
young fellow but after he has been traveling on 
the road a few years more he will not be so 
unsophisticated. 
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This Letter Tells a Longs Story 
in Few Words 


TARPON SPRINGS, FLA. BATABANO, CUBA. BROOKLYN, N.Y. KEY WEST, FLA. CANNETO —LIPARI. 
ne Spring Biva. 25 Maceo St. 50th St and !41t Ave 102) Southard St. ITALY. 


Jiniis; ML IROWES & Qoueanny, 


ELMER R. MURPHEY, PRESIDENT. 


WUE QRALRS; &, MEAN CT URES, 
OF INDUSTRIAL CHEMICALS 
65-87 FRONT STREET 162 W. KINZIE ST. 
NEW YORK CITY. CHICAGO,ILL. 
PRIVATE EXCHANGE-BROAD 263 PRIVATE EXCHANGE. MAIN 4318 
A.B.C.CODE 5TH EDITION USED, tN REPLYING CABLE ADDRESS"“RHOCOM" 
E.B.M. 
REFER TO 
ADDRESS ALL LETTERS. 
TO THE COMPANY Chicago, July 26th, 1913. 
"Saturday" 


Mr. Bechtel, Manager, 
The Bowser Company, 
Ft. Wayne, Indiana. 


My dear Mr. Bechtel: 


I would suggest that you get in touch 
with the garage at Ooloma, Michigan and endeavor 
to sell them a gasoline tank. 


I passed through there the other day 
and stopped for gasoline. They have an old 
fashioned tank, which takes entirely too long = « 
Never again for me = = And others must have the 
same experience. 


Ever with kind regards, 


MoM. JAMES H. RHODES & COMPANY, 


THE WORLD FAMOUS BOWSER 
B 5 


Bowser Salesmen! 


The responsibility of enabling 
the world’s autoists to secure the 
service they are entitled to rests 
with you. 


The above letter is a reproduction from the 
original sent to our Assistant General Manager, 
Mr. Bechtel. It is evidence of the fact that the 
BOWSER gasolene filling stations are all that 
the salesmen claim for them and they are be- 
coming recognized the world throughout as the 
only satisfactory method of storing and handl- 


ing gasolene. GHOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOS 
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BRANCH OFFICE STANDING 
August 9th, 1913—3ist Week 


SAN FRANCISCO 
DALLAS 

TORONTO 

DENVER 

Sit LOUIS 
CHICAGO 

ATLANTA 


HARRISBURG 


THE BRANCH OFFICE STANDING IN THE 
GREAT CUP RACE. 


It is remarkable how Minneapolis is gaining 
on San Francisco and it is also very exciting 
how elosely Albany is following Minneapolis. 
Dallas has passed Toronto and now holds fourth 
place, while Fort Wayne has taken seventh 
position. 


There are but a few per cents. difference in 
the standing of these Districts and the race is 
getting very exciting. St. Louis is only 2% 
behind Fort Wayne and Chieago is but 2 :9-10% 
higher than St. Louis. Chicago leads Atlanta 
by 4:9-10% ; and Harrisburg is gradually mak- 
ing gains. 


New records are going to be made this year 
in this race and the office who wins will have 
to exceed the speed limit. 

© © © 
AN ACCOMPLISHMENT IN MILWAUKEE. 


Milwaukee, Wis., August 12, 1913. 
Friend Editor :— 

We note the lateness of the hour at which 
Brother Runyan takes orders and to show you 
that Milwaukee Office is not keeping banking 
hours, the writer a few days since took an 
order at 11:02 P. M., consisting of a 22-Bbl., 
7s Tank, together with a Cut 241 Pump, and 
arrived at his hotel without getting wet— 
either on the inside or out. 

Come again, Jim! 

Yours truly, 


N. L. ROBERTS. 


THE MAN THAT CAME BACK. 


Director Moffat, of Toronto, is making an es- 
pecially fine sales record this year. He not 
only sueceeds himself as director from the To- 
ronto Office in the Pacemakers’ Club, but is 
beating his last year’s record in number of 
orders. 

Mr. Moffatt started with us on August 15th, 
1906; since which time he has written 850 
orders. Of these orders, 198 were written in 
1912, and up to August 5th, he has written 134 
this year. Thus, in point of numbers he is 
beating last year’s record considerably. Mr. 
Moffatt’s standing in the entire Organization in 
United States and Canada, is as follows: 

In 1909 he finished in 17th place. 
In 1910 he finished in 13th place. 
In 1911 he finished in 7th place. 
In 1912 he finished in 6th place. 

In the next issue we will publish a list of the 
fifteen high men in the finish of the last three 
or four years. 


A BENEDICT. 


A delicately scented envelope came to the 
editor’s desk in yesterday’s mail, which re- 
ceived first attention. What we read further 
impressed us with the fact that we are all sus- 
ceptible to the darts of eupid. Old men, young 
men, fat men, thin men, one touch of the arrow, 
they forget the high-cost-of-living and are will- 
ing and anxious to share their pleasures and 
pay the whole world’s board bill for life if 
need be. 

Our worthy chief correspondent and _ office 
manager, Mr. Harry Christie, of the Toronto 
Office, after no doubt, giving the matter care- 
ful and mature consideration, decided to enter 
the matrimonial state and signed up the usual 
printed contract July 31st. In appreciation of 
the occasion he was presented with a well-filled 
purse of gold by the Canadian Sales Foree, and 
a very nice mahogany seven-day clock by the 
Office Staff. 

Mr. Christie has left on a two months’ trip 
to his ancestral home in the land of Wallace 
and Bruce, accompanied of course, by his good 
lady, and will be residing for the next four or 
five weeks at 1 Comoly Place, Dunfermline, 
Seotland. . 

Well, Friend Harry, we often wondered how 
you “‘got by’’ so long, and hope to meet Mrs. 
Christy some of these fine days. You are cer- 
tainly taking a “‘high brow’s’’ honeymoon and 
we wish you a most pleasant trip. 

We join the organization in extending to 
yourself and better three-quarters a life of un- 
alloyed happiness. 
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PAT AND HESS. 


Our friend from the Emerald Isle visited us 
yesterday and we were very pleased indeed, to 
see Mr. Cashman once again. It was a big day 
for the town in view of the fact that our Ger- 
man friend, Mr. Hessenmueller, was also here. 

When they registered at the Anthoy Hotel 
there was a laughable incident occurred. When 
our Mr. Hessenmueller registered the Clerk as- 
signed him to a room and they immediately 
went up to the room to see if the quarters were 
suitable for a man of his fame and name. 
When they opened the door they were surprised 
to see that it contained nothing but a lot of 
tables in it. Not being able to understand why 
this was Pat telephoned to the Clerk and asked 
him why he assigned Mr. H ‘short oftype) that, 
sort of a room. The Clerk replied that upon 
reading the register Hess’ name sounded like a 
lot of samples and so he assigned him the big- 
gest room in the house. 

Pat left for Iowa, Sunday and while on the 
train wrote us a letter with a green pencil 
(the Pat—riotie Irishman that he is) asking us 
to send the following tip to Mr. Little: 

“Dear Ed: While in your city I visited one 
of your citizens and talked oil tanks. He is 
very much interested and a sale can be made. 
In view of the fact that it is out of my terri- 
tory and I cannot collect any commission on 
the sale, I take this way to notify you that 
right under your nose there is good prospect. 
I refer to Bert Bowser as a prospect.’’ 

We don’t believe there will be very much 
commission in it peo who sells to Bert. 

© © 


Among the nice orders coming through this 
week, was an order from H. E. Dobson, at New 
York, for a Filtration Outfit. This Filtration 
Outfit order was of a little superior class than 
the ordinary order, in view of the fact that it 
was of a little higher social standing. 

It will not be required to filter dirty, grimy, 
lubricating oil, but will be used entirely for 
olive oil. The outfit was sold to a commission 
merchant who is a big importer of olive oil and 
he desires to bottle nothing but the absolutely 
clean, pure product. This can only be accom- 
plished through the aid of a Bowser Filtration 
System. 

OO RMO) 

If every user of gasolene who has a round, 
tin tank or top ground storage knew how rap- 
idly gasolene evaporates during hot weather, 
they would realize that the saving a Bowser 
equipment effects would pay for the outfit in 
a season. At a temperature of 98, gasolene 
evaporates like smoke, and when you stop to 
think how many days this summer we have had 
98 degrees, you will realize the enormous loss 
in gasolene that has resulted. 


(suide Posts 


On the Road to the 


Pacemaker’s Club 


Ce OOOO LUG, 
oO 

© 
OOOO OO OOOOOOOOOOSOOOOOOOSOOOOSOO 


© 
© 
© 
© 
© 
© 
© 
© 
g 
© 
© 
® 
© 
© 


100° in the shade never put 
a real man down and of 
doing anything he 
knew would be 
Sood for him 


OOOO 


Brain exercise is not much as 
heat producer—but as a 
business producer 
it is the main 


spring. 


©OOD 


there is but one time— 
Now; 
But one day— 
Today; 
but one season— 
the Getting Busy season. 
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The time to make the Club 


is Now 
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: The C : 
Bowser Day at Winona ‘Annual Outing 


also sported a necktie of most gorgeous hue, 
both pieces of wearing apparel which he claims 
were purchased at Pieadilly Cireus, London. 

He was so intent upon getting into the grand 
promenade at the lake front that he forgot to 
supply Mrs. Dunkelberg with admission tickets 
and messengers had to be dispatched to the 
gates to supply the passports. 

Mr. Dunkelberg’s son, Dave, made splendid 
progress in giving his father swimming lessons. 

C. A. D. proved to the crowd he was 
99 99/100 per cent pure. He floated. 

Dick Smetzer and Bert Bowser tried to tell 
the boys they caught a 214-lb. bass. We didn’t 
see, hear, taste or smell it, so you can’t prove 
it by us. 

Louie Steger and family, Bert Grosvenor and 
family, Mrs. Fred Knoche and several others 
tried to wear the lake out boat riding and got 
stranded on a sand bar. The result was they 
missed the last Bowser special and did not get 
home until 9 p. m. 


an 


\" 
x \ \ 
~~ 
: ATIC XN 


®® © 

Our friend Wally Armstrong thought the 
annual pienie would be a splendid chance to 
take his annual bath and went in swimming. 
We regret to report, however, that he tried to 
do a high dive act in very shallow water and 
skinned his nose to the back of his neck. We 
immediately wired for Dr. Woodbury, how- 
ever, the famous Beauty Specialist of Chicago, 
who administered the proper treatment and 
made Wally as handsome as ever. 


For some weeks the employees of the com- 
pany have been preparing for the outing and 
picnic at the popular Winona Lake resort. 
Saturday, August 9th, was the date of the big 
outdoor frolic, and at the appointed hour Bow- 
ser men and their wives and sweethearts ap- 
peared at the railroad station with hampers 
and baskets packed with fried chicken and 
other good things to eat. 


President Bowser again took his large and 
growing family out for their annual picnic to 
Winona Lake. The weather was ideal and the 
occasion was filled with pleasure and merri- 
ment as usual. There was swimming and boat- 
ing and tennis and other sports but the Tennis 
Tournament seemed to be the most popular of 
the events. Perhaps this was due to the celeb- 
rities that took part. They were very interest- 
ing set sand below is a schedule of the results. 


® © ®@ 


Mr. Bowser had not overlooked one thing to 
make the outing most enjoyable, and even had 
the weather bright and clear the whole day 
long. 

‘“We had some great sport and a good time,’ 
was the universal word on the trains going 
back, and the factory and office employees, and 


? 


Treasurer Dunkelberg was on the grounds 
in his new English smoke shoes which are of 
the spring heel design and undressed kid. He 


all who participated in this enjoyable affair, 
join in a word of thanks to President Bowser 
for the happy occasion. 


TENNIS SCORES 


Sets. Sets. 

NAMES. | 34] 5| 6| 7 8] 9 NAMES. A 2) 3] 4S a esas 
Algier ) vs. A.S) Bowser’ ) 
Long eee of SHreuio& 1} 0} 0} 0] Milligan )artak leneemete ts C0) fect femme Bl 
Burrows ) vs. Tumbelson ) 
Townsend ) ueleuh ay eeene eee fe ai al Ulf geal Roberts ) hat auchn cureate tes 0} 0} 0} 0 
Burrows ) vs. Lauer ) 
AMoR ip oELOOINT Ri oms Gob 5 Adc-c il) aN eal a UR(erkeugkewh Is nctg dc Aon os 1} 0) 10/0180 
A. S. Bowser ) vs. Burrows ) 
MIT eit ae eo) ene Ol De a TOWNSENG. Ori ..c tachi 1} 0} 0} 0 
Lauer Paul ) vs. Bechtel ) 
Matlack ), Rmeaee mae owen. wate 0| 0} 0 Simon al eee iphs nat Jeneqateas Shree i Rh 

Walker ) vs. Goff ) 
Johnson )! TRE Richt coher [eri kal eat f oat Win. Hatmaker )i..c% 0} 0} 0} 0 
Walker ) vs. S. B.. Bechtel ) | 
Johnson ) suoatene evane.auetanese. ¢ 0} 0} 1] 1] 0] 0 Simon Jidites teers HN ele) EMO Ths fe: 
Milligan ) vs. Bechtel ) 
ATE Sa OW SEL). one mes LO 1 O01 10 Simon D Shen le eect oe TAU Uli Toe esa ki oat 
Milligan ) vs. Bechtel ) 
AGED SOW SCE) <a ania TE AO Fay OS SH a bile Gli (eae Simon han eyache hate etere 0} O} 1] O] 1] O} 1] O] 0 
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S. F. BOWSER & COMPANY'S 
Twenty-eighth Birthday 


Yesterday morning, September the fifth, we called upon Mr. Bow- 
ser, in his private office, to congratulate him upon the success of the 
Company’s twenty-eighth anniversary and asked him to tell us how he 
happened to invent the first Bowser Pump, he said: 


In reply to your request of me for a story of the events that led up 
to my inventing our perfect, self-measuring oil pump, will say that there 
were events and events dating way back too far to lay before you at this 
time, therefore, I will simply give you what you asked for — just the 
story of the invention — a thing I have never done before. I will begin 
by saying that for twelve years before my invention I was a traveling 
salesman, selling wrapping paper, paper bags, and so on, in which time 
I had many experiences that would try the steel of any man, and more. 
Finally, notwithstanding the rugged man that I was, my nervous sys- 
tem was undermined and I became wholly unable to take care of my 
business and had to slacken my pace for the time being and take a great- 
ly needed rest, at which time I deeded my home to one of my creditors 
and moved down town near the Pennsylvania Railroad Station, where I 
got three rooms for $10.00 a month. Here I relaxed but remained on 
the road, selling wrapping paper and tinware for a friend of mine, 
working as I could stand it, two to four days a week, aiming to be home 
every night or at least was seldom away from home more than one night 
at a time. I kept this up for a year and did fairly well. I kept out of 
debt and paid my friend whom I was working for $90.00 of a debt, in 
which time my physical condition improved, as was evidenced by the fact 
that I gained eight pounds. 


This was early in the spring of 1885 and I was going out on the 
5:00 o'clock train one morning in pursuit of my business, therefore, I 
got up about 4:00 o’clock to get ready, and among other things 
I wanted to leave my wife a good supply of water for the day. The well 
from which we got our water was about seventy feet deep and our means 
of getting it was somewhat primitive, notwithstanding the same way 
is in use now, here and there, through the country, and doubtless for- 
ever will be. Over the well was built a little house and up in the roof 
of this little house a big, grooved swivel wheel was fastened, over which 
the long well rope passed, so that a bucket could be tied to each 
end of it and by letting one bucket down for water you at the same 
time would be drawing up the other bucket full of water. The little 
house over the well was unusually high. It simply had a roof on it and 
was not enclosed, and the well being deep and the night being still and 
very cold, the steam that came out of the well froze on to the ropes 
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THE FIRST PICTURE OF THE SHOP FORCE EVER TAKEN. 


Top row reading from right to left: Pete Shultze, Chas. Allgeier, Mr. Tritenbach, Mr. Osey, 
W. F. DeVilbiss. 

Lower row, seated: Mr. Baker, S. F. Bowser, Frank Kirbaugh, Alex. Bowser, Mr. A. R. Kummer, 
T. D. DeVilbiss, Allen Bowser, John N. Broom. 


thus exposed between the mouth of the well and the roof which was, 
as before stated, unusually high from the ground. Therefore, to draw 
water in this manner, all of this frozen frost covered rope had to pass 
through my hands and it being a very cold morning, added to its 
sting of cold, but I got the water. - In the meantime, my good wife, who 
never murmured or “complained, had me a bite to eat and I took my grip 
and made the train. 


I went to Decatur, twenty-two miles south of Fort Wayne; here I 
got a team of horses and a sleigh and drove to Pleasant Mills, some six 
miles southeast. From there I drove to Willshire, Ohio, three and one- 
half miles further on, and it was on this drive from Pleasant Mills to 
Willshire that my mind turned to the unpleasantness of drawing water 
out of this deep well on a cold morning, and my thoughts turned to devis- 
ing some better way, at which time I saw, as it were, a pump cylinder at 
the bottom of the well sufficiently large to hold a pail of water, the same 
being provided with a discharge pipe and a pump rod, similar to our 
present pump, and so arranged that with one full stroke I could dis- 
charge a bucketful of water. This looked good to me and I thought if 
it was good, and practical, may be [£ could “work up a little business out 
of it by VULNS it for the market, and upon my return home I 
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VIEW OF THE PLANT IN 1894 BEFORE THE FIRST FIRE. 
Two weeks before it was destroyed, the brick’ Office was completed and stood fifteen feet on 


this side. The little barn with three windows to the left was -the shop in 1885 and 1886, which 
also contained a cow and a room. for a load of hay. 


took it up with my brother, who was an engineer on the Pennsylvania 
Railroad and lived the second door from me, drawing water from the 
same well. 


Neither of us being versed in this kind of business, but my brother 
having an acquaintance with a Patent Model Maker down street, who 
was quite versed in mechanics of this sort, we went down and laid the 
matter before him and he took out of his drawer a little book that treated 
on subjects of this kind and showed us therein the great pressure that 
would be necessary to raise the water to the surface from so deep a well, 
which convinced us at once that it was absolutely impractical, and this 
settled it for the moment at least, with all of us, but when I got out alone 
and was thinking the matter over, it came to me in almost audible words, 
“Why will it not do for oil? It is never far away, and as this was going 
through my mind I could see, as it were, an oil tank setting in the corner 
of a grocery and I could see another oil tank setting beneath in the cor- 
ner of the basement of the grocery, and as basements at best are never 
very deep, I felt sure that my pump would work very satisfactory in 
either of these tanks. = 
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So in a few days when my brother was in I took this proposition up 
with him and he readily agreed with me that in this case the pump 
would work entirely satisfactory, but he suggested that everybody was 
supplied with oil tanks and there would be no market for them, but as 
my business was selling goods, I did not see it that way, but told him I 
was going out in the morning and would be home the day following and 
in the meantime I would see what I could do in the way of telling some 
of my customers who were handling oil about my invention, and see if 
they would be interested in such a device, so I left in the morning and 
returned home the following day about 7:00 o’clock in the evening, in 
which time I had taken five orders. 7 
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I simply laid the matter before my prospective purchaser in an earn- 
est, enthusiastic manner, Just as if we were going right ahead to manu- 
facture them and my customer would respond “All right, if you can make 


OOOOCOOODOOOOOOO 


The upper view was taken from the south side of the factory after the fire. The building 
standing is the brick office that had just been completed, which stood about fifteen feet from the 
factory. 

Lower view—An indication of how the fire leveled the entire factory to the ground, excepting 
the Jappanning oven, to the right, and the office, to the left. 


such a device and it works as you say, I will take one,” and down went 
his name for one and I repeated this five times in two days, as above 
stated, and it was three months afterwards before we could fill these or- 
ders. In the meantime, one of the parties failed but the other four re- 


+ 
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General view of the plant after the new brick factory had been built, succeeding the fire, the 
destruction of which is shown on the previous page. 
This is a view looking south-east. 


ceived their goods in the hearty, enthusiastic manner in which they gave 
me the order and paid for them promptly. 


Now, this was the beginning of the tank business, and how it came 
about. A volume could be written of dark and trying times I had before 
the time of the beginning of this article, and two volumes of the same 
kind could be written of the times since, but you will observe that had it 
not been for these trying times and misfortunes, of which I had many, 
together with my broken health, I would not have lost my home, I would 
still be a traveling man, and there would have been no BOWSER 
PUMP today. 


In conclusion will say, in my wonderful experience where there was 
no sunshine—*T saw why all this.” I needed it, and had, and have use for 
all of it in my business, and to-day over fifteen hundred people are on our 
pay-roll, enjoying with me and mine, the blessings of the sunshine that 
comes after the dark, dark clouds have rolled away. God planned, and I 
was used by Him,—is “Why the Bowser Oil Tank and Pump Works is 


what it is to-day.” 


Very truly yours, 


S. F. BOWSER. 


¥ 
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A brief history or account of S. F. Bowser & Company’s progress 
from its inception. 


The greatest achievements in history have step by step and thus the foundation is strong 
had their inception in small beginnings. and lasting. 
To build firmly and securely is to build slow- The history of the Institution of S. F. Bow- 
\ ? y 4 a ++ 1c et ° 7 ali 
ly but surely. The growth is accomplished ser & Co., is not tedious to any reader because 


The above are views of the second fire which visited the plant on Christmas morning of 1897. 

The top view is the Machine Department after the fire, looking west. 

The lower view shows the general destruction of the fire, the Machine, Paint and Shipping Departments that 
suffered the most, 
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The above is a view of our Drafting Department, which occupied a room in the factory. 


did not have a corps of engineers. 


In these days, we 


Mr. Allen A. Bowser and Mr. L. E. Bowser were the mechanical experts 


who designed improvements and did the general drafting. 


of their wonderful development and the re- 
markable life history connected with it. 

It deals with the problem, which confronted 
one generation and was solved during the life 
time of that generation. In its promulgation, 
enthusiasm figures as one of its most valuable 
assets. 

Mr. Bowser with his ideals, his desire for 
work, his undaunted courage, is as much a po- 
tent factor in the progress of the firm to-day 
as he was in early history. 

Success in any business requires unremitting, 
conscientious work, but it is safe to say that in 
few businesses has a man given so much of him- 
self, of his time, of his thought and sacrifice as 
did our President. 


As far back as 1884 Mr. Bowser realized the 
necessity for self-measuring oil pumps and he 
owes his inception to the pump in the well 
from which he had to draw water. It was at 
this early date that the Pioneers of our pres- 
ent Institution began experimenting with some 
apparatus that would serve for the dispensing 
of oil, the same as the water pump drew water 
from the well. 

Associated with Mr. Bowser in these early 
days were his brother Alexander and brother 
Lafe, together with their sons. For many years 


this ttle band of workers labored diligently 
and earnestly with very meagre immediate com- 
pensation for their untiring efforts. Mr. Bow- 
ser tells us how he went on the road to see if 
he could dispose of Bowser Pumps and his nat- 
ural sales ability enabled him to elose five 
orders the first day and he returned home with 
five orders that represented his trip. 


These orders secured indicate the market 
for the goods and gave the little band of work- 
ers the inspiration and courage to immediately 
begin making outfits to fill these orders. 

With hardly any resources and with no finan- 
cial backing the work was commenced. 

It required some strenuous endeavor in their 
joint efforts on the vital work of delivering the 
goods. It took privation to afford the money 
necessary to buy the raw material from which 
to construct this outfit, but those early days of 
efforts were far-fetching in usefulness and a 
dollar’s worth of material then was worth more 
to them than a thousand dollars’ worth later on. 

Finally the first outfit was completed and Mr. 
Bowser being proud of the product, invited 
Jake Gumpper, who then conducted a grocery 
store on the corner of Calhoun and Brecken- 
ridge Streets of this city, to come out and look 
at the new Bowser Tank. 
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VIEWS OF THE RE-BUILT FACTORY AFTER THE SECOND FIRE. 


Left Top—Machine Department, looking West. 

Right Top—Galvanized Iron Department. 

Middle Left—Machine Department, looking East. 

Middle Right—Wood Working Department, looking West. 
Lower Left—Paint and Shipping Department, looking West. 
Lower Right—Painting and Shipping Department, looking Hast. 


During this time the Company was making wash-boards, dustpans and automatic screwdrivers. 
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PICTURE OF THE FACTORY FORCE IN 1894. 


Top Row—Jim Osborn, Ed. Jenne, George Slater, Gust Orth, Mr, Fisher, Joe Goodall, Arthur Williams, Fred 


Duryea, Chris Orth, Joe Pigh, Mr. Wells. 


Second Row—Pete Doenges, Mr. Delagrange, H. Hunting, John Polhamus, Fred Hendricks, Jim Quin. 


Third Row—Fred Knoche, Salesman BE. 
Mr. Gebert. 


Fourth Row—Dan Kelly, Mr. Roberts, Mr. Martin, Gus Knoche, Mr. Shultie, Mr. 


Bowser, Warren Rogers. 


Fifth Row—Mr. Hoffman, Jim Nierhood, Bill Orth, Mr. Shane, John Russel, 


Wesley Bowser, 
Sixth Row 


George Dolan, Frank Bowser. 


M. Gumpper was immediately impressed with 
the cleanliness and convenience of the outfit 
and said he would take the tank. This tank 
was built, however, on the order taken from 
Burtson & Nelson, of Hicksville, Ohio. Mr. 
Gumpper needed the tank in his business, how- 
ever, and in view of the fact that Mr. Bowser 
needed the credit at Jake’s store for groceries, 
he let Jake have the tank so that he might 
have a drawing account to secure food for the 
family. 

This is the way it came about that Jake 
Gumpper got the first tank that was made, al- 
though he was the seventh man that was sold. 

It must be remembered that in those days 
Mr. Bowser was the salesman, carpenter, tin- 
ner, bookkeeper and the office boy. What un- 
tiring, what an up-hill battle, so discouraging 
for want of funds, these Pioneers encountered 
but unswerving loyalty to the product, their 
high and noble devotion to the line and self. 
sacrificing activity won the day. No obstacle 


(sitting)—Mr. Sunderland, Sylvester Bowser, Alexander Bowser, 
Bessie DeVilbiss, Tom DeVilbiss, Fred Rodenbeck, Gus Schultie, George 


P. Walker, Mr. Schone, Mr. Schields, Mr. Stein, John Todd, Mr. Wise 


Ikes, John Broom, Charles 


Fred Williams, George Miller, 


L. E. Bowser, Allen A. Bowser, 
Walda, Frank Kritzer. 


was so great but what enthusiasm and labor 
without stint, surmounted them. 

These are the things that made this Institu- 
tion a possibility and an actuality, instead of a 

-pathetic theory or hazy memory. 

In these early days, he had no fine tools to 
work with, no spacious factory, no conveniences 
of the present mechanic. They were days of 
privation, work and worry: 

The first machine they had was an impro- 
vised lathe driven from the belt of a wagon 
wheel and operated with a hand power erank. 
The second lathe was a Barnes foot-power lathe 
and the first engine was a 2-H. P. steam engine 
which used oil for fuel. This later was supple- 
mented with a 10-H. P. threshing machine en- 
gine. 

It is hard to realize the hardships and inecon- 
veniences, to say nothing of work and worry 
that Mr. Bowser encountered in his early days. 
It was almost a daily trip for him to walk to 
the city and carry out galvanized iron pipe, tin 
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View of the First Salesmen’s Convention—Picture taken on Mr. Bowser’s Front Porch, 


January, 1897. 
Top Row—(reading from left to right)—H. C. Httinger, M. Gwine, H. H. Geller, B. A. Barlow, Mr. W. Cragg, 
Mr. Foss, W. T. Kirk, Mr. G. W. Pask, Mr. Chas. Compart, Frank Leslie, E. M. Savercool, F. Schabb, J. 

Dietch. 


Second Row—(left to right)—Rex Kiger, Chas. E. Saunders, C. O. Wiggins, H. S. Covey, Mr. H. W. Dierker, Mr 
Chas. Furnald, Ray Loomis, . P. Walker, Mr. EH. F. Klotz, Mr. 


Farnham, J. W. Minick, Carl Swain, Mr. 

B. W. Applegate, E. W. Lewis, J. Conley, George W. Bigelow, Mr. H. N. Bledsoe. 
Front Row—(sitting, left to right)—L. FE. Bowser, C. HE. Neff, D. C. Hawkins, Rosser McClure, Charles Weed, 
Allen A. Bowser, S: F. Bowser, A. Z. Polhamus, J. W. Wells, Tom Cragg, Tom DeVilbiss, J. W. Runyan, 
Edward Biddle, Alexander Bowser. 


PICTURE OF SALESMEN IN CONVENTION 1898. 
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VIEW OF THE COMPLETED FACTORY AFTER THE SECOND FIRE AND THE NEW OFFICBS. 


TOP—from left to right—Mr. Bowser’s Office; S. F. Bowser seated at the desk; Allen A. Bowser beside desk. 
A. Z. Polhamus seated at the desk, Carl Swain standing beside the desk 
Mr. Minnick seated at the desk dictating to his stenographer, Miss Clara Grier. 


Second Row—View of General Office, Looking West. 
Reception Hall—Gentleman at Desk, Mr. Rob Cragg. 


LOWER—View of the Completed Factory After the Second Fire. 
View of the Main Accounting Room, Looking East. 
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and other supplies on his shoulder, simply be- 
cause he could not afford to hire an express- 
man. 


Later on, however, the Company did afford 
the luxury of express service and hired Silas 
Jones, a pioneer expressman of Fort Wayne, 
to make trips from the shop to the city, as 
required. 


It is also a fact that often the mail would 
be held up in the office for a day or two, be- 
cause there were no stamps and money avail- 
able for their purchase. 


The first tanks were built in Bowser’s barn. 
Mr. Baker was the first tinner and was assisted 
by a boy, Frank Kirbaugh. 


The first salesman, Frank Leslie, went out in 
1886 and he remained with us until his death 
five years ago. The second salesman was Thos. 
DeVilbiss who also went on the road in 1886. 
He made one trip to the southern part of the 
state, took a number of orders and on return- 
ing to the factory found they had more orders 
than their small force could handle and it was 
necessary for him to go to work in the factory 
where he practically remained ever since. 


In 1887 Mr. Bowser met with an accident to 
his finger by being cut with a saw. Being so 
busy with his business he did not stop to give 
this careful attention and it resulted in blood 
poison in his limb which swelled to twice its 
normal size and only a timely operation saved 
his limb and his life. At the time of his acci- 
dent Miss Bertha Winbaugh was employed in 
the office and Mr. Bowser, although confined 
to the house, was active in directing the affairs 
of the company, having Mr. DeVilbiss and Miss 
Winbaugh coming to the house every day to go 
over business matters with them. Physical 
pain and suffering did not keep Mr. Bowser 
from work or change his course. 


After getting well he employed his first book- > 


keeper in 1888 who was Will Bates and is now 
employed in the Seeret Service Department of 
the Pennsylvania Company. The next book- 
keeper was Chas. Strubble who resigned to 
take his present position as Cashier of a bank 
at Wasseon, Ohio. 


In the meantime the business had warranted 
the taking on of additional factory force and 
John Broom was given charge of the Shipping 
Department who remained with us until his 
death and his son, who sueceeded him is still 
with us. 


About this time Miss Kitty Kohler was added 
to the office foree and she remained with the 
company for a number of years, up to the time 


of her marriage to George DeWald who is now 
in the wholesale dry goods business in this 
city. 


In 1889 the factory force consisting of twelve 
men whose pictures are shown on page 227. 
The sales force at this time had increased to 
fourteen men who traveled principally in In- 
diana, Michigan, Ohio and Kentucky. There 
were no defined territorial lines. The salesmen 
were Messrs. Leshe, Clark, Wolcott, MeCurdy, 
Morris, Lamb, A. DeVilbiss, McIntosh, O. J. 
Bowser, Thomas, Jones, Heng and Carl Peter 
Swain. 


The Bowser product and the immense Bow- 
ser Plant in its wonderful development, is a 
tribute to the spirit of achievement which dom- 
inated Mr. Bowser and his band of workers 
who have kept abreast of every forward step 
in the development and use of oils and gasolene. 


The men whose life-endeavor it represents, 
built into it one masterful idea from which has 
sprung nearly one hundred different models, 
some complex, some simple, all of which were 
developed with the idea of humanities’ in 
terest paramount. Bowser Products embraced 
the needs of humanity beyond the confines of 
Fort Wayne and its surrounding territory. It 
was a product that would prove a factor in in- 
creasing human comfort throughout the entire 
world in its onward march of civilization. 


The early days, however, made a history of 
incessant struggle before these final accom- 
plishments of convenience and safety in oil 
storage and distribution. 


Upon July 28, 1894, the plant was visited by 
a most destructive fire. It was laid in total 
ruins with not so much as a wagon-load re- 
maining unburned except the new brick office 
building which had just been built. Before the 
ashes had cooled, however, a bigger and better 
factory was being planned and which was soon 
under construction, while the firm courageously 
continued business in temporary quarters at 
the Western Gas Construction Company’s plant 
nearby. 


On December 25, 1897, fire again wiped out 
our factory, and with the books full of un- 
shipped orders, a most distressing situation 
presented itself. With the same indomitable 
spirit, however, born by ambition and enter- 
prise, the destruction only urged greater per- 
severance and plans for rebuilding were imme- 
diatly begun and new buildings were soon up 
to replace the loss. 


In 1895 the company went into the manufac- 
ture of washboards, dust pans and automatic 
serew-drivers. 
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S. F. Bowser 


The Man That Made the First 
Bowser Safe Oil Storage 
and Distributing 
System. 


On the opposite page is 
shown a picture of Mr. J. 
D. Gumpper, the man that 
got the first Bowser Pump. 
Although his was not the 
first order, he was the first 
to commercially use it. 
This is explained at the 
foot of this page. 

Elsewhere in the Boom- 
er you will find how diffi- 
eult it was for Mr. Bow- 
ser and his small business 
family to secure the mon- 
ey necessary to buy the 
raw material from which 
to construct this one out- 
fit. 

Even Mr. Bowser at this 
early stage of the business 
with his high ideals, his 
desire for work, his un- 
daunted courage, his fore- 
sight did not dream of the 
far-reaching possibility of 
his invention and manu- 
facture. From this one 
equipment has grown the 
entire Bowser line and 
like the solid oak tree, 
its branches are in every 
direction and the roots so 
firmly planted that there 
is hardly any storm con- 
ceivable that will over- 
turn it. 
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The above is a view of the first order registered, showing a record of the first cigiay 
writing. At this time Mr. Bowser was salesman, bookkeeper, cashier and in fact he wa 
having bought the first Bowser tank—Messrs. J. D. Gumpper Grocery Store at Fort Wi 
about was as follows: i i 

Mr. Bowser made this road trip, which you read of in his letter in the forepart of | 
ever, to make the outfit for this order which he took, after he had completed the firs 
Bowser Self-measuring Oil Outfit. Mr. Gumpper came out and after looking at it and ty 
before stated, Mr. Bowser realized that Mr. Gumpper needed the outfit and he also ve 


promptly delivered the outfit, in order to get a drawing account for food for the famil 
pump that was made. | 
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old, which were sold by Mr. S. F. Bowser himself and orders registered in his own hand- 
hing, from President to Office Boy. There are two firms that claim the distinction of 
liana, and Eldridge & Nelson, General Store at Hicksville, Ohio. The way this came 


le, and Messrs. Eldridge & Nelson was the first sale he made. When he came back, how- 
he invited Jake Gumpper, a local grocer out to see this new wonderful invention, the 
he quickly recognized its merits and told Mr. Bowser that he would take the outfit. As 
rly realized that he himself needed the credit at Mr. Gumpper’s grocery store, so he 
it came about that Mr. Eldrigde bought the first pump, but Jake Gumpper got the first 
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J. D. Gumpper 


THE MAN THAT GOT THE 
FIRST BOWSER PUMP. 


Mr. Gumpper purchased 
the first self-measuring oil 
storage equipment made 
by S. F. Bowser. He was 
so interested that later he 
gave up his retail grocery 
business in Fort Wayne in 
order to sell the equip- 
ment. From that time tili 
the present, he has been a 
successful Bowser sale s- 
man. 

Mr. Gumpper began his 
services as salesman for 
S. F. Bowser & Company, 
Ine., January, 1897, hav- 
ing no previous selling 
experience except as a re- 
tail grocer behind the 
eounter. He traveled con- 
tinuously in Indiana in a 
radius of seventy miles 
around Fort Wayne, with 
the exception of the last 
few months, and has al- 
ways been among those 
standing high in sales ree- 
ords and often has been a 
prize winner. He was a 
Pacemaker last year and 
promises to repeat this 
year. 
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BIRDSEYE VIEW OF PRESENT PLANT AND BRANCH FACTORY AT TORONTO. ALSO INTERIOR VIEWS 
OF HOME PLANT. 


The tank business steadily grew and so de- 
veloped in the year 1899 through the branch- 
ing out into the factory and railway business 
that it was necessary to drop the manufacture 
of washboards, dust pans and serew drivers, 
and the entire time and attention devoted ex- 
clusively to the manufacture of oil storage 
equipments. 


It was during this year that Mr. Dunkelberg, 
Mr. Bechtel and Mr. Grosvenor came with the 
firm. Mr. Bechtel before coming with us was 


connected with the newspaper business at 
Grand Rapids and took charge of the Collee- 
tion Department with our company. Mr. Dun- 
kelberg came in as head bookkeeper, having 
previously been on the road for Woolen Mills 
which lne he dropped to go on the road for 
Bowser goods. In a short time he took charge 
of the Sales Department and Mr. Grosvenor 
took his position as head bookkeeper. In the 
meantime Mr..Bechtel had taken on the Adver- 
tising and Mail Sales Department. Ed Eggi- 
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LATE PICTURE OF THE OFFICE FORCE, SALES FORCE 


AND FACTORY FORCE. THERE ARE NOW 


OVER FIFTEEN HUNDRED EMPLOYEES ON THE PAYROLL. 


man took charge of the Collection Department 
which position he holds at the present time. 
Mr. Bersch succeeded Mr. Grosvenor as book- 
keeper and Mr. Grosvenor took charge of all 
purchases with the title of Purchasing Agent. 


On February 1, 1891, Mr. A. Z. Polhamus 
came with the firm as Sales Manager, assisted 
by Mr. Minnick. Mr. A. Z. Polhamus took the 
general managership of the firm and Mr. Min- 
nick became Sales Manager. Mr. Dunkelberg 


was then made Sales Manager and was assisted 
by Walter G. Zahrt. Later Mr. Dunkelberg 
took exclusive charge of the Railway and Fac- 
tory Sales and Mr. Zahrt was then made Sales 
Manager. 


The business had grown to the extent that 
incorporation was necessary and the first offi- 
cers were S. F. Bowser, President; A. A. Bow- 
ser, Vice President, and A. Z. Polhamus, Sec- 
retary and Treasurer. 
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In 1898 some of Mr. Bowser’s most trusted 
employees misused the company’s funds and 
put the company in a very bad financial condi- 
tion which, together with the panic that had 
just preceded this difficulty, made it very hard 
for the firm. After this the company was in- 
corporated and reorganized and it was during 
the reorganization that Dunkelberg, Bechtel 
and Grosvenor came with the firm. 


Soon after this the automobile became a faec- 
tor in the commercial world. The Bowser firm 
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(HM. BOWSEIe 


THE DIRECTING FORCE SURROUNDING THE 
PRESIDENT. 


being a wide awake and progressive concern 
quickly saw the opportunities and possibilities 
of this new industry and immediately got busy 
and designed and constructed an underground 
tank for the safe and convenient storage of 
gasolene. It was known as the Bowser Long 
Distance Gasolene Storage equipment which 
was the first underground gasolene storage out- 
fit on the market. 


The officers mentioned on page 243, were 
re-elected each year until the year of 1908 at 
which time Mr. S. F. Bowser was elected Presi- 
dent; A. A. Bowser, Vice-President; Harry M. 
Bowser, Second Vice-President; C. A. Dunkel- 
berg, Treasurer; H. G. Grosvenor, Secretary ; 
A. Z. Polhamus, General Manager; and S. B. 
Bechtel, Assistant General Manager, who still 
remain in these capacities. 


Mr. Allen A. Bowser, First Vice-President 
and Superintendent of the factory, is a nephew 
of the President and has shared with him the 
trials and successes incident in building up the 
organization. 


Mr. H. M. Bowser, Second Vice-President, 
is the oldest son of Mr. 8S. F. Bowser. He is 
a graduate of Purdue University and is active- 
ly engaged in the business as a consulting 
engineer. 


Mr. A. Z. Polhamus, General Manager, is 
one of the guiding hands, whose energies are 
greatly directed toward increasing the sales 
foree efficiency in addition to his many other 
duties. 


Mr. S. B. Bechtel, the Assistant General 
Manager, is most actively interested in fur- 
thering the sales policy and increasing the gen- 
eral efficiency of the entire organization. 


Mr. H. J. Grosvenor, Secretary and Factory 
Manager, has been with the Company for many 


~years and it is due to his executive ability that 


the factory has kept pace with the sales organi- 
zation. 


Mr. C. A. Dunkelberg, Treasurer, who 
started as salesman, has contributed largely to 
the success of the company, due to his inti- 
mate knowledge of business requirements and 
financial foresight. 


Most of the executives above named have 
made a success selling Bowser equipment on 
the road. It is needless to impress upon you, 
as a salesman, what this means for an organi- 
zation that is distinetly a sales foree. You 
know if they can do it, you can do it, because 
each and everyone has met with the same ob- 
stacles. : 
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How To Cultivate Bowser Kerosene Territory 


The first Bowser salesman that we ever knew 
about was Mr. 8. F. Bowser himself, who con- 
ceived the idea of the Bowser Self-measuring 
Pumps in connection with the storing and 
handling of coal oil in groceries. The coal oil or 
kerosene line was the first and only line we 
handled, and to it is due the eredit of our 
present large plant, which was made possible 
by it. For some time it was the only outfit we 
made, but as we grew, we also branched into 
the handling of heavy oils. The kerosene busi- 
ness, however, was always in the lead as to 
number and value of sales and to this day is 
perhaps the most important branch. In fact, it 
is the backbone of the business. The _ sales- 
men who have made the most money with Bow- 
ser & Company have been men who have hand- 
led this line and we mention this at this time 
to call your attention to the opportunities lay- 
ing before you. 


It is true that a man does not wear out or 
use up Bowser oil tanks as he does clothing or 
groceries, but the Bowser outfits have become 
standardized to the extent of being classed as 
a necessity in conducting any business which 
handles or uses oils and while you may only 
expect to make one sale of a kerosene outfit 
to a man, there is constantly a change in con- 
ditions, such as expansion of his business, the 
handling of other oils, ete., which will naturally 
result in more orders for you, if you have prop- 
erly handled the case. 


Aside from this, however, you should con- 
sider villages and towns as your customers, 
just as individuals are the consumers of cloth- 
ing and groceries, and on this basis you will 
realize that one town will buy many Bowser 
outfits, if your territory was properly handled, 
in addition to the facet that often many of your 
customers will buy two or more Bowser tanks. 


THOROUGHNESS: 


One of the main factors in the success of 
Bowser store line is to work territory thor- 
oughly, work being far more important to your 
success than territory. In this connection, it is 
not a matter of seeing how fast you can fill 


your territory, but rather, how thoroughly and 
successful. A salesman should aim to get over 
his territory every three or four months; at 
least once every six months, working it by 
county and ealling on every merchant in every 
village, town and seat in the county that is a 
possible user of Bowser equipment. 


When making the sales care and considera- 
tion should also be given to see that the custo- 
mer thoroughly understands every point of 
the transaction and secures the equipment best 
suited to his needs and that just exactly what: 
he is expecting is delivered. There is no assist- 
ance which a salesman can turn to his account 
so valuable as the good will of the satisfied 
customer. It is upon this basis that the Bow- 
ser Company has built its success. It is upon 
this same basis that Bowser salesmen succeed. 
Some salesmen make a mistake by ignoring 
small villages or towns. Some of the best or- 
ders Bowser and Company have received have 
come from the small inland towns. 


Another mistake a number of salesmen make 
is in ignoring the small store, judging it from 
the outside appearances, you can never tell 
from looking at the outside of a store what 
sort of a Bowser prospect it is. Even a small 
store does an exceedingly large business. Good 
prospects are often missed in passing them by. 
This includes not only grocery stores, but paint 
stores, hardware stores, 
drug stores, ete. 


implement dealers, 


Another source of revenue and profit to the 
salesman who is wide awake is the possibilities 
for exehanging old Bowser outfits for 1914 
models. There is a knack in successfully mak- 
ing a trade which is worth cultivating. It is 
simply the exercise of good, common sense and 
good business judgment. 


To the man who has thoroughly studied his 
line, is able to present his arguments in se- 
quence, in an interesting and entertaining man- 
ner, who will work diligently six days a week, 
along the lines suggested above, there is sure 
to be in store for him a glorious Bowser sue- 
cess. 
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BOWSER SERVICE. 


Oftentimes in the purchase of Bowser Equip- 
ment the prospect sees only a metal pump and 
tank, and then decides to buy it on that basis— 
so much brass and steel. 


That is wrong. No business man ever bought 
a Bowser outfit merely because it was a ma- 
chine any more than he would buy a horse just 
to have a horse—what he wanted was work 
done that only a horse could do. And so it is 
with Bowser equipment, the thing that is sold 
is the work or service and not merely a pump; 
although what it is made of and how it is 
made have much to do with durability and 
service, what the customer wants is the assur- 
ance of that durability and service which is the 
essence or real thing of value and worth to 
him in his business. 


The grocer, the hardware and garage man, 
the paint oil dealers and dry cleaner have oil 
storage problems, that, to their particular line 
of business, are practically always the same 
but no two factories may have identical condi- 
tions to be met and when it comes to filtration 
requirements, there is even a greater variation. 
Notwithstanding this, every Bowser user knows 
that back of the Bowser product is a big organ- 
ization of brains, educated in the work—ser- 
vice—built up out of thousands of experiences 
and years of practice and study in the problem 
that goes with every Bowser outfit. These are 
the things—this service—which is of: value to 
the purchaser. 


© ® © 

Tom DeVilbiss, who was a Bowser salesman 
in the early days of the country, told us of a 
remarkable experience he had while traveling 
in Mississippi. He had called on a grocer and 
had about finished up an interesting demon- 
stration and felt he had the order secured. He 
had written the order blank up and was ready 
to hand the prospect the peneil, when suddenly 
the prospect jumped from his chair and ran 
out of the store bareheaded, coatless and his 
sleeves rolled up, leaving poor Tom stranded 
high and dry in a bewilderment. Tom could 
not understand what caused the man to act 
so strangely, until some time later, when he 
heard that there was a fire in the town and 
that this storekeeper belonged to the volunteer 
fire department and the minute the fire bell 
rang, he immediately jumped up from Tom’s 
interview. and went to his fire duty. 


ORTOREO) 


It is not a question of how much we are to 
do, but of how it is to be done; it is now go 
much a question of doing as it is a question of 
doing better. 


{ 


A NAME. 


What’s in a name?’’ This is a question that 
is often asked and discussed, but after all there 
is but one conclusion. Just as the chain is no 
stronger than its weakest link, so the manufac- 
turing concern is no stronger than the men 
back of it. Perfection can only be attained 
through persistent and intelligent application 
to the task in hand, but inasmuch as practice 
makes perfect in any field, it follows that the 
man whose training has been along special 
lines is better adapted to that class of work 
than a stranger would be. 


The twenty-eight years of continued success 
of Bowser & Company certainly stand for some- 
thing. In these many years the company 
counts itself fortunate in having among its em- 
ployees an exceptionally large number who 
have grown up with it and who know its every 
requirements—who know just what it wanted 
and how to provide it. 


This has been made possible from the spirit 
of co-operation always manifested between the 
company and its employees: It has been our 
aim from the outset to treat every employee 
fair and meet them a little more than half way. 
In return we have received the very best ser- 
vice that every man of high or low station could 
render. 


There have been many plans adopted which 
were substantiated with no desire on the part 
of the company for any monetary profit other 
than the profit that always accrues and results 
from fair and square dealing, together with the 


hope realized that it would enable us to keep 


our skilled workmen year after year, and thus 
maintain an organization schooled at our fac- 
tory, which would be superior to any organiza- 
tion which was constantly in process of change. 
We surely are inclined to believe that our or- 
ganization has no superior and few equals in 
efficiency of its kind in the world. 


It is this foree back of the name ‘‘Bowser,”’ 
and it is these ideas inculeated in the practice 
and works of all connected with it, that has 
enabled it to turn out a superior product and 
one that has made satisfied customers the world 
over and is making more of them daily. 
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St. Louis, Mo., July 29, 1913. 


I spent six years arguing the point of quality 
with the PP., who says he ean buy an outfit 
made by imitators that is just as good as a 
Bowser and for a whole lot less money. As I 
say, I spent six years using this argument and 
found that I was getting no where with it, in 
other words, I was not closing very many of 
the prospects who took this stand, so I revised 
my arguments and have been decidedly more 
successful. The following is a brief outline of 
the way to work, and the salesman ean fill in 
and build up the argument to suit his indi- 
vidual style of work: 


The PP. usually says: ‘‘Why, Mr. O’Neil, I 
can buy a tank and pump for a whole lot less 
money than you are asking for a Bowser, and 
it is just as good.’’ Now the old way of hand- 
ling the PP. was to come out flat-footed and say 
—‘No, it’s not as good, not by a long sight, 
etc., ete.,’’ going into details regarding the con- 
struction of our product, ete. It sounds lke 
good sense to so do, but it did not sell the goods. 
In ninety per cent. of the cases the PP. would 
become miffed, for very few men can argue 
without becoming more or less out of patience, 
and when your prospect is in this mental con- 
dition, you have in him the improper attitude 
of mind, and without the proper attitude of 
mind, you cannot effect a sale, so when he 
makes the assertion as above quoted, I always 
ask him ‘‘ Why?’’ This must be done in a frank, 
earnest manner, and not as if we were trying to 
show him how little he knew. When you ask 
him why it’s as good, you immediately have 
him defending another man’s product, and one 
that he himself in his own heart does not be- 
heve is as good as a Bowser, in other words, it 
places him in a position that he is very glad to 
surrender as soon as_ possible. He usually 
comes back at you something like this—‘‘ Now 
honestly, Mr O’Neil, what makes a Bowser 
cost more money than these other outfits? (1 
have been referring to these outfits all through 
our visit as imitations). At this point I place 
my gold watch on the counter and beside it 
place an Ingersoll which I carry for this par- 
ticular purpose. You don’t need to talk, just 
let him draw his own inference. You will find 
that this is more impressive than all the talk- 
ing you can do. However, I usually say when 
placing the watches on the counter— ‘It is sim- 
ply a question of quality and high-class con- 
struction, Mr. Jones.’’ 


This whole demonstration can be bettered if 
you can obtain the watch belonging to PP. 
This can often be accomplished by asking him 
the time of the day. If the watch looks good, 


ask him if you may see it, then use it instead of 
your own. 


You have undoubtedly had men say to you: 
‘‘Bowser charges too much for his name.’’ A 
good answer to that is: ‘*‘ Well, now Mr. Jones, 
you are wrong about that, Bowser & Company 
do not charge for their reputation, but were 
your assertion true, it would necessarily fol- 
low that they had made a mighty good equip- 
ment in the past in order to be able to charge 
a premium on their name.’’ 


I would suggest that all salesmen pay close 
attention to the small things in making a dem- 
onstration and a sale, for I do believe we se- 
eure the proper attitude of mind of the PP. 
through the small things, such as, do not use 
the word ‘‘competitor,’’ instead use ‘‘imita- 
tor’’;-do not. use the word’ “‘admit,’” imi its 
stead use ‘‘agree.’’ 


Joes OUND Ls 
© ® ® 


CITY OFFICIALS FURTHER ATTEST TO 
THEIR PREFERENCE FOR THE BOWSER 
EQUIPMENT AFTER A THOROUGH INVES- 
TIGATION. THE FOLLOWING CLIPPING 
FROM A NEW BEDFORD, MASS., PAPER 
OF LAST MONTH EXPLAINS ITSELF: 


VOTE TO PURCHASE 
THE BOWSER TANKS 


Committee on Fire Department Hears the 
Claims of Gasolene Storage 
Tank Makers. 


‘‘After listening to the claims of repre- 
sentatives of gasolene storage tank-makers 
the City Council committee on fire depart- 
ment decided last evening to purchase three 
Bowser tanks to be installed at fire stations 
4,8 and 10, and Chief Dahill was given au- 
thority to purchase three filters for them. 


In these few lines one but reads the decision 
or results of a. rigid investigation and inspec- 
tion of storage equipment. It has taken years 
of work and study however, to reach that de- 
gree of perfection in the the designing and 
construction of storage systems. 


THE BOWSER COMPANY WAS REPRE- 
SENTED IN THIS TRANSACTION BY THE 
MESSRS. BRADSHAW AND HOWARD, TO 
WHOM SHOULD BE GIVEN THE CREDIT 
FOR THE EFFICIENT MANNER IN WHICH 
THIS SALE WAS HANDLED. 
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THE CHILD HAS GROWN. 


Did you ever notice a boy in his teens un- 
consciously throw his shoulders back when he 
passes a girl of his own age? It is the early 
signs of approaching manhood. 

And when his voice begins to change, he 
starts his conversation with treble base and in- 
advertently strikes high ‘‘C’’ several times in 
a sentence. 

He begins to wear long pants and in another 
year or two the transformation is complete. 

The history of many things follow a similar 
course. of evolution and thus it is with the 
Bowser Products: 


The formative period in the progress of this 
firm might be likened to that which separates 
infaney from manhood—there was growth in 
its most impressive stages and at each stage ef- 
ficiency and ambition were similarly raised. 

The babe was a popular kid. After‘his first 
appearance in September, 1885, people began to 
become interested in him. Oily-handed grocery 
clerks wrote letters for pictures of him. Hust- 
ling proprietors stopped to look at him, became 
interested in the first cradle cries and listened 
for more. Users found that the babe but a 
year old helped them in their business. Then 
one or two hustling salesmen wrote nice letters 
to him and desired to cultivate his acquaint- 
ance. 


Like a normal child, the growth and develop- 
ment of the Bowser was gradual, but. the 
growth was there. He made friends and held 
them and made more. 


Of course, it went through the stages of the 
measles and mumps and kept its parents wor- 
ried many days and caused them many sleep- 
less nights, but it pulled through and has be- 
come the lusty individual of to-day. 

In relating the story of Bowser & Co., it was 
not the intention to merely record the event 
but rather to give those younger in the or- 
ganization an insight into its early history and 
the struggles and efforts necessary to bring it 
up to its present successful and well organized 
condition. 


roads. 


The story of Bowser & Co., should be a source 
of inspiration to everyone connected with it. 
It shows what a man ean do if he isn’t afraid 
of hard work and plenty of it—what he can do 
if he has the pluck and grit. 

Harry Nye says: Don’t tell what you would 
do if you were somebody else—just show what 
you can do yourself. You have often heard 
fellows say what they would do if they were 
Rockefeller or Carnegie. 

If you were Morgan—but what’s the use; 
you are not and never will be—you are you 
and the only chance you will ever have of do- 
ing things and making good is thru your own 
individuality. You are the captain of your 
own personal craft. Don’t waste time telling 
what you would do if you were captain of a 
steamship instead of a rowboat—Get busy 
and row. 


In proving one’s self I think the quality of 
hanging on is the greatest of all factors. The 
man who never admits defeat cannot be beaten. 
Hang on like a bull-dog, grit your teeth and 
stick! I have seen success after suecess won 
in this manner, and because of this I have seen 
young men win who seemingly did not possess 
the merit, while smarter fellows have counted 
themselves down and out to forever sit around 
on drygoods boxes and complain about high 
prices and brag of what they would have done 
if they had been born a Rockefeller or Morgan. 
A man is never a failure until he admits it him- 
self. 


The man who keeps his health and wants to 
do a thing can do it! If he fails it is because 
he didn’t want to do the thing badly enough to 
keep at it until success came his way! Success 
is only another word for perseverance! 


But remember there is no royal road by 
which you may reach this goal without having 
earned it. No man wins success by riding be- 
hind a chauffeur in a limousine over paved 
Instead, he presses on and on over the 
rough and rocky paths, often losing his way 
among the brambles and the poison oak. Some- 
times he may be weak and hungry, soiled with 
the stain of the earth and panting under the 
intense heat of the noon-day sun. Oftentimes 
as he climbs he must bear the taunts and the 
falsehoods of his fellows, the slurs of liars and 
the taunts of character thieves. But to none 
of this must he surrender. For him there re- 
mains but one watchword: ‘‘Excelsior!”’ 


Are you willing to do this? Or do you pre- 
fer to sit about in quasi-idleness and tell what 
you would have done if you had a chance? 

Make your own chance, young man. The 
woods are full of opportunities—find one; 
make one—make good! 
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In conducting the business of S. F. Bowser 
& Company, it is the aim of the management to 
follow the ‘‘Golden Rule.’’ Perhaps this policy 
is responsible for employees staying so many 
years in the service of the Company. The 
pohey common to large organizations, who 
make employees but mere cogs is not known in 
our organization, 


We have endeavored to hold the so-called 
‘personal element’’ very prominent. For this 
reason the personal influence and initiative of 
officials and employees alike are easily detected 


S. F. Bowser Thomas Cragg 
A. A. Bowser E. M. Savercool 
A. Z. Polhamus R. McClure 

C. A. Dunkelberg J. W. Runyan 
S. B. Bechtel D; A. Corey 

EK. D. Eggimann W. R. Hance 
H. J. Grosvenor J. G. Rodman 
W. A. Bersch Gust Walda 

C. H. Meek Charles Bowser 
W. G. Zahrt Gust Schon 


George S. Miller 
T. D. DeVilbiss 
L. E. Bowser 
J. H. Schulte 


U. K. Blackburn 
August Knoche 
Del. Bowser 

A. C. Schmetzer 


MR. AND MRS. ALEXANDER BOWSER 
CELEBRATE THEIR GOLDEN 
WEDDING ANNIVERSARY. 


Mr. and Mrs. Alexander Bowser celebrated 
their Golden Wedding Anniversary on Au- 
gust 23, 1913. 


Mr. Alexander Bowser is a brother of Pres- 
ident S. F. Bowser and has been connected 
with the company ever since it started. 


Mr. Allen A. Bowser, Vice-President of the 
company is their only child. 


Mrs. Allen Bowser is a sister of Mr. Thomas 
DeVilbiss, who is one of our mechanical ex- 
perts. 


Mr. Alexander Bowser was born on a farm in 
Perry Township, Allen County, Indiana, 1842. 
He was actively engaged in the business until 
a few years ago at which time he took up work 
in a supervisory capacity. 


The organization joins in congratulating Mr. 
and Mrs. Alexander Bowser on the occasion 


through the broad policy and liberal and cour- 
teous treatment which the Company makes a 
genuine effort to provide. A business with 
such an organization is certain to grow and at- 
tract new customers from year to year. 


Perhaps, in a large measure, the success of 
Bowser & Company is due to this atmosphere 
which makes the Company one large family. 


Below is a list of office and factory employees 
who have been in the service of the Company 
from ten to twenty-five year: 


J. W. Brown George Walda 
Wesley Bowser William Hensel 
Joe Peigh G. W. Green 
R. J. Stein F. Weidmann 
A. Wiggins H. Weisheit 
William Wise W. H. Hull 

D. F. Goodell dis 1, IMEny 

S. H. Rogers A. J. Pape 

dis tS), Mboyeltal Joe Orth 

W. A. DeVilbiss Roland Walker 
W. J. Fels C. A. Stout 


W. P. Bechtold 
W. C. Strader 
George F. Keplinger 


Albert Stout 
George Doenges 
W. F. Fels 


and wishes them many more years of unalloyed 
happiness. 


We haven’t space to give you the particulars 
of this celebration, but will do so in our next 
issue. Watch for it. 


HELPFUL HOW’S FOR THE SALESMEN. 


Remember industry in any vocation is most 
essential for success, and is especially so in our 
line. 


Get the habit of being up early and pegging 
away all day, six days a week. 


Plan your work so that your efforts will be 
most effective—This means an economy of time 
and energy. 


Be enthusiastic and determined. <A salesman 
that isn’t enthusiastic over BOWSER products 
cannot enthuse others about them. 


Nothing is permanent but changes; nothing 
ean stand still; unless progress is being made, 
retrogression is in progress. 
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SALESMEN WHO HAVE BEEN IN OUR EMPLOY 20 YEARS. 


Saunders, C. E., (out temporarily) 
Klotz, E. F. 
Httinger >: Hie’ Git ees ee ee ee eee oar oe 
Cragg, Thomas, (Office Employee) 
Runyan, J. W. 
McClure, Rosser, (Office Employee) 


SALESMEN WHO HAVE BEEN IN OUR EMPLOY 15 YEARS. 
Purdy, A wD icicroc ct ee ee ee ee Dean ER ee 


Gump per J Deen 
Bigelow, G. W. 
Medsker, J. H. 
Walker, E. P. 
Savercool, E. M., (Western Manager) 


SALESMEN WHO HAVE BEEN IN OUR EMPLOY 10 YEARS. 


Cashman, C. F. 
Cornell, A. B. 
Dietch, H. F. 
Haffner, G. W. 
Laverty, A. 
Quarles, George R. 
Ring, N. A. 
Smith, W. C. 
Knoche, F, A. 
Hance, W. R., (Canadian Manager) 


BAD LUCK AND HURRY. 


Bad luck is the kick which hits a man when 
he gets behind time, says Collier’s Weekly. 
When one is dashing frantically around so far 
behind that he can merely snatch at the tails of 
his job, something is pretty sure to happen, 
and, when he comes to, his first exclamation 
usually is: ‘‘Bad luck!’’ Being late makes 
hurry, and hurry almost invariably causes one 
to overlook some detail that will lose him more 
time in the future. In the rush the bars are 
left down, the books unbalanced, the letter un- 
read, the contract unexamined, and it is these 


unswept corners of a man’s affairs in which ~ 


the germs of bad luck breed. 


If a man finds himself habitually or even fre- 
quently behind with his work, one or two 
things is the matter; either he does not know 
how to work or he has too much work to do; 
and whichever it is, he will save time, nerve 
force, and money by adjusting himself to his 
work or his work to himself. 


Most frequently hurry is the result of misap- 
pled energy rather than too much work. We 
rush frantically around from one task to an- 
other, doing a little here and a little there, 
tangling up the skeins of our duties until we 
are hopelessly behind and nervously wrecked. 
It is keeping the edges up, seeing that the belts 


Ne aS 4 Entered Employment September 1, 1890 
Tae ee Entered Hmployment August, 1890 
APIA eT Tc Sere 5 ue | Entered Employment April, 1892 
MOT Meese SC Entered Employment August, 1890 
» ala EN eke eee Entered Employment June, 1892 
Mee ee ie eS Entered Employment October, 1893 
PR sea Se 8 Entered Employment Early 1898 
Bivies aon eae Entered Employment January, 1897 
OA no eee Entered Employment March 1, 1895 
is. Sica ek a ee Entered Hmployment November, 1897 
tig) Ae ena Entered Employment January, 1894 
Udo eee Entered Employment January 1, 1894 
AS brite. Entered Employment December, 1899 
i eee Entered Hmployment February, 1903 
ne ike aaa ee Entered Employment January, 1899 
a yer ee Entered Employment December, 1903 
PO Ea et CNA vic Entered Hmployment May, 1903 
Bes cock a Sn eee Entered Employment May, 1903 
HAP ae Entered Hmployment February, 1901 
PY bt ee Entered Employment March 1899 
Sat seat WON eee ee Entered Employment November, 1899 
get Cees Entered Employment July, 1902 


are on and the machinery oiled, that one thing 
is finished before being laid aside, and that in 
our rush we do not put one thing where some- 
thing else ought to be, merely to get it out of 
the way, which saves time and nerve force and 
avoids bad luek. 


The elements of swiftness do not inelude 
hurry. The greatest accomplishments are 
wrought by deliberate precision, and by the 
careful and apparently easy doing of each 
thing as it comes along. 


R. J. Reynolds, President of the American 
Tobacco Company, was making a trip in his 90- 
H. P. Cadillae from his home in North Carolina 
to Bristol, Va. As he was passing the town of 
Chilhowie, Va., he noticed a Red Sentry in the 
road ahead, and upon driving up to it told the 
chauffeur to fill the gas tank. As this was be- 
ing done the folks of the village were naturally 
attracted to this especially large car, and quite 
a little crowd congregated. 


Mr. Reynolds was very much pleased at find- 
ing a Bowser there and took the oceasion to 
make quite a lengthy speech to those about him, 
congratulating them on their spirit of progress 
in having Bowser storage, and further stated 
that he would rather pay 25e a gallon for 2aso- 
lene from a Red Sentry than 15e a gallon for 
gas stored in any other way. 


is A $50,000.00 Birthday Present 


The Salesmen present the Company with the largest 
day’s business in its history as a present. 
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Bowser Salesmen fittingly celebrated the Company’s 28th Anniversary on September 5th. 
Every Salesmen in the organization went out into the field with a special Birthday Order Blank 
to commemorate the Company’s birthday. 


It is indeed gratifying to note the harmony, fraternity and enthusiasm that binds us to- 
gether in heart interests, as well as in business. Every individual on the Sales Foree in our 
happy family of Bowserites made special efforts to secure an order as a tribute and compli- 
ment to the founders of this institution. 


In the buneh of Birthday Orders received, is represented practically every salesman that 
was in this territory. It is a regrettable fact that some of our boys, however, were detained at 
home owing to their own sickness in their immediate family. We have received a communica- 
tion from them, expressing congratulations and regrets that they were not able to participate 
in the Birthday Order Celebration. 


3elow is a list of the districts showing the number of orders each district secured, and the 
amount; also the man in each district whose orders for the day aggregate the most, as follows: 


in NUMBER OF Mos 
DISTRICT ORDERS AMOUNT! 
EO) Cm NN ALC Ra Pay fre reso) kos. Spinted. oteyn sah ee Dis esl gcehataee atom ES 62 $ 9,029.40 
Ree elt me OG MAM nt tct Rta: Sets k ins ai toa a, lalpinald atte eee em al 9,006.00 
eMart gee) TL e mM eRe, 8 cha ce er. Bey cn, vice then SORE oat acaemes eS 33 5,914,62 
SMEG ATLCISCOE C)Tibemerres. wrunAohih’s ook he oo woh e ine Reh aceasta eal « Dif 4,062.80 
ANI OMEIAIGE MOSUIGLE: Ss 2.48 oo cece ee ae wee tae a a eer 36 4,041.71 
Hele roists (Okita) (dil Cerne © ARN acess ens hx cket 14 + Meena ean UMS ole ac 34 3,389.15 
pac Ou NMC MIL mi Rate ern Oat rs Rae, tec 255 colons fo a Dh game ane tachnctio ass ofa @ seehens = sitive: LS 3,399.98 
BD a SRO COMMA Bae MeG Rien Ce ie SEE ato tits lc ee anal rien Lute eye 19 2,901.44 
SS RAO GMO) TC a Ce = oe, eee nner 2. teers Ke dw Seok aes eats ye wc seece 20 2,494.35 
CSATIOENEC). ONTO NE mak” Pe React Se He ee ete en Be oe Sey ce ne 23 2,391.88 
RitRe OM OLLOCmE Ue emery tA s ony ap ian. ss ie agen wee tw ask 4 21 2,307.50 
De tine tan O1tl Ce Men Nae R eee cect fee a ete ict gra teotlle; v Mees Men we jr bees 8 873.00 


The Salesmen in each district that exceeded in the total of orders for the day are as follows: 


NAME DISTRICT AMOUNT 
rem Vie OPEL ASC: Btn etme ew das 8 te ease es Breineerine sales s. 5 chy eee ee, $ 4,620.00 
Wire heeh e blessenmuellert-..5) 5.2 ape wc opie 2h = FOrpaWeyine: Ole. S..... ccha gana are 3,670.00 
fete. Woe Va Ga idsiraire NNT "os erat ae tia ns eae Smee nr gr Datie Man CiscOr tICe a meena any eee 985.50 
Vit ISMN Ve LG VOPOIIIC) ckteis +. ¢s%eleae wpree args eas vA pay AOTC Og iia cee Oa Figo eter eine 650.00 
i} ee rE SCT IMATIN Mewsem & af. Xa Fides oeie wee Sd ee PAS HRW AR ECO 1NAKCL pee peel A) Martian ones A peter. ee, 634.00 
rapt eH NEVE Bmore Pcl. nok set eet LJ erry err ONC Ey. at cre oath emer 622.00 
By ioe ram em 10 Wie gueert ee Caih a obs wcceceh debi eibenncrape aa ay DalleseO cee merci ore aces. cia 580.00 
ies eRe OMSEOCKS Ge anes 3b ks vce cke eae Elarrisbunes Omicer at. oan eee ee 580.00 
WUE TR, ADEE LY RUN 601 seem: aero es area eae ae TOVONLOe OLICE mi aee peycan ate Ne eae 550.00 
Iya SNe TO acd REN Gl he Teh ae ete ae On ea ne Pee Chics eos OM Ge? teens cera time see eae 444.50 
eA eT te) OAT OPR reero can ees tices ath en vein ee Mim ea pOlism Ole Waits. 1 ate eke 404.00 
Nir EAL Om VL GV Cl Men atane ies cr ix dost -, 3/6 208% <a Shee OSE G) UCC ming etek ute eh wus 395.00 


Working The Farm 


While driving through the country have you 
ever paid particular attention to the farms 
along your route? If so, you have noticed the 
difference in the farms. You have noticed the 
one with a fine home on it, and a number of 
large fine buildings, which you were sure, from 
appearances, were filled to overflowing with 
fine horses, stock and grain. You have noticed 
the well kept fields, promising great harvests 
to come. You have noticed the well kept or- 
chard with its luscious fruit. You have noticed 
that the fences and everything about the farm 
were in perfect condition. It was an inspira- 
tion to you to look over the entire place and 
you said to yourself, ‘‘The man who owns that 
farm knows his business, he works it for all 
there is in it and gets results.’’ And, while you 
did not know the man and felt you would never 
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“Always contending he is getting the best possible 
results.” 


that while you did not know the man and 
would probably never see him, you had but 
little respect for such a man and if you ever 
had the opportunity of meeting him, would not 
care to do so. The land on both farms you 
could see was good. Perhaps, if anything, the 
poorly-worked farm, you said, should yield bet- 
ter results than the farm kept up in proper 
shape. The difference was in the men who 
were running them. 


Possibly a little farther down the road you 
came across another farm that attracted your 
attention. It seemed to be a sort of a contra- 
diction. The house and barns were good, but 
there was something about the place that did 
not impress you right. As you analyzed the 
matter you said, ‘‘I know what is the matter 
with that farm. That man knows how to run 


“It was an inspiration to you to look over the entire 
place.” 


see him, you admired and respected him, never=>~ 
theless. 


On the other hand, you have noticed, perhaps 
on the opposite side of the road, or perhaps on 
the same side of the road a little farther on, 
another farm. The house was poor and needed 
painting badly. The other buildings, what 
there were of them, were old and in bad shape. 
The fences were in poor condition and every- 
thing about the farm was in a run-down condi- 
tion, and you said to yourself, ‘‘The man who 
owns that farm is either in very poor health, 
so that he cannot properly look after his farm, 
or, what is more likely, is lazy, indifferent, 
only works part of the time, does not know his 
business, and is always contending he is get- - 
ting the best results possible. And you felt “That is the ideal farm.” 
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a farm, but the trouble is, he has too large a 
farm. Times are good, help is searee, and he 
cannot get help enough to properly run his 
farm, so the result is, that while part of the 
farm is well cultivated and well taken care of, 
some of the fields are grown up with weeds, 
the fences are not properly kept up and the 
farm does not impress me well.”’ 


Perhaps a little later you came across an- 
other farm which attracted your attention and 
you said to yourself the minute you saw it, 
“That is the ideal farm. Look at that house 
and look at those buildings, and just look at 
the crops on that place. It is not a very large 
farm, but the man who has it knows his busi- 
ness and is certainly working that farm for all 
there is in it, and I really beheve that while the 
man back there, to whom I first referred, had a 
larger farm, this fellow is getting more off of 
this sixty acres than the other is off his hun- 
dred and twenty.’’ 


As you went on you thought that you be- 
lieved if you were a farmer you would prefer 
not to have such a large farm as many farmers 
had, but have a smaller one so that you could 
keep the efficiency of the farm up to the high- 
est possible standard, as that would pay you 
the best and you would be getting out of the 
farm all that was possible for any farmer to 
get. 


Now, you may not be aware of it, but it is a 
fact nevertheless, that every salesman working 
for 8S. F. Bowser & Company, is working a 
farm, or, rather, a part of a very large farm— 
the farm of 8. F. Bowser & Company. It is 
not located in any township, any one county, 
any one state, or in any one country, but it is 
as wide and as long as the bounds of modern 
eivilization. 


The crop raised on this great farm is orders 
for Self-measuring Oil Tanks and Pumps, one 
of the finest crops that is grown in the world. 
As is the case with the farmer, if the farm is 
well worked the crop is sure to be good. The 
more thought, the more care, the more atten- 
tion and more work placed upon the farm, the 
better will be the crop. 


To the managers of the different depart- 
ments under which this great farm is being 
worked I would say, much depends upon you 
as to the result of the crop. To get off of a 
farm the best crop possible requires systematic, 
hard, intelligent, and careful direction upon 
your part, for, if a wealthy farmer, having a 
number of farms, is continually transferring 
the men who are working his farm from one 
point to another, without proper regard to the 
season or the existing conditions on the farm, 


or does not intelligently direct his help and 
have a due regard to the conditions that may 
exist, or does not understand the soil and the 
best crop to grow on a_ particular piece of 
ground, and does not properly look after his 
farms, he will not reap the crops that a pains- 
taking, solid, hard-working,  well-directing 
farmer will secure. 


So, during the coming year, see to it well 
that in working this great farm you do your 
part in the best possible manner, that the best 
crop may be secured. Know every part of the 
farm before you take any action, then act 
quickly. Do your level best that the crop may 
be ‘‘A-1”’ in every respect, and then see to it 
that those working the farm under your diree- 
tion do their part and do it well to secure the 
crop desired. Impress upon them the fact that 
it is not only because of the part of the crop 
the firm will receive you do this, but because 
of the fact that a very large part of the crop 
secured goes back to the men working the 
farm, and, consequently, the better the crop, 
the better the returns to them, they always 
bearing in mind that it is always policy for a 
farmer to make the most he possibly can out 
of his farm ,so that when the ‘‘rainy day’’ 


few Hast Ler 


“That when the ‘rainy day’ comes, he can let others 
work the farm while he takes his ease.” 


comes ( and it surely will to all later in life), 
he ean let others work the farm while he takes 
his ease. 


See to it that no lazy, shiftless salesman is 
put to work on this farm; that when a man is 
put to work, he has been well-trained; that he 
knows all about the crop to be secured; that he 
understands the soil, how to plow it, to har- 
row it, to fertilize it, how to get the rocks off 
the farm, uproot the stumps, plant new trees 
in place of the old ones; that he understands 
the seed to be planted, how to plant it to the 
best advantage, how to cultivate the soil after 
the seed is planted. See that he keeps out the 
weeds; that he knows when the crop is ripe; 
that he gathers it promptly and carefully; that 
he gathers the entire crop, hurriés'it to the 
market; then, see to it that the crop has im- 
mediate and eareful attention; that after the 
salesman has worked hard to gather the crop, 
no part of it is lost through not handling it 
properly. 


See to it that the salesman has the latest and 
best equipment possible to work the farm; that 
he uses all of this at the proper time and in 
the best manner; that the seed is the very best; 
that he gets to work promptly, works every 
day, is at work early and still at it late in the 
evening, works all of or that part of the farm 
he agrees to work; that he does this to the best 
advantage; and that proper help is. furnished 
him when needed. See that he gathers the 
best crop to be secured on the part of the farm 
he is working, remembering much depends on 
the grade of the crop. Insist that it always 
must be of the highest. 


If at any time you find you have a man any- 
where on the farm who is shiftless, lazy or in- 
competent, who only works the farm part of 
the time, who loafs around, leaves his field 


when he should be there working, dismiss him. 


promptly, as unworthy of the trust given him, 
and put in his place a man who will properly 
work the farm. 


To the boys on the road, who are doing the 
hard work on the farm, let me say, an impor- 
tant trust has been given to you. You have 
agreed, for a certain stipulation, to work the 
portion of this farm allotted to you to the very 
best of your ability, and, as not only the firm, 
but hundreds of workmen in our various 
factories where the products of the farm are 
handled, are depending upon the results se- 
cured on the farm as well as yourself, you 
should, at all times, have a sense of this re- 
sponsibility. See to it that your portion of 
the farm is worked in the very best possible 
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manner; that there are no weeds growing on 
the farm under your jurisdiction; that the 
fences are in good repair; that the soil is well 
tilled; that the old stumps are uprooted; that 
a bountiful crop is growing everywhere on 
your part of the farm. Be energetic and be 
systematic. Do not be afraid of hard work or 
of hard knocks, long hours, crackers and 
cheese, or of greasy pork and greens. Make 
the most you ean of working the farm while 
you have the opportunity. Be determined, at 
least as far as your portion of the farm is con- 
cerned, that this year’s crop shall be the best 
ever secured on that same portion of the farm; 
that when the year shall have closed, the re- 
sults of the crop secured during the year are 
placed to the credit of the proper persons in- 
terested, you will have a nice part of these re- 
sults to your eredit. 


Do not waste your energy by trying to work 
a larger part of the farm than you ean work. 
Do not try to raise a great variety of corps. 
Do not think you have worked the farm so long 
there is no room for improvement either on 
your part of the farm or in your manner of 
working it. Remember, the man who is not 


progressing is surely going backward; the 
world moves on; the man who stands still is 
soon left behind. 


THE BOWSER BOOMER 255 


You must continually improve in your meth- 
ods of working the farm, have all the latest 
information as to how the best crop is secured, 
use the latest and best implements, attend the 
Institutes, Study, Think, Work. If the man 
working a part of the farm located in another 
section is securing a good crop, when you see 
him at the Institute, or meet him any time, 
inquire into his methods, advise him of yours, 
ask about his farming implements, and if you 
ean secure from him any information that will 
aid you in working your part of the farm, do 
not fail to do so. 


A gentlement from the East, while traveling 
through Southern California was very much 
interested in the orange groves. One day while 
walking along the road among these groves 
with a friend, enjoying this beautiful country, 
they were greatly impressed with an excep- 
tionally beautiful and well kept grove. Seeing 
a man in the grove, they hailed him, when they 
found he was the owner, and engaged him in 
conversation. They found he at one time lived 
in an adjoining county to them, and on in- 
quiring how it was he had an exceptionally 
fine grove, he said he used the most up-to-date 
methods known for working his grove; that 
he worked it in a scientific manner, tilling, 
fertilizing and irrigating at proper times; that, 
were he to live back Hast again, he would have 
a much smaller farm than he had when Kast 
before, working it much more thoroughly than 
he did the large farm he had back there, there- 
by getting much better results. Remember 
this and the experience of many other men 
owning farms; profit by it. It is no more true 
with them than with you. In fact, you are 
working a farm where even more profitable 
crops can be grown than many of these men are 
erowing. Make the most of it. 


In conclusion, let me ask that you have in 
mind all of the year through that you are 
working a part of this farm and are responsi- 
ble for its being worked properly. Bear in 
mind, as you drive through that part of the 
farm committed to your care and notice the 
various farms along the road, that you are 
going to be classed with the most successful 
men working the great farms, and, as you are 
working another man’s farm, he has the right 
to expect of you that you will work it to the 
very best possible advantage to him, especially 
as he has arranged for you to receive a liberal 
part of the crop raised on his farm; that you 
must not permit any part of the farm to re- 
main unworked, but must work it all to the 
best possible advantage, and that if you fail 
to work untiringly, faithfully, and to the best 
possible advantage, you are not true to the 


trust imposed on you; that he has a right to 
demand of you that you work his farm prop- 
erly and faithfully and that if you fail to do 
so, it is right and his duty to himself and to 
others depending on the farm that he put in 
your place a man who will see to it that the 
part of the farm under you is properly worked. 


I am sure, while it is possible that conditions 
for working the farm during this year may 
not be quite as good as they have been for 
working the farm the past few years, that by 
a little harder work, a little more fertilizing, a 
little more care, a little more system and a 
ttle more intelligence, the crop during the 
year will be the greatest ever grown upon the 
farm, and I wish for each and every one of you 
the most bountiful crop ever grown on your 
Part cOtelt. 

A. Z, POLHAMUS. 


PROGRESS AND INDUSTRY. 


All the best things and the treasures of this 
world are not to be produced by each genera- 
tion for itself; but we are all intended, not to 
carve our work in snow that will melt, but each 
and all of us to be continually rolling a great 
white gathering snowball, higher and higher, 
larger and larger, along the Alps of human 
power.—Ruskin. 
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READ A COMPOSITE LETTER FROM 
WIDE-AWAKE GROCERS. 


‘‘Finding that the human brain was not suffi- 
ciently accurate to do all this without errors, 
I bought a Bowser outfit and let me say right 
here that any man trying to do an oil business 
without a good reliable Bowser outfit, is de- 
priving himself of a most valuable assistant. 
By its use I have turned losses into gains and 
the various savings it has made is almost un- 
believebale. 


; ‘‘By this time I had come to see the possibili- 
ties of accurate knowledge and in a general 
way can say that for every dollar intelligently 
expended in modern store systems there will be 
a saving in general expenses. A broad state- 
ment, to be sure but my experience justifies it. 


‘‘T am now using three automobiles, several 
large electric cash registers, cash carrier sys- 
tem, a number of automatic computing scales 
and two adding machines, one of which has the 
split and normal device. 


‘‘T have come to look upon the management 
of even a small business as an art, one worthy 
of the deepest study’ I firmly believe, that as 
labor is a most expensive item, and as machines, 
aside from being more accurate, are so immeas- 
urably quicker, that it is the height of folly to 
do anything manually that can be handled by 
a machine, - 


‘‘T continually study our service to see 
wherein [| can improve it and endeavor to have 
a positive mechanical cheek on every transac- 
tion. At first the clerks were rather luke- 
warm, but as they soon saw that my sole object 
was to increase their efficiency and earning ¢a- 
pacity, and that I was not only willing but glad 
to share the extra profits with them they too, 
became enthusiastic. 
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It is remarkable that there are not more store 
failures when one learns how many of them 
are conducted on the loosest basis imaginable 
and the often total lack of good business 
methods. 


The lack of knowledge which would allow 
the retailer to know which things to do first— 
the lack of knowledge which keeps him so busy 
doing the wrong things that he never has time 
to do the profitable things—to work out plans 
that mean more business and less expense. 


Neglected opportunities—lost chances to do 
the big pofitable things overlooked because the 
records do not show the merchant which of his 


efforts are most successful—does it allow him 
to know in which direction his real opportuni- 
ties lie. 


Hidden leaks that do not come to the man- 
ager’s eye, but exist just the same—the dan- 
gerous leaks that could not exist in the face 
of accurate, seach-light accounting any more 
than darkness could exist under a glaring, 
high-power street lamp. 


He is the failure who does not get the true 
picture of every detail of the business—depend- 
ing on unsupported ‘‘judgment’’ for guidance 


-—the judgment without charted facts which is 


merely guess work—the effort to guess one’s 
self to success in competition with business men 
who know. 


He is the not knowing—from records that 
can be compared with records of similar periods 
a month, a year or five years ago—which clerks 
are the consistent producers, and which are sat- 
isfied to let the goods sell themselves. 


And it all sums up to this: It costs more not 
to keep and analyze accurate records than it 
does to keep them. Leaks and neglected op- 
portunities are more expensive than bookkeep- 
ing. Every leak points an accusing finger at 
the accounting system in use—it must be wrong 
or the leak could not exist. 


Suecess depends not half so much upon abil- 
ity, as upon analytical reports which will en- 
able the manager to do the right thing at the 
right time—to see his opportunities and_ to 
seize them. 


The successful retailer is the one whose eye 
can always see the things it sets out to see 
whose accounting system gives him facts on 
which to base his management. 

Not one merchant in a thousand ean tell you 
his profit on oil without a Bowser System. 
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A salesman who has goods to sell must know 
the story of the goods and should be able to 
tell it ia such a manner that the buyer wil! 
give him the order because he has told the 
story well. Every good salesman will recog- 
nize the truth of this statement; every poor 
one will doubt it, yet there is no more potent 
factor in the art of making the P. P. want the 
goods, and getting the order than this very 
power to tell the story well. 

J. B. BEALL. 
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No man can dislike his work and do good 
work. The best work comes from a hand and 
brain impelled by love for the work being done. 


Vol. VIII September 20, 1913 No. 28 


q All districts now have direc- 
tors. 


@ Eighteen more pacemakers 
announced in this issue. 


@ Only ninety days remain in 
which to secure member- 
ship. 


@ Only three months remain 
in which to make this your 
biggest year. 


@ Get Busy! 
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This issue is a veritable 
picture book of Pace- 
makers. The boys are 
coming in months earlier 
this year than they did 
last. We are looking for 
100 per cent increase in 
attendance. If you want 
to be there at the “do- 
ings, you had _ better 
hustle now. 
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G. W. SCOTT 
Director Pacemaker Club, Harrisburg District 
Elected August 7, 1913 


We are pleased to announce Mr. G. W. 
Seott, Director of Harrisburg, in which race 
he showed considerable speed. Mr. Scott came 
with us Febreuary 23, 1909, and has always 
been very successful. 

He is to be congratulated, however, on the 
especially good business he is having this year, 
which will prove the largest year’s business 
he has had since he has been with us. We are 
delighted to have you join the Executive 
Board of the Club, Mr. Scott, and we know 
that you will care for the interests of your 
District in Pacemaker matters in the same ef- 
ficient way you eare for your own Bowser busi- 
ness affairs. 


J. W. MERICKEL 


Member Pacemaker Club, Toronto District 
Elected August 9, 1913 


Mr. J. W. Merickel of Toronto, joined the 
Canadian delegation of the Pacemaker Club 
August 9th, coming in with a volume of busi- 
ness considerably larger than ordinary require- 
ments, due to certain conditions. 

Mr. Merickel is an old-time prize winner 
with us. He secured first position on the 
bronze tablet in 1911, but it would not sur- 
prise us if he would again secure position on 
the bronze tablet. : 

We wish to congratulate you, Mr. Merickel, 
on the nice business you are securing and are 
glad to see that you can come back as a mem- 
ber of the Pacemaker Club. 


Just look how they are rolling in! 
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You are paid for what you do—not what you work at. 


It is 


better to say “I have done’ than to relate “I worked at” or “I’m 


soing to do.” 


Evrae OmZ Pr 
Member Pacemaker Club, San Francisco District 
Elected August 16, 1913 


Mr. Ed. F. Klotz joined the San Francisco 
delegation of Pacemakers August 16 with 509 
points to his eredit. 

It is a special pleasure to announce Mr. 
Klotz’s membership as he is one of the old 
guard, having come with the Company in 
August, 1890. 

You will find his name on the bronze tablet 
for 1911. You'll find his name among the 
-acemakers for last year and his ‘‘come back’’ 
mn £973, 

Congratulations, 
were a ‘‘winner’’ 
you with us. 


Mr. Klotz. You always 
and we are proud to have 


M. C. BRAMHAM 


Member Pacemaker Club, Minneapolis District 
Elected August 18, 1913 


Mr. Bramham of Minneapolis completed his 
500 points, entitling him to membership in the 
Pacemaker Club, August 18th. This is not 
Mr. Bramham’s first introduction as a Pace- 
maker, as he secured membership last year 
also. He has beat his last year’s record by 
three months so far, and it looks as though 
this is going to be his banner year. 

We congratulate you, Mr. Bramham, on 
your splendid business record and we hope 
other honors will be yours during the year. 


F. L. JONES 
Director Pacemaker Club, Chicago District 
Elected August 19, 1913 


Mr. Jones was.a contestant for the Director- 
ship of Chicago last year and only missed the 
office by a small margin. His determination to 
sueceed this year, however, has been crowned 
with success and we take pleasure in welcom- 


ing Mr. Jones to the Executive Board. 


We know that the club will have no trouble 
in holding its Executive meetings, if you but 
sit down on any obstreperous member. 


S. A. COLLINS 
Member Pacemaker Club, Albany District 
Elected August 19, 1913 

Important happenings are gravitating very 
rapidly this year to Mr. Collins and it looks as 
though it is going to be his biggest year in 
more ways than one. Besides having become 
a Pacemaker, he was recently made the proud 
father of a son. 

It is possible that this had something to do 
with his becoming so proficient in pacing. In 
any event, you are in, Mr. Collins, and we most 
heartily congratulate you. 


Anything worth doing is worth doing well, and anything worth 
doing well is worth doing now, so as to get it out of the way of doing 


something better. 
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Totals are of supreme importance to the business man. 
Totals on the wrong side mean business failure. 
Totals on the right side mean business success. 


Ey FP. LOERRPEL 
Member Pacemaker Club, Atlanta District 


Elected August 21, 1913 


Mr. Jack Loeffel, as he is known by his 
friends, made a very successful race for mem- 
bership and was also a contestant for the Di- 
rectorship of Atlanta. 

We can not help but believe Mr. Loeffel’s 
success is, in a large measure, due to the part- 
nership he made during the early part of the 


year, and in view of the fact that he was not: 


a Pacemaker last year, entitles Mrs. Loeftel 
to her share of credit for his present success. 

It will be a double pleasure, Mr. Loeffel, to 
have you with us at the Convention, as it will 
be your first visit to the factory and our first 
opportunity to meet you personally, in addi- 
tion to honoring you as a Pacemaker. 


Mr. Fisher’s photograph was not 
received in time for publication, but 
will appear later. 


R. G. FISHER 
_Director Pacemaker Club, Denver District 


Elected August 23, 1913 


The Denver Office had keen competition in 
electing their Director and Mr. Fisher is to be 
especially congratulated in winning the race. 

Mr. Fisher is comparatively a new man, hav- 
ing connected with us December 1, 1912. It 
is a special honor for one so young in our em- 
ploy to secure this important position in the 
Club and Mr. Fisher is to be commended on 
securing the splendid business necessary to be 
elected to the Office. 
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LEWIS SMITH 
Member Pacemaker Club, Albany District 
Elected August 25, 1913 


Mr. Smith of Albany, dean of the Boston 
District, secured membership in the Pacemaker 
Club August 25th. 

Mr. Smith is one of our old stand-bys, hav- 
ing come with Bowser & Company in June, 
1905. He has always been a very consistent 
worker and has taken a number of prizes in 
sales contests. Last year he secured the Di- 
rectorship of the Boston Office. 

It is especially pleasing to have you in the 
Club again this year, Mr. Smith, and you are 
to be congratulated on the splendid race you 
have made. You have beat last year’s record 
by a month and we hope this proves your most 
successful year since coming with us. 


A. L. CASEY 
Director Pacemaker Club, St. 
Elected August 26, 


Louis District 
1913 

Mr. A. L. Casey of the St. Louis Office se- 
eured the Directorship of that District on Au- 
gust 26th and is to be congratulated. 


Although a young man in years and in term 
of service, we are beginning to eall him one of 
our old ‘‘reliables,’’ due to his business acumen 


and dependability. 


We congratulate you, Mr. Casey, on your 


splendid record. 


A salesman can’t doubt or guess and beat about the bush and ex- 
pect his customer to give him a certificate to give him a definite answer 


or a positive order. 
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Don't worry over the things you can’t do 


and which other men 


can—until you've worried over the thing you do but don’t do well. 


P. W. LAWTHER 


Director Pacemaker Club, Dallas District 
Elected September 4, 1913 

The Dallas District had a most exciting con- 
test on for the election of their Director, which 
honor finally fell on Mr. P. W. Lawther, who 
secured the Office September 4th. 

Mr. Lawther is a new man, having only come 
with us October 5, 1912. He has taken to the 
Bowser line like a duck does to water, how- 
ever, and has been very successful from the 
very first day. 

Mr. Lawther having never visited the Home 
Plant, will doubly enjoy his visit to the Con- 
vention. 

He travels in Shreveport District and is to 
be especially congratulated on the nice busi- 
ness he has secured from this District. 


Mr. Dabney’s photograph was not 
received in time for publication, but it 


will appear later. 


F. G. DABNEY 


Member Pacemaker Club, Dallas District 
Elected September 5, 1913 


Mr. Dabney completed his 500 points of 
business September 5th, the next day after the 
Director for Dallas was elected. Mr. Dabney 
is the man that gave Mr. Lawther a fast run 
for the Office. 


Although having been in the Bowser organ- 
ization only a short time, Mr. Dabney has 
shown us he is the qualification all Bowserites 
are composed of, and we are expecting him to 
take other honors during the year. 

We congratulate you, Mr. Dabney, on the 
splendid showing you have made and hope 
that your sales record for the year will be 
high in the list in your District. 


J. H. ARMSTRONG 


Member Pacemaker Club, Engineering Sales Office 
Elected September 5, 1913 


Mr. Armstrong secured membership in the 
Pacemaker Club September 5th with a good 
margin. 

It is needless for us to make any introduc- 
tory remarks about Mr. Armstrong as he has 
been in the hme-light in past sales contests 
so much that he is known to practically every- 
one in the organization. 

He had the honor of being Director in the 
Pacemaker Club in the Fort Wayne District 
last year and we are very glad to have him 
back with us again. Everybody admires a 
man that can come back and Mr. Armstrong 
is that kind of a man. 


ceived in time for publication but it 


Mr. Pack’s photograph was not re- 
will appear later. 


L. O. PACK 
Pacemaker Club, Atlanta District 
Elected September 5, 1913 

Mr. L. O. Pack secured membership in the 
Pacemaker Club September 5th with 505 
points to his credit. 

Mr. Pack came with Bowser & Company 
September 31, 1912, and also belongs to the 
colony of comparatively new men who are 
making phenomenal records in our sales force. 
Mr. Pack has been a consistent business getter 
ever since he came with us and we are learn- 
ing to expect big things from him. 

We wish to congratulate you, Mr. Pack, on 
your election to the Pacemaker Club and wish 
you continued success. 


Member 


Promptness is a grand leader, while Procrastination limps behind. 
Today is master of the situation; Tomorrow is an imposter, who is al- 
most sure to bring failure with him.—J. T. Field. 
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A. F. TODD 
Member Pacemaker Club, Atlanta District 
Elected September 8, 1913 

Mr. A. F. Todd secured membership in the 
Pacemaker Club September 8th with 516 
points to his eredit. 

Mr. Todd is the ‘‘Joe Cannon’’ of the Bow- 
ser sales force and those who ever had the 
pleasure of attending past Conventions in 
which he has been present, will reeall his in- 
teresting and instructive sales talks. 


We are very glad to have you with us again, 
Mr. Todd, and congratulate you in beating 
your last year’s record for aD in the 
Club by a month and a half this y year. Our 


hope is that 1913 will prove your record year 
with us. 


EE 


H. BEIQUE 


Member Pacemaker Club, Toronto District 
Elected September 9, 1913 


Mr. H. Beique of Toronto, secured member- 
ship in the Pacemaker Club September 9th 
with 505 points to his eredit. 

Mr. Beique is a tireless worker and _ has 
earned a splendid reputation in the Canadian 
sales force. He has won sales contests held by 
the Canadian Office and last year in one con- 
test secured 140 points in 15 days. He works 
in the city of Montreal, which field he is eul- 
tivating for Bowser sales in a very efficient 
manner. 

We offer Mr. Beique our heartiest congratu- 
lations on his success in securing membership 
in the Club and hope that we shall have the 
pleasure of reporting his successive member- 
ships in years to come. 


The cost of the car doesn’t cut any ice 
Speed alone doesn’t win every race: 
It’s the hands trained to steer 
Backed by brains, sound and clear, 
That makes some beginner 


A ‘‘Vanderbilt’’ 


winner. 


Are you trailing, or setting the pace? 


V6 eeelllllloooeSaSmSEEESEESES 
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A. G. HARTGEN 


Member Pacemaker Club, Harrisburg District 
Elected September 11, 1913 


Mr. Hartgen, of the Harrisburg District, se- 
cured membership in the Pacemaker Club Sep- 
tember 11th with 509 points to his credit. 

Mr. Hartgen was Director of the Club from 
the Philadelphia District last year, but has 
beaten his own record by securing membership 
over two months earler this year. He is one 
of our most ambitious and energetic salesmen 
and sticks close to business. 

He was so anxious to return to his territory 
last year that he left the Convention six hours 
before it closed and his success is largely due 
to his ceaseless efforts. 


JAS. WARD 


Member Pacemakers Club, Minneapolis District, 
Elected September 16. 


The Ward brothers have started their migra- 
tion into the Club with Brother James in the 
lead. 


This fellow James is a natural born Paee- 
maker. He even set his father a pace before 
he was a year old, and he has perpetuated his 
reputation for Pacemaking ever since he has 
been with us. In 1911 he finished the year in 
the ‘‘AA’’ elass, last year he was a Pacemaker 
and now he is back again. 


Congratulations, Jim, and may each year’s 
sales’ records never grow less. 


What did you get out of the Efficiency 


Contest? Are you still cashing in on the 
experience and information it gave your 
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PERSONAL KFFICIENCY 


In studying efficiency, let us not confuse it with strenuousness. The man 
who hustles may or may not be efficient; probably is not. 


Hustling is not a normal element in efficiency, nor is strenuous work apt 
to be efficient just because it is strenuous. A man may be working a County, 
Jumping from one town to another in great haste without any well planned 
way of working the County. This means strenuous but not efficient work. 


To work that same County with the Towns listed in order so that you 
can work all of them in the County without retracing steps, if possible, or los- 
ing time, is less strenuous but a far more efficient manner of working. This 
also applies to working a City. We must get rid of the idea that strenuous- 
ness and efficiency are either similar or the same. 

There are a number of City Salesmen who sadly lack System or efficient 
methods of working. Some depend on what the day may bring forth rather 
than going after and bringing forth what there is in the day for them. At- 
tack your work and push your business rather than let your business push 
you. 

Every salesman can be his own “watch-dog,” and his first duty will be 
to bark at himself. A lot of us would like efficiency if it did not interfere 
with our own ways. It takes a strong man to be highly efficient, because he 
must usually win a victory over himself before he can pass the threshold of 
the Temple of Efficiency. He must learn his own ignorance, and correct it. 
He must abandon prejudice in thoughts and habits, in action. He must learn 
to think that little, which once seemed large, and that vital, which once 
seemed unimportant. 


It will be clear that these ideas—of efficiency are something different 
from merely making an incidental improvement here and there. This may be 
done without grasping the first principle of efficiency. Real Efficiency re- 
quires a constant, systematic study of one’s self, and one’s business. Every 
thought and effort you exercise on this important subject, will prove the big- 
gest paying dividend making revenue producing investments you ever made. 
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Here are the winners Look over the names 


in the efficiency contest andthenlookat theirgen- 


conducted from June Ist 
to August 31st, 1913, 


inclusive. 


eral high sales records 
for the present and past 


years. There’s a reason. 


Ist Pnze—G. H. SCHNABEL, Chicago 
86.03 per cent. Awarded $100 


2nd Prize—W. P. SHEPHERD, Minne- 3rd Prize-LEWIS SMITH. Albany 4th Prize—C. M. CARPENTER, Albany 
apolis. 83.0 percent. Awarded $96.49. 80.26 per cent. Awarded $93.29 80.15 per cent. Awarded $93.17 


5th Prize—F J. CASEY, Jr., St. Loui 6th Prize—F. H. RICHARDSON, Albany 7th Prize--N. A. RING,"Albany ~~~ 
79.66 per on pele $92.60. 79.36 percent. Awarded $92.25 79.15 per cent. Awarded $92.00 


Pe El LGVAAS, Minneapol 9th Prize—H. J. JEAVONS, Toronto 10th Prize M. C. BRAMHAM, Minne 
Reet prs Ay telnet Cy Ra 78,95 per cent. Awarded $91.77 apolis. 78.86 per cent. Awarded $91.6 
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CONTINUAL EVOLUTION 

If we stop to think that we are ceaselessly growing, either growing bet- 
ter or worse, you will appreciate the advantages of the Efficiency Contest to 
assist us in growing better in our work. We should also apply this thought 
of continual changes to industrial life. In business, it is either evolution or 
devolution. 

S. F. Bowser & Company have always applied this idea to their corpor- 
ate existence for our welfare for rendering a greater, more comprehensive ser- 
vice to our patrons. We have not ceased to grow. We are not satisfied with 
ourselves, because we have before us ever the vision of a bigger, vaster future. 

Surely a salesman must necessarily admire and feel confident in a com- 
pany that is ceaselessly evolving, growing internally in the knowledge of its 
purpose, grasping and wrestling with new problems of oil storage and control 
in new ways and winning distinction by its current and re-current successes. 


KNOW THYSELF 

One of our good friends who has a very amusing, cheerful and optimis- 
tic view of life, was talking with us recently and gave us some new ideas of 
human nature. He is delightf ully cheerful about himself and life in general— 
nothing worries him; he is successful; he has made his own success and feels 
that he can make just about as much more success as he determines to go 
after. The things he has set out to do, he has done. In his own words, he 
says: “Anything that I want bad enough, I always get,” yet, he does not 
say it boastfully. His ability to get the results that he wants, we learn, was 
because he does not only want them, but he studies how to get them, and 
works for them. He is a:student of his business and himself. He analyzes 
his work, learns the weak spots of it, and corrects them. He appreciated the 
Efficiency Contest, because it helps him detect his weaknesses in salesman- 
ship, which, when corrected, means increased profits and ability to do his 
work with more satisfaction. 

We merely mention this as a specific case of how some of our salesmen 
viewed the Efficiency Contest and appreciated its advantages. 
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@ Keep up your Efficiency 
Efforts. You don't have to 
have your name on the other 
page to be a winner in this 
contest. 

@ Cleaner orders and more 
business means bigger com- 
mission which you surely get 
regardless of the prize 
money. Keep it up. 
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IF YOU 
WANT TO BE 


A PACEMAKER 
YOU Wile 


HAVE TO 


HURRY 


SS 2 
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Making a World’s Record 


FINISH 800 METRES. FINAL TIME—1:51 9-10. 
MEREDITH—First. SHEPPARD—Second. DAVENPORT—Third. BROCK—Fourth. 


BO HANS KOLEH BO) || Se Sai _ CHARLES D.REIDPATH 


COOOOOODOD OOO OOOO OOOHOHHOOOHOHOHOHHOOHOOOHOHGHOHGHOHHGHOOHHOOOHOHOOHOHOHOHHOHHOOOSOOOHOOS 
© 


HESE men excel in their line of athletics. They are 
Pacemakers. Our Bronze Tablet men excel in volume 
of business regardless of lines worked. They are Pacemakers 
Plus. To be a Bowser Pacemaker means you enjoy a business 


success, but as friend Bramham say’s, “Make this but a stepping 
stone to greater achievements. 


Be a Bronze Tablet Man—Be a Pacemaker Plus 
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Our Bronze Tablet Athletes 


The race for positions on the Bronze Tablet 
is becoming very exciting. The high men are 
so close that one order will change their 
standings. 


STANDING OF FORTY HIGH MEN. 
VOLUME OF BUSINESS 
October 18, -913. 


1—J. H. Armstrong ...... Engineering Sales 
2—M.C. Benham .............. Minneapolis 
jae b Mialliron- oo so... Engineering Sales 
Be WeeVe Crandall sc: ees. ss 3 San Francisco 


ee CM NT OUR AU Ge ark ice) ees see Sv eke a ss Toronto 

CSEIN&, TM tS ia ee eee Albany 

ee eCr MW ce SCO UU tata nce ieee aoe ac de os Harrisburg 
ey et ROE Z eS) aaw.o oo 3 cas San Francisco 
pee MEG aD DONLEr o. wae. ssc as oes Albany 
Wee eA OMIM Lt a. cals k a whe ce bee we ore Albany 
Mead US OUST le cclae he hanes Fort Wayne 
ETE C09 Mineapolis 
eG tH Reuben oi... os San Francisco 
eee FON IS COTE | ic .s7ous ood’ dis wens ee ts 0 Albany 
BN ACCC LC. 5 aS gre kia dg wee en te 88 Toronto 
Mette De Lawrence «2.1... ccc. ss. Minneapolis 
_ cae RISC i Toronto 
18—K. F. Hessenmueller ........ Fort Wayne 
Bt eee hCAV ONG) pias fe 8 ns ose bee ass Toronto 
PV ST el) SO) 101 Atlanta 
may tte Peeples: . open a ke Harrisburg 
OEM le NEE B70) 010 6 Chicago 
Bo ee Er Walters: 5 oo sate een i San Francisco 
eee CSO ISUICY 2 Sin) c Sete seis eae ee Denver 
Pee Wee Geeomith ts. oace anc oles San Francisco 
ee We ee MA eraAne) 285.5 A cilsc sees 8: Chicago 
oi James Ward: 4 o..05 toed. ee. es Minneapolis 
VEIL WULLCE, grees cau @ = 2 bo0.4 ese ae Dallas 
PRO UROV Gs. Saw Qiao ape a oe St. Louis 
east ele SHELIOCK 4. occ al siete ca hae Chicago 
eM MLIOGI OL - cess cde aeeies cop ee Atlanta 
Bere We DCVETENX . onc. disc ccaee ees Albany 
ete fore re COOMSLOCK fac ae cscs s < « Harrisburg 
rere OL ieee ces ie se aicrnade De Cae Atlanta 
ee OLR LAs hs evitiendie ak ai civ ee Fort Wayne 
Pee Wine ee AStMAM cao cs sc siosee g masa Albany 
eee IVA ECDC WS) ck coe tus Cereus «See vies Dallas 
eee ee RD ATL OY Mew ayate silt. Sty ota eal ers, «> Dallas 
eee) Pe ATC DT Yon sn, setta so penton Se one Toronto 
ee At LAL LO ON ra. oss st-ewse aces Harrisburg 


We have investigated the standings of the 
high men for the past five years to get a line on 
who are the probable winners this year. It is 
indeed hard to tell, so we are publishing a lst 
of the twelve high men for the past five years, 
so that you can do your own prognosticating. 
It may be, however, that three dark horses will 
take the lead this year, and in this connection, 
we wish to call your attention to a number of 
comparatively new men, who have developed 
into exceptionally strong Bowser Salesmen. 


A position on this Bronze Tablet is among 
the highest honors the company ean confer, or 
that a salesman can attain. It is a perpetual 
record of the leaders in our sales organization 
which not only represents the prowess of the 
salesmen, but also indicates his eminent success. 


Below is a list of the twelve high men in the 
past five years: 


1908 1909 
J. G. RODMAN H. HE. DOBSON 
Hy ra RURDY J. N. DIETCH 
R. S. JOHNSON W. V. CRANDALL 
H. E. DOBSON J. H. ARMSTRONG 
W. V. CRANDALL W. E. JENKINSON 
W. E. JENKINSON C. B. EVANS 
BH. M. CASKEY K. F. HESSENMUELLER 
An AN SUNN F. H. OLDS 
Ce E. SAUNDERS J. W. MERICKEL 
J. N. DIETCH W. C. SMITH 
Ss. D. STODDARD E: M. CASKEY 
A. T. STATA EH. P. HAYES 

1910 1911 
R. S. JOHNSON J. W. MERICKEL 
Hi: = BLEEKER EH. F. KLOTZ 
W. V. CRANDALL Ss. D. STODDARD 
K. F. HESSENMUELLERH. E. DOBSON 
J. pe MERICKEL M. C. BENHAM 
C. E. SAUNDERS F. H. OLDS 
J. N. DIETCH A. E. MOFFATT 
E. CASKEY C. M. CARPENTER 
WwW C SMITH LEWIS SMITH 
H. E. DOBSON G. H. REUBEN 
W. H. JENKINSON J. be SMITH 
W. M. KENNEDY W. V. CRANDALL 


1912 


. D. WYCKOFF 
. S. JOHNSON 
. H. RODES 
ay ARMSTRONG 
. CASKEY 
oi MOFFATT 
. V. CRANDALL 
_M. MERICKEL 
. L. MILLIRON 
. N. DEMING 
. A. LEONARD 
. F. KLOTZ 


Who's 


NAMES 


WILL BE 
LISTED 


For 1913 


Ses aanaee 
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All things come to him who waits, 
But there’s a rule that’s slicker; 
The man who goes after what he wants, 
Will get it all the quicker. 
© ® © 
Speaking of things to read, what is finer 
than a nice, clean order? We have a lot of 
men when it comes to this class of writing that 
ean put Emerson, Bill Shakespeare, Hank 
Longfellow and a bunch of other scribblers 
a way in the shade. 
© ® ® 
J. G. Sterling’s No. 382-A, again emphasizes 
the appropriate nickname the Boys of his dis- 
trict have given him. He is known among the 
Minneapolis Bunch as ‘‘ Jack the Giant Killer.”’ 


Mr. Sterling has been with us over two and 
one-half years and his order No. 382-A came 
from the first man he ever called on when he 
started with Bowser & Company. Mr. Sterling 
has been working on this prospect steadily all 
that time and his efforts were finally crowned 
with success. 


As Murray puts it: 

‘“The constant dropping of water wears away 
the hardest stone, 

And the dog that bites the hardest, is the 
dog that gets the bone.”’ 


© ® ® 


We received a very interesting little report 
blank yesterday, signed by B. W. Hawes. Mr. 
Hawes is a new salesman, having just come 
with the company. This report was made cov- 
ering his work the first day out. It stated that 
he had made two ealls and one sale—a 5-bbl. 
kerosene outfit. 

We consider this a splendid start and shows 
that Mr. Hawes has the right idea about work- 
ing his territory. He didn’t start out with the 
idea of seeing how many ealls he could make a 
day, but when he got a prospect evidently 
worked until he secured the order. This is the 
difference between a traveling man and a gales- 
man. 

Mr. Hawes works under the Albany Office. 


West Jackson, Miss., Sept. 6, 1913. 


Dear Sirs :— 

I went into a new field last Monday and sold 
the State Penitentiary 2-241 with 1100 gallon 
tanks. One for kerosene and one for gasolene. 
Tell the other boys to look after the State In- 
stitutions. Yours truly, 


R. W. MAXEY. 


JACKSON, Miss., Sept. 4.—The state peniten- 
tiary trustees, at their meeting this week, took 
an advance step in the matter of safety and 
economy. It was decided to establish regular 
gasolene and kerosene supply stations for the 
Parchman plantation, with its extensive area. 
A contract was entered into with R. W. Maxey, 
and HE. W. Bachman, representing a western 
supply concern, to install stations of 1,100 gal- 
lon capacity for the storage of each of these 
commodities. Hitherto it has been the custom 
to purchase by small quantities for the different 
camps. 


Above we clipped from the Commercial-App., 
one of the largest daily papers in the south. 


R. W. M. 


© ® © 


Mr. A. D. Wyckoff who has had charge of the 
Pittsburgh Office for the past year has been ap- 
pointed Eastern Railroad Representative to 
take the place of Frank T. Hyndman who was 
recently appointed Superintendent of Motive 
Power and Cars for the Wheeling & Lake Erie 
Railroad. Mr. Wyckoff has been in the service 
of S. F. Bowser & Company, for a number of 
years as efficiency expert and has had a very 
wide experience in designing equipment for the 
handling and storage of oils, as well as oil fil- 
tering and circulating systems for railroad and 
manufacturing institutions. A. D. is an ener- 
getic worker as is evidenced by the lead he took 
in sales last year having secured first position 
on the Bronze Tablet. We are looking for big 


_ things from Andy in his new field. 


As George, the wait- 
er sees D. W. Darden, 
of ‘Atlanta. 


The waiter sketched 
it as Mr. Darden en- 
tered the cafe after 
working over time to 
get the order he has 
in his right hand. 


———— 
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This is Director Reuben of the San Francisco 
district, traveling the hot sands of Arizona. 
Sage brush and cactus is the general crop in 
his territory, but notwithstanding that EH. H. 
managed to harvest enough Bowser Orders to 


make him a Pacemaker and Director. Mr. 
Reuben wears a top coat and ties a scarf over his 
ears to keep the sand out while traveling. 


LETTER FROM CRANDALL. 


Ranch Rigby, Idaho, Oct., 11, 1913. 


I have just been paid a visit lasting sev- 
eral days by Mr. E. M. Savercool, our 
Western Manager. He probably did not 
know I was going to take him out to the 
ranch and invite him to eat, sleep and 
camp right on the ranch, but that is ex- 
actly what he had to do. We had shot- 
guns and all the necessary things to hunt 
with and we had some time. Although, 
the weather was almost zero and a reg- 
ular winter blizzard raging all the time, 
Mr. Savercool was at all times ready to 
shoulder his gun and go shooting ducks 
or rabbits. Mr. Savereool don’t mind 
shooting rabbits, but absolutely declines 
to carry them home. He shot so many 
that no wonder he did not take to the 
load. 

JT had him choreing hogs; herding sheep 
and driving horses. He gave some good 
advice regarding methods of farming and 
if any of you fellows have a farm and 
need some advice, just approach our West- 
ern Manager on the subject. We had a 
splendid visit and Mr. Savercool supposes 
some day he is coming again as he thor- 
oughly enjoyed it. 

W. V. CRANDALL. 

E. M. is evidently making the rounds 
of his district to be sure all his men un- 
derstand that he expects the Cup. 
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We often wonder if Bowser Salesmen ever 
stop to think what an enormous amount of 
money is tied up in orders taken on deferred 
payments? 


A firm that does a deferred payment business 
is really running a banking business and man- 
ufacturing business at the same time. 


© ® © 


A high quality storage system cannot be 
built around a low selling price. It takes a 
certain number of dollars and cents worth of 
the right material and right labor, to make a 
Pump that will deliver the goods 365 days in 
the year, year in and year out. 


©® © 


It is pleasing for us to announce that our Mr. 
A. W. Hopkins, who sold a Cut 241, to the Pilot 


Garage of Auburn, New York, was told by the 


purchasers two weeks after installation, that 
their gasolene sales had more than doubled 
since the installation of a Bowser. They, as 
well as their coustomers, are extremely well 
pleased with the outfit and they say they are 
getting new customers every day through the 
efficient service and high quality of gasolene 
afforded by the use of a Bowser. 


®©® ® 


Director P. W. Lawther, of the Dallas office, 
has made what we consider a remarkable rec- 
ord in the Shreveport territory. Out of eight 
hundred thirty-five registered automobiles in 
his entire territory, he has sold twenty-three 
Cut 241 outfits, in addition to a large number 
of our underground gasolene outfits. In other 
words, he has averaged one ‘‘Red Sentry’’ for 
every thirty-six automobiles. 


We would like to get a similar report from 
any other salesman who thinks he has covered 
his territory with ‘‘Red Sentrys’’ as good or 
better than Paul Lawther. 


Let’s hear from you. 
© ® © 


In talking with Mr. E. W. Lewis, of the Card 
and Statistical Department, we were interested 
to learn that the Bowser tankage sold during 
August was seven hundred and fifty-six barrels 
and in this were only included two tanks of an 
extra large size. In other words, the Bowser 
Company supplied the world with modern stor- 
age equipment for 37800 gallons of oil and gas- 
olene during last month. If it was put in one- 
barrel tanks side by side, the tanks would be 
over one-third of a mile long. 
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A. L. BYRD, 
Member of Pacemakers Club, Atlanta District, 
Elected September 6th. 


Quite likely the old saying, ‘‘Birds of a 
feather flock together,’’ 1s responsible for A. 
L. joining the Pacemakers Club. He would not 
be true to his name or himself if he did not 
become a Pacemaker. Mr. Byrd was with us 
last year and we all enjoyed the part he took 
in the Pacemakers’ entertainment. He has 
beaten his own record this year in making 
the club several weeks earlier and we are ex- 
pecting him to be among the high five in the 
Dixie bunch, He is a high-flyer and will surely 
make an altitude record this year. Welcome 
into the club Mr. Byrd. 


DOO OOO DOOOOOOOOOOOOOOOSOOOOOOOOOOOOOO 


Are you one of the famous Bow- 
ser Pacemakers or are you only on 
Only eight 
Better hurry! 


the road to famosity. 
weeks left. 
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H. J. JEAVONS, 
Member of Pacemaker Club, Toronto District, 
Elected September 8th. 


Although Mr. Jeavons travels in the far 
northwest, he is not forgotten by us as we hear 
from him almost daily. His orders are numer- 
ous, clean and of good amounts, and for him to 
be in the Pacemakers’ Club again this year 
is but the ordinary course of events with him. 
He is a thinker and uses his brains in work- 
ing his territory, selling the best outfit for the 
purpose for which it is to be used by the pur- 
chaser. That he has given first and last, a 
great deal of time and thought to efficient 
saleswork is proven by his splendid record. We 
congratulate you, Mr. Jeavons, and are pleased 
to welcome you back into the Club. 


OOOO ODOO OOOO OOOOOOOOSOGOOOOOOOOOOOOOOO 


He that is master of himself is 
greater than he that buildeth a 
Panama Canal. One’s own whims 
are hard to sidetrack when duty 
dictates work. It’s nice to sleep a 
half-hour longer in the morning 
but it’s the will and determination 
to put these indulgences aside that 
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F. H. PEEPLES, 
Member of Pacemakers Club, Harrisburg District, 
Elected September 15th. 


It is with pleasure that we announce the 
election of Mr. Peeples to membership in the 
Pacemakers Club, as he has been a very con- 
stant producer ever since he came with us and 
is well deserving of the title, ‘‘Pacemaker.’’ 
He is a salesman willing to work consistently 
and has the ability to do his work so effectively 
that he has on several occasions been a prize 
winner in our sales contests. Congratulations, 
Mr. Peeples, on your success this year and hope 
you will sign up in the club regularly. 


© ® ® 


Our old friend Jawhn W. Lea, of the Fort 
Wayne District, a southern gentleman of irre- 
sistible charm, added another signature to his 
collection that netted him 62 points. It was 
at the foot of an order for a battery of fifteen 
Cut 64’s. We believe our Jawhn could get 
the governship of the state if he went after it. 


R. L. DUNCAN, 
Member of Pacemakers Club, Minneapolis District, 
Elected September 18th. 
The ‘“‘R. L.’’ in Mr Dunean’s name stands 
for Reliability and Loyalty, for he is the per- 
sonification of each when it comes to Bowser 


goods. Mr. Duncan has been with us for a 
number of years and has always been suc- 
cessful. He was registered as a Pacemaker 
last year and we are especially pleased to have 
him with us in 1913. It costs at least many 
thousands of dollars to belong to this club, but 
all Dune needs to know is how many and he’ll 
he’ll produce. Welcome R. L., we are as glad 
to have you as you are to join. 


When a recent telegram was received from S. A. 
Collins, announcing the birth of a son, in which he 
stated that the son will make a Pacemaker, or at 
least make his father pace some before he grows up, 
it caused a ripple of merriment to all who have gone 
through the present stages of Mr. Collins. Mr. Bow- 
ser says any boy will keep his father pacing and no 
doubt S. A. will pace easily 3,000 miles long before 
the boy has grown up. 


In a recent communication from the Albany Office, 
we were pleased to note the celebration in the Al- 
bany Office of Mr. Belford’s new daughter. It is pre- 
dicted that the young lady will emulate the example 
of her worthy father in making her mark in the 
world. 
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E. J. LOVAAS, 
Member of Pacemakers Club, Minneapolis. District, 
Elected September 18th. 


Mr. E. J. Lovaas, of Minneapolis, decided to 
again come back as a Pacemaker, and we have 
the pleasure of announcing his membership 
dated September 18th. Mr. Lovaas travels with 
the fast Minneapolis aggregation, and is one 
of the speediest of the speedy. He is doing a 
great work of uplift in his territory and is be- 
coming famous for his good works. We be- 
heve he could get a senatorship or ambassador- 
ship just as easy as he did a Pacemakership 
if he went after it. Welcome E. J., and many 
happy returns to the elub. = 


© © © 


Mr. Egner, of the Dallas district, who travels 
“in Louisiana, is doing some very energetic 
work. A sample of the results of his efforts is 
illustrated by a campaign he made in a town 


in Louisiana, with a population of 821 people. 


One day’s work of Mr. Egner resulted in or- 
ders for four Cut 19’s, and one Cut 6, and we 
take this occasion to compliment him on this 
nice business. You can look for him at the 
Pacemakers’ convention. 


We did not receive Mr. 
Lawrence’s Photograph 
in time for reproduction 
but will appear in a later 
number. 


R. T. LAWRENCE, 
Member of Pacemakers Club, Minneapolis District, 
Elected September 19th. 


Although Mr. Lawrence has only been with 
us long enough to write one hundred eighty- 
two orders, they have been of such a character 
and amounts that he has made exceptionally 
good and we take pleasure in hailing him as a 
Pacemaker. 


Since devoting his life to Bowserizing his 
territory he has established some splendid ree- 
ords which activities landed him into the Club 
with 510 points to his credit. 

He is wise abuot the principles of a good 
order and is well qualified to be enlisted a 
Pacemaker. Welcome, Mr. Lawrence, and may 
success continue to be yours. 


OOOO OODOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOD 


Effort, when mis-applied 
is lost. “Work your terri- 
tory efficiently and get in- 
to the club. 


OCOOOOOODOOODOODOOOOOOOOOOOOOOOOOOSOOOOOD 
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D. WARD, 
Member of Pacemakers Club, Minneapolis District, 
Elected September 23rd. 


The second one of the Ward boys registered 
a Pacemaker is brother David. This is not 
anything new for Dave as he was in the Club 
last year. We are delighted indeed to have 
him come back, and we are expecting him to 
take other trophies. It’s a habit Dave has. He 
doesn’t worry about the high cost of living be- 
cause it is impossible for it to go up faster 
than he can make his commissions rise when he 
wants them to. Walk right in Mr. Ward and 
select your seat for the banquet. 


(OR ORO) 


M. C. Bramham in making the Club, has de- 
clared that it is but a stepping stone towards 
a record for the year. In fact, he has pledged 
to finish the year with 750 points or more to 
his credit. 

To do this will require a continuation of his 
very best efforts. We are sure if he puts them 
forth, however, there will be no question as to 
his success in this line. 

Bramham is built for endurance and geared 
for speed. He has the lines of a battleship but 
has the grace of a yacht and is one of the 
smoothest running six cylinder racers in the 
selling foree—Watch him. 


F. H. RICHARDSON, 
Member of Pacemakers Club, Albany District, 
Elected September 25th. 


It will not surprise the many friends of Mr. 
Richardson to learn that he has joined the 
Pacemakers Club, as he is one of our most con- 
sistent prize winners, and was a Pacemaker 
last year. 

Mr. Richardson travels in New Hampshire, 
which territory he has been covering for some 
time, and is so well known in his loeality, that 
the storekeepers’ children call him by his first 
name. 

We are indeed delighted to have Mr. Rich- 
ardson with us again as a Pacemaker, and ex- 
pect to issue him a life membership eard. 


©®©®O © 


DOOOODOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOD 
© © 


Greet each day with a smile for 
with it’s advent comes the glories 
and possibilities and joys not of 
what was, nor yet of to-morrow— 
but of to-day. NOW IS THE 
TIME. 
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R. CODDINGTON 
Member of Pacemakers Club, Denver District, 
Elected September 25th. 


Mr. Coddington has again registered as a 
delegate to the Pacemakers’ Convention from 
Denver. Mr. Coddington has succeeded thru 
hard persistent, resourceful, truthful salesman- 
ship, which by the way, is the regular Bowser 
Brand. His work has been especially com- 
mendable considéring the conditions under 
which he has been working and we most heart- 
ily congratulate him on his success. We hope 
that ‘you continue to secure a liberal supply of 
the needful and that you close the year with 
other honors to your eredit. 
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nor successful. 
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“THE man who never wants what may seem as 

though he can’t get, will never be dissapointed 
. Work for what you want—work 
consistently and its a “10 to 1 shot” you will get it. 
Just try this out for the next eight weeks. 


W. F. SHEPPARD, 
Member of Pacemakers Club, Minneapolis District, 
Elected September 27th. 


Our readers will remember Mr. Sheppard as 
the man who came with us a year ago last 
February, but notwithstanding the fact, made 
the Pacemakers Club in 1912. We are indeed 
pleased to report that he is a Pacemaker again 
this year, and we feel sure you can expect him 
each consecutive year. 


Mr. Sheppard is a very thorough worker, 
and cultivates his territory in a very syste- 
matic manner. We are expecting Mr. Shep- 
pard to break some records this year. 


LLOQ OOOOOMDQODQOODOOOOOOOOOOOOOOHOHOOOOOOGOOOHGHOOGHOOGOHOOHOOHOOOOOOOHOOOHOHHOHOHOOOOO 
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THE FISHING HOLE WHERE POTTS AND 
THE BUNCH GO. 


My dear Editor :— 

I have been interested in noticing the pie- 
tures in the ‘‘Boomer’’ of the real sports of 
the Bowser organization together with the more 


or less authentic accounts of their prowess as: 


disciples of Isaac Walton—before I had to work 
for a living, I used to do something in this line 
myself but, of course, am unable to follow my 
inclinations in this respect at this time. 


In this connection it has occurred to me that 
there was so much of the best talent of our or- 
ganization spending a large portion of his time 
at Baldwin, Michigan, that this would be the 
one spot on the map where Bowser equipment 
would reign supreme and with the idea of ob- 
taining some pointers for use in my business, 
I sent a representative of this office up there 
recently with instructions to bring back a com- 
plete account of the 241’s which I expected 
were dotting the landscape in that locality. 
What was my surprise to learn, however, that 
the leading central attraction in that most 
lovely town of Baldwin is a little red house 
‘with a tin faucet tank and on the side of the 
house written the word ‘‘Gasolene.’’ 


This letter is not written in a carping spirit 
(no pun intended—I understand they do not 
eatch carp at Baldwin) but I would lke to 
know whether this matter has been covered in 
their reports concerning the one big fish that 
got away, or, whether the boys were studiously 
avoiding the disturbance of this land-mark 
with a view to using it to stimulate them to 
greater efforts when they return to their ar- 
duous duties after their very much needed 
(1) =rest: 

Very truly yours, 
L. P. MURRAY. 
© ® © 


Mr. G. H. Kinsley, who is traveling in Geo- 
gia under the Atlanta Office, having returned 
to the Dixie Crowd after a visit in the East, 
is hitting his old stride. One Saturday’s work 
netted him one 5-barrel and two 2-barrel Cut 

241’s in addition to two 2-barrel Cut 115’s. 
We consider this a good Saturday’s work, 
especially in view of the fact that it was in a 
town of ten thousand inhabitants where five 
Cut 241’s had already been sold. This illus- 
trates the fact that after the first 241 is in- 
stalled in a town the prospects for more busi- 
ness there is good if there are more firms in 
the town handling gasolene and oils. 


DOQDODO POO OOOOOGDOOOSOOOOOOOOOOOOOOOOOOD 
© © 


Prosperity 


As a man thinks, so he is; times 
are good or bad as one makes them 
——good business depends upon op- 
timism, enthusiasm, hustle and an 
absence of gloom. 


All around us are evidences of 
prosperity—record breaking crops 
—new marks in production. Of 
course there are some men who ab- 
solutely refuse to see good. 


Read what Henry Clews says in 
his financial letter of September, 
referring to the corn and wheat, 
oats and barley crops: 


“The money value of these four 
principal grain crops at current 
Chicago prices is about $300,000,- 
000, as against $290,000,000 a year 
ago. In view of the high prices 
for corn, cotton and other agricul- 
tural products, our farmers as a 
class will receive as much: money 
this year as last year and probably 
more. ‘This means that a few dis- 
tricts will suffer serious losses; 
while the great majority of farm- 
ers will enjoy continued pros- 
perity.” 

Right now is the time for every- 
body to hand the hook to the anvil 
chorus and prepare to go after his 
particular share of this year’s 
business. It is there waiting in 
every line and the live man is go- 
ing to get it. Jump into your ter- 
ritory, determined to finish the 
year a Pacemaker—Hustle and 


WIN. 


OOOOOOOOOOOOOOOOOOO OOOO ODDO DOODOQOODD 
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| BRANCH OFFICE STANDING 


October 19th, 1913—38th Week 
SAN FRANCISCO 
MINNEAPOLIS 


Qyp2yryoIoici> 
SEISEISEle lee 
coe is toe fon toe Ce ie ee kee 
on [a DA Ves fo) 
z y 
Q ies) 


SAN FRANCISCO IS STILL IN THE LEAD. 


Savereool and his band of warriors are evi- 
dently determined to give no quarters in the 
struggle for the cup. They took the lead from 
almost the very start and have held it right up 
to the present writing. Whether they hold it 
up to the finish remains to be seen, altho ‘‘E. 
M.’’ says that is their plan. Murray, however, 
has a bunch of northwesterners that are profes- 
sional prize takers and there is a big possibility 
of them upsetting E. M.’s plans. 

© © © 

The Knickerbocker Press, of Albany, N. Y., 
dated September 4, contained a news item of a 
very sad accident which befell a woman store- 
keeper who carelessly handled gasolene. At- 
tached is the clipping referred to, for your in- 
formation: 


MATCH FIRES TANK OF 
GASOLENE KILLING TWO 


The Woman Storekeeper, Recently Made 
Widow, and Clerk Slain and the 
Store Burned to Ground. 

Little Valley, Sept. 3—A lighted match 
held near a gasolene tank caused an ex- 
plosion that resulted in the death to-night 
of Mrs. William T. Mattoon, fifty years old, 
and Lester Linsey, twenty-nine years old. 
Mrs. Mattoon kept a general store and sold 
gasolene. When a supply wagon came to 
refill the tank to-day Mrs. Mattoon asked 
the clerk how much was needed. She and 
Lindsey were bending over the tank when 
some one lit the match. The store was 
burned to the ground. Mrs. Mattoon was 
a widow, her husband having died four 
months ago, and she leaves four children. 


THE OLD TIN TANK. 


At a social session in Mt Holly Surrogate 
Joseph Huff told of an incident which con- 
vineingly demonstrates that some kicks are 
eminently justified. In a certain section of Jer- 
sey, so ran the story of the surrogate, there is 
a village grocery store where, besides salt and 
prunes, everything may be purchased from a 
collar for a pet rhinocerous to a sprocket wheel 
for a pianola. Together with this, the grocery 
store is the local postoffice. 


A few days ago a farmer entered the store 
with something on his mind, and after taking 
a fresh ehew of tobacco to fortify himself, he 
leisurely approached the counter. 


‘“‘Look here, David,’’ he complainingly re- 
marked, addressing the proprietor, ‘‘I ain’t 
kickin’ none, but hain’t ther’ some way that 
ye kin kind 0’ sepperate yer grocery bizness 
an’ yer postoffice bizness so thet they won’t 
mix quite so much?”’ 


‘“There you go complainin’ ag’in, Joshua!’ 
responded the grocery man. ‘‘What’s achin’ 
you this time?’’ 


‘‘No hard feelin’s, David, rejoined Uncle 
Josh, “‘but t’other day I got some postage 
stamps here jes‘ arter Jake Smith got two 
gallons o’ ile, an’ every derned one o’ them 
tasted 0’ kerosene.’’—Newark Star. 


~-©® © © 


OUR NOTION is that every OLD TIN 
TANK is sufficient provocation for a justifiable 
kick, 

OROREO) 


MESSRS. OLIVER AND BRADSHAW HAD 
BETTER TAKE CARE, 


Lace curtains always were a fire menace— 
Read the following news item of a near fatality 
from them: 


““The Middletown man whose beard was 
set on fire by the sun’s rays should read 
the state marshal’s bulletin about having 
inflamable materials hanging about the 
premises’’ 


In looking over the pictures one 
would almost think this is a “Min- 


neapolis” edition—Other Districts 
had better look out! 
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DOUGLAS CHANDLER’ W.G. CHANDLER 


Our Baltimore representative Mr. W. G. 
Chandler and his son Douglas are lining things 
up in such shape that Baltimore will soon 
again be as prominent in our sales history as 
when our Mr. E. M. Denton presided there. 


Baltimore is the old home of W. G., which 
is an advantage to him in working his terri- 
tory. He looks after the store trade while 
Douglas takes care of the Public and Private 
garages. 


W. G. Chandler previously did special work 
under the Atlanta office where he is also well 
known and was very successful, finishing the 
year a Pacemaker. Douglas Chandler is not 
new in the business. 


He has had Bowser experience in the South 
as well as in the East, and also holds some 
college culture degrees which he obtained be- 
fore coming with us, but which he doesn’t 
spotting them out during the Pacemakers’ con- 
vention. 


DID YOU EVER HEAR OF AN IRISHMAN 
NAMED LUCIUS? 

Chicago: 

Honors are coming thick and fast to me of 

ate. 

I notice in the last issue of the Boomer that 
I have been adopted as a full fledged son of 
Erin’s Isle. 

I presume that I was picked for this signal 
honor on account of my propensity to use 
green ink. In regard to this honor carrying 
with it certain weighty obligations, I shall do 
my best to make good on it. 

Among these obligations, I believe it is cus- 
tomary for a true Irishman to carry a chip on 
his shoulder. As a matter of fact, I have two 
chips, namely—the proposition of the Chicago 
and Minneapolis Offices. As representing the 
salesmen of these two districts, I announce our 
intention to move upward in the branch office 
standing. 

For Chicago, we declined to say at this writ- 
ing just how far we will move. For Minne- 
apolis, we intend to move up at least one notch. 

The only thing that I regret in this promo- 
tion to a member of the Ruling Raee, is that, 
it takes me out of a class with my friend 
McConnell, that Canny Scot, who is doing so 
much work and making go little noise in the 
effete East. 

L. P. MURRAY. 

We hardly see how Mae ean persist in climb- 
ing over Minneapolis after that neat little 


speech. Will he? 
UNCLE WALT MASON’S BUSINESS 
PHILOSOPHY. 


The ‘‘Just-as-Goods.”’ 

They are swarming in the cities and the 
woods; you will find them in all earthly neigh- 
borhoods; swiping thunder from their neigh- 
bors, profiting by others’ labor—you have met 
them in your walks, the Just-as-Goods! Some 
inventor with a peck or two of brains, may pro- 
duce a something new in areoplanes; then the 
Just-as-Goods will shark it, rush an airship on 
the market, and the good man gets his labor 
for his pains. You may write a little book that 
hits the spot, something clever, with a brand 
new line of thought; and the Just-as-Goods will 
grab it, and they’ll imitate its habit, and they ’1l 
clutter up the bookstores with their rot. You 
may make a little painting or cartoon; or in- 
vent a better way to cook a prune; and the 
Just-as-Goods will travel, a-scratching dirt and 
gravel, but the public finds them out very soon. 
Who wants a ‘‘Just-as-Good’’—who wants an 
‘‘also-ran.’’ The best costs but little more, and 
has no faults to make you sore. 

WALT MASON. 


ANOTHER EVIDENCE OF BOWSER SAFETY. 


The above is a view of the Grocery Store at Herron, Illinois, which was recently destroyed 
by fire. This store had a Cut 19, Type ‘‘B’’ outfit in use which came through the conflagration 
very well. At the time of the fire it contained 100 gallons of kerosene. The oil remained in- 
tact, however, and the pump was damaged but little. 

You will note in the photograph Mr. Balentine, our salesman, operating the pump from 
which a stream is being discharged. This is but another evidence of Bowser safety and de- 
pendability. 


THE FOLLOWING IS BUT ANOTHER IN- early last evening to witness a spectacular 

STANCE OF THE DANGER IN STORING blaze at the garage owned by Henry C. An- 
GASOLENE IN A ROUND TIN TANK. THE gell, on Princess avenue, Cranston. 
ITEM DOES NOT REPORT MUCH LOSS, For over half an hour the 100-gallon 
BUT IT DOES INDICATE THE TREMEN- tank containing the gasolene resembled a 
DOUS HAZARD WHICH MIGHT HAVE RE- burning oil well, and all efforts to check 
SULTED IN LOSS OF A NUMBER OF LIVES the spouting flames failed. 

AS WELL AS VALUABLE PROPERTY : At about 7:45, James Angell, a nephew 
of Mr. Angell, went to the tank to get 
some gasolene. It is believed that he held 
his lantern too close to the outlet of the 
tank, and in an instant a stream of blazing 
oil shot into the air and set fire to the shed. 


Fire Shoots Through Roof. 


The puble’s first view of the fire came 
only a few seconds after it started. The 


BURNING OIL SENDS 
UP COLUMN OF FIRE 


Flames from Gasolene Shoot 100 Feet in 
the Air at Cranston. 


HORSES FREED; RUSH INTO CROWD 


Blaze Starts in 100-Gallon Tank at Garage 
Owned by Henry C. Angell—18 Animals 
in Near-by Stable Liberated and Run 
Through Throng Attracted by Spectacle. 


Flames from 80 gallons of burning gas- 
olene, shooting nearly 100 feet into the air, 
with a roar like that of gigantic plumber’s 
torch, drew a throng of excited spectators 


streams played by the firemen were lke 
toys, as far as checking the blaze was con- 
cerned, and the water, hissing against the 
heated metal, served only to add another 
feature to the spectacle. 

The shed in which the tank was situated 
was finished but yesterday. This building 
was destroyed, but aside from that the only 
loss was through the burning of gasolene. 
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We recently received a letter from a New 
man who travels in West Virginia, which is so 
good that we are passing it on to you through 
the columns of The Boomer. In part, he says: 


‘*T will do all in my power to be a Pace- 
maker Plus. Have splendid prospects and of 
course, being a green hand at tanks, I am 
using my ecrow-bar with both hands and my 
feet in prying loose the orders that I know are 
there and in my heart and soul know the 
are mine, so something has to come my way. 
Goods are not sold by accident, but by well 
directed effort. I am keeping up my courage, 
and right with myself and not allowing any 
- dealer to smother my enthusiasm and bluff me 
about S. F. Bowser’s prices. I always remem- 
that S. F. Bowser & Company, Inc., appreciate 
just what I am going through, because the 
officials have sold the goods themselves.’’ 


That’s the sort of spirit that makes a Pace- 
maker. That’s the Bowser spirit that is re- 
sponsible for success. 


Boys, don’t be bluffed—keep digging—and 
you'll WIN. 


ORORO) 


DENVER STEADILY GAINING. 


‘‘Denver District has been making herself 
heard during the past few months, although 
just ‘sawing wood and saying nothing.’’’ We 
have become accustomed to see them up around 
sixth or seventh place for quite some time, and 
we shouldn’t be surprised if they slipped some- 
thing over Fort Wayne District again, to say 
nothing about Dallas and Toronto. They will 
bear watching! In March and April they were 
quietly marching in tenth place. They have 
climbed some since; so gentlemen of the other 
districts, look out and keep your eyes peeled— 
they are a dangerous crowd. Messrs. Codding- 
ton, Fisher, Gallmeyer, Vonderembse, and one 
or two of the Old Guard are right on top and 
coming fast.’’ 


Mr. Fisher only came with us last February 
so you see he has crossed the ‘‘home-plate’”’ 
in his first seven months. 


For a new man to take the Denver Director- 
ship in seven months is going some. 


© ® ® 


As in a game of ecards, so in the game of life, 
we must play what is dealt to us and the glory 
consists not so much in winning as in playing a 
poor hand well. 


—JOSH BILLINGS 


We dropped into the office of one of the 
officials yesterday during the busiest time of 
the day and he was sweltering with a desk 
load of work. In his hand he had two or three 
letters that were particularly annoying to him 
and when we asked him for ‘‘news’’ he began 
to tell us how he wished that people who write 
letters would think before they do so and thus 
avoid a lot of unnecessary correspondence, 
time and worry. 


Office men have just as many difficulties and 
irritations as do the salesmen. We all have our 
troubles, so we told our friend that it was these 
little trials and troubles that made life inter- 
esting. What we must not do is to let these lit- 
tle irritations and vexations affect our dispo- 
sitions. 

Variety is the spice of life, and salesmen have 
their share. Everybody does. If every time we 
called we received ‘‘a glad hand’’—if every 
ad we used proved ‘‘a world beater.’’if every 
envelope we opened contained an order, a 
check, a congratulatory message, why, say, life 
would become monotonous, we would become 
less efficient. 


It’s the jolts, the jars, the jabs, the fights, 
the kicks we get, that keep us primed up; the 
grouchy customers, the erratic ones who prove 
their friendship later to us, who demand the 
almost impossible, who necessitates the burn- 
ing of midnight oil to please them, and force 
us In an endeavor to reach a point of perfection 
that reacts for your good and our good. 


Let us not become discouraged. Meet these 
problems with an open mind. Tackle them 
with a smile and they will develop us into big- 
ger, broader men and better salesmen. 


© ® ® 


It’s a caution the way H. Beique, H. Crepin, 
and those other Cannucks are going after bus- 
iness. 


© © ® 


Let’s be glad while we may; 
Think how long we’ll be dead. 
While we’re passing this way, 
Let us try, every day, 
To be blithesome and gay; 
Let’s be happy, instead 
Of sad, while we may; 
Think how long we’ll be dead! 
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© © 


Worthington, Ind., Aug. 7, 1913. 
S. I’. Bowser & Co., Fort Wayne, Ind. 

Dear Sirs: In regard yours of the 6th inst., will say I am fixed for 
present. I had intended building a new garage, but failed. But will assure 
you when I want an oil tank, I want a “Bowser.” 

When I owned a pup it was a Bowser also. So you understand I fully 
6 appreciate this quality. Yoursetcs 
© 
© 


IKE BILDERBACK. 
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A. Good Name is Rather to be Chosen than Great Riches 


It costs more to make good goods than it does cheap goods. The mar- 
gin of immediate profit to the manufacturer is larger on cheap goods than it 
is on quality goods. No business grows very much that makes cheap goods 
nor does it have satisfied customers. 

The endeavor of our Company has been to see how good rather than 
how cheap we could make our products. It is this that accounts for our 
wonderful growth and patronage of over a Million Bowser Users. The Users 
test proves the Bowser best and the satisfaction of serving the public well is 
preferable to great riches. Serve well and the riches will naturally follow. 
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To The Rescue! 


The Opportunity is Still Yours but You Must 
Act Quick 
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OOOO ODO DOO OOO DOO ODO OOOO OOOOOOGOOOOOOOOOOOOGOOOOOOOGOOOOOOOOOOOOOOSOOOSSOOOOS 


Another Picture-Book of 


Pacemakers 


AST fall when we endeavored to modestly 
and gently joged the memory of the boys 
to the fact that the membership role of the 

Club would soon be closed, a number of self-com- 
placent gentlemen failed to be jarred loose from 
their heavy thinking long enough to take the 
matter seriously until about the last two weeks. 
Then there was a big rush to cover their shorts. 
A number of them did but, Alas! many had 
coasted too long and their most strenuous efforts 
then failed to land them in the Club. Boys, don’t 
let that happen this year. Put forth your best 
effort every day until your are In, then use the 
remainder of the year to roll up a big volume. 


Only Seven Weeks Left 
HUSTLE! 


OOOOODDOOOOOGOOOGOOGOOOGGOOOOOOSOOSOOSOOHOOOO 


YOO GTGGSOOOOOOGOOOGOGOOOOSOOOOOOOOOOOS 
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W. Y. ROBERTSON, 
Member of Pacemakers Club, Toronto District, 
Elected September 29th. 


It is with pleasure that we announce the 
election of W. Y. Robertson to membership 
in the Pacemakers’ Club from the Toronto 
District. This will make Mr. Robertson’s sec- 
ond trip as Pacemaker, he having been in the 
club last year also, but he has beat his last 
year’s record by several weeks. 


Mr. Robertson, we bow to your superior 
achievements. Here’s to your future, may it 
never grow less. 


W. W. INCE, 
Member of Pacemakers Club, Dallas District, 
Elected ea nly 30th. 

PY OT. Se Se es 

Mr. Ince secured membership in the Pace- 
makers’ Club with his order No. 2138, which 
gave him a total of 509 points. Mr. Ince 
has not been in the organization so very long 
and this trip to the convention will be his 
first to the factory, which will add an addition- 
al pleasure to his visit and be mutually en- 
joyed. 


Mr. Ince is a progressive salesman and has 
made a very consistent effort for membership. 
Congratulations, Mr. Ince, and we trust you 
will continue to grow in popularity and esteem. 


DOOOHOHOHOHOHOHOGOOGHOOHGOHGHHGHOHHOOHHHHHHOHOOOHOHOGHOHO HO HOO HOHH9HHHHH OOOO0OOO00OOOO 


one can do. 


HE fellow who digs and digs hard, still has as Sood a chance 
for membership as Ty Cobb has making good when he grace- 
fully slides into second base. 

If you don't you are going to finish feeling as foolish 

as a society man who casts a shoe attending a swell funeral. 


DOOOFOOOOOOOOOOOOOOOOOOOOOOOOOGOOOOOOOOOOOOOOOOOOOOOOOOOOOOO ©OOOOOOOOOOOOD 


Try and try hard, is all any- 
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W. C. SMITH, 
Member of Pacemakers Club, San Francisco District, 
Elected October 7th. 


When Mr. Smith’s picture appears comment 
on his record is unnecessary as he is so well 
known in the organization and his record of 
success has been so frequently published that 
everybody knows it. 

He could not resist the temptation to again 
register as a Pacemaker as he has not missed 
a convention since the Company began hold- 
ing conventions. Ever since 1899, Mr. Smith 
has been making Bowser Sales Records~ and 
has won many prizes in special sales contests. 
We deem it a privilege to have Mr. Smith 
with us at the coming convention. 


COPDODOD OOOO PHOOOOHGOOOOSOHOHOOOHOHOOGOOHGHOGOHOGGOOOOOOSHOOHOOOOOSOHOHOOOOS 


© 


there. You want 
to be there also so 


Mr. Sterling is so modest that he declines 
to have his picture taken, consequently a 
Boomer reporter had to snap this when 
he was not looking. 


J. G. STERLING. 
Member of Pacemakers Club, Minneapolis District, 
Elected October 9th. 


Mr. Sterling’s order No. 393 gave him Pace- 
maker standing of 508 points, which elects him 
to the Club and we take pleasure in announe- 
ing his membership. 


Mr. Sterling is a repeater from last year, 
but is entering the club earlier this year than 
he did in 1912. 


We salute you, therefore, Jack, with cere- 
monies appropriate for your ‘‘second time 
‘round’’ and wish you many happy returns. 


OODOOODOOOOOOSG 


The Pacemakers Convention is the Official Home- 
~Coming of Prize Winners. 


We want you to be 


GET IN 


OL DO DOO OOOO OOOOOOOOOOOOOOOOOOOHOSOOOOd 
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F. W. DEVEREUX, 
Member Pacemakers Club, Albany District, 
Elected October 9th. 


Our ‘‘live one’’ from the East will again 
be with the Club this year, after securing 
membership on October 9 with 505 points to 
his eredit. 

Mr. Devereaux arranged his honeymoon so 
that it would include his trip to the Pace- 
makers’ Convention last year, and we had the 
pleasure of meeting his better three-quarters. 
He is evidently arranging to celebrate his first 
anniversary by a similar trip. 

Mr. Devereaux is an old-time prize winner 
and has won many speial sales contests held in 
his local district as well as in the entire organ- 


ization. 
© © © 


We have been daily expecting to hear from 
our friend, Bob Johnson, with a ‘‘whale’’ of 
an order that would put him at the top of 
the forty high men. This suspense in which 
he is keeping us is getting on our nerves and 
we wish Bob would send it in right soon so 
we can get some sleep. 

© ® ®@ 

E. P, Walker, of the Fort Wayne District, 
has a splendid chance to make the club this 
year, and we have a ‘‘90 H. P.’’ hope that 
he does. E. P. is one of the old guard and 
we would certainly like to have him on hand 
during the convention to tell some of the young 
fellows a few of his tricks in salesmanship. 


Mr. Lee’s Picture did not recch 
us in time for reproduction in this 
number. It will appear ina later 
issue. 


W. A. LEE, 
Member of Pacemakers Club, St. Louis District, 
Elected October 10. 


Mr. W. A. Lee, of the St. Louis District, 
registered his order No. 228, which made him 
a Pacemaker. We hasten to congratulate Mr. 
Lee on his suecess as he has made a very con- 
sistent effort. 

This is Mr. Lee’s first visit to any of our 
conventions, and his first trip to the factory. 
We feel sure he will enjoy both, feeling well 
repaid for the extra effort it took to secure 
membership entitling him to its privileges. 

Alright, W. A., make yourself at home. 

ORO MEO) 

We interviewed Manager Little, of the Fort 
Wayne District, and regret to report that he 
advises a slight depression in the Central 
States, which he considers due to atmospheric 
conditions. This has affected the sensating 
ability of his business-getting machine, which 
doesn’t seem to be vibrating just right at the 
present time over all parts and the mental dy- 
namic forees of the salesmen being made so 
effective that it is bound to result in an influx 
of business that will put the Fort Wayne Dis- 
trict in the position ot belongs in the race for 
the loving cup. 

© © © 

Any parts of the foregoing rather mystify- 
ing to our readers will be fully explained in 
booklets prepared for the purpose by our 
‘‘mental sales’? department. 


ED. 
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The man who wins in these strenuous days 
must hustle and dig in forty-five ways and 
be eager and willing with vim all athrob if 
he wants to hold down a Pacemakers’ job. 

© ® © 

We don’t very often make public: mention 
of subscribers in arrears, but we haven’t heard 
from H. C. Carpenter, of New York, for so 
long that we feel justified in saying that if he 
doesn’t send in a contrib or his 1913 subscrip- 
tion we will publish the fact that it is still 
unpaid. Now come on, Clint, with your con- 
tribution. 

© ® © 

One of our coming youngsters, whom you 
ean all watch with the expectancy that he will 
soon be among the high boys, is W. B. Grooms, 
of the St. Louis Office. Mr. Grooms works in 
E. St. Louis, and has been doing a splendid 
business. 

Mr. Grooms, although an old hand at. set- 
ting type, shows that he ean also set a pace 
when it comes to selling Bowser. equipment. 
He has eighteen cut-24ls to his credit in his 
territory, this year. 


© © ® 


D. W. MeConnell (Albany) has made such 
an impression on us that we will be willing 
to make a ten-to-one shot that he will regis- 
ter in the club in a very short time. 


®® © 
W. N. Daniel, one of the scientific salesmen 
of Atlanta, is allowing no loopholes in his-ean- 
vass for business and we can surely expect him 
to register as a Pacemaker 
© ® © 
H. Dalgaard, of the Harrisburg Office, will 
be appointed on a very important position in 
the club as soon as he registers, which we 
hope will be within the next few weeks. Write 
us, Mr. Dalgaard, for advance information. 


® © © 
In this issue we announced the Pacemaker- 
ship of E. J. Murphy. We have another hon- 
orable Mr. Murphy, whose initials are J. D. 
He comes from the Minneapolis District, and 
will without question also be at the conven- 
tion. 


K. F. HESSENMUELLER, 
Member of Pacemakers Club, Fort Wayne District, 
Elected October 15th. 


Mr. K. F. Hessenmueller, who is known 
throughout the organization as ‘‘Hess’”’ for 
short, is an old-time prize winner. He was a 
Pacemaker last year, and would have been 
on the Bronze Tablet two or three times had 
it not been for the fact that the engravers 
could not get his name on the space allotted. 


Mr. Hessenmueller covers Pittsburgh, in 
which territory he has made a remarkable 
showing. 


We are indeed pleased to announce his mem- 
bership and wish to congratulate him on his 
success. 


Now come on fellows, YOU know Hess will 
be there. 


© ® © 


kK. C. Ettinger, of the Minneapolis Office has 
lost considerable time from his territory, due 
to his own ill health, as well as sickness in 
his immediate family. You need have no 
alarm, however, as to whether he will register 
in the club, for he proposed to do that early 
in the year, come what may. 
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R. D. LEONARD, 
Member of Pacemakers Club, Fort Wayne District, 
Elected October 15th. 


Mr. Leonard will be remembered by many 
as the phenomenal ‘‘kid salesman’’ from Penn- 
sylvania. Ever since he has entered this ter- 
ritory he has been doing such a remarkable 
business that it has been said that he has a 
magic power. 

He was a Pacemaker last year and we pre- 
sume he will continue to register year after 
year if membership is merely a matter of 
amount of sales. We congratulate you accord- 
ingly, Mr. Leonard. You will make a splendid 
addition to Mr. Little’s exhibits on ‘‘the fine 
art of salesmanship’’ at the convention. 


© © © 


J. C. Ward will be the next of the Ward 
brothers to register as a Pacemaker, and his 
announcement is likely to appear in any of 
the next two or three issues. 

We have a very interesting photograph, 
sent by Mr. R. H. Nelson, of the St. Louis 
District, showing two ‘‘Red Sentry’’ pumps, 
which he sold to two merchants located next 
door to each other, in a small town. Both of 
the outfits were sold in one day. This is the 
kind of work that makes Pacemakers. 


E. J. MURPHY, 
Member of Pacemakers Club, Toronto District, 
Elected October 17th. 


We take pleasure in announcing another 
Toronto man, who was a Pacemaker last year 
and has proven himself a repeater. 

Mr. Murphy came with the organization over 
six years ago, and has always been in the fore- 
ranks in record of sales. We are especially 
delighted to have Mr. Murphy register with 
us as it is evident that he intends to fulfill 
his promise made last year, at which time he 
stated that he will be with us at every con- 
vention hereafter. We hope, sir, that you will 
live many years among us and continue in your 
ways of well-doing. 

© ® © 

We are watching with much interest the 
advances made by R. F. Rich ,of the San Fran- 
cisco District, who is leaving no stones un- 
turned to make the club. We wish him suc- 
cess. 

The Toronto Office has a possibility of eas- 
ily adding eleven more salesmen to their Pace- 
maker delegation. We hope they will succeed. 
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_1—Los Anegeles Salesmen and Office Force, 1225 South LOS ANGELES SALE 
Olive Street, Los Angeles, California. GC. P. Wood- 1225 S. Olive § 
bury, D. A. Newcomer, F. BE. Walters, O. E. Dust . vi © 


man, F. H. Olds, R. J. Coddington, J. M. Davis, Miss 


I. Roche, Miss E. Mundy, G. W. Bigelow. (Reading, 


mn 2 . 
left to right.) The above are views of one of the finest 
2—Exterior View of Los Angeles Sales Office, under 


the San Francisco District., 1225 South Olive Street, | It is under the San Francisco Office and is ir 
Mas PANE Olee ig aTLat nts. corps of ambitious and enthusiastic worker 
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D OFFICE FORCE 3—Los Angeles Salesmen and Office Force, 1225 South 
Olive Street, Los Angeles, California. D. A. New- 
ingeles Cal. comer, Miss I. Roche, G. A. Merickel, Miss E. Mundy, 


J. M. Davis, O. E. Dustman, R .J. Coddington, F. H. 
Olds, C. P. Woodbury, F. E. Walters, G. W. Bigelow. 


ices and force in the Bowser organization: ; (Reading lett to right) ea eat tie 
C : —F. s alters, os ngeles Office, os ngeles 
f O. E. Dustman, who is assisted by a fine salesman, | h i 
. +3 5—R. J. Coddington, Los Angeles Office, Los Angeles 
re the pictures—NUF SED. San hah, 


6—F. H. Olds, Los Angeles Office, Los Angeles sales- 
man. 
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G A. MERICKEL, 


Salesman, 


S.F. BOWSER & CO. 11x 


ee 


Los Angeles, California. 


Mr. Merickel did not get this car in time to have it in the group picture appearing on the preceding pages. 


The above is a photograph of our Mr. G. 
A. Merickel in his new automobile. 


Mr. Merickel is one of our most successful 
Pacific coast salesmen. He has just taken de 
livery of a new machine, and you can see by 
the smile on his face he is particularly well 
pleased. 


Mr. Merickel travels under the Los Ange- 
les Sales Office, and covers the store trade only 
in the County of Los Angeles. By referring 
to Mr. Merickel’s sales record you will find 
that he is very successful with this line of 
trade. He has demonstrated that Cut No. 241 
outfits and wheel tanks, which are a specialty 
with him, can be sold in large numbers to the 
store trade. Mr. Merickel will easily make 
membership in the Pacemakers’ Club, and will 
be in Fort Wayne with the Los Angeles bunch 
at the annual meeting. 


ONCE UPON A TIME. 


There was a salesman who had two good- 
sized pockets in his vest—one on one side, and 
one on t’other. In one pocket he carried a list 
of the prospects he-had planned to call upon 
that day, and in the other a handy little mem- 
orandum book in which he recorded future 
calls and other sales items of importance. 
Gentlemen, it pays to make business notes that 
will enable you to keep close track of your 
business. It saves time and expense. 


NEWS FROM ACROSS THE BORDER. 


Frank Thompson, of the Toronto factory, 
was a caller at the Boomer office this week, 
and we took the occasion to quiz him on To- 
ronto’s ambition for the cup. 

So as not to excite suspicion and to make the 
interview painless we touched on a number 
of different subjects, first beginning with how 
general trade is conducted over there. 

We learned that merchants over there do 
quite as well as merchants here without seem- 
ing to be in such a hurry. The average Ameri- 
can is in such a hurry that when there isn’t 
anything else to do they will sharpen their 
lead pencils—and do it as rapidly as a Bow- 
ser filter separates water from gasoline. 

‘But’? he said, ‘the Canuck gets there, 


- and after the smoke of the battle has cleared 


away you will find Toronto still holding the 
eup. 
© © © 

Wallie Armstrong, of the Engineering Sales 
Department, who is now located at Pittsburgh, 
made a trip into the factory yesterday and 
was a caller at the Boomer Office. 

He is our special filtration representative, 
and has some splendid propositions lined up, 
which if he is suecessful in closing before 
the first of the year will make him a candidate 
for the bronze tablet. 

A large part of his work this year has been 
assisting other men, and as he didn’t get set- 
tled in a territory of his own until late, this 
accounts for the fact that he has not yet regis- 
tered as a Pacemaker. He is to be commended, 
however, on the good work he is doing. 
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THE McCLURE PLACE 


TWENTY YEARS WITH BOWSER & COM- 
PANY. 


Our Mr. Rosser Me Clure rounded out his 
twentieth year in the services of the Company 
October 1. Mr. McClure came with us October 
1, 1893, taking sales territory in Southern In- 
diana and Kentucky. He was successful from 
the very start and was soon included in the 
list of ‘‘old reliables.’’ 


During his service with the company he has 
traveled all over the United States as well as 
Canada. About 1902 he accompanied Mr. S. 
F. Bowser on a trip to Europe to introduce 
Bowser equipment to the English trade and 
establish a business there. We have letters 
of recommendation from the outfits sold at that 
time and the same equipments are still in use 
and giving good service. 


Mr. McClure has not enjoyed the best of 
health during the last few years and found 
road work becoming rather too strenuous. 
The company, therefore, assigned him duties 
in the general office; which would give him 
regular hours and the comforts of his own 
home, which is located in the northern part 
of the city in a most beautiful location. The 
above picture does not do it justice, but Mr. 
McClure will be glad to show you around his 
grounds whenever you visit the home office. 


We congratulate Mr. McClure on his twenty 
years of service and hope he lives many years 
to enjoy the fruits of his labors, while we en- 
joy his companionship. 


A MANY-SIDE SALESMAN 


Guy Wolford, of the Fort Wayne District, 
who was sent to the southern part of the State 
to look after company interests, came back in 
a few days with his pockets bulging with or- 
ders. 


Mr. Wolford’s physical contour is of large 
proportions, and no doubt the people in the 
southern part of the state thought he was a 
sextette from Bowsers. They can’t be blamed 
for this behef in view of the fact that the 
Boomer reporter shapped his picture while 
in action and he made such quick moves for 
orders that he was caught in five different 
positions while making demonstrations all in 
one click of the camera. That’s going some. 
Guy is a jolly good fellow and we hope you 
will have the pleasure of meeting him at the 
convention. 


ROSSER McCLURE 
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The Little Rock, Ark., Fire Dept. 


Proud of Their “Bowser” 


Exterior view of building and Fire Apparatus “manned” for a call—Our two Little Rock represent- 
atives, Mr. Paul and Lawrence Witherspoon, appear on the extreme left, two Bowserites which seldom “get left.’ 


_ Interior view of Little Rock Fire Department showing Bowser equipment—Little Rock is to be com- 
plimented on its very modern building and apparatus; you will note they are all motor driven vehicles: 
also observe the robust, Stalwart, clean-cut force. That they are progressive is evident by the picture. 
Chief Hafer, who is leaning against the post near the Bowser pump, is to be commended for the fine 
showing. We secured the pictures through the courtesy of W, D. Alleman, special representative for Dallas. 
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Cleveland’s first “Sentry” notes a remarkable 
period in the city’s history. 


It is very gratifying to note the welcome 
reception cities and towns are giving the in- 
stallation of the ‘‘Red Sentry Outfits.”’ 


One of the latest instances of this nature 
is the city of Cleveland, which has indorsed 
the equipment and made its first installation 
last week. The above is a picture of the out- 
fit which is installed in front of the Buckeye 
Implement & Supply Company. 


The ‘‘sixth city’’ can thank Messrs. Potts 
and Hawkins for their tireless efforts in ae- 
quainting the fire chief and aldermen the ad- 
vantages to the city of such installations. 


In introducing the Red Sentry in one big 
city our salesman said he put it up to the coun- 
cil as follows: 


*‘Every town should welcome the installa- 
tion of a ‘‘Red Sentry’’, as it is an equip- 
ment that reduces the fire hazard of the com- 
munity. It is an admitted fact that when gas- 
olene is introduced into a building the fire haz- 
ard is increased. The Red Sentry brings the 
handling of gasolene out of doors where any 
vapors that may arise are permitted to escape 
in open air without hazard or danger. Every 
progressive city will see the advantage of this 
and indorse and encourage the installation of 
this outfiit.’’ 


“We are pleased to add the city of Cleveland 
to the growing list of wide-awake towns which 
have recognized the advantage of this equip- 
ment and have decided in its adoption. 


There are nearly fifteen hundred cities in 
the United States that have the ‘‘Red Sentry’’ 
for gasolene storage. These cities are scat- 


tered throughout the country as follows: 
12 Cities in Alabama 


20 aa ‘* Arizona 
14 ‘* Arkansas 
5) ania ‘* California 
11a ‘* Colorado 

8 Feize* ** Connecticut 
3 eb ‘* Delaware 
15 ie? ** Florida 
‘eee Géoreig 

5 ae ‘* Idaho 

7 Oa ‘** Tllinois 

3 Lees ‘* Indiana 
112 ‘* Iowa 

Stele a! ‘* Kansas 
10“ ** Kentucky 
8 a ** Louisiana 
5k! ee ‘* Maine 

2 ae. Maryland 
od: Mes ‘* Massachusetts 
238 ““ -** Michigan o 
6S: ee ‘* Minnesota 
21 * ‘* Mississippi 
56; ae ** Missouri 
oom ** Montana 
31 yt ‘* Nebraska 
22a ** New Hampshire 


22  “* “* New Jersey 


1 es ‘* New Mexico 
88: ae ‘* New York 
50= Aiea ‘* North Carolina 
50: ess ** North Dakota 
335, ** Ohio 
Loe ‘* Oklahoma 
LO” ae Oregon 
49 a")... '*. Pennsylvania 
2... Wines ‘* Rhode Island 
oe nf ‘* South Carolina 
15, ae ‘* South Dakota 
19: hee ‘* Tennessee 
62: 7iiea ‘* Texas 
So ae ad Let Se 
Sa etal 
1S ** Vermont 
LO 2 SN pein 
40 ‘** — ** Washington 
4 *  <* West Virginia 
Lt one ‘* Wisconsin 
Dh sy eee Wyoming 

© © © 


How many new towns can you introduce the 
‘‘Red Sentry’’ into the balance of the year? 


Write the editor when you install the first 
‘“Red Sentry’’ in a town so we ean publish 
additions to the above list. Iowa leads. 
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STANDING OF FORTY HIGH MEN 
VOLUME OF BUSINESS 
October 30, 1913: 


1—J. H. Armstrong ....... Engineering sales 
2—-M. Gy Bethameg ewer. an Minneapolis 
3—KE. L. Milliron ......... Engineering Sales 
4—_W. V. Crandall 2.4.9. ve San Franciseo 
5-— Al Wo at a eee ee a Toronto 
6——-N> AQ RING ea eaten Soe”, Albany 
7—E. F. Klotz ..... fin ARIAS San Francisco 
8-—G: W.. Scotine aes. eae, Harrisburg 
9—-C.. M.i Carpentep eee nk oi. ke Albany 
10-8, As Collings) 2 sane Set pS Albany 
11-—G. H. Reuben”). 7 7-247. San Francisco 
12— AK. Darling ese ee Minneapolis 
13 TGC BOtLS serie ee tee htc Fort Wayne 
14-—Lewis ‘Sinith see amen: Gas iw de. Albany 
15——-NePagquette ae teeeeien « slrcteeie aos: Toronto 
16-— EAB Bachman valees sey fos... Atlanta 
17—R.9T: awrenee 22.3605. sue. . Minneapolis 
18—-Eg J. CAVONS eee ees ase Toronto 
19---BYeH | Peepleienicsaaae sie cc. oe Harrisburg 
20H Beige dt Vict os oko Toronto 
21—K. F. Hessenmueller ........ Fort Wayne 
22-——Re.G.. Wigher) ia eater ete fet Denver 
23-——Hi:tA\ Leonard wee ie. oe Chicago 
24_F’. E. Walters ............ San Francisco 
20H *Siterlocicree eee tot eee Chicago 
26 W.7d. Mapratiowm aes aye Chicago 
21ST AMES Vad ee ee Minneapolis 
28—- Lie it. eft el (uae ene Gun Aes. Atlanta 
20— WC.’ Smnithe eee ee San Franciseo 
J0-—P_ W Lawtheraeeameeeneuramee., Dallas 
3L—C.. BL, Comstock eae ere Harrisburg 
52--A. T. State meee Fort Wayne 
g0—-A. Lui Casey i) ) aan meen al? St» Louis 
4-H... Wi, Deverats uae Albany 
35—E. J. Morphy Sy geeeaimae © Toronto 
d6—— A.W Todd <n ee Atlanta 
di W.. Me Robertson ieee wemenee Toronto 
58. A. Go. Harteen ieee eee: Harrisburg 
30-25 W od Eastman een ie ee ane Albany 
40—J- M0 Davisy 4.4 Gi mene. San Francisco 


Armstrong still leads but there is only about 
$2,000.00 difference between the standing of 
the next three. Then comes Moffatt only lead- 
ing the next five by a difference of less than 
$2,000.00. Wow! Who will the three be to 
land on the top. 
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Did you look over the 
list of Bronze Tablet 
Cutters for the past 
three years as printed 
in the last issue? 


Check the names 
with the present list 
of “Forty High Men” 
and tell us who you 
think the Winners 
will be this year. 


Johnson and Rhodes 
were two dark horses 
last year. Wéill there 
be a dark horse in the 
race this year? 
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BRANCH OFFICE STANDING 
October 30th, 1913—38th Week 


ALBANY 
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The bunch has turned the last quarter pole 
and are coming down the home stretch. San 
Francisco is still in the lead but the steam 
Minneapolis is putting on is simply wonderful. 
Albany is not far behind and they are planning 
one of the speediest finishes any office ever 
made. 


Dallas has taken fourth place but only has 
two-fifts of one per cent. lead on Toronto. 
Denver has Fort Wayne cut out of sixth place and 
expects to overtake a few more offices before 
the close. St. Louis leads Chicago by less than 
one per cent. with Atlanta only three per cent. 
behind. Harrisburg is pulling up and its go- 
ing to be an exciting race to see who will be 
last as well as first. 


ORORRO) 


We are quietly watching one of the pretti- 
est of District Office races we have had the 
pleasure of noting for some time. 


The plot is laid in the city of Chicago, and 
the heavy scenery is the Public and Private 
Garage lines. The three villains in the play 
are Messrs. Leonard, Magrane and Sherlock. 
At the present writing Leonard has the upper 
hand, but Sherlock is laying plans for his un- 
doing, while Magrane is endeavoring to get 
a ‘‘toe-hold’’ on both of them and ‘‘floor”’ 
them just as the curtain on the last act is about 
to go down. 


The Chicago audience is breathlessly await- 
ing the outcome, while the Fort Wayne crowd 
is looking on with considerable interest and 
the Bowser Band have their instruments to 
their lips ready to play ‘:‘My Hero’’ to the 
victor. : 

There are only 47 points between these three 
Spartans. Watch for the outcome. 

Ce © 


We are pleased to note the nice business Mr. 
C. W. Egner, of the Dallas District, is secur- 
ing and would certainly be glad to have him 
join the club. He is a ‘‘live wire’’ and is eul- 
tivating his territory in a splendid manner. 

© © © 


We are anxiously watching W. W. Morris’ 
Pacemaker points grow, hoping that we will 
soon have the pleasure of announcing him one 
of the Dallas delegates. Here’s luck to you, 
Mr. Morris. 

ORORRO) 


We haven’t heard from J. Milton Tucker 
lately, but can understand that this is due to 
the faet that he has been very busy qualifying 
for the club. You ean look for him at the 


Convention. 
© © © 


We had the pleasure of a visit from George 
H. Hastings, manager of the St. Louis Dis- 
triet, (last week and took occasion to inter- 
view him in regard to the prominent part the 
St. Louis District expected to take in Pace- 
maker affairs. He immediately assured us that 
the ‘‘Show-me’’ State would easily have eight 
more Pacemakers than are now registered and 
would quite likely lead in the number of del- 
egates present. 


He further stated that he expected to easily 
lead Chicago, Harrisburg, Atlanta and Fort 
Wayne, and that modesty forbid him to men- 
tioning what they expected to do to the others. 


We would like to publish the names of the 
salesmen whom he stated would surely regis- 
ter in the club within the next few weeks, but 
in view of the fact that he will no doubt write 
these salesmen himself it is unnecessary to re- 
produce their names. Anyone interested, how- 
ever, can get this information by addressing 
the editor. 


In view of the fact that the race is near its 
close we feel justified in making his inten- 
tions known in order that other districts may 
be able to defend their titles and honor. 
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INTERESTING LETTER FROM MANAGER SAVERCOOL. : 


In going thru some old files yesterday we noted some letters written by E. M. Saverecool; 
written to salesmen when he was Eastern manager. 

They were dated in 1907, the year in which you will remember there was considerable talk 
about ‘‘tight times’’ because of anti-trust legislation. Because of the present tariff talk we are 
reproducing one of Mr. Savercool’s letters which we believe will be appreciated by our many 
readers. In part it reads as follows: 

‘“We wish to impress on the. minds of everyone of our representatives that inasmuch as we 
have a very large number of salesmen, all of whom are high-class men and who in the ag- 
gregate, during each day meet and talk with a very great number of merchants, manufacturers’ 
and individuals, it is very necessary for the general welfare of the country, business in general 
our firm, and yourself personally, that you be cheerful and optimistic and take a bright view 
of the future. Any man who goes about and states that ‘‘times are hard,’’ or ‘‘things are 
going to the dogs,”’ or ‘‘there will be no business this winter,’’ is doing a positive injury to him- 
self and to everyone with whom he comes in contact. As we all know, there has been con- 
siderable financial disturbance which has affected business to some extent and at such times 
salesmen can be of great benefit and help the situation materially by stating frankly that 
business is very good and in the near future will‘be even better. 


‘‘As a firm, we never were in better condition. We have large numbers or orders on hand in 
our faetory, all of which we are filling as fast as possible. The majority of our men are doing 
a splendid business and we feel that it is the duty, and we earnestly request everyone who 
represents us in any capacity to put forth greater effort than ever before to secure a good sub- 
stantial business, even tho it may require just at the present time a little more energy than usual. 
Positively, do not get discouraged or lie down and wait for times to get good. Each and 
everyone expects his remittance promptly and expects us to do our duty and we ask you, as good 
businessmen who represent us, to give us the very best there is in you. Renew your efforts to 
sell goods and get good orders. Make your time just as short as possible, and while it may re- 
quire a little more thought and closer application to business to do this, keep your sales up to 
the average. 


‘‘No man ever sold an order by stating that times were bad and ‘‘I guess there is no use.’’ 
We thank you for all the business you have given us and if for any reason your business is not 
up to the standard it should be, canvass yourself thoroughly, see wherein you are weak and 
apply the proper remedy. Always remember that to successfully sell goods requires fully as 
much study and thought and requires that one be as good a business man as anyone who is 
conducting or managing a mercantile or any other business. 


‘“You may be interested in knowing that the so-called ‘‘panies’’ do not affect some of our 
salesmen. Yesterday I had a long distance telephone conversation with one of our salesmen 
who is sending in a splendid business. I asked him what were the conditions in his territory. 
Said he was too busy getting orders to learn. Asked him how the merchants talked. Said he 
did not let them talk about hard times, all he was talking about was ‘‘Bowser Tanks’’ and 
the necessity of their making an immediate purchase and thereby economize in their business 
by having better facilities to handle the oil without any loss whatever. The list might be 
extended. I mention these only to show that it depends more on the man with the sample- 
ease than on the territory and conditions. 

‘“‘T have heard salesmen in hotels, one ask the other ‘‘How is business?’’ the reply, ‘‘On the 
bum.’’ “‘Haven’t taken an order for four weeks. No use, going to lie around this hotel a while 
and save expenses.’’ The same fellows inquired of me as to business. I told them it was 
‘*first-rate, getting an order or two all along down the line. Couldn’t complain, working a little 
harder than usual.’’ There were times when things looked a little ‘‘blue.’’ I always figured ac- 
cording to the law of averages, that if I kept on going I was bound to get business. 

‘“At that time; as at the present, Mr. Polhamus was managing the business and encourag- 
ing us, in fact, demanding that we by renewed effort get a paying and satisfactory business 
and Mr. 8. F. Bowser was hustling around to get the money to send us to keep us going. 
You may rest assured that we had confidence in each other and we worked in harmony all 
along down the line from the President to the Office boy and if we had not done so, we would 
have all been selling something besides Bowser Tanks at this time. 


E. M. SAVERCOOL. 
NOTE—We will print the second page of the letter in our next issue—Editor. 
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SEVEN WEEKS MORE 


Shake off the little demons that are holding you back from getting into the Club. With a 
determined and fixed purpose in your mind to win and with energetic movements of the 
arms and limbs all ‘‘doubt’’ will be left behind. Snap the cords that retard 
your progress. Grab your grip in your good right fist and WIN! 
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Remember; 


Mr. Bedingfield’s photograph was 
not received in time for publica- 
tion in this issue but will appear in . 


a later edition. 


M. BEDINGFIELD 
Member of Pacemakers’ Club, Atlanta Dist. 
Elected Oct, 15, 1913. 


We are pleased to report the election of Mr. 
Bedingfield of the Atlanta District, to mem- 
bership in the Pacemakers’ Club which oc- 
eurred Oct. 15. Atlanta is beginning to oe- 
cupy a prominent position in the race for the 
largest delegation at the convention. In any 
event the Dixie boys will be conspicuous for 
their numbers as well as other things. 


Mr. Bedingfield has well earned the honor 
of being added to their list. We are now in 
the thick of a strenuous closing campaign and 
have insufficient time to mention all of the 
splendid achievements of Mr. Bedingfield’s 
sales work during the year but intend to have 
him tell us about them during the convention. 
Our heartiest congratulations are yours, Mr. 
Bedingfield, and we all look forward to the 
pleasure of meeting you at the convention. 


Each new member to the club 
sets $50.00 in gold and a trip 
to the factory with all traveling and hotel expenses 
paid. Those who join the club two years in  suc- 
cession will receive $75.00 


Boys the time is getting short. Put forth 
your Best Efforts and join the Club 


CLQOOO OOD DDO OOOOGHOHOOOOGOOOOO0O0O000O0OOO0O0OOO9OOOOOOOOOOOOOOOHOOOOOOOOOO 
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BRANCH OFFICE STANDING 
Novemeer 1, 1913, 43rd Week 


SAN FRANCISCO 


MINNEAPOLIS 
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San Francisco still leads. Toronto is 
making a fast finish and so is Minneapo- 
lis and Albany. Other offices are gain- 
ing and who will take the cup is still a 
question even if Mr. Savercool does 
think he has it ‘‘Cinched.”’ 


THE BOWSER BOOMER 


T. G. DABNEY, 
Pacemaker, Dallas District. 


The above is a reproduction of a photograph 
of Mr. Dabney, whose announcement as a Pace- 
maker appeared in a recent issue. We did not 
have the photograph in time to accompany the 
announcement however, and in order that all 
of his Pacemaker Friends may learn to know 
him by sight, we are reproducing the above. 


Mr. Dabney is a progressive Bowserite and 
we look forward with pleasure to meeting him 
at the Convention. 


A TIP FROM JOHNSON. 


Referring to business: Business is good, 
territories under San Francisco office are all 
covered, and the men are all getting business. 
We are going to land the cup and send a very 
large delegation to Fort Wayne as Pacemak- 
ers. At the same time wish Mr. Murray all 
kinds of success, but advise him to put on a 
little more steam, and do his best to nose us 
out on the finish, and if he ean, rest assured 
we will heartily congratulate him on his sue- 
cess in the outcome. 


307 


A WORD FROM OUR DARLING MINNE- 
APOLIS DISTRICT DIRECTOR. 


Minneapolis, Minn., Oct. 31, 1913. 
Dear Editor: 


In reply to yours of the 29th, am glad to 
say I received the Pacemakers’ stationery, 
which looks very nice, especially to me to see 
my name at the head of the Directors. The 
only thing I regret is that I was not an hour 
earher, which would place me Treasurer in- 
stead of Mr. Matthews. 


I am glad to know that business is excep- 
tionally good this year and think we are going 
to have such a large delegation, as you stated 
you thought there would be one hundred dele- 
gates at the Convention, but if each district 
will bring as many delegates as the Minneap- 
olis District, you want to make room for one 
hundred and seventy-five instead of one hun- 
dred, as we are going to have, without a doubt, 
eighteen representatives from this district. 


Now, if any of the Directors think they are 
going to slip anything over on the Minneapolis 
District and beat us in number, they better 
get busy, as we have had the largest delega- 
tion for two years and don’t intend to lose 
out this year. If you don’t think we have some 
live ones, just take a look at our Mr. L. F. 
Greer, Jr., who is in the dry country rolling 
in about one hundred and seventy-five points 
per month. 


It is getting rather cold up here, which gives 
our force extra vitality to swing in the busi- 
ness. Watch us come. 


Yours very truly, 
A. E .DARLING, Director. 


YOU men with red blood 

in your veins, rally to the 
support of your Director and 
District Manager and deter- 
mine to wins Its a call to 
arms. Make it a bully brave 
old record breaking battle to 


the last ditch. WIN! 
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A LETTER FROM ELBURTUS. 


We were favored with a visit from Elbert 
Hubard of East Aurora, the editor of The Era 
and The Philistine magazines, and he was 
taken all through the plant. 

The occasion of Mr. Hubbard’s being in 
Fort Wayne was to give an address before the 
Quest Club of this city. 

Mr. Hubbard was greatly impressed with 
our plant and organization, and was particu- 
larly interested because he is a Bowser user. 
Upon. his return home after his visit he wrote 
us a letter of thanks for the courtesy exended 
to him while here which we are reproducing 
below: 


October 13, 1913. 
Bowser & Company, 
Fort Wayne, Ind. 


Gentlemen: 


First let me thank you for the very delight- 
ful little journey to the House of Bowser. 


I was impressed to see the extent of your 
plant. and the completeness of your product. 
I believe that I can write a story good natured, 
instructive and interesting on what I saw 
there. 


With love and blessings to all of the Bow- 
serites, I am, Sincerely yours, 


ELBERT HUBBARD. 


We reproduce the foregoing to illustrate to 
our readers the fact that the world really ap- 
preciates the Bowser product. Mr. Hubbard 
travels about the country a great deal and 
sees many manufacturing plants and analizes 
many products. A compliment such as the 
above is worthy of note and might help your 
prospects to get a conception of the ‘‘House 
of Bowser’’ through Elbert Hubbard’s remarks 
in his letter. 


DODO DLOOOOOODOOOHOHOOOOOOOOOHOOOOHOOOOS 


MAKE the next 


seven weeks count 
and register in the Club. 
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This is an Ad appearing in 
Vermont newspapers 


LODO DODO OOOOOOOOOOOGHOOHGOOOOGOOHHHOOOOO 
© 


We Have Installed a 


BOWSER 


Pump for Handling 
Gasolene 
This pump accurately measures 


as well as thoroughly filters the 
gasolene. 


You are buying a FILTERED 
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We hope to have your order 
for your auto gasolene as well as 
to fill your tanks for gas engines. 
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Always for the Best 


The Progressive Store of Randolph 


Half Century Store Co. 
Randolph, Vermont 


VOODOO OODOOOOOOGOOOOOOOOOOOOOSHOOOOO 


This merchant does a general store business 
and the installation of a Bowser proves it is a 
progressive store of Randolph, Vermont. The 
equipment installed is one 5-Bbl., Cut 41, com- 
plete, sold by Clarence M, Carpenter, Director 
of Albany. 
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STANDING OF FORTY HIGH MEN 
VOLUME OF BUSINESS 
November 4, 1913. 


SALESMEN OFFICH 
1—J. H. Armstrong ...... Engineering Sales 
2 Vee ee DenNaM —%,. 2 ds. s OS Minneapolis 


3—E. L. Milliron 
4—_W. V. Crandall 


he eae Engineering Sales 
ET PR eee San Francisco 


em MENLO dba dic. wud. oe ths Boe oes Toronto 
eee NEPAC SIDING Cre. take ie Se, Albany 
Heese Wem OCOLL ms ieee ules von oh Harrisburg 
Lea 21 SCS 02h a San Francisco 
a. MomCarpen ter: dis os 4.40. 60 5 Albany 
a RRO ITE Mee. A cy ane eae Albany 
iG ere reUDeN a. orcs. Sans San Francisco 
eee ee Darling ea... 2 whe Minneapolis 
WoO er POS ceo eee ks Fort Wayne 
WA ie wAS SOIT oe ois ice eds ween oe Albany 
NA CUCE LEM rd nso. Few ee eke Toronto 
NOeeatiomis esa CHINO wi. aee ss. oe cee 3 Atlanta 
17—R. T. Lawrence ............ Minneapolis 
OS aaeA mee CAVONG 00) ¢ se fidon cic Su eice s Toronto 
(Rise tg bod cc) 0) Co ee Harrisburg 
ee EP eI Mea usta. he is as oerele y wie ss Toronto 
21—K. F. Hessenmueller ....... Fort Wayne 
Jt DASE Ce 0 STNG) Oh) ee Denver 
pire Ed mea LICONALC. <<. ces 5 esa oe «eae « Chicago 
24—F. EK. Walters ............ San Francisco 
Pea tude ONC GK beds Sa anes woe» Chicago 
BN eel NDA OT ONG Oo hes a welk so s.0s Chicago 
Epes) DIMES EVV AT OE era feccigia. v's seks Minneapolis 
se Lee OCLC Maiti 0 5s cts + 6 ew iw, 6 Atlanta 
aN MG OMILN tetas wie os San Francisco 
len Mme Wes MS WIMLeT tet sas. ssc ess Dallas 
hie he OOMStOCK <5 ols. wi. sss Harrisburg 
BA EO LatSin, oat. c Foe. ko Fort Wayne 
BA UTR GHEE Y oh inven sey veces tas St. Louis 
pale W. Deveraux ©... ees susie es Albany 
aN Woe PANY DS 2 0) (hia he Toronto 
BYE eee JEST NG 15 AS oan ay is aaa ea Atlanta 
i= Weal. Robertsonr.. hoc. woes Toronto 
Om Set ec MAMDINOTE Meri. eect cree oa lots sees Albany 
Doe ELATEP ON — ona otis be 3 Harrisburg 
Ae COU CIMT LONE. iren as osc eos e 3 Denver 


HERE ARE THE FORTY HIGH MEN. 


Gentlemen, strive to get into this class. We 
know it means work which requires dauntless 
courage and patience which only enthusiasm 
can maintain. We know the trials and trou- 
bles that meet you; but be strong, stand firm 
and you will win. 


It depends entirely upon your efforts and 
their results. Your friends expect and look 
for you here, and rejoice when your name ap- 
pears. It means you are more than ordinarily 
successful and all the world loves a winner. 
How they revise the tariff is not so important 
to you if you are in this list, for it not only 


means to be a leader but also conveys with it 
more commissions and a bigger bank account. 
Will you be there next time? 


R. E. AIKEN, 
Omaha District. 


Mr. Aiken is the man who has charge of the 
important. work of modernizing Omaha’s oil . 
and gasolene storage methods. In other words, 
he is Bowserizing Omaha. 

We are pleased to report his success and to 
give you a little insight as to the reason he is 
so successful, perhaps the following extract 
from one of his letters will suffice: 

‘‘The harder the job, perhaps the slower re- 
sults come, but if one will only grit his teeth 
and repeat the following old epigram: 

‘Pluck wins, it always wins though days 
be slow and nights be dark, 

’Twixt those that come and go, 
Pluck will win. 

Its average is sure, he gains the prize, who 
can the most endure, 

Who faces issue, who never shirks, who 
waits and watches and always works.’ 

With these lines in your mind one cannot 
lose out for as I take it the real difference be- 
tween men is energy, ambition and enthusiasm 
for a strong arm and subtle purpose coupled 
with invincible determination can, as a rule, 
accomplish almost anything and in this hes 
the difference between success and failure.’’ 


still 
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The Pacemaker Directors 
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Minneapolis Leads Toronto Is Secon 
Dallas Is Fourth San Francisco, Fort 
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Then There Is St. Louis, Chicago, Denver 
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Any day may change these Standings—Any 
Boys! Rally ‘round your Directors and District 


your Districts Delegation. Recognize the big opportur 
for Success. To finish the year a Pacemaker—Means 
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re In A Big Contest To See 
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A Few Words of Advice from N. L. Roberts to New Men 


Mr. N. L. Roberts is well qualified to talk 
on the subject of Salesmanship as he has been 
with us a number of years Serving in various 
capacities. We know our readers will appre- 
ciate the following article: 


Mr. Roberts in Lake Park, Milwaukee 


Friend Editor: 

Having been called upon on several ocea- 
sions to write a selling talk, am loath to do so 
owing to the fact that a fixed selling talk is 
not applicable to all occasions. 

The writer much prefers confining his talk 
to the young salesman. 

First, of all, know your line. Do not fail to 
familiarize yourself with each and every out- 
fit belonging to that line which you are called 
upon to sell. If you are selling the publie and 
private garage line exclusively,’ first study 
only those outfits pertaining to that line until 
you become thoroughly familiar with each and 
every outfit, how each part entering into its 
construction is made, its function, ete. ; fix each 
part of that outfit in your mind’s eye and then 
clothe in the proper language, your demon- 
stration of that particular part. 

Having properly acquainted yourself with 
all the publie and private garage outfits, then 
take up the study of outfits belonging to the 
other lines such ag kerosene, paint oils, ‘ete., 
and go after a knowledge of these with the 
Same zeal and fidelity that characterized your 
efforts in mastering garage equipments. 

In short, acquaint yourself with your line 
and do not consider yourself a graduate until 
the G. A. B. looks upon you as authority. Re- 
member that you are starting out as a student 
with the line. Always remain a student by 
Standing ready and willing at all times to 
grasp and hold fast to every good point which 
will assist you in your business. Glean as 
much knowledge as possible of the different 
liquids your outfits are called upon to handle. 

Before starting into your territory be sure 
to have your bulletins so arranged that you in- 


stantly turn to the required Cut number. Lack 
of system in this respect has oftimes caused 
the loss of a sale. A busy prospect trying to 
find some excuse for getting away from you, 
has a splendid opportunity offered to him while 
you are leafing through your Book of Bulle- 
tins trying to find the Cut Number in ques- 
tion. While. no two salesmen arrange their 
Bulletins in the same manner, the writer finds 
the following method to be a very good one: 
Presuming that you are handling the garage 
line, arrange your Bulletins in the following 
manner: Cut 241—39—4]949 195 198 
47—116—97—Type C Tanks, after which fol- 
low with all the accessories pertaining to that 
line, after which, index each Bulletin, mark- 
ing thereon the Cut Number. 

This enables you to demonstrate a partieu- 
lar pump together with all accessories by turn- 
ing instantly back and forth from one eut 
humber to another without breaking your line 
of talk, thus holding your prospect’s undivided 
attention and at the same time demonstrate to 
him the fact that you are systematic and mas- 
ter of the situation. 

Except in rare cases, the writer has found 
it to be good policy to start the demonstration 
on the higher priced equipments, thus giving 
a leeway in ease the prospect cuts you short 
by informing you of the fact that he ean pur- 
chase an outfit for less money that will take 
care of his requirements. You then have a 
come-back by informing him that because S., 
F. BOWSER & CO. manufacture the higher 
grade outfits is no reason why he should bye- 
pass us and go elsewhere to purchase a lower- 


priced outfit, that we manufacture all styles, 


the prices of which are consistent with quality 
and then go down your scale of outfits until 
you have found that which appeals to him. In 
the above method extreme caution must be ex- 
ercised, and you must be your own judge as 
to whether he is only using his argument as a 
lever with which to pry down your prices. 

Never fail to keep a complete record of live 
prospects in your territory as it means money 
both to you and to your company. Never 
trust to memory the keeping of this list. Pro- 
vide yourself with a book for the purpose 
(pocket size). On front pages write in alpha- 
betical order, prospect’s name and opposite, 
the page number. Under page number write 
prospect’s name and address, date last eall, 
cut number, and capacity that he is interested 
in, prices quoted, if any, and date next eall. 
Be sure to follow up your next call as closely 
as possible, for it is a recognized fact that as 
soon as you lose interest in the prospect, he 
loses interest in you and your firm. 

Too much cannot be said in favor if sending 
to your company daily, full and complete re- 
ports of all calls, including quotations jif any. 


Do not lose sight of the fact that your com- 
pany is interested in your welfare and stands 
ready and willing at all times to help you over 
the rough places, but must have your co-opera- 
tion, and that co-operation lies in the prompt 
receipt of all reports. Your prospect may for 
certain reasons (which we will leave you to 
guess) deem it advisable to bye-pass you and 
take up the proposition direct with the com- 
pany, then your reports on file will assist the 
company in-determining just how far you had 
gone into the matter with him, thus prevent- 
ing any cross-wiring. 

See to it that your working model is kept 
clean and in perfect working order at all times, 
that your bulletins and price sheets do not 
bear thumb marks, and should the ybecome 
soiled, see to it that they are replaced at once 
by ne wones. Cleanliness is one of your talk- 
ing points, so be sure to practice what you 
preach. 

On approaching your prospect’s place of 
business be observing. Gather all data you 
ean which will be of value to you in driving 
the sale. Should the prospect see you coming 
and manage to place his clerk between him- 
self and you, do not ignore that clerk. He 
may prove to be your best friend, so be’ cour- 
teous to him. You ean obtain from him all the 
data you need such as different oils handled, 
quantities sold, method of storage, ete. Thus 
armed, approach your prospect in a bold, fear- 
less, and business-like manner and show to him 
by your every action that you are representing 
one of the grandest concerns in the country, 
therefore quite an honor to him to have you 
there; and should he show the least inclina- 
tion to shake hands with you, be sure to meet 
him more than half way. Do not, however, 
fall over baskets of merchandise or try to pull 
his hand from behind his back, or out of his 
pocket to shake it. He knows full well that 
you have not driven twelve miles in the face 
of a blinding snow-storm merely for the pur- 
pose of grasping the hand of one whom you 
have never met, and to inquite into his state 
of health. While the writer considers cour- 
tesy one of the grandest attributes of man- 
kind, bear in mind the fact there is a dividing 
line between courtesy and hypocrisy, there- 
fore clothe yourself with all the courtesy pos- 
sible but be sure that you do not carry it be- 
yond the border line of hypocrisy. He knows 
full well that you are there on some sort of a 
business proposition, and might just as well 
get busy. Do not introduce yourself and try 
to give a half-hearted demonstration of your 
working model without drawing your breath. 
Remain cool, calm and collected. Do not be- 
come excited for if you do, you excite your 
prospect. Take your time to it as yiur talk 
is then more interesting to him. Make your 
demonstration in a strong positive tone, as a 
weak, vascillating voice accomplishes nothing. 
Keep your eyes glued, not on your model (you 


can look at that some other time), but on your 
prospect, aS you are talking to your prospect 
and not to your model. Watch his symptoms 
very closely during the demonstration of each 
part and the moment you see that a certain 
feature of the outfit appeals to him, stop right 
there and dwell on that particular part for if 
you should take him past that which appeals 
to him, his desire might cool. 

Do not start out by doing all the talking. 
Draw him on as i nthis manner he might drop 
a hint which would assist you in the further- 
ing of your desire. Should you permit him to 
spend all his time in thought, he might be 
spending that time in negation. Do not argue 
with him as there are plenty of other methods. 
Plan to lead him in a manner in which he 
does not know that he is being led, but never 
attempt to drive. Hold in reserve a goodly 
supply of your better selling points until the 
last for you may need them, Talk only that 
outfit best adapted to his requirements and 
one that is suitable t ohis store. Do not give 
him an opportunity of building a store to suit 
your outfit, as you want that order now. In 
other words do not start out by working to 
fever heat; his desire for a Cut 1 or a Cut 115 
outfit and then have him politely inform you 
of the fact that he has no basement but that 
next year he intends erecting a basement build- 
ing to suit our outfit. You hight not get that 
order today. 

Refrain from quoting your price first and then at- 
tempt to demonstrate as price might be ringing in 
his ears to that extent that he does not hear one 
word you say. Merely tell him that the price is the 
smallest part of the equipment, etc., then proceed 
with your demonstration and when the proper time 
arrives for quoting, be very careful as to how you 
clothe your language, as this is the critical moment, 
so let your manner and language prove to him that 
you DO have confidence in your own prices. Never 
say to him, “Mr. Jones, I will make you that outfit 
for $100.00.” Instead, say to him, ‘Mr. Jones, that 
outfit will cost you $100.00.” 

Do not fall into the fatal habit of becoming so en- 
thused in the sale of an equipment to handle a cer- 
tain liquid as to omit ascertaining whether or not 
that buyer’s requirements have been completely 
filled. He may also handle lubricating oils, etc., but 
it is not up to him to volunteer the information. He 
considers that it is a part of your business as a sales- 
man to find out this information. You have raised 
his desire to its zenith when you sold him that gaso- 
lene outfit. Keep it there until you have sold him 
that lubricating outfit, if it is in your power to do so. 

Except in extreme cases, the writer has never 
found it good policy to close up his case and leave 
the store before the ink is dry on the buyer’s sig- 
nature. Prove to him that you are interested in his 
welfare beyond the sale by explaining to him the 
proper method of installation, etc., as you are, or 
should be, just as anxious as he is to have the outfit 
work properly. Do everything in your power to 
make every buyer a Bowser Booster as it is (with 
all due respect to the editor) a far better medium of 
advertising than printer’s ink. 

In conelusion desire to say that should the above 
hints assist any new salesman in the sale of but one 
outfit then we shall feel as though our feeble efforts 
have not been in vain. 


Yours fore business, N. L. ROBERTS. 
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That Bunch of Birthday Orders 


It is remarkable how the entire Bowser Sales 
Organization made themselves evident in all 
parts of the world on September 5th when 
celebrating the Company’s 28th Birthday An- 
niversary. 

Special Birthday Order Blanks came flutter- 
ing in from all directions and we are pleased 
to report the number of orders totaled 340, 
while the amount of business that day totaled 
$55,269.74. : 
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This huge bunch of orders, which will make 
a book three inches thick, will be suitably 
bound and presented to President S. F. Bowser 
as a token of our salesmen’s esteem and a com- 
memoration of the Company’s 28th Anniver.- 
sary. 

It will be a pleasure to show this book of 
Birthday Orders to visitors as an evidence of 
the great co-operation of the Bowser Organi- 
zation. 
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A Present for Mr. Bowser on his Business Birthday 


Not all of President Bowser’s friends know 
that he has recently taken a great interest in 
astronomy. His interest may have. been 
roused in this great study by interesting ‘talks 
on the subject with our Frank Mulligan, who 
has made it his hobby for years and is quite 
a student of this science. At his home he has 
an immense telescope where he observes the 
movements of the moon and stars when he is 
not busily engaged at the Bowser Plant. 


_ Mr. Mulligan noting Mr. Bowser’s interest 
m astronomy decided to make him a little pres- 
ent, which he decided would be a telescope. 


Mr. Mulligan is an expert in working metals 
and proposed to construct the instrument him- 
self. He intended to make every part. of it 
with the exception of the lens and in order 


to secure a good lens he asked Mr. Bowser if 
he would not purchase one according to his 
directions in Paris as Mr. Bowser was about 
to make a trip to Europe. This, you will re- 
call, was about a year ago. When Mr. Bowser 
purchased the lens in Paris, he had no idea it 
was to be in a telepscope for himself, but that’s 
where the lens found its present home, which 
incident adds to the value of the present to 
Mr. Bowser. 

After nearly two years’ work on this tele- 
scope, Mr. Mulligan completed it on Septem- 
ber 5th, the Company’s 28th Birthday Anni- 
versary and it was decided to present it to 
Mr. Bowser on that day. The telescope was 
mounted in Mr. Dunkelberg’s office and the 
Department Managers were called in. Mr. 
Bowser was then sent for and in a very appro- 
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priate speech, Mr. Dunkelberg presented the 
telescope to Mr. Bowser on behalf of Frank 
Mulligan. 


Mr. Bowser sincerely thanked Mr. Mulligan 
for the splendid present and said that he 
would not only use it for pleasure but could 
use it very nicely in the business looking for 
new prospects for business on new planets. 


We might give a tip to our salesmen that 
they had better keep busy on their territory 
for Mr. Bowser might turn his telescope in 
their dircetion some time and could tell just 
what they were doing. 


The BOOMER Cartoonist made a sketch of 
his conception of Mr. Bowser trying the tele- 
scope. 


OUR INVENTORS. 


Perhaps all of our salesmen do not know 
that we maintain an Invention Department, 
which is continually endeavoring to add _ to 
the value of BOWSER products and increase 
their usefulness. 


FRANK MULLIGAN. 


Mr. Frank Mulligan specializes on BOW- 
SER Pipe Line Registering Measures. Mr. 
Allen A. Bowser specializes on Self-measuring 
Hand Pumps. Mr. W. L. Morris specializes on 
Filtration Equipment. These three experts al- 
so have a corps of assistants or understudies 
under their direction. 


We regret to report the serious illness just 
at this time of Mr. Mulligan, who has been 
confined to his home for several days. We 
hope, however, that he will soon be in good 
health and return to his desk. The above pic- 
ture was taken while he was engaged on a 
counting devices for a registering measure. 


W. L. MORRIS. 


Our Invention Department seems to be par- 
ticularly unfortunate just at this time as Mr. 
Morris’ wife has been in the hospital and re- 
cently underwent an operation. It has caused 
Mr. Morris’ absence from the office for sev- 
eral days, but we are glad to report that Mrs. 
Morris is better and W. L. is back on the job. 


The above photograph is  acharacteristic 
pose of Mr. Morris giving out some filtration 
advice to an eager inquirer. 


ALLEN A. BOWSER. 


No doubt, all of the salesmen who have vis- 
ited the factory know A. A. Bowser, who is 
always glad to meet the boys and talk over 
any mechanical features of BOWSER equip- 
ment. 


The Second Page of Mr. Savercool’s Interesting Letter to the Men 
in 1907 when he was Eastern Manager 


I remember later of traveling in Mississippi, in the midst of the Bryan Campaign when 
‘‘free silver’’ talk was hurting business to a great extent throughout the whole country. The 
first question I got when I went into a plantation store in that territory, ‘‘How is ‘free silver, — 
up your way?’’ I courteously advised the man, whom I hoped and was obliged to sell, that I 
was not selling ‘‘free silver,’’ was only a traveling man selling Oil Tanks. That was my busi- 
ness and I could tell him where he could make money by buying my goods but I did not know 
a thing in the world about ‘‘free sllver.’’ At that time cotton was selling at 414-cents a pound, 
costing 514-cents and 6-cents to produce. An average plantation store handled six barrels of 
oil a year. A dealer who had a very large business in oil would sometimes advise me that he 
handled as much as twelve barrels.a year. That man was a sure thing for a gale of two tanks, 
as he handled ‘‘white man’s and nigger’s oil.’? 

I can remember having been sent by Mr. Polhamus to Iowa and a portion of Nebraska 
when during the season there had been no rain and the corn, on which the people depended 
practically, was entirely burned up by heat and the record shows that we got orders for the 
reason that I stayed in the territory for some time and could not have stayed unless I had 
secured some business. 

My memory earries me back to. the time when traveling in Kansas in a section where corn 
was the only money crop and it was sold forl7-cents a bushel, f. 0. b. cars at shipping point, 
not a very cheerful outlook for a specialty salesman. 

I have in the old days, under adverse conditions with nothing to sell but Kerosene Outfits, 
sold as many as eleven different merchants in one day and at other times I remember having 
gone as much as two weeks without having made a sale, always endeavoring, however, to have 
the month average up all right. 

Referring to confidence and courage, I was in a little town in Iowa, years ago. At that 
time our factory was built entirely of wood. I picked up a Chicago paper and on the first page 
read as follows: 


‘‘Bowser Oil Tank Works at Fort Wayne entirely consumed by fire. 
Insurance nominal.’’ 


I went back into the hotel and wired Fort Wayne as follows: 
‘“See Works destroyed.» What shall I do?”’ 

A little later got an answer from Mr. Polhamus: 
‘“Keep on going. We need orders, will fill in six weeks’? 


I did not question any more but kept on going and selling goods. I knew T needed the job 
and the firm needed the money. ‘You will be interested in knowing that all that was left was the 
vault, with some widely scattered book accounts and a little money from the Insurance Com- 
pany and a determined lot of men at Fort Wayne as well as salesmen on the road, and every- 
body said ‘‘WE WILL.”’ Think it over, the conditions now, the greatly improved line to sell, 
the country rich, commissions much greater, the firm solid as a rock, high class advertising 
matter, the same men now at Fort Wayne with lots of strong men associated with them besides. 
Several of the older salesmen still with the Company, as well as the writer, in the years past 
have ridden in Pullman ears, driven hundreds of miles away from the railroads, rode a blind 
mule in Arkansas, walked up: mountain trails in Tennessee, wallowed. in’ snow drifts as far 
north as a white man goes in Northern Canada, worked the lower Mississippi in a row-boat and 
reached points on the Florida Coast in a sail-boat and all we had to offer was ‘“Bowser’’ Tanks. 


I feel that we in the Hast at this time are not getting all the business which we should. I 
personally request, on behalf of the firm and in the name of our General Manager, and for the 
interest of the New York and Boston Offices, that you resolve to “get busy,’’ very busy and 
employ your talents to such an advantage that you will individually largely increase your 
sales and you will find us appreciative and ready to back you up to the best of our ability. 


E. M. SAVERCOOL. 
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R. G. Fisher, Denver A.E. Darling, Minneapolis 
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‘HIGHWAY 


The Great Lincoln National Highway 
Officially Dedicated 


On October 31, 1913, immense bonfires all along the route of the Great Lincoln 
National Highway from New York to San Francisco marked its official dedication. 


With enthusiasm unloosed autoists in all cities, which are fortunate enough to 
be on this Highway, traversed the route on that night in participation of the event. 
Farmers every few hundred feet did their part in superintending the blaze of bon- 
fires. Homes along the Highway were decorated and families greeted the procession 
as it passed. 


Fort Wayne did its share to put the Highway on the map and Bowserites 
aided in the activities. Each county seat through which the Highway traverses dele- 
gated squads or processions to go in opposite directions to the county line. In this 
manner the Highway was dedicated by a continuous line of autos from the Atlantic 
to the Pacific and if one could have been in an airship with a powerful search light 
enabling them to see the entire Highway, it would look like one solid auto parade. 


This event has a vast significance to America and the completed Highway will 
prove one of the most valuable projects to traffic the country has ever enjoyed. It 
will fulfill a national need developed by the use of the commercial and pleasure 
motor vehicle. It will be a band that unites traffic and country life to city commer- 
cialism. 


The Great Highway will be complete with subsidiary roads drawing from the 
inland country of all parts of the United States. In these days of vast achieve- 
ments in construction, the work of building the road will be completed before many 
people will realize that it is an actuality rather than a dream. Road construction is 
in progress now in many sections and when this is realized together with the road 
that is already established, the completion of the Highway will take but a short 
time. 


Thirteen states will be traversed by this great route, which has been definitely 
announced in a proclamation issued from the National Offices of the Lincoln 
Highway Association, which is located in Detroit. 


The states, which will be crossed are New York, New Jersey, Pennsylvania, 
Ohio, Indiana, Illinois, Iowa, Nebraska, Wyoming, Colorado, Utah, Nevada and 
California. 


The principal cities through which the Highway passes, starting from New 
York City, are Jersey City, Newark, Trenton, Philadelphia then west to Pittsburgh 
through the northern section of Ohio to Fort Wayne, Ind., (the home of the Red 
Sentry), South Bend, Chicago, Joliet, Rochelle, Sterling and other small towns in 
Illinois until it reaches Clinton, Iowa, and from there it passes through Council 
Bluffs and through Omaha, goes to Denver and then north to Cheyenne, then west 
through Green River and Evanston to Salt Lake City. From there it finds its way 
to Tipson’s Ranch and Reno and then goes to Lake Tahoe, California, finally ending 
on the Pacific Seaboard at Oakland and San Francisco, California. 


The Lincoln Highway 


Its Ideals, Plans and Purposes 
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Contents — 


Certificate Number One Issued to Presi- 
dent Woodrow Wilson. 


The Address to the Conference of Gov- 
ernors. 


Resolutions of The Lincoln Highway 
Association Declaring the Dedication 
of the Route. 

Why The Lincoln Way Route? 

Copyrighted Road-Marker of The Lin- 
coln Highway. 


Working Organization and Plan for 
Raising Funds. 

Intended Use of Funds. 

Directors, State Consuls and Patriotic 

ontributors. 

Subscription Blank. 

General Map of The Lincoln Highway 
With Feeders and Natural Tribu- 
taries. 

Letter of the President of the United 
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TO IMMEDIATELY PROMOTE. AND PROCURE THE ESTABLISHMENT OFA CONTINUOUS IMPROVED 
HIGHWAY FROM THE ATLANTIC TO THE PACIFIC, OPEN TO LAWFUL TRAFFIC.OF ALL DES- 
CRIPTIONS WITHOUT TOLL CHARGES, AND TO BE OF CONCRETE WHEREVER PRACTICABLE. 
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NATIONAL HEADQUARTERS, DETROIT, MICHIGAN, DATED July 29, 
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The Address to the 
Conference of Governors 


At Colorado Springs, Colorado, on Tuesday, 
August 26, 1913, on 


The Lincoln Highway 


Ve the authority to plan and the power to execute of 
the great Napoleon, the Lincoln Way might be credit- 
ably planned and executed with dispatch from the beginning. 


Many cities want it to pass their way. Many counties 
seek that it traverse them, and even great States press for the 
benefits which will accrue from its passing through. 


The idealists who have energetically pressed forward the great 
project of a Lincoln Highway from coast to coast have accomplished 
wonders towards crystallizing a nation-wide demand for the con- 
summation of such a great and desirable project. 


A committee of these idealists, after energetically and at their 
own personal expense pressing the propaganda to national fame and 
interest, decided to increase the force behind their efforts, enlist 
the financial aid of others, and thus develop a stronger public interest 
and support of the work. 


After much deliberation, they decided to centralize and organize 
with headquarters at a convenient center. Some of those whose 
counsel and enlistment in the work they sought, were at first un- 
believers—scoffers at such a colossal and impossible undertaking. 


Be it noted that each and every one approached to aid in forming 
the permanent Association, after careful investigation of the merits 
and possibilities of the project, enlisted in incorporating under the 
laws of Michigan ‘‘The Lincoln Highway Association’’ with head- 
quarters at Detroit. The name received finally, out of scores 
suggested, the unanimous approval of all. 


The Association then set out to get the consent of all trans- 
continental highway organizations to the use of the name ‘‘Lincoln 
Highway.”’ This was willingly conceded in a broad spirit, with 
promises of co-operation and pledges of active support towards 
whatever might be the trend of the studies and investigations as 
to route. 


Route investigations began. All data was studied. Climatic 
conditions considered. Routes possible and impossible were traveled 
and details carefully noted as bearing on the ultimate decision 
which The Lincoln Highway Association was organized to make, 
as to what route would in its judgment be the most practicable 
to become the great Lincoln Memorial Highway. 


The Lincoln Way so selected, if done wisely, will become great. 


None know better than those who will assume to select the route 
that it is not done with Napoleonic authority or power. 


The force behind the decision will be only the wisdom of it, which 
it is hoped will give the selection of route the force, because it is 


believed that the route of the ‘‘Lincoln Way,” wisely chose 
will have behind it the patriotic force of the whole people. 


The appeals of sections have been heard. The arguments of < 
interests have been and are being weighed. 


Shall the Lincoln Way be marked on the map from large city : 
city? Shall it be from point of interest to point of interest? 


Shall it be a highway from New York to San Francisco, as dire 
as practicable considering the limitations by Nature in the topo 
raphy of the country? 


See America first! 


With all our force we endorse that sentiment! But a tran 
continental highway that wound from large city to large city, fro 
one wonder of nature to another would indeed be a devious ar 
winding journey in this great America of ours. 


It becomes plain that the decision on such a complicated rou 
could not be arrived at in generations. No concentrated effo 
could be gained for the execution of the work. It becomes pla 
that the scope of the work must be within the practicable. 
must be such as to immediately upon presentation gain your suppo 
and mine. 


Then next to obtain action a plan is necessary. 
To have a plan, decision is necessary. 


For decision, the hopeless divergence of conflicting interes 
and opinions must be eliminated, and practical conditions on 
must be considered. 


The decision must be confined to one permanent road acro! 
the country to be constructed first, no matter how desirable othe 
may be and actually are. 


Such has become the basic principle guiding the Lincoln Highwa 
Association. 


It is seeking to decide wisely a matter which must be decide 
right in order to eliminate the petty hauling and pulling and oj] 
position which would be fatal to the great patriotic work, and whic 
would thus postpone beyond our vision so laudable a project. 


It seems to us but yesterday that the Panama Canal was begu: 
and yet almost tomorrow it will be open to the world. 


Henry B. Joy, President, 

Car_ G. FisuEr, Vice-President, 

A. R. PARDINGTON, Vice-President, 
LINCOLN HIGHWAY ASS’N. 


August 26th, 1913. 


Proclamation 


of route of 


The Lincoln Highway 


JVs es the purpose of this Association is to immedi- 
ately promote and procure the establishment of a contin- 
ous improved highway from the Atlantic to the Pacific, open to 
wiul traffic of all descriptions and without toll charges, and 


WHEREAS, toward the end of accomplishing this purpose elabo- 
ite research and investigation has been prerequisite to crystalli- 
ition of opinion before intelligent and wise decision could be 
»ached, and 


WHEREAS, this Association expressly desires to impress upon 
{l the people that it fully acknowledges that a public declaration 
y it of a route is of no force or effect except as it shall be wise and 
ractical, and being so, meet with the approval of the people for 
ich a useful and enduring memorial, and 


WHEREAS, it is obvious that this Association can only aid and 
o-operate toward the desired end, and that UPON ALL THE 
‘EOPLE, and especially upon the officials of each State and County 
nd upon the inhabitants thereof, within the borders of which is 
esignated by these resolutions a section of the Lincoln Highway, 
oes rest the patriotic burden of establishing, broadening, straight- 
ning, maintaining and beautifying such Highway to the end that 
: may become an appropriate memorial to the Great Martyred 
‘atriot whose name it bears, and 


WHEREAS, our chief step toward the desired goal is to crystallize 
1 the public mind the practical wisdom of the route selected, there- 
ore be it recorded here: 


First—That in general it has been for nearly a century and is 
oday the main Overland Trail, and that part lying West of Chicago 
s known by that historic name. 


Second—It is the most direct and most practical route as to grades, 
‘urves and general topography. 


Third—It is to the greatest extent improved and marked through- 
ut its length, 


Fourth—It is capable of being established as a fitting memorial 
lighway at the least cost, and 


WHEREAS, it is now proper to declare the results of deliberation 
ind inspection in the hope that the wisdom and care in selection 
nay insure united sentiment, and with the Prayer that this record 
vill appeal to the hearts of all patriotic Americans to the end that 
»lans and activities toward construction may go immediately for- 
vard, therefore be it 


RESOLVED, that the Lincoln Highway now is and henceforth 
shall be an existing memorial in tribute to the immortal Abraham 
incoln, 


' State of Illinois 


That The Lincoln Highway does extend from New York to San 
Francisco over and through the following states: 


State of New York State of Nebraska 
State of New Jersey State of Wyoming 
State of Pennsylvania — state of Colorado 
State of Ohio State of Utah 


State of Indiana State of Nevada 


State of lowa State of California 


More specifically the route is described as passing through or , 
near the following cities in the several states, viz: 


1.—New York 
New York. 


2.—New Jersey 


Jersey City, Newark, Trenton, Camden. 


3.—Pennsylvania 


Philadelphia, Lancaster, York, Gettysburg, Chambersburg, 
Bedford, Ligonier, Greensburg, Pittsburgh, Beaver Falls. 


4.—Ohio 
Canton, Mansfield, Bucyrus, Upper Sandusky, Ada, Lima, Van 
Wert. 


5.—Indiana 
Fort Wayne, Ligonier, Elkhart, South Bend, LaPorte, Val- 
paraiso. 
6.— Illinois 
Chicago Heights, Joliet, Geneva, DeKalb, Rochelle, Ashton, 
Dixon, Sterling, Morrison, Fulton. 


7.—lowa 


Clinton, Dewitt, Cedar Rapids, Tama, Marshalltown, State 
Centre, Ames, Grand Junction, Jefferson, Dennison, Logan, Council 
Bluffs. 


8.—Nebraska 


Omaha, Fremont, Columbus, Central City, Grand Island, Kear- 
ney, Lexington, Gothenberg, North Platte, Ogallalla, Big Spring, 
Chappell, Sidney, Kimball. 


9.—W yoming 
Pine Bluff, Cheyenne, Laramie, Rawlins, Wamsutter, Point of 
Rocks, Rock Springs, Green River, Granger, Fort Bridger, Evanston. 


10.—Colorado 


Julesburg, Sterling, Fort Morgan, Denver, Longmont, Loveland, 
Fort Collins. 


11.—Utah 


Echo, Ogden, Salt Lake City, Garfield, Grantsville, Timpie, 
Kanaka Ranch, Fish Springs, Kearney’s Ranch, Ibapah. 


12-—Nevada 


Tippet’s Ranch, Shelburne Pass, Ely, Eureka, Austin, Fallon, 
Wadsworth, Reno, Carson City. 


13.—California 


Truckee, Auburn, Tallaoc, Placerville, Sacramento, Stockton, 
Oakland, San Francisco. 


AND BE IT RESOLVED, that this is an appeal to the state authori- 
ties and to all officials to prcperly dedicate, to re-mark and re-name 
the said described Highway with the Lincoln Highway insignia, 
and be it finally 


RESOLVED, that copies of these resolutions be sent to the Pres- 
ident of the United States, to the governors of each state and ter- 


ritory, to the members of the national Congress and to the membc 
of the legislatures of each state. 


Done by The Lincoln Highway Association, Inc. 


Directors 
R, A: Alger Carl G. Fisher 
Albert J. Beveridge A. Y. Gowen 
R. D. Chapin Henry B. Joy 


Emory W. Clark 
Paul H. Deming 


A. R. Pardington 
F, A. Seiberling 
John N. Willys 


By Henry B. Joy, President 
Caru G. FISHER, Vice-President 
A. R. ParDINGTON, Vice-Presiccrt 
Emory W. CLARK, Treasurer 
Henry E. Bopman, Legal Counsel 


FRANK H. Treco, Engineer 


Issued from Headquarters Lincoln Highway Association 
Detroit, Michigan, U.S. A., the Tenth Day of September, Yez 
One Thousand Nine Hundred Thirteen. 


Why the Lincoln Way Route? 


LL New England is tributary to New York by good 
roads. 


New York City is the Mecca of the whole people. 


To travel westward from New York City one must go 150 miles 
north to Albany, thence westward or south to Philadelphia 100 
miles and thence westward. The state highway work planned 
and in progress will make the route westward through Pennsylvania 
the most direct. 


After crossing Pennsylvania, Ohio northern roads lead directly 
over state planned highways, towards the Golden Gate, connecting 
by excellent topographical conditions across Indiana, directly with 
the Overland Trail of history, the open door to the scenic wonders 
and outdoor play grounds of the Great West. 


The Overland Trail is historically referred to as follows: 


“The Government standardized this route, for the ox team, the 
stage coach and the mail route, because of its directness, shortest 
distance, topography and the conditions of the soil.”’ 


Across Illinois and Iowa over this route is found the best natural 
highway conditions, and under the evolution resulting from patriotic 
effort to establish a suitable Memorial Highway, will at least cost 


afford the most magnificent and straightest route with least grad 
through these wonderful garden states. 


At Omaha the state of Nebraska is entered, following the sar 
historical Overland Trail up the broad and prosperous Platte Riv 
Valley. The entire distance across the length of this State, a 
proximately, is 450 miles. The route is natural and easy. 
affords opportunities for constructing a picturesque roadway su 
as cannot be equaled in any State in the Union. 


Wyoming is entered at its southeast corner and 50 miles from i 
eastern state line Cheyenne is reached. From here on westwa 
passing through Laramie, Rawlins, Green River City to Evanst 
the country becomes characteristic. Wyoming’s contribution 
the Memorial Way in mileage is approximately 375 miles. Throu: 
this state the highest elevation reached is 7214 feet. It isa road 
easy grades, however. 


From Evanston we cross the Utah line in five miles. The rou 
here is extremely picturesque and in the distance to Salt Lake Ci 
passes through interesting mountain scenery. The grades are co1 
paratively easy and the road is constantly traveled by motor ca: 


Salt Lake City is almost directly in line, speaking broadly, betwe 
the point of entrance to Utah and the point of exit at the Neva 
line near Ibapah. Though the road is somewhat winding :; 
grades are negligible. 


| 
| 
| The general directness of the route is unique. The Lincoln Way The state of Utah is constructing a highway which will branch 


_leage is about 3500 miles. No other so direct route is possible. from the Lincoln Way and extend to the Grand Canon. 


_ The Lincoln Highway traverses almost the center of the United 
ates. It serves more population and there are more lateral con- 
_cting roads to points of interest than any other possible main 


From Ibapah, Nevada is shortly entered and by fair grades 
and a very direct route by way of Ely, Eureka, Austin, Fallon, 
Wadsworth, Reno or Carson City is reached. 350 miles is Nevada’s 


tenes contribution to the Lincoln Way. The country is characteristic 
A careful study of the attached map is necessary to fully appreciate and scenery unique. Road making material is abundant but pop- 
e compelling logic of the selected route. ulation is scarce as the entire state census in 1910 was 81,875 in- 


habitants. The trans-continental trip is well worth taking to see 


| The National capital, Gettysburg Mammoth Cave, the birth Nevadaialone! 


ace of Lincoln, the burial place of McKinley, the wonders of Colo- 
do, Wyoming’s unequaled curiosities of nature, Glacier Park in 
ontana, Grand Canon of the Colorado River in Arizona, Yosemite 
ational Park, and a half dozen other National Forest Reserves, 
it the list is too numerous to detail. 


Leaving Reno and Carson City the wonderful Sierras of Cali- 
fornia are soon reached. Lake Tahoe and Donner Lake and their 
settings are unequaled. The grades at the passes are not severe; 
the roads are good and no Memorial could have a more wonderful 
From the great natural arteries of traffic lateral highways today setting. Thence to Sacramento, Stockton and San Francisco. 
Innect it with widely separated but tributary sections. Most 
| important cities, as shown by map, and countless others, are The topography of this entire route is more satisfactory from a 
sily reached by this great practical Memorial. traffic point of view. 


Lincoln Highway Road-Marker 


HE Lincoln Highway Road-Marker (copy- 
righted, 1913 by the Lincoln Highway Asso- 
ciation, Inc.), is to be placed on barns, fences or 
poles along the designated route. 


(_ It is 21 inches high and is to be painted on 
whatever is convenient at the roadside. 


LINCOLN 


(| It consists of a strip of red (top) three inches 
wide, a band of white 15 inches in width and a 
strip of blue, three inches wide (bottom). 


HIGHWAY 


(_ The letter “L” in blue is on the white band 
which also bears the words in smaller letters 
“Lincoln Highway.” 


(| This Road-Marker can be distinguished a long 
distance away and a man in a car with a paint 
brush, and a little paint can easily place a large 
number in a day. 


Working Organization 


of 


The Lincoln Highway 


and 


The General Plan for Raising Funds 


1 Bae working organization of The Lincoln Highway Associa- 
tion, which is incorporated under the laws of the State of 
Michigan, is as follows: 


First: A Board of Directors has been elected, consisting of 
twelve men representing various business interests throughout 
the country. 


Second: There is an Executive Committee comprising five mem- 
bers of the Board of Directors, the places of residence of whom are 
convenient to the National headquarters. This Executive Com- 
mittee is clothed with the authority of the directors in the intervals 
between meetings of the Directors. 


Third: The Officers of the Association consist of a president, 
two executive vice-presidents and three honorary vice-presidents, 
together with a treasurer and secretary. 


Comprised in the organization is a list of FOUNDERS, made 
up, in a large part, of the original contributors to the fund which 
will make possible The Lincoln Highway. There is an increasing 
list of contributing members representing practically all of the states 
ot the Union. 


In each of the states traversed by The Lincoln Highway, and 
in the states contiguous thereto, there is a Chief State Consul, 
This Chief Consul is the representative of the Executive Com- 
mittee and the Directors in the Commonwealth in which he lives. 
These Chief Consuls are empowered with the authority to appoint 
associate or vice-consuls in the counties, cities, towns and villages 
along the route of the Lincoln Highway. 


The organization also comprises a definite number of Consuls-at- 
Large, whose duties are to represent the Executive Committee in 
company with the State Consuls throughout the territory along 
the route of the Highway and the natural tributary routes as is 
shown in red and blue on the enclosed map. 


The duties of the Chief Consul of each state, together with the 
Consuls-at-Large, are varied. By various means they are engaged 
in stimulating interest and arousing patriotic enthusiasm for the 
Lincoln Highway to the end that its early completion may be pos- 
sible. These means comprise interviews, publicity, addresses to 
civic organizations, commercial clubs and good roads organizations, 
and in educating the public generally to a full realization of the 
Lincoln Highway; and to instil in the minds of the younger genera- 
tion reverence and honor for the name of Abraham Lincoln. 


Through the co-operation of these State Consuls and Consu 
at-Large the Directors of the Association hope to complete the fui 
which they are seeking to raise by the first of July, 1914. Th 
belief is that if this fund be completed by that time, some of t 
sections of the Lincoln Highway can be improved and made availat 
for the many thousands of eastern tourists who are now planni 
motoring trips to the Pacific coast, with the Panama-Pacific E 
position as the objective. 


Upon completion of the ten million dollar fund, one-half of whi 
has been nearly raised, the Directors believe that three years 
actual construction will be required to finish this great highw. 
of traffic and make it possible to tour from New York to San Fra 
cisco in comfort in fifteen days of leisurely traveling. 


On the first day of September, 1913, the census returns show th. 
there are approximately one million automobile owners in tl 
United States. It is a part of the duty of each Consul to secure; 
a Contributor each motor car owner whom he knows, or with who 
he can communicate, in the hope that this great body of good roa 
enthusiasts may be enrolled as Contributors to this great, endurir 
and useful Memorial to Abraham Lincoln. 


Among the plans for securing the funds necessary to comple 
this great route are the following: 


A large number of automobile manufacturers, manufacture 
of sundries, parts, tires, etc., have already contributed on tl 
basis of one per cent of their gross sales for the period of one yea 
with the understanding that the payments made may extend oy 
a period of three years. Many of these subscriptions are guarantec 
as to amount. The cement industry of the United States, repr 
senting approximately thirty-eight constituent companies, hi 
voluntarily contributed of their output one million five hundre 
thousand barrels; hundreds of individuals and concerns throughot 
the country already have pledged definite sums ranging from $1( 
to $10,000. The publishers of practically all of the automobi 
journals in the United States have contributed of their space to 
broad, nation-wide advertising campaign. 


By these means, and as a supplement to the efforts of the Stat 
and Chief Consuls, it is believed that the great mass of automobil 
owners will rally to the support of this Association and contribut 
$5.00 each. Asan evidence of their contribution, each is to receiv 
an engraved certificate, a radiator emblem to be attached to th 
motor showing in outline the United States, together with the rout 
from New York to San Francisco, or a beautifully engraved plat 
for the dash and a card of membership in the Association. Th 
certificate referred to is shown on the inside of the cover of thi 


claration, having been issued to the President of the United 
ates and bearing the Number One. The radiator emblem is pro- 
ded with loops or lugsin order that it may be conveniently attached 
the radiator of the car. It is hoped that every automobile owner 
no reads this declaration, and who is interested in seeing the con- 
-uction of a trans-continental highway, one which will permit 
ir thousands of tourists to “See America First,” will demon- 
cate his patriotism by contributing the small sum named—$5.00. 


Statistics have recently been prepared which show that many 
illion dollars were spent by automobile tourists in the New Eng- 


land states during the season of 1912. This great outpouring of 
wealth by the leisurely, pleasure-seeking class of our populace 
demonstrates conclusively what good roads will do for any particular 
section of the country. The Directors of the Association are firm in 
the belief that when the Lincoln Highway is completed and usable 
by the touring public, the many millions of dollars annually ex- 


pended by our citizens who tour the British Isles and Continental 
Europe will be diverted and the tide of travel directed across these 
United States. 


‘THs appeal for assistance is directed to every citizen of the United States, 


irrespective of his place of residence. 


All contributions or subscriptions, 


whether large or small, should be’ sent direct to the Lincoln Highway Asso- 
ciation, National Headquarters, Detroit, Michigan. 


NCLOSED with this Declaration is a perforated sheet in the form of a sub- 
scription to the funds of the Association, and it is hoped that you will 


now—at once—fill 


in this form and, accompanied by such remittance as you 


| desire to make, forward it to the Association in the furtherance of its object. 


Intended Use of Funds 


ie is evident to all that ten million dollars will not completely con- 
struct a trans-continental highway. It is estimated that the 
ost of such a highway, including material, labor, construction <of 
ridges, etc., would be twenty-five million dollars. Between New 
ork and San Francisco there already are hundreds of miles 
ntirely suited to the needs of trans-continental tourists, but which 
eed to be linked together in order that a continuous, connected 
nd improved highway may result. There remains about two thous- 
nd miles which must be permanently improved. By co-operation 
rith the local communities through which the Lincoln Highway 
asses, the fund of ten million dollars now being raised, it is esti- 
aated, will be sufficient to furnish the hard surfacing material 
ecessary to improve, permanently, these 2,000 miles, 


It is proposed by the Association to co-operate with these local 
ommunities to obtain the establishment of this highway, and to 
asure the improvement or reconstruction of existing highways 
yhich will constitute a part of the Lincoln Highway. Some of the 
tates have already taken steps looking toward the construction 
r improvement of the highways already announced as integral 
arts of the Lincoln Highway which will connect the Atlantic with 
he Pacific. 


The route of the Lincoln Highway as selected has been referred 
to and discussed with the Governors, highway commissioners and 
local governing highway authorities in the various states traversed, 
so that there exists a united interest and close co-operation between 
the Commonwealths and the Association.’ This co-operation must 
result in the speediest possible accomplishment of our purposes. 


As a consequence of the Proclamation and statements authorized 
by various Governors, the energies of the local authorities, supple- 
mented by that of State authorities, will go forward in an intelli- 
gent manner with the result that communities will bend their ener- 
gies to the improvement of those highways which censtitute a part 
of and are integral with The Lincoln Highway. 


Already many of the good roads organizations which have for years 
been directing their energies to the betterment of road conditions 
have expressed their determination to change the names of those 
local organizations in order that they may be known as divisions 
of The Lincoln Highway. With all of these efforts intelligently 
directed, and all seeking to attain the same purpose, the date when 
The Lincoln Highway will be an accomplished fact draws near. 


Directors of the Lincoln Highway Association 


HENRY B. JOY, PresipEnrt, 


President of the Packard Motor Car Co., Detroit, 
Mich. 


CARL G. FISHER, VicE-PRESIDENT, 


President of the Prest-o-Lite Co., Indianapolis, 
Indiana. 


PAUL H. DEMING, Vice-PREsIDENT, 
The George Worthington Co., Cleveland, Ohio. 


EMORY W. CLARK, Treasurer, 
President First National Bank, Detroit, Michigan. 


RUSSELL A. ALGER, 
President Alger, Smith & Co., Detroit, Michigan. 


ROY DACHAPIN, 
President Hudson Motor Car Co. 
F, A. SEIBERLING, 
President Goodyear Tire & Rubber Co., Akron, Ol 
Be Ye GOWEN. 
Treasurer Cleveland Builders’ Supply Co., Clevela: 
Ohio. 
JOHN N. WILLYS, 
President Willys-Overland Co., Toledo, Ohio. 
HONORABLE ALBERT J. BEVERIDGE, 


Indianapolis, Indiana, former U. S. Senator fr 
Indiana. 


A. R. PARDINGTON, of New York, 
VICE-PRESIDENT AND SECRETARY. 


State Consuls 


NEw Yorr— 

New Jersey—Horace E. Fine, Trenton. 

PENNSYLVANIA— 

Oulo— 

InpIANA—H. O. Smith, Indianapolis, President Premier Manu- 
facturing Company. 


ILtLInois—F. E. Edwards, Chicago and Northeastern Illinois, 
Chicago Automobile Club. 


ILLIno1is—J. W. Corkings. 


Iowa—W. F. Coan, Clinton, President Clinton National Ba: 
NEBRASKA—H. E. Fredrickson, Omaha. 

CoLorapo—C. L. Newcomb, Jr., Denver Chamber of Commer 
WyomiInc—Payson W. Spaulding, Evanston. 

UTAH— 

NEVADA— 

CALIFORNIA—E. P. Brinegar, San Francisco Chamber of Commer 


Some Patriotic Contributors 


Included in the list of contributors who have made 
possible The Lincoln Highway are the following: 
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Pe COole en, wa tecrs.s PoDUpsodor Capone nOC ab onnbovoNbedsés bc4 Indianapolis, Ind. 
limbus State Banke... asec oe nos aa eiie aria rae eae oer: Columbus, Neb. 
Bene collier 3. ci shel Ae.c been ote x See eget tase) ale oNe ene mentee New York, N. Y. 
(QE Glove stich acl eee ee PR Senet Cohen. o atau New York, N. ¥. 
PIES WOOUZELS «ovo cu ise ate GG eee aia cer eNO teen AL ses Aes Ee CTs Detroit, Mich. 
Ee Grrit@ ttle cls actex sesdouee os dis eve: era gets usar ei hay sisiiel aus TORRONE oe .Chicago, Ill. 
mexanderds, CrawfOLd:siesiecie.s cata ne SAroeietre od iClGe eI ey eae teR Ie ene: Ardmore, Pa. 
Hams Crocker cfs hyo dus auetssne Meas a eee reer San Francisco, Cal. 
spatch Motor Car Coin ccc acc bane ke lee renee tee Minneapolis, Minn. 
Beng. rmmicki (sere asin oi octets cheeneitere ess io ct Repee eae merRerevene eee Scranton, Pa. 
TRENDS Mo tie 2 we Sis red oe oko SS cerita osha se renee teeter San Francisco, Cal. 
lehler Die Casting COs. /as di cree ee eres arene le ath oie tenement led Brooklyn, N. Y. 
nrrisMOtoniCat CO vicars fon aearaeeeee: Haleepewenane cre oka eeone er mceetenn yee ts St: Louis. Mo. / 
14 Dy ache} o eee aE nig SrictieS a oc SON OS crsin ac ogatod Reno, Nevada 
Pe LOS A Trey 18 i7<-5 d.0esciee aerateneumeneetennonnte: exe yeni errors Staten Island, N. Y. 
EDD VE set iecaiats lias ssuntane sje: atcrara oor) a Ren UOT RAN Saree ratey- ears Convoy, Ohio 
Moms Door Sie! date | haere eR ree Bee, on cect in cae G Sao o Go Gide oat Toronto, Canada 
seressinan GE. Hdmondss + vec cron ieresis ee tela miersiere bee Philadelphia, Pa. 
hwards Motor Cat Coss a/s.csciredss or tele cle easier ete ates New York City, N. Y. 
Biv Geral GS ipaiey 28 a avetha edt ia to or'd cs Stl ahsleetelra avelle, Mteretematenevor eetrateme ey 6 Rochester, N.Y. 
Psa bvelen Ae Bets. coc +. an5 quavells cocvnsetin enema ra ore eter eee ea Los Angeles, Cal. 
terline:Mannutacturing (Co... <2. creer an a eit einer nace Indianapolis, Ind. 
PUIS MEW LLL c rece stated oar) acre fe anal 31-2 SSSR) NEN See ha Wane Reape tee Bloomington, III. 
‘aad 8 BS NOES <oleliats pana, SRR CORE CHO’. on, ODD Om b ots cried Unio Mae Buffalo, N. Y. 
iN iserechheltners cigs « 0:0)5.5c0 cars a etere Ree 5 eet emer Detroit, Mich. 
PEACE VE MUNG atta. seins. a's..s, 3 b1she eee COE ale in| 6 OEM EREN ROME eee I Tt ce Trenton, N. J. 
Witioote fe cities Sree. ba iegcd 5 cvottabias pho dk ots See ete eee ett Fallon, Nevada 
[Bist Morg:2 bc tbe tel Se Av eri CaN Gi 8 RORNROIE EG co ora od Gober o SEE Chicago, Ill. 
esseaklubter Carriage Mis.-Covns 0.4: .. anette Terre Haute, Ind. 
PPO Chey cy. cc Liaare Shas. o Mean levaues ‘cre cyens Sud Sean ene ieee Winside, Neb. 
DsonrAtitamio biletGo.s.;)..Seccis sls clots 1aace eet eMac eta Indianapolis, Ind. 
ai Ca Ubo) ce els ene RIE toc PME Le OTE MINS AOC dic ca Hate pao Indianapolis, Ind. 
ue he(s | C20 lel Coa ae eae et eae ee OIE Meme 5 Olt 9 ogres. o.ce OME St. Louis, Mo. 
podyearmuire Sea ub ber Gore. -nue cheveyeis oy te ee ee on ee me tics olka Akron, Ohio 
PE GOSSOIE. eaizacteas, n's/ doce afore ali Rh kadusteketarooohet ate CRORE EN i Ree erate aan Reno, Nevada 
BurcOHubry Grahana.. seeps <js-cteceen + ache seterere Pe peman eon ss ome East Brady, Pa: 
MERU GOON OY CKO ifr yarasetet ne tater odsioypl tea) 21a cae et cate PNR Em Ree re Amarillo, Texas 
PAG UP PE MEIN 5.0% dot: ass gps orem ole. eemnyeee. sete Neto RAC ERIS New York, N.Y. 
EIDE ARG TASC Oy Aten snails ebente ctetave sew, J) ence oe on een ee eee: Lyman, Wyo. 
Ry MTOM Te ALELIT IO, Soecier ss siettessecorele sae clara: loa oe ee ERC Tee ee ts Riverside, Cal. 
elo adg belles, eterna. eee ee EE MECN SitctoicS cacy oLiacis 5 eee Scranton, Pa. 
EE GOtMey Fail Span caagtrers>s eco8-ancare g. sexls (vould a (ech aT eS ee Terre Haute, Ind. 
[E15 0221 co teres oe Ine CIS EL AeA S Hoist mininh cota aa oe Syracuse, N. Y. 
LE AIeL ge tied CO DTG ticws Anon lore od cstne hein een cle ae Philadelphia, Penna. 
encerson VWiotor Gar COs. is x. sts. stew scry le oe eras Indianapolis, Ind. 
(Piia's ul Sava qs Aig Gey Sea Ro ee AG ar cod oooun 2 Philadelphia, Pa. 
.W- ISTO Sica ME gare Ge Oe Re eet aan MO A ohn nice Scenes New York, N. Y. 
WAL CU PREL INES, eles ters scree slevewtip.c.0 35% elke a cps c Sea ey OTe Rue Detroit, Mich. 
Te eMET OO Ic Cerise ies.» dei aner<i'stoid 8 onerap thei a.nd Act we a a ae ae an eet ne Lima, Ohio 
DOSIETAMV OLOrEOlUD GAs reese ented cis sisi ep gah HP Ree ee ee Indianapolis, Ind. 
POL SM LIOW ALCL yi ie tele isictee ans ala acleaiee sits, ARR Meee ieee Tae OC St. Louis, Mo. 
Ree 2 1B oN As Os the gee PRD OS ERC ae a Re ir ony eee F New York City, N. Y. 
lidsomevloton Car iCOl..fcw no kcectsaanes ates os AIMEE Oa eee Detroit, Mich. 
Mabe eA SET OES tcc so), cus, destted olan Mice ate veka ree) aie eeeeney te OS Detroit, Mich. 
feAlpNIOLOL Carlo. Ar eit ns eteic ris one! spsieieie ole ss oh iciorsra eens Indianapolis, Ind. 
XS Wovo Se 18% steely (CO) ao aes osdcnd so aGoeo debe nous no 4500 USody Kenosha, Wis. 
WL GIT GLWRy Smeas cen Rt. lit ut rots ocd vas GEN acc mes eee ee Louisville, Ky. 
2, TRESS SAI a oral Cray i See Ce OIE Se se aie New York City, N. Y. 
, H. Kelsey ....... 2 ene 2. Br Rey hee ey sah) Ate. cele ...New York, N. Y. 
MRR mINGLITIG sper eeretters ate .6 5 (66.8 2 Rte mea este ees Rete, Seca On Cuatro Reading, Pa. 
PAU ES IP DCRR CERN Ness Manin s free carla vcirapae ies sich 310.0) 3 dun ake woes ere Seattle, Wash. 
MGRIGATRURURCU MMT Nae yes ca tke cue eras did stra, deste mcangyers oy ants eae ea ere Clinton, Ia. 
GS), ILS, yo det tae an COE eR ORR ME ao ocr AG enn os sh BeAge Atlanta, Ga. 
t 


AsV. Lisenby 2.2 aes hieat een Cee Soko lNaie Da rae hee erences Fresno, Cal. 


( Oh nn Fo) Men an er otis neioce boc Soars ond i coma cmadde hoo Cano, N. D. 
George Horace Worimer yy iiv.n ce oisteisieieneelatiel rth sy eter kreyocneiea Philadelphia, Pa. 
The Lunkenheimer! Cots. awaits aie ea tiene tenon eter Cincinnati, Ohio 
i OAK ONY, Gell BYovct-1(c Penn, 54 Soar aves Sb cotimoch a 0eho ond South Bend, Ind. 
Prank A. McGowantiic or aueemieiticiere oie ot teteeuctelel cheers ieee toretenei nets Canton, Ohio 
Marion Motor! Car’ Gorn. 2 seb tee oe ree ieiene air anerensat eda Indianapolis, Ind. 
Marwick, (Mitchell) Peeti& Cosi an eset oyoetets 2a tteseys ote ee ote ereleneterers Chicago, Ill. 
Aha ea Globee ape oadt on domeae goo yon dd od eos ac owe ¢ Pittsburgh, Pa. 
Moore Carving Machine Co. cer nite tie er eter Minneapolis, Minn. 
B, ‘Ls Motrison sein dsr ct om eetenntee Oca renee een eC ena ets Weston, Mass. 
The Motor Car: Mien Cotesia an ei cere iae eras ekcreaiet enone Indianapolis, Ind. 
Motor Mart’ Garages. soe steele ena oeeasuslen netlchanin Motion a een eamee rte Boston, Mass. 
Mi. Jef Murphy yoeieaas ohecne dle. crete sous misters ateeslalietesisye le yaeyettetisiee asians Detroit, Mich. 
Mutual Printing & Lithographing Coys <r. cptetsiereateteteteyeie _...Indianapolis, Ind. 
Thos... Nealee ec coe cate eee ere a teeta erate Peseta eh enol ategeles tee tenets Detroit, Mich. 
Nelson & McMoon ncira erietiace een meet ea eer . Chicago, Ill. 
CharlessElt Newellse cits uartiecteamieterat cme eae reer ete Providence, R. I. 
George. W: Nicholst\iss-5h.cecocisio otiemt cee ae mine meen Cleveland, Ohio 
John Ds Overholt. sav gto tauenetaetateista ie vererraltien tei Ich eeet temete Wooster, Ohio 
Packard. Motor Gar Cons sinsciee eycire et oeacte Or afornc onl tee ee ete tee Detroit, Mich. 
James, Wr. Packard sss seria cn tite ene ietet teen eter Si Ancora Warren, Ohio 
Thomas J. Pancoasts.. ia. het cro. ee Ue oben tee eames Miami, Fla. 
Jot. Patterson's: aici sca cnsle en eatenert cs bok voks werent eters arta eneren Dayton, Ohio 
Willian J. Patton... tacnwe echoes telnet. <comtettattatehet octane et temerntels Pittsburgh, Pa. 
Lawrence: Phipps sete oe cecciseeiote cee ere keels roe denearetate Denver, Colo. 
Phoesix MotoriCar!Conlicrtacc cis ciecie cm Senne omelet asters elena ees Lexington, Ky. 
Henry iM. Porterng. se niereri heer eee eine iebetia eee ee trains Denver, Colo. 
Fi. Be Pole oho cep chee o eeetne mee ercfe nore sere er rot oe os Sees Des Moines, Ia. 
Mrs. J... Gs Pontefract ss crete orca case etecesia a iey ane oiteaits eas totter iete oneneenene Shields, Pa. 
Premiet Motor Migs Cos. ssaciaee ach cio aaeyaeiale Gieieis aicretrecieneiees Indianapolis, Ind. 
The President of the United States. 

PrestzO-Lite Companyeemome ce sees ete teres eR ror Indianapolis, Ind. 
Pressed Steel: Dank: Gos. ne ane ae oe eee Milwaukee, Wis. 
34 Publishers of Automobile and Motoring Publications. .. 

Pumpelly: BatteryiG@oseeace aoe eres se netaete semen een Indianapolis, Ind. 
Ms Vz REGVERT fertecc cle oon ersten sic nel aro seeetaal Se-he, orc) choke RNS ak iets enetemearts Columbus, Ind. 
WH. 'S) Redfield <i cn... s ecm Se eo. EIR RAID eae eee Hartford, Conn. 
SamuelM Me Ralstomieiy cect - ioe eae usike ooh oe yaees te eastokeberett- Indianapolis, Ind. 
Remy Hlectsic! Co; ot seed cr terteneder tetas unter na t= bGvera ROR Anderson, Ind. 
Richmiond: Ss Baekug Coss haere o casieerei soars She se toneea olnen ot ope ever Detroit, Mich. 
Hi Mis Robbing! acamicneieaners vie oleh ier oes heuer rae See o.oo Hopkins, Minn. 
Maurice Is. Rothchild shsaanc. csc ate ite es cn ie eee ee Chicago, Ill. 
CharlessM. Sch walbiacrcehe iit chen eee et eee New York City, N. Y. 
Lucy Ss Scribnéniee ei niets o/s octepnicion eee err sremisiete Saratoga Springs, N. Y. 
S)'E. Sherman “aa oaes a Gee Sree eee tie teiotae New York, N. Y. 
Bryout Ls Srnitlad Ps terse tele vetote ic ecee aye, wins bis aoe ota nse etres ura tel sets Ws oleretene heres Chicago, Ill. 
Jo Henry Simith: <2 em Sosa oe eee aye eee rere ee aera Detroit, Mich. 
Daniel. We Smith c.g eyo scomee eaeeicetecoematnls teres eee eet atensnetotees Detroit, Mich. 
Homer, P: Snyder). skeet 3 tv eect er eee ote estore areiene Little Falls, N. Y. 
‘J. DeSourwite NED ee tvs chars racerotele enous yaa steno te ete Rane kee rete Brazil, Ind. 
Southetn ;Gara gest. ct Agere cies wee epee. Bate ere eee euora ener Pittsburg, Penna. 
Southern! Motor Car Comstuasanciieinceitens seal neem aati Jacksonville, Fla. 
j DA BR) chi EE AOE Olen pal Mon in PL ermal Bt SIS Gn os. DiEIO 8.0 Detroit, Mich. 
EB. Stewart Auto Cos, «Sey iy oetacos ste .csaeencyes stetereifate ta ot cuss evsiieles keener. San Francisco, Cal. 
Folin Vc Strout s asce sis tel crete chave ircpeia tteeke evevs, Gna) Tate eae ferete dentate Ps Bedford, Ind. 
Frederick iis Straw Drid ce cnmervee racy tee tea eater iol ete eae Philadelphia, Pa. 
Superior Metal Products Gorn naecnsae ee oti eet it enerenn tetera Elyria, Ohio 
Rei Co Swayze trahacasats Gee. osha rirenae icici aetinbs ei tebaltngsleats, coterie terees Torrington, Conn. 
A> M. Sweetland aacsmsrasetons io coeraiecenstayw cpeseretcion stars eneFotacke New York City, N. Y. 
Ay Ee Prodtinans sc -aeie ae an oe Onan ee ec terete Greensburg, Pa. 
By Re Titty eeline eee ree rains Se abla eatetahe here hedageie eis eee rete eacaeae San Jose, Cal. 
Be Wiatbwvytnan a eeeiee feet BEEP AeA ae conte otic cant Columbus, Ohio 
Union 'Garbide! Gojoe eine eee orate ereraces eieisepuNeisteke elevate Chicago, Ill. 
Wo Js Uipsoticec ne ek ctaere cht tsrs toetaneve sqtieinim sreersncie cniritwere tsieratonsterstereiete Bethel, Me. 
W.. Gi Welbon iSe stare sircke ie tet aa abies tats fee RAT ie otcteret er eerste Cincinnati, Ohio 
Wie, Jie Weermrnte rg acc Are eierors eect ol dai rocala, sv SO er eee ol a elise) sbcayapeel Verena hepa suerte Lima, Ohio 
Ga. WentzZs an cremoie ane Epgods soda LvansOUsAIdOGOaDU SOS Saskatoon, Canada 
John. Co Wetmore syn cyartB orien Crecuieutepcane is tersie enercee ictentek: New York City, N. Y. 
Wheeler & Schébler (GComsack woecocse re aint omer Indianapolis, Ind. 
Hig, Ci WEIttakeer 25 sic axsttaleveie chet xsluroutbens asain: stata ee sheen is cheat atte ake are Wheeling, W. Va. 
GaWs Wildier.okes. ocak eerie resets Butterick Publishing Co., N. Y. 
Willys-Overland?@o'. acts ttiaaiuee tinee cries tistics sabes ter raion Toledo, Ohio 
Willard Clapprc-25 <i. snore semen ceo bite ica oe ee ree Ieroes Elmwood, Nebraska 
Edward N- Wittship si. ects new: tiie Geeteae teem eee Wakefield, Mass. 
fe ee ole (ce Ee eee cow oe Ah Soh cin eos Somos State Center, Iowa 
Geo. H. Wooley...... web vate ee cece eter ete e eter cteees seers Detroit, Mich. 


NOTE:—These are but a few of those who are contributing to this great 
patriotic movement, and their names are given merely to show the general and 
wide-spread interest in the effort which is being put forth to establish this great 
memorial to Abraham Lincoln. 


NATIONAL HEADQUARTERS 
DETROIT, MICH. 
2115 DIME SAVINGS BANK BLDG 
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THE LINCOLN HIGHWAY ASSOCIATION 


Organized to procure the establishment of a continuous, connecting, improved Highway, 
from the Atlantic to the Pacific, open to lawful traffic of all descriptions, without toll charges 
and to be known as “The Lincoln Highway.” 


SUBSCRIPTION 


For the purpose of assisting in the accomplishment of the 
foregoing object,  —--ne-seecs-eeeseeeeeeseeee , the undersigned, hereby 
subscribe and agree to pay to “The Lincoln Highway Asso- 
ciation” an amount equal to $. 
noted below. 


(a) This subscription is accompanied by my payment of $..0 


(b) Payment may be made in equal installments, if desired by the subscriber, as follows: 


One-third on signing. 
One-third on July Ist, 1914. 
One-third on January Ist, 1915. 
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NCOLN HIGHWAY “4 __ \ 


A Connected Improved Transcontinental Highway, 


ies oy | 7 MEXICO 


Open to Lawful Traffic of all Descriptions, \ { \ = | 
Without Toll Charges. \ are . _HIGHWAY 
o ted in RED \ Se : : { 
Dehn of eae a Caden : \ The Lincoln Highway Needs Your Help!! | 


- To establish this great Memorial to Abraham Lincoln, $10,000,000 
is required. Of this amount on September 10, 1913, nearly $5,000,000 
is pledged. Send $5 for an engraved Certificate, a Car Emblem and a 
Membership Card. 


- Do it now—join this great Patriotic Movement. 


Approved and Adopted, September 10th, 1913, by 
THE LINCOLN HIGHWAY ASSOCIATION, Inc. 
pPCALE OF MILES DETROIT, MICHIGAN 
EL} fp} LARGE SCALE MAP (62x40 INCHES) 


THE WARNER AUTO —METER May be had by remitting One Dollar to the Lincoln Highway Association, oQAB MARKER 
will check with this scale : Detroit, Michigan oe ae 
, Copyrighted 1911 and 1912 by the American Automobile Association and September 1913 by the Lincoln Highway Association and the American Automobile Association. 
p 0O.M. 
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THE WHITE HOUSE 
WASHINGTON! 


September 8, 1913 


My Geer Bir: 

Representative Doresye has explained te ne the : 
purpuse and plen of the Lincoln Righway igang 
and I am very gad to accept the certificate ue hone | 
orary rember ship which you have bean good eneuge te i) 
present, In asking you to thank the members of | 

_ your Board of Directors for this courtesy and to as- a 
sure them: of ny sppreciation of their kindness, zet 
mo take this opportunity %o express ny hearty aym- 
pathy with ali movements for the betterment of our 
roads and aes | | aR 
| Sane i 


Pardington, 
Vice President, Linoaln Highway Aevoctation, 
Detroit, Michigen. Ey 


SPEAKER-HINES PRESS 
DETROIT 


The Lincoln Highway, the Way of the “Red Sentry” 
By E. W. LEWIS. 


Now in the first year of the reign of Woodrow, the Academic, and W. Jen- 
nings, the Apostle of Grape Juice was the head push, and Sam, the Ralstonite, was 
Governor of Hoosierana, there went up a great cry, even from Aroostock to the 
sand hills of Frisco, from the sect called Automobelia (for they are many) ; to-wit, 
“Lo and behold! we have separated ourselves from our hard earned shekels, that we 
might possess ourselves of autos, double fours and double sixes, that we might be 
able to compass the land quickly, and that we might rid ourselves of all equines (the 
same are an abomination unto all Automobelia). But we are no sooner out of sight 
of our homes than our noble double sixes get stuck in the mud and we must needs beg 
the despised equines to play the Good Samaritan and pull us out. Wherefore, now 
give us good roads, that the desires of our hearts may be fulfilled.” Then the 
Chiefs of the Fords, the Cadillacs, the Buicks, the Overlands, and others, to a very 
great number, repeated the cry “Give us good roads.” 'Then one of the chief men, 
named Carl, the Fisher, who was wise beyond his generation, said: ‘Men and breth- 
ren, why stand ye around like ten pins? Behold! we are many. Let us arise and 
shake ourselves. Let us form ourselves into bands, even bands of fifties and bands of 
hundreds, and each band will repeat the ery ‘Good Roads’ and peradventure, the 
Automobelia will get busy.” And it was so. And the saying pleased all the people 
and with one accord they said: “It’s a good thing, push it along.” Let us build a 
great Highway, even from Gotham to the Great Gate called the Golden. Two 
thousand, nine hundred, forty-five miles shall be the length thereof and a score of 
feet shall be the width, and it shall be strong and lasting as the love of David for Jon- 
athan, and it shall be for all people. And because it will bring liberty to the Auto- 
mobelia (for they are many, and then some), it shall be a perpetual memorial of the 
great Kmancipator, who said that this nation could not be half slave and half free; 
wherefore, it shall be called ‘“The Lincoln Highway’ ’because it will bring freedom to the 
Automobelia. And the saying pleased the people so much that even the tillers of the soil, 
and those who possessed equines, and associates of Woodrow, the Academic, and W. 
Jennings, the Grape Juiceite, said: ‘‘Even so, we will help; count on us. It’s a good 
thing, push it along.” And it came to pass that the Wise Men of the Automobelia 
conferred together and said: “Let us seek out a way that shall be pleasing to the 
eye to all the Automobelia when they sojourn from place to place, and whereby our 
double fours and sixes will meet with the least resistance.” And they said: “Let us 
unite by this great Highway the two great oceans, even the two great gateways to 
our land. Let one end begin where the rays of Liberty’s torch illuminates the great 
gateway from the Atlantic, at the great City of Gotham, and let the other end begin 
at the gateway from the mighty Pacific, at the gate called the Golden (the same is in 
the State of Saverkule, “believe me”). Let the Highways meet on the banks of the 
great river, even the Father of Waters, near the City called Clinton, (in the State of 
Murray). The beginning thereof shall be in the City called Jersey, over against 
Gotham. (The same is in the province of Colwellia). It must needs pass through 
the City of Brotherly Love and Gettysburg’s historic field, as well as the Smoky City, 
(which is in the the province ruled over by EK. J) and the tomb of the great McKinley 
and it must pay tribute to the Summit City, the home of him who never had cold feet, 
but because he had cold finders, developed a system to handle petrol with safety, and 
is likewise the home of the great Red Sentry. Let the great Highway pass near the 
Windy City by the great sea called Michigan, and on to the Father of Waters, to 
clasp hands with the Western end that begins at ‘Frisco, (in the State of Saverkule, 
“believe me,” and crosses the Rockies and passes through the City of Polygamy and 


across the country ruled by Chief Barnett, and under the shadow of the Peak called 
Pikes, crossing the Big Muddy at Omaha (the same as in the Kingdom of George 
the VI, whose Capitol is at St. Louis) and over the great State of Iowa.” 

Now when Woodrow, the Academic, was told of the great Highway, he com- 
manded that a map be brought him, and when he saw that it would cross Jersey, he 
was exceedingly glad, so much so that he said: “You may count on me; here is a 
fiver,’ and Sam, the Ralstonite, who is Governor of Hoosierana, said: “Count me 
in” and many others, even a very great multitude, said ‘likewise. Now it came to 
pass that when Sylvester, of the lineage of Bowser (The same is glad he had cold 
fingers) and A. Z. and S. B. B. and Walter, the Zahrt, and other chief men of the 
House of Bowser, heard of the Lincoln Highway and conferred together, with one 
accord said: “bully scheme, count on us.” a Bis, dane mf 

Now the Red Sentry hath found great favor with all the Automobelia and they, 
with one accord, said: “If we are to have this mighty Lincoln Highway, we must 
have the Red Sentry to fill our tanks with petrol, for we know that all petrol drawn 
from Red Sentries is free from water and is the best, and the measure is just.” 

Then the chief men of the House of Bowser said: “Because the Automobelia ~ 
demand it, we will make the Lincoln Highway the way of the Red Sentry. We will 
place the Red Sentries by the side of the Way in all cities and hamlets and by every 
cross road from Gotham to the gate called Golden, so that all the Automobelia may 
have the best of petrol.” 

Then Bert, Chief of the Pump Makers, said: “herefore now how shall we be 
able to make so great a multitude of Red Sentries, when even now we cannot make 
enough to supply the Automobelia?” Then S. F. and A. Z. said: “We are able, and 
we will build greater factories,” and it was so. Posts on the great way shall bear 
the emblem of the Lincoln Highway. The top band shall be red, below this shall be 
a white band, and the width thereof shall be twice the width of the red band and 
thereon shall bea large letter “LL,” and below this white band there shall be a band 
of blue; the width shall be the same as the band of red. : 

And A. Z., the G. M., and Walter, the Zahrt, made proclamation to all the 
young men, from the gate called Golden, even to Gotham: “Behold! now thou 
shalt be diligent and see that thou sell 241’s for when thou doest this, thou puttest 
shekels in thy purse and thou are a blessing to all men, especially to all Automobelia. 
Go to it, get busy, and get points to thy credit: If thou fail to get points, then thou 
shalt send in thy Model Case, but the salesman who getteth the most points for 
241’s along the Lincoln Highway, the Way of the Red Sentry, shall receive great re- 
ward. Go to it and get busy.” 
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Bowser Systems Increase l'rade 


Merchants should put aside detail work when the same result may be obtained in less time and at less cost by automatic 
machinery. The hustling retailer of today must have time to look after the wants of his customers and keep his stock up-to-date 
to attract trade. Time is too valuabe to be spent in continually. running, back and forth, for oil and the washing of hands after 
each gallon of oil is served. Install a Bowser and save time and avoid annoyances. 
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Sales Talks to Our Men on the Store Line 


We have made this issue a Special Store Number, believing our readers will appreciate 
any sales helps we may present on this line which is especially active at this time. 

Several tons of ink are spilled annually on advice to salesmen, instructions to salesmen, 
guidance to salesmen, until to-day many salesmen believe they know all there is to the subject. 
No matter how long he has studied it, we hope you will read this issue carefully in a recep- 


tive mood from cover to cover. 


A firm that solicits business through salesmen, make these men their chosen agents. 
They should, therefore, build their representatives to be as strong as themselves, or failing 
in this, they must of necessity turn to another man, who ean beso built, or suffer in loss and 
reputation because of the weakness of their agent. 

Now, how can a house build the right type of man from the material they now have or 
that which is procurable? Clearly in one way only. Open to him an opportunity to obtain 
knowledge—knowledge of the highest ethics of business—of honesty—not slickness in deal- 


ings—of character and utility of the goods he sells. 


He will blossom like a rose under this 


treatment or prove he is dead to the roots and then you must supplant him. 
Bowser & Company has always made a special effort to educate and assist their salesmen 


in every way possible. 


It is for this purpose the Boomer ‘is published; it is for this reason 


special salesmen are sent into territories to aid and instruct the men, in fact, our every aim is 

to develop our salesmen’s ability to the highest standard. 
The salesman who won’t take an education that is offered and pursue it to the end and 

make it his very own is not worth while. ‘He will never be fit to head the business he is in 


or one for himself, 


A man, as a salesman, without ambition to master the knowledge of what he sells makes a 
poor representative to his house and a dangerous man to buy goods from. Every buyer takes 


some salesman’s advice on every purchase. 


The responsibility to give the best advice should 
be present with every salesman at all times. | 


The day of the man who knows, and travels for a house which apreciates its responsi- 
bility for proper methods of salesmanship, is right here now. 


The handling of oil has always been recog- 
nized as one of the most undesirable commod- 
Mies to handle about the place. It is a recog- 
nized fact that whenever the clerks would see 
an oil can come into the store, they would all 
immediately get -apparently very busy and 
even the proprietor would avoid, if possible, 
the serving of the oil customer. 


Oil is one of the most profitable articles a 
merchant handles. The margin is more than 
other goods as a rule and the turnover is often 
more than twelve times a year. To handle oil 
with measures and funnels and make a profit 
on it is almost impossible. First, because of 
the inaccuracy of the measure; second, be- 
cause, regardless of how careful one is, there 


is bound to be slopping and spilling; third, be- 
cause with the old method it takes so much 
time to go out into the back room or back yard 
to serve the customer and then have to wash 
your hands afterwards, that that time could 
be used profitably pushing other lines. It is 
because of these facts that the oil department 
of the stores has been placed in an out-of-the- 
way place, apparently trying to push it out of 
the business. 

The installatin of a BOWSER permits the 
oil to be served on the store floor, handy and 
convenient at all times. It avoids the serious 
loss through over-measure, which is connected 
with all bulk goods and it assures the mer- 
chant every cent of profit there is in his oil 
department. 
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DON'T | 
Give Away 
Your Profits 


wn OIL 


i? 


THIS IS THE MESSAGE OF BOWSER SALESMEN TO STORE KEEPERS. 


There is many a good merchant that never 
makes the actual profit he should; many a 
man can earn big profits and yet let them 
fitter away some where without helping his 
actual dividends. Smart, shrewd men, good 
merchants—we see every day starting up in 
business, getting big trade, turning over stock 
rapidly and yet within a year or two, going 
into the hands of the Receiver. 

There are good salesmen and clerks who can 
sell and handle trade superbly, yet make small 
actual profits for the employer. 


DOOD OOOO ODO OODOD DOOD OODOODOOSOSOSOGOOOOOOOOOOOOOOOOSOOOOOGSOGOOOOOCHOOOOOGHSOOGOOOOS 


Now Mr. Salesman Do You Analyze Your Business? 


Are You Conducting Your Business of Selling Bowser Tanks Efficiently? 
In studying efficiency, let us not confuse it with strenuousness. The man 
who hustles may or may not be efficient; probably is not. 
Hustling is not a normal element in efficiency, nor is strenuous work 


Have you ever stopped to analyze your busi- 
ness; your sales and your profits? Do you 
know that for all the business you do, you are 
realizing all the final profits you should? Are 
you certain that there are not little tag ends 
shipping away from you in under charges? 
Neglected charges, under priced items, little 
leaks and losses through inaccurate measure, 
slopping and spilling, although small in them- 
selves, will drain away the profits of the best 
business ever built. Explain this to the mer- 
chant, have him think it over. 
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apt to be efficient just because it is strenuous. A man may be working a 
County, jumping from one town to another in great haste without any well 
planned way of working the County. This means strenuous but not efficient 
work. 

To work that same County with the Towns listed in order so that you 
ean work all of them in the County without retracing steps, if possible, or los- 
ing time, is less strenuous but a far more efficient manner of working. This 
also applies to working a City. We must get rid of the idea that strenuous- 
ness and efficiency are either similar or the same. 

There are a number of City Salesmen who sadly lack System or efficient 

methods of working. Some depend on what the day may bring forth rather 
than going after and bringing forth what there is in the day for them. At- 
tack your work and push your business rather than let your business push 
rou. 
y Real efficiency requires a constant, systematic study of one’s self, and 
one’s business. Every thought and effort you exercise on this important sub- 
ject, will prove the biggest paying dividend making revenue producing in- 
vestments you ever made. - 


DOOSOOGSOSOOOOOOO OOOOOOOOOOOOOOOOOODOQDOQDOOOODOODOD DOODODOOOOGDOODODODOOOOODOODOOOOOOOOD 
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The Modern Grocer 


In late years the matter of system in business has been greatly agitated in all commercial 
lines. Perhaps the need for care in the prevention of small wastes and losses is due to the fact 
that goods are sold on a smaller margin to-day, forced there by competition which daily grows 
keener. 


The grocers, as a class, have not lagged much in this great march of progress toward a 
bigger and better business. Some merchants, however, seem to scoff at it as the conception of 
theorists, but the thoughtful business man of to-day realizes that it is a vital issue brought about 
by stern competition and reduced profits. In this most important aspect, system in business 
means the elimination of waste—waste of materials, waste of time and waste of labor. All 
business men, in theory, endeavor to eleminate waste, but the great majority, without system, 
do not know that waste exists; it is because there are small leaks, and consequently they do 
not know how to accomplish their elimination. The greater the waste, the less the profit; 
guard against the smallest waste with the utmost carefulness. 


It’s a fact, Mr. Merchant, that people judge you and your business ability by the way your 
store looks. In these days of keen business competition, a merchant makes no mistake in 
securing the very latest time and labor saving devices and thus placing about him added 
elements to insure his suecegs. 


To get down to business in the matter of store system, we would suggest that you make a 
practical study of your store. Start with the department that looks the most untidy. 


If you will make inquiry into your Oil Department, as to your requirements in that de- 
partment, you will doubtless find a most pressing need for a modern, self-measuring Oil outfit. 
Some of the smaller retailers may feel that a self-measuring outfit is too expensive, but there is 
no store, no matter how small, that cannot afford one of the many styles of Bowser Outfits. 


This is one department in the grocery where the elimination of waste receives far too little 
attention from the average merchant. This department has not received the attention that it 
deserves. Invariably you will find it completely pushed from the store floor to the back room, 
and sometimes, the back yard. This perhaps is due to the fact that when oil is improperly 
handled, it is a very dirty and disagreeable proposition and the store that is endeavoring to 
make the place neat, clean and attractive naturally pursues the line of least resistance, namely, 
pushing the department out of sight. We say, by all means maintain cleanliness and neatness 
but don’t do it at the expense of your oil business. There is no reason why the Oil Department 
should be pushed out into the back room when it is possible to secure a modern, self-measuring 
equipment which ean be placed on the store floor. ; 


Suppose you begin with this department. Now don’t pass it by with the thought ‘‘Oh, I’ve 
used my old tank a long time; I know it slops and spills, but I guess it’s good enough. I’ll try 
and get along without a modern, self-measuring tank.”’ 


Don’t do that. 
We are not asking you to spend your money but we are simply asking you to invest it 


where it will return to you over and over again. We are not asking you to make yourself more 
work, but we are pleading with you to put yourself where you can make more money and do it 
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The above is a view of two Bowser Red Sentries installed in Salisbury, Missouri, by salesman R. H. Nelson 


Salisbury is a town with population of and Mr. Nelson is to be congratulated on this 
1,800. Both of these five barrel 241’s were good work. 
sold in one day—C. W. O. with each order. Mr. Nelson is the gentleman standing near 
This is an illustration of the possibilities for the Bowser pump on the left. 
selling of Red Sentries even in the small towns 


with less work than you are now. Your success in business, Mr. Merchant, has been due to the 
fact that you have never considered any proposition on the theory of trying to find out if you 
could get along without the equipment. The key to success is to see if you can use a new thing 
and make money out of it. 


You are not in business just for the sake of using your old equipments; it is a ease of 
making money with you, making more this year than you did last. 

There is a good profit in oils when rightly handled, and there is no reason why a merchant 
should not welcome an oil customer as much as he does a purchaser of atiy other commodity. 


A modern system provides ample storage; maintains the oil at its highest test—your 
customers appreciate the quality of goods you sell; it avoids loss of oil through slopping and 
spilling—you can handle ten gallons more quickly than you can one by the old method; it adds 
to the efficiency of your clerks; it makes the serving of oil as pleasant work as selling pack- 
age goods; there is no contaminated merchandise; it emphasizes the feature of your cleanli- 
ness; it increases the confidence of your customrs; it actually increases your oil sales and con- 
sequently sales in other departments; it puts this department on a sound and profit-paying basis 
and reduces the fire hazard to the minimum. 


Old-fashioned honesty, integrity and honor are just as important to-day as ever, perhaps 
even more so, but old-fashioned dirt and carelessness and out-of-date methods have no place 
in the modern merchant’s store. 


A grocery has the public gaze upon it continually and consequently up-to-date surround- 
ings in a retail store make no mistake in creating a progressive atmosphere. git growing 
tendancy of the times is one that demands modern methods and there is nothing that will attract 
trade more quickly than neatness and cleanliness. In securing these features, however, the 
merchant should not overlook the matter of convenience in service as a direct bearing on 


promptness in service. 


These modern oil storage equipments are trade producers. They are also signs of pros- 
perity and wield an unconscious influence upon purchasers, the extent of which is hard to 


estimate. 
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A WORTHY CALLING. 


Gentlemen, honor your profession. The only 
insult your line can ever evoke is from the pe- 
nurious man when he asks you to eut your 
price. Our goods are worth all we ask for 
them. 


To the purchaser who quibbles about the 
price, we would say the figures only cover the 
cost of the best materials and workmanship, 
plus a fair profit, but its worth is inestimable. 


Think of the lives it may save from the vio- 


lence of an explosion or fire. 


Think of the property it protects. 


Think of the economy it effects and incident- 
ally the happy and joyous use of a perfect run- 
ning motor, or the many steps it saves a tired, 
weary groceryman; its accuracy and honesty 
in measurement, its time and temper saving 
convenience. The worth of a Bowser is be- 
yond computation. 


Is there any other investment one could make 
that so combines the ideal with the material as 
does this purchase? 


No subject in all’ commercialism commands 
more thought and attention than does the prin- 
ciples we strive for—the protection of life and 
property, to which may be added conserving of 
energy and material and the increase of pleas- 
ure and profit. oe 


The great business we represent is of suffi- 
cient economic value to have back of it an en- 
lightened public conscience—an insistent and 
persistent function expressed in demands for 
protecting laws. 


This conscience has caused municipal gov- 
ernments to pass stringent laws pertaining to 
storage of volatiles. Nearly every city in the 
Union has passed some regulation with the idea 
of safeguarding the people. 


Science and common sense have perfected in 
the Bowser a simple but effective system of 
protection without prohibitive construction and 
cumbersome inconvenience. 


Bowser outfits are a shield for the family 
against the danger of volatile liquids. Its pur- 


chase is a moral obligation which every man 
should ineur who handles gasolene. 

It’s a fact that a Bowser is a necessity, not a 
luxury. <A fact so stubborn that even a stub- 
born man must see its usefulness and event- 
ually make its usefulness useful to himself. 

We should regard our profession as the very 
highest vocation and therefore worthy to have 
laid upon its altars the best ability and to com- 
mand the most devoted service. 


© © © 


We are pleased to note the progress of Mr. 
H. A. Vortigen, a new salesman working out 
of the Philadelphia Sales Office, under Harris- 
burg. 

During his first month Mr. Vortigen sold 70 
points of business and already has a start of 
30 points on his second month’s record. 


In speaking of his new connections at a 
recent gathering of Philadelphia salesmen, Mr. 
Vortigen was called upon for a few remarks, 
during which time he stated that he had been 
married just two months and had been with 
Bowser & Company only a little over one of 
those months. His only wish was that he had 
taken both steps long ago. 


If Mrs. Vortigen likes her ‘“‘newlywed’’ ag 
we do our salesman we three heartily agree. 


© ® ®© 


In one of the recent articles in the Boomer, 
contributed by Mr. Savercool, he mentioned 
that the law of average proved a business suc- 
cess for the man who persisted, with energy 
and enthusiasm, in working his territory and 
working it thoroughly. 

Our notion of persistent working of terri- 
tory is illustrated by an incident that came 
to our attention, in which Mr. E. B. Lowe, of 
the Dallas territory was the central figure. 
Mr. Lowe travels in Arkansas. 


We picked up a daily report of October 29, 
which read as follows: 


‘“‘Yesterday started on a drive at 7 a. m. 
Kept on all day. Made eall after call and 
never found a single buyer at home. Started 
back today over same route and closed five 
orders for five tanks—more than I have ever 
sold in one day before.’’ 


Many of our salesmen on making a similar 
trip would have argued with themselves that 
they had covered this territory and there was 
ho use going back, although on their first trip 
the buyers: were not in. The salesman whose 
ambition is to cover territory rather than ac- 
cumulate sales would feel fully justified in not 
making a return trip over same territory the 
next day as Lowe did. The results of Mr. 
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Lowe’s trip, however, is argument enough to 
convince any salesman with a ‘‘territory-cov- 
ering’’ craze that a territory is not covered un- 
til every prospect in it has received a thorough 
canvess and demonstration. 


If Mr. Lowe had sold only one order on this 
trip, or had only unearthed a good prospect 
and prepared him for a sale on his next call, 
it would have been worth the time and expense. 


You cannot sell outfits riding on trains or 
in a hotel. The man you are after is the man 
in the store, who ean only be sold by a dem- 
onstration and a good sales talk. Being in 
his neighborhood doesn’t do you any good or 
supply the man with an outfit. You might as 
well be a. thousand miles away, if you don’t 
see him before you leave and give him a good 
demonstration. 


© © ® 


Dealing honestly with others is a virtue 
which you possess. Compelling others to deal 
honestly with you is a power which you do not 
have, except with your Bowser stored oil. 

® © ® 

Every loss reduces your profits. A Bowser 
prevents losses. Mistakes and losses in an oil 
department costs far more than a Bowser. 

® © © 

It’s not heavy losses that you need fear, but 
the little daily hidden ones. 

© ® © 

By stopping losses you increase profits. 
You need all the profits your business should 
earn. 

© ® ® 

Being satisfied with old methods handicaps 

a merchant’s progress. 
© ® © 


Some merchants argue against modern sys- 
tem in order to find an excuse to justify them- 
selves in their antiquated methods. You are 
in business to make money, not to defend your 
prejudices. 


OOO OOD OOD DOOODOOOOD OOO ODO OD®OO®OOODOOOO 
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‘‘Things are never as bad as 
they seem, and all difficulties 
sneak away when you look them 
squarely in the eye.” 


: © 
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DON'TS FOR SALESMEN, 


DON’T by many means get a grouch on when 
you get a letter from the ‘‘Higher Ups,’’ giv- 
ing you some sound advice. Remember the 
house is more interested in having you ‘‘make 
good’’ than you are in making good, and if 
you hadn’t deserved the letter you would not 
have gotten it. 


DON’T think that an order should come 
from every one upon whom you eall, just be- 
cause its you. Orders don’t act that way for 
anyone. 


DON’T knock anyone’s goods. If you can’t 
say a good word for some other line, boost 
your own, and tell them you will- call again. 
Next time you will be IT. 


DON’T forget to work the outskirts of every 
town. Any one ean sell goods in the heart of 
a city, but the rear wheel horses of the bunch 
who don’t care how far they go if there’s an 
order at the end of the journey get the busi- 
ness, and that goes too. Ask ’em. 


DON’T fail to remember that the heads of 
your firm have all traveled more or less in 
their lifetime, and no reasonable request is de- 
nied any man in their employ. _ 


DON’T forget to write every day, and try 
to send an order or two, just to show the boss 
that you are still in his employ and hustling 
hard for the good of the order. 


DON’T mind eatching a 3 o’clock train, if 
by doing so you can make an extra town. You 
ean go to bed earlier the next night, and be- 
sides physicians tell us that 90 per cent. of the 
people die in bed anyhow, so ‘‘shun the hay.”’ 


INSURANCE. 


In ease of fire when life and property is de- 
pendant on Safe Oil Storage what would a 
merchant give to know his oil and gasolene 
will be prevented from adding to the flames 
because they are stored in a Bowser. 


And yet the possibility of fire is great in 
any store—fire caused by careless old-fashioned 
tin tanks in the oil department. The time to 
lock the barn is before the horse is stolen. 
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STANDING OF FORTY HIGH MEN. 
VOLUME OF BUSINESS 
November 138, 1913. 


NAME OFFICE 
12 J 2H. Armstrong naga Engineering Sales 
2M, Ce Ben ham oca ai ares Minneapolis 


Be RR Engineering Sales 
Bae ta Saee San Francisco 


3—EK..L. Milliron 
4__W. V. Crandall 


jo A oH. Moftatt 22k ee woe a Toronto 
Gerreka, (., lOtZ beers seeeae aaa San Francisco 
72-GW Scoth 24 asa ee eens Harrisburg 
Bee N= A Ring) cng Nore ie ot eee er Albany 
9S A Colling., 22eees < ae ee Albany 
102-0. MM.” Carpentenieas >. fee Albany 
ti—eAs BH: Darling See see Minneapolis 
12— (0, “H.wReupen <esene cae ee San Francisco 
13-—Tewis:. Smith 93) oc14 eee eee Albany 
14... 2) e2VO0S 2 oan si eee Toronto 
15 CeePotts:. 4 eee Ae ree Fort Wayne 
16—-B.2B. Bachman, Vase ee eee Atlanta 
VieeR: De awrente: 7 aac cee Minneapolis. 
18—N. Paquette ite ee oe eee Toronto 
19-—Ff. ‘Beidiie >.) Uae ae. a eee Toronto 
20 HY Peeples. i. 7 te. oe eee Harrisburg 
91H) A. ‘Leonard “5 sige eee Chicago 
22K. F. Hessenmueller ........ Fort Wayne 
Doz. Ate FISHEL), Soa eaten Roe een eee Denver 
2 WV >): “Magraney oy Ge ot eee Chicago 


05. WC Smith fielevare fae San Francisco 
26-13, SH TLieettel iad ce Sees Atlanta 
27-——F. E. Walters 


25h. H. Sherlockis 0 vs beeen eee Chicago 
29-—A--T. State 334254 as Fort Wayne 
BOs A, .-Todd :. p27 Ae a eae ee Atlanta 
Sle W. iY. Robertson 2.7.25 neces Toronto 
o2——C. F. Comstock .-siaes-0c055 Harrisburg 
oo——sames: Ward... .s.521.ssee eee Minneapolis 
54 —-A., .  Gapey. i sch ae bg ca ee St. Louis 
Doak. TW 2 WED EP 10s wings oes eee Dallas 
o0-=I",. 'W;' Devereux: ss. sferemenn Albany 
di-=aW. wy Mastipan <2). ase eee Albany 
SO--U. Be etleston. .305 «ee eee Albany 
oo —H. dd. Murphy” aio: a eee Toronto 
4)—R.sCoddington 2.90... Soe eee Denver 


® © © 


Selling goods is a battle, and only fighters 
can win out in it. We may not like these con- 
ditions but we haven’t the making of them. 

The close of this year’s contest will be a 
fighter’s fight. The world takes off its hat to 
the man who with courage manfully strives 
and arrives. We all stand aside to make re- 
spectful room for him whenever and wherever 
he appears. Will you be there? 
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BRANCH OFFICE STANDING 
Novemeer 22, 1913, 46th Week 


SAN FRANCISCO 


MINNEAPOLIS 


TP> POPS PZ PCPspcye 
aR Ae 
BEE POESTSPanotcls 
ze on ee Ee ee ee 
=e hee bce AEs eK 
oe Gee Bee pk Eee o) 

B Z 

a es) 


To the Branch Office securing the largest per cent. 
of its quota for the year, will be awarded a loving 
cup. A very worthy trophy to strive for and typical 
of a victory clear and decisive. Keen interest of the 
management, not only in the division business but 
in the individuals who make special efforts, should 
be incentive enough to any man with a particle of 
salesman pride. : 


The race is finishing the last quarter stretch. 
From now on every day counts. The next twenty 
days will perhaps be the most active in the year. 
During it, you must not only catch up and keep even 
with your quota, but you must secure enough to WIN. 


IT DON'T 


KNOW WHERE 
BUT ’M ON MY W 


PM GOING 
AY. 


BEAUTIFUL SILVER LOVING CUP 
Presented to District securing largest per cent of 
quota for the year. 
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Safety First 


Bowser Service and Bowser 


The following is the original letter from W. 
N. Daniel, together with newspaper clipping 
from the Greensboro Daily News, of Sunday, 
Oct. 19th, in which a fire that occurred in the 
American Motor Car Garage is described. You 
will note the reason a great explosion did not 
occur and a tremendous fire in the little city 
result, was due to the fact that these people 
had the good sense to store their gasolene in 
a Bowser tank. 


When the firemen were almost at a stam- 
pede, fearing the gasolene, our hero Daniel 
rushed into the flames and assured them that 
there was no danger whatever as long as gas- 
olene was in a Bowser tank and they fought 
the flames without further fear, thereby saving 
the city from a tremendous conflagration. 
Here it is, read it for yourself: 


AMERICAN MOTOR CAR 
| CO. IS SCENE OF FIRE 


Quick Response of Firemen and Underground 
Gasolene Tank Prevented Bad Fire. 
Damage Not Estimated. 


Fire in an automobile in the garage of the 
American Motor Car company, 117 East Mar- 
ket street, called out the entire department at 
12:50 this morning. The quick response of the 
department and the use of a hose of water in 
five minutes from the first tap of the bell prob- 
ably saved the city a fierce conflagration. 
. There were no explosions, although there were 
several machines and much gasolene in the 
place. The fire was under control in 15 min- 
utes after the alarm sounded. 

Mr: Bonkemeyer, of the Motor Car company, 
said this morning that he could not of course 
estimate the amount of damage. At the time 
of the fire there were 12 motor cars in the 
garage. Whether any of these are damaged or 
if damaged, how much, could not be stated. It 
was also stated that the fire was probably 
eaused by dripping gasolene from one of the 
automobile tanks in the garage. The property 
and undoubtedly other nearby property was 
saved by reason of the fact that the gasolene 
was stored underground in what is known as 
a Bowser tank. This prevented an explosion. 


Salesmen Always on the Job 


C. H. Bonkemeyer had just gone into the 
garage to take a car and discovered the pres- 
ence of the blaze as soon as he entered. He 
seized a fire extinguisher and turned it on the 
burning motor car, the fire probably having 
started under the machine. He realized that 
he could do nothing toward extinguishing the 
blaze and ran to the front door which he 
opened just in time to be blown through it by 
pressure of air from the inside and fell flat in 


the street. 
® * * * * 


SALESMAN DANIEL’S LETTER. 


Last night at 1 o’clock I was awakened by 
the fire engines going by and I got up and 
dressed and went to see where the fire was. I 
found it was the above garage on fire. Twelve 
autos were burned up and the whole place 
looked doomed for a time. I heard some of the 
men calling to one another to look out that 
there was a big gasolene tank full of gasolene 
stored in the corner there’ Then was my time 
to have a say so. So I jumped right into the 
garage and assured the firemen, that, that was 
the safest thing in the whole garage. And 
they listened to me and went on working on 
the fire. I am enclosing for you to read what 
the morning paper had to say about our outfit. 
I have at least gotten the name BOWSER 
stamped in their minds around here if not 
many of the outfits. And half of the people 
here call me Mr. Bowser, for which I am very 
proud. Yours very truly, 


W. N. DANIELS. 


* * + * 


We reprint the above as an illustration 
of “the safety of a Bowser.” In our 
twenty-eight years of business experienté 
with over a million outfits installed in dif- 
ferent parts of the world and under varv- 
ine conditions, there has never been an. 
explosion of a Bowser or has the oil they 
contained added to the flames. The Fire 
Chief of Cincinnati publicly stated he 
would unhesitatingly stand _ directly 
above an underground Bowser full of 
gasolene and fight the fiercest fire una- 
fraid of the gasolene in the Bowser. 
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Successful 


Demonstrations 


In the following pages we 
are reproducing a few talks 


by -Bowser Salesmen: who 


have been with the company - 


for years and have been very 
successtul. We know our 
readers will appreciate these 
-talks as they are Sood, strong 


selling arguments that have 


THE BOWSER BOOMER 


made many dollars for the 


salesmen giving them and will aid you in doing so too 
if you read them carefully and present them enthusiasti- 
cally and forcefully to your prospects. 


“POINTS WORTH REMEMBERING.”’ 
(By Mr..J. W Runyan, Philadelphia, Pa.) 


Mr. President: Gentlemen:—Some sixteen 
years ago this coming June, I started on my 
first trip for 8. F. Bowser & Co. I was erude, 
the, goods were crude, and our mode of doing 
business was crude, in comparison to the up- 
to-date method of today. We all had our ups 
and downs until today the firm has reached 
the very pinnacle of success. The reason of 
this is very easily explained. The perfection 
of the goods, the men behind the gun that give 
an iron clad guarantee with every machine, 
and the hustling, up-to-date salesman, who is 
constantly seeking new worlds to conquer. I 
very distinctly remember my first call on a 
- merchant, up in Pennsylvania; he knocked all 
the tank knowledge out of me, for I was not 
posted in the goods as a salesman should be, 
consequently I made no sale. The great trou- 
ble with a number of new men starting on the 
road is, they are not posted on the very many 
valuable points of the Bowser machine, points 
that should be brought to the attention of 
every prospective customer. Every salesman 
should be so posted on the Bowser tank, that 
irrespective of what question a prospective 


“purchaser might ask, that he would be in a 


position to give an intelligent and correct 
answer at once. Do not stumble or hestitate 
in giving it or your customer loses a certain 
amount of confidence in you and your. goods. 


Confidence is everything—win his—and_ half 


the battle is won. Right here I want to give 
you a little illustration of what confidence did 
for me. I,-at the time I speak of, was travel- 
ing in the state of Ohio; at that time the firm 
got out a small pamphlet or book of all the 
merchants who were users of or had purchased ” 
a Bowser tank. I called on a merchant and 
was expounding the merits of the tank to him, 
when he asked me if any merchant in town 
had in a “‘Bowser.’’ I said yes. A Mr. Robin- 
son has in a two barrel tank and he says it’s 
the finest and best thing he ever saw. (Same 
time I had not seen Robinson, but took it for 


granted he had for the little book said he had 
Sisal). 


I requested the merchant to go 
over to Robinson’s store and see the tank and 
hear what Robinson said about it. Well, over 
we went. I asked if I could show the gentle- 
man the tank. He said, ‘‘I have no Bowser 
tank, only a syphon.’’ Of course, I was placed 
in a very embarrassing position. We went 
back to the store and after some more talk 
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the merchant said, ‘‘ Well, Runyan, any man 
that has the confidence in his goods that you 
have, is guarantee enough for me.’’ Result: a 
sale. Gentlemen, you sell the goods and they 
will give a good account of themselves; if they 
do not you wire Mr. Dunkelberg. Speaking 
of “‘Dunk’’ recalls to mind something that 
might be well to remember. Charlie and I, a 
few years ago, were calling on some trade up 
in the wilds of Wayne County, Pennsylvania. 
We had a very successful trip, and sold. most 
everyone that would buy, until we got to a 
little store run by an old German and his wife. 
I tried to sell them, then Charlie had his say ; 
no go. We stood around a while and finally 
Charlie said, “‘Jim, I am going to try it in 
Dutch,’’ and finally he landed a nice order. 
Moral: If you can’t sell them in one language, 
try another. A point I consider a very good 
one, and one I invariably follow if possible, 
always try to find out the prospective custo- 
mer’s name before entering his place of busi- 
ness, and on approaching him, address him by 
such. It places one on a much better footing 
than to go, in a very timid or uncertain way, 
and say: ‘‘Are you the proprietor?’’ He has 
a better opinion of you, and you are in a bet- 
ter position to state your business. 


Another point worth remembering, if possi- 
ble, find out in advance of your conversation 
with the proprietor, the method he uses in 
handling his oils, the kind of tanks, where 
same is kept, and how he gets his oils, and 
how much he uses between trips of tank 
wagon. If the tank wagon passes his store, 
and if he buys from barrels show him why it’s 
to his advantage to buy of the wagon; show 
him that he saves the natural leak or evapora- 
tions from the barrel, which in a year’s time 
amounts to a good many dollars. Then im- 
press on his mind that in handling oils in the 
erude way (in measures) that he gives away 
anywhere from two to four ounces or more in 
over-measure, by the measure being large, also 
by filling up into the lip of the measure. Tell 
him that the ‘‘Bowser Tank’’ is as near per- 
fection as mortal man can make it. and it gives 
six and one-half pounds to the gallon the same 
as the oil company gives to him. It neither 
cheats him nor his customer, but is absolute. 
Then talk large tankage. Should he be a 
country merchant isolated from the railroads, 
and depending on the trips of the wagon to 
supply him, show him why it’s to his advan- 
tage to have in a five, ten, or twenty barrel 
tank. Having these advantages he saves in 


always having tankage to carry him over in 
winter or spring when the roads are such that 
the wagon can not get through, if he fills his 
tank in the fall, and should the oils advance a 
half cent or cent his profits are just that much 
more. Then show him the advantage if hav- 
ing his oils in the cellar and drawing same to 
store floor, it avoids this running down stairs 
after same, and leaving the store at the mercy 
of the customer. The old salesmen know these 
things, but to the new men just starting out 
I would advise that they spend as much time in 
the factory as possible and find out about 
every piece of the pump possible, know what 
it will do, and when you call on a merchant 
you will be in a better position to present to 
him in an intelligent manner the merits of 
the ‘‘Bowser’’ Tank. One of the most import- 
ant points in my estimation is, get acquainted 
with the 8. O. Co. men. Visit the stations in 
your field, tell them you are a ‘‘Bowser Sales- 
man’’ and intend working the territory, and 
get them to co-operate with you; get them to 
give you a list of merchants whom they think 
should have larger tankage. They will do eae 
as they are very desirous that all their custo- 
mers have large tankage. Now, after you have 
completed your work in their field, report to 
them whom you have gold, size tank, and so 
on. You will find it a great help to you, and 
worth a great many dollars in a years’ times 
make my report to the S. O. Co. in my territory 
as often as I report to the Firm. Tt pays. 
What others have accomplished may be at- 
tained by any man of ordinary ability who will 
apply himself and observe the following, 
which I think is the sum of the whole thing: 
Confidence in yourself; confidence in your 
house; confidence in your line; diligent appli- 
cation to business; exercise of your mental 
faculties in acquainting yourself with the 
strong points of your proposition, and applying 
them as occasion requires. The Firm at Fort 
Wayne is watching the mails, noting the sue- 
cess we, one and all, are having in our respec- 
tive fields, and are always ready to give a 
helping hand to the ‘‘boys.’’? Their success 
means our success. Then remember the wife 
and little ones at home, the mother, the sweet- 
heart; they, too, are watching the ‘‘boy’’ bat- 
tling with the world among strangers, aiming 
to reach the top round-in the ladder of suc- 
cess. Be a man among men and success will 
be yours. 


Gentlemen, I thank you. 
J. W. RUNYAN. 
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‘‘POINTS TO BE REMEMBERED.”’ 
(Mr. H. T. Purdy, Birmingham, Ala.) 


If the few thoughts which I have jotted 
down be of benefit to any of the salesmen, I 
would say, remember them; for memory I con- 
sider a fine salesmanship. Upon entering a 
store, do it in a nice, easy way, and locate the 
buyer as quietly as possible. Wait until the 
opportunity presents itself, that you may have 
his entire attention. While you are. waiting 
to see the buyer, you are taking long chances 
if you sit on the end of an empty barrel, as 
tank salesmen have been known to go in and 
do. Think it well to get familiar with the 
store, and find out if possible how the oil is 
handled. But don’t rubber around too much 
until you have met the ‘‘Bossman.’’ We all 
have our own way of selling goods. I have 
always found it just as well in most cases, to 
make it a business proposition from the start. 
If you are only selling a transfer pump, be 
just as earnest in your conversation as though 
you were making a thousand dollar deal. Look 
your man straight in the eye, gain his confi- 
dence and respect, state nothing but the truth, 
just make him believe what you say and do not 
make any statements you cannot back up. 
Cultivate a liking for the work, and you must 
have absolute confidence in the goods yourself. 
And right here I wish to say remember you 
are with a house that will back you up, and 
you are selling the only satisfactory self-meas- 
uring tank on the market. 


Do not try to do all the talking. Give the 
prospective purchaser a chance to make any 
objections, if he has any, as they are much 
better out and answered. If you can overcome 
these objections, I think you have accom- 
plished a good deal towards making a sale. 
Remember, you do not have to make but a few 
points to effect a sale. If you are interrupted 
and buyer is called away during an interview, 
I think it well to try and start the conversa- 
tion yourself upon his return. Make your 
points as quickly as possible, and try to make 
but one at a time. When you feel that you 
have convinced your man, write the order, 
don’t talk him out of it. Do not mention 
business conditions unless they be favorable 
to the merchant. Carry the idea to the trade 
that you will not be in town many minutes af- 


ter you have finished, as you have many other 
parties to see, inquiries, ete. If in a small town, 
and only a tri-weekly train, make arrange- 
ments before hand to drive out, walk out, any 
way, so you get out. Do not give them a 
chance to put off until later in the day, if you 
can avoid it, unless you find something good. 
Have a thorough understanding with the cus- 
tomer, as far as possible. If George and Mary 
happen along during the interview, and take 
an interest in the model, explain it to them, 
the buyer has relatives and friends. Be cour- 
teous to the clerks. Many, many times they 
are in a position to help you, when it comes to 
a show down. 


When in a business house, and possibly sev- 
eral other traveling men, waiting to see the 
buyer, drop back later, if possible; let the 
rest get through, catch him alone—it will 
mean dollars to you as well as to the house. 


When you go into a town and find it pretty 
well filled up, do not become discouraged; the 
other fellow didn’t sell them all. Sam Smith’s 
brother-in-law has opened up down the street. 
Better see the place pretty well filled up, and 
have the trade educated along that line. If, 
when working a town, you perhaps hear of a 
fairly good store, out half a mile, don’t say to 
vourself, that fellow probably would not buy. 
Guess I’ll sit around the hotel until train time, 
but go out and see that store. That may be 
where the other fellow don’t go. You will, 
perhaps, have more influence with him ou 
there by himself. : 


If you ever get in a tight place, that anti- 
drip nozzle in your case looks similar to a 44, 
if handled quickly. - Might be a point worth 
remembering. Do not see how many towns 
you can make in a day; that does not get you 
anything. Keep hustling, but be thorough. If 
business is good, or bad, think it just as well 
to keep that part of it to yourself. If there is 
any kicking to be done, on the outside, let the 
other fellow do it. 


On the second trip over the territory, when 
you are going to sell that carload to those par- 
ties that were going to buy next time, think it 
just as well when approaching these prospec- 
tive buyers, or at any rate, would take it for 
granted that they have forgotten about that 
talk you gave them, and would try in most 
eases to get the model to working, showing 
the new improvements, ete., before mentioning 
the fact that you were there before. 
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HELPFUL HOWS 


‘“Well,’’ said an Ohio salesman to his friend, 
“I must be going now, I have a number of 
calls to make and I want to get an early start.’’ 
With that he left and after walking a few 
blocks down the street, came to a Publie 
Garage, his first stop. Stepping inside, he met 
the manager who was just ready to leave on a 
hurry call cross town. ‘‘Good morning, Mr. 
Beam, you look as if you were going to leave.”’ 
“‘Hello, Bowser, yes I am, I’m ina hurry, too.’’ 
‘Well don’t let me detain you, I just dropped 
in to learn if there is anything new.’’ ‘‘No 
there isn’t Bowser, except Judge Blont just 
bought a ear.’’ ‘‘Do you happen to know his 
address?’’ ‘“Yes, 327 Jackson, well I must be 
going, good bye Bowser.”’ ‘‘Good bye Mr. 
Beam and I’m much obliged to you.”’ 

Three days later the Bowser man was mak- 
ing his third call upon the Judge. In the 
previous calls the Judge didn’t seem to be at 
all interested in a, modern storage system, and 
wasn’t inclined to purchase. He showed no 
susceptibility to all the general arguments in 
its favor, so after the first two calls the Bowser 
man made a quiet inquiry concerning the 
Judge’s disposition, and learned he was from 
Kentucky, a lover of horses and many other 
little characteristics he had. On this eall he 
determined to get the order or.go back to milk 

diet. 


He called at the 
Judge’s home in the 
late afternoon, and 
upon his approach 
the Judge - said, 
‘*Well, I don’t think 
it’s necessary to 
bother any further, I 
don’t think I[’ll put 

ne te > any system in.’’‘ All 
You ope feed your horse right Judge, but. its 
my duty as a faithful and loyal salesman to 
the firm to tell you about the Bowser system, 
and also to give you the advice and assistance 
I would any brother whom I found flirting 
with danger, the same as I would a friend who 
did not hear or see an approaching train.”’ 

““That’s very kind of you and I appreciate 
it. You have explained the matter very clearly 
and perhaps some day I’ll put in a Bowser.’’ 
The salesman had made him feel under obliga- 
tions, and by this time he had him out in the 
garage looking the place over. The salesman 
turned around and said, ‘‘Judge, you like 
horses don’t you?’’ The Judge said yes he did. 
‘“Well Judge, you used to have some fine 
horses, didn’t you?’’ ‘‘Oh yes, indeed, as well 
bred as money could buy.’’ ‘‘Of course, Judge, 


A Few short Sales Arguments that Our Men 
Have Used with Success 


you fed your horses well and gave them clean 
oats.’’ “‘Certainly I did, and I was always 
particular about their feed.’? ‘‘You had the 
best horses Judge, and when you bought a ear 
you got a mighty fine one didn’t you?”’ ‘“Yes, 
I got a very good ear.”’ ‘‘But Judge, you didn’t 
feed your horses sawdust, or only half feed 
them, did you?’”’ ‘‘Surely not.’”? ‘“You know 
Judge, you can’t get efficient service from a 
horse only half fed. Neither can you get the 
maximum amount of speed, power and endur- 
ance from your engine when using weak, dirty 
and stale gasolene . The Bowser separator as- 
sures you of a smoother and easier running 
engine and enables you to get more miles and 
speed from your ecar.”’ 
He got the order to the tune of 
about $300.00. 
© ®® © 
Selling outfits complete with all 
accessories is fast becoming a rule 
among some of the boys. 
One of our boys says he always 
quotes the outfit complete. . 
After carefully explaining the 
advantages of the many attach- 
ments and accessories the Pros- 
pect said, ‘‘Yes that outfit is fine, 
but I hardly want to pay that 
g. much. Can’t you give me that 
You don’t buy Same pump in a plainer patern 
veut or ets ~ with not so many attachments?”’ 
“Oh yes,’’ said the Bowser man, 


the knees 
““T can sell you the outfit stripped, but that 
wouldn’t be giving you what you need. It 
would be lke selling you a coat without any 
pockets in it or a pair of trousers cut off at the 
knees, or a pair of shoes without any laces or 
buttons on them. They would cover only a 
part of your needs, and while the price might 
be less, the small additional cost to get the 
article complete would be well worth it for the 
additional convenience and satisfaction you 
secure.’’ And he sells them complete. 


© ® © 


One of our successful salesmen who used to 
travel in the ‘‘show me’’ state had the follow- 
ing experience with a mechanical man and a 
promoter who had formed a partnership to go 
into the Public Garage business. 

The salesman had taken them to a No. 41 
installed as they wanted to be ‘‘shown’’ the 
real thing. They were both soon convinced of 
the superiority of a Bowser over all other de- 
vices, but they were trying to beat down the 
price. The mechanic finally said, ‘‘Well, we 
want a Bowser, but surely you ean sell it to us 
for less. Now that casting cost so-much that 
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HELPFUL HOWS. 
(Continued ) 

brass cost so-much, those valves cost so-much, 
ete.’’ and he went on mentioning all he could 
think of, then he said, why are tliey so high? 

The salesman re- 
plied, ‘‘My dear sir, 
you are not buying 
so much iron and so 
much brass, you are 
buying a complete 
system for the stor- 
age and control of 
your gasolene. Scrap 
iron is worth but 
$50.00 a ton, main 
spring steel is worth _ ie 
$20.00 "a “ton, | GAShEOL, Aaa Rn tuts 
square inch of spring steel costs about 25c. 
One inch of steel will make about 1,600 springs. 
You pay 25c for one main spring for your 
watch. Is it worth it? Of course it is. 

Now you are in the auto business. The price 
of your ear is $2,500. You can buy a gasolene 
engine for $325.00, an auto body for $600, a set 
of tires for $250.00, a pair of axles for $200.00 
and the accessories for about $200.00. Now 
where is your price of $2,500.00. Of course 
such argument means nothing and has no bear- 
ing on values of a complete product. The 
price of the Bowser is placed as low as possible 
consistent with the best material, workman- 
ship and design.”’ 

He ‘got the order for a 10-bbL, 
No. 41 complete. 


12-Guage, 


© © © 

While Manager Hastings of the St. Louis 
District was at the Office we exchanged sales 
talks and he gave us a splendid argument, 
which he says the Missouri Boys are using with 
good effect in selling Cut 241 Outfits. 

When urging the Cut 241; the merchant will 
often state he does not desire to invest that 
much money in a tank. The ‘‘Show-me’’ Boys 
tell him something along the following lines: 

‘Mr. Grocer, the installation of a BOWSER 
Red Sentry in front of your store is an invita- 
tion to every motorist that passes your place 
to stop and get gasolene. This means that you 
invite a visit from people in your neighbor- 
hood, who represent the most profitable patron- 
age you could enjoy. You are educating him to 
come to your store for gasolene, which means 
that he will come for other commodities be- 
cause he ean get what groceries he needs for 
the day at the same stop and thereby save time. 
The fact that you have a Red Sentry indicates 
to him that you are an up-to-date and pro- 
gressive merchant and he naturally assumes 
that you carry a good grade of merchandise. 
This standing invitation in front of your store 
every day in the year is worth the additional 


cost of this outfit over a less expensive equip- 
ment.”’ 

To the garage man he says something about 
as follows: 

‘Mr. Garage Man, this Red Sentry installed 
in front of your garage is an inducement for 
every car that comes past your place t ostop 
for gasolene. When the car stops get out and 
turn the crank yourself; talk to the autoist, 
get acquainted with him. He may be a pros- 
pect to exchange his car for a new model. He 
may have a friend who is about to purchase a 
ear. One sale a year secured from this source 
would pay for the BOWSER. It gives you an 
opportunity to talk not only with men who 
drive the cars you sell, but also brings you in 
contact with customers of your competitors, 
thereby giving you an advantage of securing 


new trade.’’ 
© © © 


Mr. Guy Wolford of the Fort Wayne Sales 
Department told us of a very good argument 
that he used effectively in selling Red Sentrys 
and who has been making a record in the past 
few weeks with this outfit. When selling 
either a garage or store he talks with the cus- 
tomer along this line: 

‘‘Mr. Prospect, you feel that the price of a 
Red Sentry is more than you care to put into 
a storage equipment. You, I am sure will see 
it differently when you understand what this 
Outfit will do for you. An equipment in the , 
store, which perhaps would cost you a little 
less money, would be where a person could 
only see it by coming into the store. A Red 
Sentry on the curb is a constant advertise- 
ment, which becomes a landmark of your 
place of business to passers-by. Even if you 
did not have the price of the Red Sentry, 
which perhaps with the capacity you desire 
would be about $200.00, you could afford to 
go to the bank and borrow the money. Of 
course, I know this would not be necessary in 
your ease, but just as an illustration, if you 
went to the bank and borrowed the money at 
6 per cent. interest and purchased this outfit, 
although you never put a drop of gasolene in 
it, this big Red Sentry would be a constant ad- 
vertisement for you every day in the year, 
Sundays and Holidays and only cost you 
$12.00 a year if you never paid for it continu- 
ing to pay the interest as long as you live, 
$12.00 a year for this splendid advertisement, 
only a dollar a month, twenty-five cents a 
week. It would prove as an advertising me- 
dium alone one of the most profitable invest- 
ments you ever made along this line. It isn’t a 
matter of whether you can afford it, it is more 


a matter whether you ean afford to be without 


it. The sooner it is installed, the sooner you 
begin to secure the profits it will bring to 


yous. 


THE BOWSER BOOMER 


——EE 


335 


C. H. Davies, Editor Bowser Boomer: 

You asked me to write something for the 
“Store Number’’ of the Boomer that would 
be of value to the organization and I would 
like to do so for two reasons: 

1.—I think every member of the Bowser or- 
ganization should respond to such a request 
so that you could enjoy the highest form of 
co-operation in publishing ‘‘our paper,’ and 
I want to set that example. 

2.—If I can gay anything that will be of 
moral or physical help to any Bowser salesman 
or manager, I consider it a personal duty that 
I am anxious to perform. 

In considering what I may say, I know of no 
better way than to take up one of my own 
weaknesses which has been at least temporar- 
ily overcome. I find that most human beings 
are built along much the same lines, so the 
quickest way to find a weak spot is to examine 
myself. When I make the examination thor- 
oughly and arrive at the decision honestly, I 
_ never fail to find the weak spot and think I 
am safe in saying that I usually hit the other 
fellow’s weak spot at the same time. 

Many salesmen come to the conclusion that 
a certain territory will not produce a satis- 
factory Bowser business because it is ‘“poor’’ 
territory. A salesman will try hard; he will 
study conditions on the field, will collect data, 
interview salesmen in other lines who verify 
his impression, make note of the stores that 
have gone out of business and finally arrive 
at headquarters with such a formidable ar- 
ray of evidence that the Manager just has 
to have a knock-down and drag-out fight or 
he will give in to the salesman’s conclusions. 
The salesman, in the collecting of his evidence, 
has not been really selling Bowser goods—he 
has been collecting collateral evidence to bear 
out an earlier conclusion, and every day that 
he goes without an order and records a couple 
of closed stores, fetches him up at night in 
this state of mind, ‘‘Well, see? That’s what 
‘I told you.’’ He is secretly glad that he 
has proved his point and he is a thousand 
miles away from the state of mind in which a 
man should be to sell goods. 

This, every manager will tell you, is not un- 
usual; we get this story over and over again. 
Now a step farther; the manager transfers 
this man to another territory and tries another 
in the ‘‘poor’’ territory with the same report; 
he tries again and about the fourth man he 
tries is a new man who says the territory is 
“absolutely the worst on the face of the 
globe.’? This new man takes another territory 
and turns in from fifteen to thirty orders a 
month, and the ‘‘poor’’ territory is getting 
poorer and poorer all the time because the 
trade sees so many new men coming and going. 


Now, by this time, what is the temperature 
of the ozone surrounding the pedal extremi- 
ties of the manager who is supposed to act as 
backstop for all these arguments and what 
about the rigidity of his knee caps? Judging 
from home surroundings the knee caps, about 
this time, are beginning to interfere with each 
other in the onward progress of the mana- 
gerial business. 

Let me hope that no other District Manager 
has ever been threatened with such symptoms, 
and if he has, let him not be so foolish as to 
admit it. 

This is the point at which the supremacy of 
Bowser is at stake. What will happen if the 
manager gives up and accepts the salesman’s 
conclusion as correct? 

Ill tell you what will happen—the manager 
will drive the first nail in his own coffin so far 
as managing any sales business is concerned. 

One of the main secrets that a manager must 
and the salesman should learn and never lose 
sight of is that there is Bowser Business in 
every inhabited district under our flag. 

Recently I was confronted with a most hope- 
less looking situation similar to but worse than 
the illustration used; it was so bad that we 
did not have the nerve left to send another 
new man into the territory. This particular 
territory had as its center a city of seventy- 
five thousand. 

We decided that something strenuous must 
be done to arouse that community, so we 
drafted one of our best men for the job, sent 
him there armed with letters of introduction 
to the fire chief, mayor, state fire warden dep- 
uty, officers of grocers’ associations; we thor- 
ourghly circularized the territory and made 
up calling lists of the city as well as outside 
counties. Our man went on ahead to prepare 
the way and when he said the word, we sent 
him three good, experienced Bowser salesmen, 
and in fifteen working days; we took between 
four and five thousand dollars in orders out 
of that territory and placed in charge a com- 
petent, experienced man who now has one of 
the best territories in our district. 


Now my knees are stiff and sound and I 
know that every inhabited district will pro- 
duce Bowser business if properly handled. — 

I am trying to impress this upon the sales- 
men also, for their own good. 


It doesn’t do any good to fight a salesman 
on these matters, but if he can have the bene- 
fit of such. experiences and can see the actual 
results in such cases, he may be able to grasp 
the same important thought and banish all 
ideas of the arrangement of logical argument 
as to the hopelessness of his territory. 


HE. J. LITTLE. 
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A Letter from the General Manager 


To the Managers and Salesmen, 


Gentlemen :—For some weeks it has been a question in our mind, in view of the number of 
new salesmen in the organization and the fact that they are not in close touch with the chief 
executives of the business, whether it would be wise to write a general letter on the Bowser 
equipment. The reason for the question being whether we could make ourselves understood 
in a manner that what we said would be appreciated. 


We have decided to do the best we can to get before our salesmen some important 
points concerning the Bowser equipment, the Bowser policy and the reasons why dealers in, 
and users of oils and other liquids, handled by Bowser outfits, should place an order with us. 


It is now twenty-seven years since the Bowser oil tank first made its appearance on the 
market. From the beginning its merit was recognized and it met with ready sale when placed 
before the public by capable salesmen, although the first equipments were crude, compared 
with the Bowser outfit of today, and did not posess the merit of the present product. 


Many of these first outfits are still in use, giving splendid satisfaction, which speaks for 
their merit. Frem the first day, however, that Mr. Bowser left his improvised factory to try 
to demonstrate the merits of his new invention, it was a case of ‘‘show me”’ upon the part of 
the public and should-be buyers. It was at that day, harder to secure orders than now, requir- 
ing salesmen of high ability to get the business and that nothwithstanding hundreds of mer- 
chants, after they had placed their orders for the outfits, voluntarily wrote Mr. Bowser say- 
ing it was the finest thing they had ever seen, saving them a great deal of money, time and 
annoyance, that other merchants ought to have an outfit and the equipment sell itself. As we 
have said, however, it was a case of ‘‘show me’’ as it is today, every fellow was from Mis- 
souri that Mr, Bowser and his men ealled on; they are still from Missouri and the result is it 
takes salesmen to get the business. 


The thing that is in favor of the Bowser salesman today is the fact that the product is now 
favorably known as being all that is claimed for it and the further fact that the outfits today 
are so very much superior and more complete than the outfits that were first placed on the 
market, together with the very much larger field for the equipment. 


This, then, should be of great encouragement to the comparatively new salesmen, and 
the fact that the salesmen in those early days did sueced, and this business has been built up 
to where it is, is proof positive of the opportunities for success to the salesman of today, pro- 
vided he IS a salesman and has the proper amount of energy and works like any other work- 
man should work. 


Some times new salesmen do not understand the real merit of the Bowser equipment, what 
it has done for the world and the opportunities there are for them to make a fine success with 
the line. In the early days of the business, the salesman who was in the field had to meet the 
fact that the equipment was new and unknown, that the merchant could’ buy a tank that 
would hold his oil for $3.00 or $4.00, which was very much less than the Bowser outfit could 
be bought for, and consequently the merchant did not see why the tank he could buy for 
$3.00 or $4.00 was not just as good as the Bowser tank, or, perhaps, if not quite as good, the 
difference did not amount to very much and the Bowser ought to be sold for $1.00 or $2.00 
more. It did not amount to very much anyhow, simply consisted of a galvanized iron tank and 
a ae eae out of brass tubing and a little pipe. The old tin tank for $4,00 would do just as 
well, ete., ete. 


The merchant failed to appreciate what the Bowser tank would do for him and that it 
would outlast a number of $4.00 tanks, besides, because of its handling his oils economically, 
cleanly and safely, it meant many dollars saved to him over the price of the Bowser tank. He 
failed to appreciate the fact that, while it was true the old outfit was a 26 or 24 gauge, 
round, galvanized tank with a pump made of brass tubing and pipe, the galvanized iron, pipe, 
tubing and labor only represented a small part of the expense of the outfit. 


\ 
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eile forgot that before there could be any tanks or pumps built, a place must be pro- 
vided which meant an investment and that investment had a depreciation every year. 
He forgot that the money put in that investment was worth 6 per cent. interest at the 
bank, that it took coal to feed the boilers, electricity to furnish light, that there were taxes to 
be paid and insurance as well, that it meant some one to look after the collection of his account, 
to straighten out any complaints that he might have to make because of breakages enroute or 
for other reasons. He forgot that the man who was endeavoring to sell him the goods had to 
pay from $2.00 to $3.00 per day hotel expense, that he had to pay 3 cents, and some times 
considerable more, a mile for carfare and that he had to have a living out of the business be- 
sides. He also forgot the fact that Mr. Bowser had to have something out of the business for 
his trouble and supervision. He forgot this, and not only so, while the firm did not forget it 
altogether, they did not appreciate it as would have been to their interest to have appreci- 
ated, what these things mean in the business. If they had, the firm of 8S. F. Bowser & 
Company would be worth considerable more money than it is today. 


While the Bowser salesman today does not meet just the same conditions as the first Bow- 
ser salesmen, he finds similar conditions. The merchant, the garage man, either public or 
private, the factory buyer or the railroad president, when approached, bring up the same old 
arguments—and it is his business to buy as cheaply as he ean. 


The new salesman, in going on the road, should appreciate these facts and be ready to and 
know how to meet the conditions as he comes up against them. 


The Bowser outfits to-day and every day have been built with a view of making them as 
good as the Bowser people know how to make them and the matter of expense has not been 
considered if an outfit could be made better, although many times cheaper outfits might have 
been placed on the market at as good prices as were the outfits that were sold. 


In meeting the trade the new salesman should understand ‘the Bowser equipment is the 
best possible that we know how to make and we believe that twenty-seven years in the business 
nearly puts us where we know how to make the equipment we are placing on the market. He 
should also appreciate the fact that we could put on the market an equipment. that could be 
sold for considerable less money, making us just as much money; that the equipment would 
last a reasonable length of time and be satisfactory, but it would not be the Bowser equip- 
ment up-to-date; the equipment that will stand the test of time, the test of fire, he test of 
earthquakes, the test of insurance experts, the test of cyclones and the test of the business 
man who knows that the best is the cheapest in the end and the thing to buy. He should also 
know to build such an equipment costs money, not only for material and labor, but for invest- 
ment, for executive expense in handling the business, for the handling of accounts, the pay- 
ing of interest, the paying of taxes, the inspeciton of insurance laboratories, the inspection of 
city officials and the very big expense of the placing of the equipment on the market, which 
includes the expense of advertising, of salesmen, and the expense of having a selling organiza- 
tion, which is necessary in the handling of a specialty business. 


The Bowser salesman should always remember what it is that makes the price of his 
equipment—that it is built upon honor, sold upon merit and were the price two or three times 
what it is, it would be a good investment to the purchaser, that it means safety to the pur- 
chaser, that it means convenience to the purchaser and that it means buying a nequipment that 
will last him a life-time. 

New salesmen who will properly appreciate these conditions, who have ginger and ARE 
salesmen, will fiind the Bowser line one of the best paying and satisfactory lines they have ever 
handled and they can have the satisfaction of knowing, when they sell a man an equipment, 
that the sale means a highly satisfied and appreciative customer. 

There is in this business good money for the successful salesman, however there must be 
ability, energy and intelligence, and with those the Bowser salesman ought to average at least 
one order per day, averaging $75.00 to $100.00 per order. We trust all of our salesmen will 
work up to this point and wish each of you such success as will be most pleasing to yourself, 
your district manager and your firm. 


Yours, with best wishes, 


A. Z. POLHAMUS. 
General Manager. 
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Read This Letter ofmm 
Western Case Told in 


A. H. ALLEN ESTABLISHED 1902 H. S. ALI 


ALLEN BROTHERS 


BUSY DRUG STORE 
Dealers in Everything Pertaining to the 


Manufacturers of Drug and Stationery Business 


Pend d’Orelle Remedies 


Exclusive Agents for 
Edison Phonographs 


SANDPOINT, IDAHO, November 10, 1913. 


8. F. BOWSER & COMPANY, 
Fort Wayne, Indiana, U. S. A. 


Gentlemen :— 


We have at hand your letter asking us for an outline of our experience with ye 
‘““Gasolme Pumping Outfit’’ so here goes— 

There is no question about your ‘‘Outfits’’ to any one who has had the opportunit 
of observing the effect, and this effect is the means of saving a whole lot of Dollar 
and a darn sight of trouble to the Proprietor. We used to sell Gasoline for years 1 
the same old way, and you of course are aware of that way, buying the Gasoline i 
5 gallon cans, being too busy to unscrew the lid if it happens to stick, then the nex 
plan take an ax or any old thing handy and put some kind of a hole in the can, fi 
your can perhaps without the use of a measure or funnel, spill a little, not much ¢ 
course, then guess at what you have in the can, forget sometimes to properly cork th 
9 gallon can, then the first thing you are out of gasoline just when you need some mor 
the reason of course, is that one of the clerks has forgotten to put gasoline on th 
want list. Then again a party calls for 5 gallons of gasoline and you are unable t 
furnish over about 2 or 3 gallons, not quite what the party wanted so they pass yo 
up an buy at Jone’s place. 

One day a great big raw-boned salesman, who talked like he had just run dow 
from the Mainewoods, dropped in our place and wanted to show us a little model 0 
the ‘‘Bowser Pump.’’ We tried to side-track him but his argument was so conclusiy 
and the model delivered the goods so accurately that we just up and gave him a 
order so he could get out on No. 3, leaving at 6:15, if on. time. Well, say, one da 
that outfit arrived, and something told us that we were throwing away a lot of mone 


There Is No More 
Good Article Than’ 
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Mmmendation. It is a 
} Frank Western Style 


in buying so much machinery just to sell gasoline. First we had to dig a grave and 
bury this big galvanized tank, holding about 125 gallons. It was quite a job but we 
finished it, and then loaded it with a barrel or rather a drum of gasoline. Now, in- 
stead of being out of gasoline any minute we know for a certainty that we would have 
to sell some gasoline before we were out. Then there was a long measuring stick which 
we could insert down the tube at any time and get the invoice of the tank, and again 
in emptying a drum of gasoline all we had to do was have the tank or drum rolled 
over near the ‘‘outfit,’’ then with their pump we could start the gasoline running, and 
go in the store if we pleased and let her empty. No pouring or getting the tank up 
on a box to empty; no work at all. Our competitors did not have this arrangement 
for selling gasoline, consequently they did not like to handle the product—too much 
monkey business and no profit. So we began to get a little more business. People 
were learning where to go to always find gasoline, and all they wanted, without wait- 
mg for some one to ask ‘‘Jake’’ whether there was any left in that can that they got the 
pr day. All this haphazzard manner of handling gasoline was done away with. 
Then instead of buying gasoline even in drums and tanks with the work of emptying, 


and empty the gasoline themselves, and by paying cash at the time we bought it for 
one cent a gallon cheaper. Quite a saving in time, work and cash, so after all the 
gasoline business became a profitable, pleasant side line. But this story has not all 
been told. That same old ‘‘Yankee’’ salesman called again, and of course, had some- 
thing new to offer. He wanted us to make a little more investment. ‘‘What?’’ we 
said, ‘‘on that gasoline outfit?’’ Well to make a long story short, he just sold us a 
measuring device and 50 feet of hose, so that we could sell to the automobile trade. 
We built a platform on the street, had our hose connected with the gasoline pump, 
and all the auto boys had to do was to drive on and say the word and we filled them 
up before they had time to think about it. They spread the news and now a whole lot 
of them know where to get gasolene in Sand Point. When we want a gallon or a 
quart of gasoline all we need to do is set the gauge and we get the quart or gallon ex- 
actly, without question or leakage. 

__ To sum up the whole matter we are for ‘‘Bowser’s Outfit’’ strong, and if that 
salesman calls again, no doubt he will have something worth our while. 

__ If merchants want to get in right on handling oils or gasoline, then the answer is 
“Bowser’s Outfits.”’ 


nt Argument For A 
ne Truth About It 


Very truly, 


ALLEN BROS. 
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; OU must certainly be appreciative if you realize the wide advertis- 
ing scope of Bowser & Company and the effort put forth to assist 
the salesman. 


OKOKOKO KOKO? 


@ Bowser advertising has always been in keeping with the high quality 

2 of the product and as the business has grown and expanded so has our 

© advertising, until to-day you find us not only in the trade papers but also 

S the general magazines, such as The Saturday Evening Post. 

2 Besides a staff of copy writers, the department also has a force of 5 
5 capable artists experienced in air brush and wash drawing work as well as 

2 water colors. It is here that illustrations of the outfits are made and the 

x cover designs and art work of the booklets are done. 

@ 

@ 

‘ : 
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e Bowser Automatic OUTDOOR 
a OL ¢ GASOLENE Salesmen for Gasolene or 


FOR 
| |SALE Kerosene Beckon Trade to You 


as Every passer-by sees the sign and the pump—a black pump 
for kerosene and a bright red one for gasolene—and you soon 
own their business. 

Oil Pull Engines are selling by the thousands, and each 
one in your vicinity is your legitimate customer for large quanti- 
ties of oil. 

Lamps aren’t all out of business eéither. 

Automobiles, gasolene engines, gasolene lighting systems 
consume millions of gallons of gasolene and distillate. 

This business should be yours, and it will comé to you with 
a Bowser system. 

The cost is small. 
The profits are large. 
The business is steady 
and sure the year round. 
Write us and we’ll show you how to make money. 


5. F. BOWSER & CO., Inc., Home Plant and General Offices, Box 2077, FT. WAYNE, IND., U. S. A. 


Engineers and Manufacturers of Oil Handling Devices 


Gi 


Salesoffices in all centers and representatives everywhere ry 


Original Paténtees and Manufacturers of Standard Self-Measuring, Hand and Power Driven Pumps, Large and Small Tanks, Gasolene and Oil Storage and Distributing Systems, 
Self-Registering Pipe Line Measures, Oil Filtering and Circulating Systems, Dry Cleaner’s Systems, Etc. 
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N ADDITION to Trade Paper advertisment a 

great many circulars are mailed to all classes of 

prospects. For this purpose a well organized 
Circularizing Department is maintained, where classi- 
fied records are kept of every Auto Owner, Grocer, 
Paint Store and Factory in the entire United States 
and Canada. 


This means that every prospect gets at least one 
circular a year which introduces and explains to him 
the merits of Bowser Equipment. 
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Ford Builds 300,000 


Gasolene Cars a Year 


A million cars of all makes: now in use 


They buy a hundred million gallons of 
gasolene a year 


Don’t you want some of this business ? 


SS mg You have the first chance at it—are you going to wait 
WOE Ses TT till opportunity kicks your door open, or will 


YASS Welle ANH) you get the gasolene trade through 
MOOS ae ‘ WN 1? 
= <i the Bowser door? 


Motorists look for the Red Bowser pump. The mer- 
chant with a Bowser gets their trade. 

A Bowser gives you all the profit there is in gasolene. 
The ‘‘old way’’ wastes the. profit. 

Write us and we'll show you how to make money. 


§. F. BOWSER & CO., Inc., Home Plant and General Offices, Box 2077, FT. WAYNE, IND., U. S. A. 


Engineers and Manufacturers of Oil Handling Devices 


Salesoffices in all centers and representatives everywhere 
igi f Standard Self-Measuring, Hand and Power Driven Pumps, Large and Small Tanks, Gasolene and Oil Storage and Distributing Systems, 
Bee ee tan Macnee O8 Fitering "aiid Circulating Systems, Dry Cleaner’s Systems, Etc. 
ESTABLISHED 1885 
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DVERTISING paves the way for the salesman and simplifies his 
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SZ work by acquainting the customer in advance with the nature of © 
2 the product. It establishes a prestige for the firm, it creates a de- @ 
6 sire and demand for the goods, it gives it popularity which the merit of ® 
6 the goods turns into public confidence. @ 
2 When a product is backed by extensive and sustained advertising it 6 
“k means the product is well established in public favor and that a respon- @ 
6 sible firm backs, with its money, the merit which it claims for the product. ® 
® It means that the manufacturer has chosen for his gales system a method $ 
©) which depends upon the quality in his article which he dares to point & 
x out to you and for which he stands directly and personally responsible. 6 
6 We manufacture our entire outfit, and know of what every detail of 2 
® our equipment consists. We manufacture an article of quality which we b 
% stand ready and willing to back to the limit. 6 
© x 
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How many gallons of Kerosene or 
Say do you BUY when you refill your 
tank ! 


How many gallons do you actually SELL 
and get paid for ? 

The difference is your loss. 

Bowser stops this loss. It’s like your cash register or 
computing scale—your sleepless watch dog. 

It abolishes odors, waste, funnels, measures, and puts your 
kerosene and gasolene business on a business basis. 

Tank can be either on the floor or under it. Buried in the 


ground, or outside your store, your fire risk is eliminated. If on 
the floor, fire risk reduced to the minimum. 


CU] 
Ie! | i Bowser pump measures gallons, half gallons and quarts or 
I _- pints at each stroke. Set the indicator. It does the rest. 
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Ih 
And it costs so little. 
"il||\| What ou << You soon pay for it 
Don't Sell ue with increased profits. 


Write now for further particulars. 


S. F. BOWSER & CO., Inc., Home Plant and General Offices, Box 2077, FT. WAYNE, IND., U. S. A. 


Engineers and Manufacturers of Oil Handling Devices 


Salesoffices in all centers and representatives everywhere 


Original Patentees and Manufacturers of Standard Self-Measuring, Hand and Power Driven Pumps, Large and Small Tanks, Gasolene and Oil Storage and Distributing Systems, 
Self-Registering Pipe Line Measures, Oil Filtering and Circulating Systems, Dry Cleanier’s Systems, Etc. 
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Salesmen Representing a House which 
Advertises Extensively have 
a Distinct Advantage 


Bowser & Company’s advertising policy has always 
been broad and liberal. The splendidly equipped depart- 
ment it maintaines wages powerful campaigns. 


Now just one thing more: Don’t expect an adver- 
tisement to do its own work and yours too. When it has 
pulled the inquiry it’s up to you to pull the order. We 
depend upon you to reap the harvest of our stupendous 
advertising. 
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When I Was a Boy | Worked ; in 
a Grocery and I Hated Kerosene 


So did every other clerk and so did the boss. 


And the customers didn’t enjoy the odor and taste of kero- 
sene on their crackets, cheese and bread to any marked extent. 


Those days are past. Bowser abolished the nuisance of 
kerosene selling and made it profitable and pleasant. 


Supply safe, out of sight below, or above the floor in a 
smell- proof, leak-proof, ‘‘fool”-proof Bowser tank. 


Accurate, automatic measuring insured by the Bowser self- 
recording pump. 


Profits sure. Oil clean. No odors. No spilling. No over~ 
measuring. Every old nuisance abolished. 


And it costs so little. 


You soon pay for it 
with. increased profits.. 


Write now for further particulars. 


5. F. BOWSER & CO., Inc., Home Plant and General Offices, Box 2077, FT. WAYNE, IND., U. S. A. 


Engineers and Manufacturers of Oil Handling Devices 
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Salesoffices in all centers and representatives everywhere 


Original Patentees and Manufacturers of Standard Self-Measuring, Hand and Power Driven Pumps, Large and Small Tanks, Gasolene and Oil Storage and Distributing Systems, 
Self-Registering Pipe Line Measures, Oil Filtering and Circulating Systems, Dry Cleaner’s Systems, Etc. 
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WE WANT YOU TO JOIN THE PACEMAK- 
ERS’ CLUB. 


To be in the Club means that you are a success in 
your business—a Pacemaker. 

It’s a mighty vital thing, this sales problem. 
Though your goods be good and your fame world-wide, 
still remains the need of your hooking up to the buyer; 
reaching, interesting, convincing the men who say “En- 
teremy, order for. 5s eee .’ 'That’s your 
problem—and to reach them in sufficient numbers, at 
minimum sales cost. 

The existence of the Pacemakers’ Club and Effi- 
ciency Contest is evidence of the Company’s desire to 
help you help yourself in efforts to get the most out of 
your own opportunities and work. 

Remember, that whatever you do in the way of 
honest, concentrated work, you do first of all for yourself. 

Only one thing in the world can improve you and better your condition, and 
that one thing is your own effort. Merely working “fairly well” is not enough. 

If you want to run a mile fast, you do not merely jog. You try every day to 
run the mile faster and faster than you did the day before. 

Train your brain, nerves and muscles to regular, conscientious, steady effort. 
Make up your mind that for your own sake you will make your best effort. You 
will soon find yourself more successful and will end the year A PACEMAKER. 
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Bowser Outfits Do Increase Trade 


AUTO COMPANY HAS INSTALLED NEW 
PUMP. 


The Huselton Automobile company has installed 
a new gasolene pump at its auto supply store on 
North Main street that is a great improvement over 
the old one in use. Additional tankage has been 
installed giving a capacity of 900 gallons or 18 bar- 
rels, about double the former capacity of the tank- 
age. 

Some idea of the amount of gasoline used by au- 
tomobiles in the Butler district may be had from 
the sales of this concern for June. For the short 
month the sales totaled 6,000 gallons or an average 
of four barrels a day. Often the supply was ex- 
hausted before the day was over and customers 
were sent elsewhere. 


The above appeared in the Butler Citizen, Butler, 
Pa. August 4, 1913. 


A Bowser Pays For Itself Out of the Additional Profit 
It Makes for the Merchant 
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DONIE BUSH, SHORT STOP. 


(An Editorial on the above Ball Player appeared 
in the Detroit News recently which caught the at- 
tention of our general manager. He kindly passed 
it on to us to read. It so impressed us that we are 
reproducing parts of it. No doubt all of our read- 
ers are familiar with baseball and know that the 
position of short stop requires a live player as he 
must cover considerable territory.) 


Every fan has his own story to tell about 
Bush. One will tell you of that day when a 
player batted one beyond the line between sec- 
ond and first. First was filled, and at the 
sound of the smash two runners were advanc- 
ing on bases. But Donie Bush was out there— 
Bush, s. s. He grabbed the ball, was around 
at second before the runner from first reached 
it, threw to first before the batsman touched 
it—two men out! 


Another will tell you of the same day when 
the ball shot away over toward left-field fence, 
with Bush after it like a streak. Both Bush 
and the ball were in the air when they met, 
and the little short stop was still in the air 
when he turned to send the ball back where it 
would do the most good. 


And so this one and that will tell you of 
some play that held him breathless, the swift- 
ness and neatness and accuracy of which for- 
ever graved themselves on his memory. ‘‘And 
he’s a little fellow,’’”’ all of them will conclude 
with something more than mere admiration. 


Donie Bush is a player—they like him for 
that. But that isn’t the only thing they like 
him for—he’s a team player. He plays with 
the serious energy with which some men pur- 
sue a science and others run for office. He’s 
the greatest little argufyer with umpires you 
ever saw, but it isn’t quarrelsomeness—it’s 
simon pure earnestness. He is heart and soul 
in the game—THIS game, the game he is play- 
ing NOW. He plays for the whole team, not 
for his individual percentage. There are so- 
called star players who go into the game as 
they would appear on the stage—they are the 
star performers, and they can’t quite forget 
it. They have personal reputations to pre- 
serve, individual records to enhance. Not so 
Donie. He’s of the team, by the team and for 
the team, sink or swim, first; last and all the 
time. For him it’s the GAME, the whole 
game, and nothing but the game. And it takes 
a team—the whole team—to win the game. 
The fans like that. The man who sinks his 
identity in the team, his individual work in the 
score—he’s the man the crowd singles out, 
while the man who believes himself to be the 
whole and exclusive show finds himself saddled 
with the misfortunes of the whole team, and 
sunk amidst them. 


ee ee ee eee 


They like Bush because he plays, and team- 
plays. But there’s another thing they like him 
for—he isn’t afraid of an error. Errors? Oh, 
yes, he makes them. One day he and the ball 
met in the air, and he did his famous flip-flop 
still aerially, delivering the ball a distance of 
about two base-lengths—and it struck the 
ground a little before he wanted it to. But, he 
TRIED! That’s what they like him for. He’ll 
fail doing all that men can do, rather than 
stand still and do nothing for the sake of keep- 
ing an error off his record. It takes stuff to 
do that . And the fans like it. It’s a part of 
Donie’s seriousness, his determination to take 
every chance to win. 


To tell the story briefly, Donie Bush is liked 
by all because he covers his field, HE COVERS 
HIS FIELD. He does his best, even when that 
best eventuates in an error. The errors are 
made TRYING. ‘‘The man who makes no mis- 
takes doesn’t do much’’—he doesn’t TRY. 


That’s the main thing—to cover one’s field, 
and try. Maybe it’s a field to be cultivated. 
Maybe it’s a harsher kind of field—a field to 
be fought. The game is to cover it, and to try. 
Wheat fields or battlefields, industrial fields or 
professional fields, publie fields or domestic 
fields, material fields or spiritual fields, fields 
well broken by the generations of one’s fore- 
bears of fields new and stony to our own un- 
practiced hand—what does it matter? 


The game is to cover the field, and try. 


Roosevelt once said, ‘‘I’m not a good shot, 
but I shoot often.’’ Even if Donie Bush were 
not naturally a good shortstop, he tries so 
hard and so often that he simply can’t help 
landing success. 


Failure is the tiredest thing in the world— 
it soon wearies of buffeting a man who will 
cover his field, and try. 


Failure has no persistence. There’s no base- 
ball hoodoo on earth could stand Donie Bush’s 
pace. He’d run it to death. There’s no hoo- 
doo on earth with sporting blood enough to 
follow a man who will cover his field and try. 
On the tree of reward, reaching toward the 
boughs of which we give the name of Work, 
there are not enough apples of failure to keep 
a BUSY man BUSY picking them. By cov- 
ering the field and trying, he just naturally 
wears out the bad crop and comes at last to 
the fruit of his desires. 

Playing hard, playing with the team, play- 
ing to win, playing whether you win or not— 
knowing there’s not enough ‘‘loses’’ in the 
box to last you always—these are some of the 
hints that may be gathered from the little man 
whom many Detroit fans would rather see 
play than any other—BUSH, s. s. 
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A SALES ARGUMENT FOR A BOWSER IN EVERY PICTURE. 


‘There are a hundred reasons why a merchant should have a Bowser.—There is 


A 


not one good one why he should be without them. 
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Your Assistant Salesman 


Every Bowser salesman has an assistant that 
covers the territory from border to border 
and is on the job day and night— 


BOWSER ADVERTISING 


In the following pages we reproduce a few of 
the ads that are now running in the Store 
Trade Papers. These many well-dressed per- 
suasive salesmen are abroad in all the land 
very industriously proclaiming the virtues of 
the Bowser product. 
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Gee! But Motorists 
Are a Hungry Lot! 


Get them into your store to buy gasolene or cylinder oil-and 
they won’t leave before buying a lot of fruit, candies, cigars, 
bottled sodas, ginger ale, ginger snaps, bologna, cheese, crackers 


aN and other good things. 
mee) Uae THE BOWSER SIGN 
ONE Nin eaten Will bring them in 
Se & Z 500,000 automobiles are built and sold every year. The 
we business is growing at a tremendous rate, and motorists have 
: learned that a Bowser pump means pure, clean gasolene that 


they can depend on. 


The Bowser System will bring you the gasolene trade in 
your community and for many miles around. 


It costs so little. 


7S It earns so much 
— on’, you can’t hesitate. 


Write now for further particulars. 


S. F. BOWSER & CO., Inc., Home Plant and General Offices, Box 2077, FT. WAYNE, IND., U.S. A. 


Engineers and Manufacturers of Oil Handling Devices 


Salesoffices in all centers and representatives everywhere 


Original Patentees and Manufacturers of Standard Self-Measuring, Hand and Power Driven Pumps, Large and Small Tanks, Gasolene and Oil Storage and Distributing Systems, 
Self-Registering Pipe Line Measures, Oil Filtering and Circulating Systems, Dry Cleaner’s Systems, Etc. 
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THE EXCHANGE PROPOSITION. 


To do this work and 
make a success for the 
firm, as well as for the 
salesman, the salesman 
must thoroughly under- 
stand his goods; (even to 
every valve and set screw 
—what they are there for 
and the reason why. The 
next thing for him to 
know is the different 
styles of outfits the firm 
has placed on the market, 
and about how long each 
style has been in use and the various changes 
that have taken place in the making of the 
goods since that particular style has been in 
use by the merchant). When you have a thor- 
ough knowledge of these goods, your battle is 
half won, for our present goods will out-class 
the old-style Bowser. 

In no case condemn the other man’s goods or 
the old-style Bowser 


THE RED SENTRY 


Now to illustrate: 


In ealling on Mr. Kellogg, of Blankville, N. 
Y., I found that he had a three-barrel, First 
Floor, half-gallon, old-style Bowser Tank, 
bought about eight years ago. It was in fair 
shape. Mr. Kellogg has a very large store and 
as everybody was busy, it gave me a chance to 
see what he had before I approached him. At 
last there came a lull, and I told him who I 
was representing. He knew the goods at once. 
Mr. Kellogg told me his present tank was O. 
K.—and that he did not need any more. I 
said, “‘I see that you are busy now, Mr. Kel- 
logg, but Mr. Bowser has requested every sales- 
man to show the new gallon stroke machine 
to everyone who has an old style outfit, so that 
if your old style gives out you may by posted 
in regard to what there is in the market, 
should you be obliged to buy another tank. 


After dinner, I called on Mr. Kellogg, and 
after waiting for some time, he said, ‘‘There 
is no use in taking any of your time.’’ I told 
him that I was not. going to try to sell him 
anything, but that I would like five minutes of 
his undivided attention, so that he might be fa- 
miliar with our new style outfit, for I felt that 
he, as a progressive business man, would want 
to know the new things on the market. I com- 
menced by showing him the Type ‘‘B’’ outfit, 
and Type ‘‘A’’ with lead bottom. These he 
seemed to take as his own idea of a tank. Then 
I showed him the difference in the new style 
gallon outfit, and explained the improvements 
the House had made, going from the bottom 


Replace the old outfits. 


of the pump to the Anti-drip Nozzle. I ex- 
plained the brass unions, the double brass 
valves, the double plunger and the iron plate 
on the tank for bracket, and the idea embodied 
in the pump to enable it to be removed from 
the tank. By this time he was a real tank 
maker, and thoroughly understood the im- 
provements in our goods over the old style. 
When I was through, he asked the price of the 
new goods, for of course the gallon stroke 
caught his attention. However, I did not hear 
him, but instead I argued that whenever he got 
ready to buy he should have a five-barrel in 
place of a three-barrel, and that he should have 
a type ‘‘B”’ or a type ‘‘A’’ with lead bottom. 
This time he asked how he might exchange the 
goods. I told him that Bowser & Co. did not 
care to exchange, as long as his present outfit 
was in good shape, and that my object in show- 
ing him the goods was that when his present 
outfit gave out he would know about our new 
style. When he asked the price again, I told 
him that his old tank was of value to him, while 
it was really no value to us, and any allowance 
we might make would be like throwing good 


money away. I however, again reverted to the 
gallon stroke, the new style tank, ete., and the 
other points which had seemed to appeal to 
him when I was making the demonstration. 
By this time he thoroughly liked the outfit, and 
was ready to talk business. I then said, ‘‘Now, 
Mr. Kellogg, I really did not come in to sell 
you, but just dropped in because you were a 
friend of the Bowser, and to show you our new 
style outfit. As a matter of fact, were I to al- 
low you something for the tank I would be 
making a special concession, whereas, you , 
know your old tank is really of no value to us. 


“As you know, we do not deal in second-hand 


tanks. 
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[E you could handle your oil as 
easily and satisfactorily as you 
do your tea and coffee, wouldn’t 
it assist materially in increasing 
your profits. 


I then placed a price list before him so that 
he might see the prices of the goods. He 
thought the price was high, but comparing his 
old outfit with our latest improved outfit, he 
could see its many features, and thought, him- 
self, that the difference in price was certainly 
justified by the improvements. I then showed 
him that the price of a five-barrel, Type ‘‘B”’ 
tank was $98.00. ‘‘Well, what can you do for 
me in the way of exchange?’’ he said. ‘‘ Well, 
I’ll tell you, Mr. Kellogg, frankly, your old 
tank is not worth a cent to Bowser & Co., and 
I ought not really allow anything. However, 
T will allow you $18.00 for it on the five-barrel 
tank, subject, of course, to acceptance at the 
main office. I will write a letter explaining 
your friendship with the Company,. that you 
have a nice store, and that it would really pay 
us to make a special concession to have one 
of our latest improved tanks in your store. I 
am inclined to think that the House will con- 
firm the proposition and if they do, you cer- 
tainly will have no cause to regret the deal.’’ 


By this time I had thoroughly convinced 
him that I was doing him a special favor, 
which was really a fact. In working an ex- 
change of any kind of goods always see what 
the customer has, and show him the economical 
features of our latest improved tank over his 
present goods. In doing so, put quality in 
front, while price follows as a natural se- 
quence. G. E. BIGELOW. 


Put in a Bowser System and 

Make the oil handling as 

easy as handling shelf goods and 

clerks will wear a smile that won’t 
come off. 


OLD TANK GOOD ENOUGH. 


‘Don’t need a Bowser. I’ve used my old 
tank a long while; it’s good enough.”’ 

‘‘Mr. Jones, in times gone by, when you 
wanted to go to town, you had to hitch up your 
horse and drive there. It was rough traveling 
but you lived through it. To-day you can get 
on a traction car and get there quickly and 
with comfort. Would you still make the trip 
in a buggy? Your present system good 
enough? There was a time when candles for 
lighting were, too, but since other inventions 
they have been discarded. You are not in busi- 
ness simply to continue your old system. It’s 
a matter of making money with you, making 
more this year than you did last. To do this 
it is necessary to take advantage of the latest 
time and labor-saving devices, ete.’’ 


THE BOWSER A MODERN NECESSITY. 


Where would the farmer be to-day without 
the use of modern methods? Is he more pro- 
gressive than many city merchants? A reaper 
or binder costs about $200.00. It is used but a 
few months each year, They need repairs and 
are not guaranteed. The farmer needs them 
and gets them. They pay him. A Bowser is 
to a merchant what modern implements are 
to the farmer and then some. A Bowser is 
guaranteed, needs no repairs and will last a 
business life-time. It is needed every day in 
the year. It is more necessary to the merchant 
than many implements are to the farmer, and 
is a better proposition. 
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A Profit 
Packaged Goods 


Weighing out bulk crackers, coffee, tea, 
sugar and other commodities is not so easy 
as it seems. To fill the sack right up to the tip- 
ping point and then stop, requires a good set 
of scales and some practice. 

We know what we all involuntarily think 
when the grocer keeps missing the mark, fire 
one way, then the other. He’s an old skin- 
flint, and we’d tell him so if we could get 
enough ahead to pay cash for our groceries. 

After tapping his scales again and again in 
a futile effort to ‘‘just limber ’em up a bit,”’ 
one hairsplitting retailer received from his ex- 
asperated woman customer this helpful little 
hint: ‘‘For Goodness’ Sake, Harmson, throw 
on the scoop. That’ll fetch it! Besides, I’m 
in a hurry!’’ 

That’s the way ‘people look at it. So, rather 
than seem close-grained and miserly, the pro- 
prietor and his clerks find it well nigh neces- 
sary to throw on a little more for ‘‘good meas- 
ure.’’ And this is a loss, hard to offset in these 
days of government scale inspection and iron- 
clad market quotations. 

Some quick, wasteless method had to appear 
to offset this trouble. It came—just as does 
the answer to most all,-great needs—in the 
package. 


For the serving of oil and gasolene— 
came the Bowser, an outfit that makes 
the serving of these liquids as easy as 
package goods. It has taken the dirtiest 
and most disagreeable department and 
put it on a clean and profitable paying 
basis. | 

Why do merchants often have, one- 
pound, two-pound and five-pound pack- 
ages of different groceries wrapped up 
ready for a busy Saturday? TO SAVE 
TIME. 

The “Bowser” has your oil and gaso- 
lene in quart, half-gallon and gallon 


“packages” already ALL THE TIME. 


= CLEAN HANDS 
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Time Saving 


The value of time has increased so enor- 
mously that the economical utilization of it has 
become a science—in the devising of systems 
and methods for saving the vagrant minute, 
now marking the narrow margin between profit 
and loss. 

For the individual, time-saving to-day is the 
most important of arts, making towards the 
creation of dollars. 


Every grocer is glad to take advantage of 
these time-savers, is he not? 
The poorest argument he can put up for not 


buying a Bowser is ‘‘hecause he always has 
used the slow old method.’’ 


Time is worth more to-day than it was twen- 
ty-five or thirty years ago. Here is a specific 
instance of the value in time-saving a Bowser 
would have been to this merchant: 

I noticed a man and woman, since they were 
the only persons in that section of the store, 
aside from two clerks who were busy. 

‘Will you please send us a clerk to give 
prices on these dinner-sets?’’ the man said at 
length, addressing one of the clerks. 

The latter looked up, disturbed, from his 
work. ‘“‘I guess there’ll be somebody along in 
a minute. They just went to draw oil,’’ he 
said, and turned again to his work. 

Now, a man with money in his pocket, to 
spend, is a good deal like a skittish horse— 
you-ve got to handle him skillfully, or he’ll 
run away. ; 

This man proved the rule. He and his wife 
waited no longer, but left the store. 

It was almost inconceivabe to me. They had 
come to that store to trade, had been neglected, 
and were now allowed to escape without one 
effort being put forth to hold the sale. 

And yet this store was maintained at enor- 
mous expense to do business. 

In the light of this incident, it is not difficult 
to understand why a sheriff’s notice is fre- 
quently posted on the door of a business house. 
The owners of a business spend hours in con- 
ference over so-called important deals and 
plans. But the small saving in time and labor 
and slopping and spilling in drawing oil— 
this they neglect. And the small savings are 
what mean dollars in business. 
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A very important question that the grocer must consider at this time 
of year when roads are still good, but might any day be in such a con- 
dition that they are hard to travel, is the question of whether he has 
enough oil on hand. To the merchant, who is located in the small town 
off of the railroad, this is a very important and serious question. 


Every BOWSER oil tank is equipped with a float showing the approximate amount 
of oil on hand at any time. You can read this gauge twenty feet from the tank by 
a glance and is an alarm clock on your oil storage, which tells you when the tank should 
be refilled. 


One of the best pieces of advice a Bowser Salesman can give to the grocer and the 
most valuable suggestion a grocer can receive is the suggestion that he have ample stor- 
age for winter trade, bridging over infrequent deliveries caused by bad roads, and 
securing the advantage of buying oil when the market is low and profiting by the 
advancing prices. 


Coal oil is always cheaper in the spring, summer and fall, than it is in the winter 
and the merchant who has adequate storage can put in a good supply of oil when the 
market is the lowest and take advantage of the increase in price during the winter 
months. 


The merchant, who does not desire to put in sufficient storage for five or six months, 
can at least put in a twenty barrel tank so that he can take the entire supply of an 
oil wagon at one delivery and avoid the possibilities of the roads becoming so bad that 
the regular weekly supply wagon could not make the regular trip and the merchant 
thus be without oil. 


The merchant, who has regular customers, who depend upon him for the supply of 
oil, has a responsibility along this line and if he has any intention at all of keeping in 
step with the present business movement of giving service to patrons, he will see that he 
has a BOWSER Outfit of sufficient capacity to avoid disappointment and inconvenience 
to his customers by being without oil at any time. 
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This picture illustrates how “pilfering’ is accomplished as referred to in the following case which occured 
in Grand Rapids—Below is a news clipping from the Grand Rapids News of the affair. 


GET OIL CAN WORKERS 


Detectives Arrest Pair of Young Till Tappers. 


Albert Caldwell and Oscar Hansen Admit 
Raids on Cash Drawers of Grocers. 


“Look for the little red oil can.” That was the 
watchword which detectives remembered in their 
work recently and which led to the arrest of Albert 
Caldwell, sixteen years old, of 379 Second street, 
and Oscar Hansen, seventeen, of 57 Springfield 
avenue. The relation of the oil can to the arrest is 
explained in this manner: Several times after 
storekeepers had missed sums of money from their 
tills they remembered having waited upon two boys 
who bought oil from them, carrying it away in a 
small red can. That practically was the only clew 
the storekeepers could furnish the detective bureau 
in reporting the robberies. 

The boys, in their little raids on the tills of a 
dozen stores, secured a total of about $100. All 
went well with them until Saturday night when 
a detective spotted young Hansen on his way home, 
carrying the incriminating bit of red tin. Sunday 


them to be in the store alone. 
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It is unfair for merchants to tempt the weak by allowing 
When oil is stored in the back 
room or back yard it gives an opportunity for thefts. 
your oil and gasolene in a Bowser which permits you to handle 
it on your store floor, handy and convenient at all times. 
Every Bowser salesman is a public benefactor in inducing the 
installation of Bowser Equipment which reduces moral risks as 
well as fire risks and established the oil department on an 
“honest measure and square deal’’ basis. 
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both boys were arrested and placed in cells at 
police headquarters. 

It was after the boys executed a robbery from 
the store of Frank McDonald, 328 North Ottawa 
street, and the ensuing search for them, that they 
were caught. That day, according to their custo- 
mary plan, the boys ordered some gasoline at the 
McDonald store and while the proprietor went to 


- the rear to secure the fluid the boys took advan- 


tage of his absence and took $20 in change from 
the cash drawer. 

Detectives believe an end has been placed on 
many annoying robberies in the arrests of the boys, 
who are said to have confessed to numerous thefts. 
The stores which they admitted robbing and the 
amounts secured from each are: C. D. Chilver, 277 
Gold street, $6; C. R. Dillman, 32 Grand avenue, $24; 
Mrs. C. M. Williams, Michigan avenue and Dia- 
mond street, $2, and a grocery store at Hall and 
Division streets, $4. In each of the robberies the 
boys worked with the little red can. 

Arraigned in Police court today the boys waived 
examinations and Judge Hess held them to the 
present term of Superior court under bonds of $500 
each. 


It was learned later that these boys got over 
$800 from small merchants in Grand Rapids. 
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The Origin of the Units of Measure 


A recent magazine contained an article on 
the origin of the Units of Measure, which quite 
likely will be interesting to our readers and 
we have taken the most interesting parts from 
it that perhaps apply to a good measure. 


That wine flowed freely in early times is 
shown by the fact that the first standard unit 
of measure was in the measure of wine. 


That wine flowed freely is shown by the 
fact that this measure was not a gill or pint 
or quart, but a gallon. The first accurate def- 
inition of the gallon was made in 1266 in the 
reign of Henry the Third when it. was pro- 
vided that ‘‘Twelve pounds do make a gallon 
of wine.”’ 

A statute of 1689 decreed that the wine gal- 
lon should be 231 ecubie inches. This official 
measure is shown in the accompanying illus- 
tration. This standard was prepared in 1707 
and is now preserved in the Jewel Tower at 
Westminster, London. 

This wine gallon continues to-day as the legal 
standard of liquid measure in most of the 
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Winchester Bushel, a Cylinder 1814 Inches in Diameter 
and 8 Inches High, Containing 2,150.42 Cubic Inches 


states, though Great Britain abandoned it in 
1826. The quart based upon it contains 57.75 
cubic inches. 


Along with the first definition of wine gal- 
lon in 1266, was also provided that ‘‘ Eight gal- 
lons do make a London Bushel.’’ There are 
many arbitrary definitions of the gallon in 
various states, some of these follow: 

Twelve pounds of strained honey in Nebras- 
ka, six and one-half pounds of kerosene in 
Kansas, seven and one-half pounds of kero- 
sene in Ohio, eleven pounds of sorghum mo- 
lasses in Indiana, eight pounds of castor oil 
in Kansas. 

Perhaps these facts will illustrate why the 
store keepers make mistakes in trying to de- 
liver oil in the ordinary tin measure. There 


Preserved in the Jewel Tower at Westminister 


is absolutely no standard for them. One fac- 
tory will make measures for the entire United 
States adopting their own idea as to the ca- 
pacity of the measures or making them in 
accordance with certain states in which they 
sell, resulting in a general inaccuracy of tin 
measures all over the country. 

BOWSER equipments are adjusted to the 
United States Standard of Weights and Meas- 
ures, every pump being absolutely accurate. 

The dry and liquid measures in the United 
States bear little relation to the measures now 
in use in Great Britain. In 1826 England gave 
up both the wine gallon and the Winchester 
Bushel and adopted in their stead the stand- 
ard bushel, which is called the Imperial Bushel, 
which contains 80 pounds of distilled water 
at sixty-two degrees Fahrenheit or 2218.192 
cubic inches, this about three per cent. larger 
than the Winchester Bushel. The Imperial 
Gallon is used for both liquid and dry measure. 


| 
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The Imperial Gallon, the Present Standard of Both Liquid 
and Dry Measure in Great Britain, Contains 10 Pounds. 
of Distilled Water, or 277.274 Cubic Inches 
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The Critical Moment or 
When and How to 
Close an Order 


By EH. M. SAVERCOOL, Western Manager. 


THE MOST IMPORTANT FEATURE IS TO 
CLOSE AN ORDER. 


When and how to close are educational, con- 
sequently one must be a student of human nat- 
ure to know when and how to be able to close 
other than the occasional order which would 
be given by the buyer who was really in the 
market before the salesman called and who had 
premeditated buying. In fact, the salesman 
should have taken a post-graduate course in his 
line and not only be thoroghly conversant with 
the simple mechanical details in connection 
with our outfits to such an extent that he can 
give an intelligent and plausible as well as 


correct answer to any question which may be. 


asked by the possible purchaser. He should 
also give much thought and careful attention 
to everything which directly or indirectly per- 
tains to the business. I believe that the whole 
structure of continued, successful salesmanship 
is built upon one word, confidence. Study it 
well and you will agree with me. No word in 
the English language has been responsible for 
greater success, possibly no other word is more 
abused. 

Obtain the complete confidence of a man and 
you can sell him anything. This has been dem- 
onstrated by men engaged in illegitimate busi- 
ness, such as selling of gold bricks or Lawson- 
izing many intelligent people. To gain or re- 
tain the confidence of the buying public, one 
must know what they are talking about and to 
carry conviction, which is. very necessary at 
the critical moment. The fact must be ap- 
parent that what you are saying to the pur- 
chaser is based on absolute facts and truths. 

The buyer, ‘as a general rule, has no intention 
of purchasing an oil tank and the fact that 
he does give an order is based largely on the 
fact that we are able to convince him that it 
will benefit him or his firm to make the pur- 
chase. The mere request on the part of the 
salesman to Give Me an order will Not get the 
Business. The salesman must be so thoroughly 
educated in his line that a direct request for 
an order is not necessary. In fact, our knowl- 
edge of oil tanks and the whole system of oil 
storage must be such that the merchant or 
buyer, let it be the grocer, architect, or me- 
chanical engineer is quite sure that we know 
our business in every detail, and are compe- 


tent to show him a system of oil storage which 
will be to his positive advantage to adopt; and 
that by buying the particular tanks you are 
presenting, it will be to his advantage from a 
financial standpoint and positively save money. 
There are, of course, the elements of safety and 
cleanliness, time saved, correct measurement, 
perhaps reduced insurance and the many indi- 
vidual features, with which we are all familiar, 
but it all revolves back to the one thing— 
Will This Save Me Money? Very probably the 
buyer will not ask this question, but it is in his 
mind all the time, and if we have in our talk 
and demonstration clearly impressed him with 
this fact, when the critical moment arrives his 


-mind will be made up to buy; in fact, the good 


salesman has carried the purchaser right along 
to this point at every stage of the game. 


To be able to do this the salesman must study 
their business, not only during the day when 
actually engaged in selling goods, but outside 
of working hours—Saturday evenings when 
the ordinary salesman is playing penochle or 
pool—worse still, telling other travelers about 
the hotel all about his business. (Right here, 
let me say, cut that out entirely). 


The first information salemen should obtain 
from purchaser is, What oils do you handle? 
(Be sure and get them all down; he may be a 
grocer and you think handles kerosene only, 
and by asking this you find he retails consider- 
able gasolene or paint oils). Second—How is 
it stored and kept at present? Third—How is 
it received, in barrels, drums, or from the oil 
wagon, and in what quantities? Fourth—How 
issued, whether in small or large quantities; 
that, is, what are the largest and smallest cans 
filled and the proportion of each? Take a 
pencil and paper, put these things down; it 
is strictly necessary for your success that you 
know, in order to talk intelligently and mark 
my word, it impresses the merchant that you 
are thorough and know your busines and you 
at once gain his confidence. Next show this 
man the best method to handle his oils. Do 
not ramble along over the whole line,—do not 
generalize, but get right down to business and 
show him how to save money. If you can- 
not do this your education in the oil tank busi- 
ness is at fault, and the longer you talk the 
farther you get away from the critical moment 
—in fact it will never occur. Do not criticise 
the man’s present methods, but carry the con- 
viction that you are an expert in your line 
and he will not only pay heed to what you say, 
but adopt your ideas, and that means orders. 
It will be folly to tell him you were an expert, 
but you can tell him that you have given very 
careful study to the question of oil storage, 
and that you are sure you can show him a 


would buy. 
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plan which will do away with all the disagree- 
able features in handling oil, besides positive- 
ly save him money. It is my belief that sales- 
men, or a certain class, in all lines, either de- 
pend on luck or the reputation of their goods, 
or the firm to sell their goods. In other pro- 
fessions it is not so.. The medical school turns 
out a young doctor who is theoretically bright, 
or the college turns out a teacher who knows 
his books. They go out and make a start in 
their profession, and if they do not study and 
delve into their profession continually they 
drop by the wayside, and why not the same 
with salesmen. Ours is a business that is 
rapidly changing; times are strenuous to say 
the least, and those who do not give much 
thought to business will drop by the wayside. 
Some men talk much and make no impression. 
Recently one of our boys came back from a 
trip—business had been bad—I asked him 
what was the matter—anyone need tanks? 
Yes, lots of them. Price too high? No. Do 
they say your goods are poor? No. Got any- 
thing against the firm? No, there is no parti- 
cular complaint; I just can’t sell them. I don’t 
know whether I talk too much or not enough. 
I get them apparently right to the point and 
can’t get an order; if you were there they 
I am convinced I am not a gales- 
man—in fact, I am a dead one. Now this man 
has been one of our best salesmen—man of 
sterling qualities, the best of habits, and is a 
salesman for the reason that he has demon- 
strated it, but has lost all confidence in himself, 
and I am afraid had not given the whole ques- 
tions pertaining to it any particular study and 
thought outside of business hours. I believe he 
will be back in his old-time form again in the 
future. 


I was once waiting in a store in Mississippi. 
The buyer was busy. A young man walked in, 
brand new grip, new store clothes, light tan 
gloves, stepped up in front of me, asked the 
buyer, who was weighing some sugar for a 
lady who was in a hurry: ‘‘Do you want to 
buy some cigars?’’ ‘‘No, most certainly not,’’ 
was the reply. The young cigar man stepped 
over to me (having enough common sense left 
to note I was a traveling man) and said, ‘‘ Will 
you tell me are any of the merchants in this 
town involved.’’ I said, ‘‘I guess you are safe 
—shipping any you ean sell.’’ I wonder what 
he is doing now. Under such conditions the 
critical moment is never reached, and with 
proper education and thorough knowledge of 


‘your business and of human nature I some- 


times think that we pass the critical moment 
without knowing by commencing to sell our 
man as soon as we begin talking. One im- 
portant feature in closing an order—keep your 


price back until you have shown the man just 
exactly that which is suited to fulfill his wants. 
Do not kill the partial desire to buy which you 
have created by quoting a price on a lot of 
stuff before you know, or have shown him just 
what he needs, both as to style and capacity. 

A very strong point to be kept in mind is the 
fact that you are determined to close the par- 
ticular order upon which you are working. 
Keep this positive determination in mind all 
the time and the chances for failure are greatly 
lessened; bearing in mind it pays to make the 
effort whether the deal is small or large on 
account of the fact that the greatest volume 
of business in our line is made up of a large 
number of small orders rather than a few very 
large ones. If it pays to initiate a.small pur- 
chase, it will certainly pay to carry the deal 
to a successful termination. Probably a weak 
point with all of us is the fact that we do not 
always determine just when we have reached 
the psychological moment, or the time when 
our customer has fully made up his mind to 
buy, and sales are lost by not grasping the op- 
portunity to close the order at just the right 
time. Only by close study of individual cus- 
tomers can this be determined. In some classes 
of trade, like the grocer, I believe that, taking 
it for granted and having the order book at 
hand and commencing to make out the order 
is the proper thing. This will also apply to a 
considerable extent to the owner of publie or 
private garage, while with large factory, where 
corporations or agents acting for others are 
buying, we must have an acceptance of our 
proposition—even in this case always take it 
for granted that they will accept. I never ask 
the hotel man if he thinks he can cash a check 
or money order, but hand it to him endorsed, 
and ask him if he will please send it to the 
bank and get the money for me. As I have not 
raised any question, but put him in the position 
where he can see I expect the money, it is 
reasonably sure I get the money. 

I have seen a salesman have a man sold and 
not realize and keep on talking and showing 
him other things in the line—in fact, keep right 
on talking when the sale was all made. Study 
this point well—when is the sale made? 


The average grocer rarely says, ‘‘Yes, I will 
take an oil tank’’ in so many words, but he 
does show by action and conversation that he 
will take one of you. Ask for the shipping di- 
rections, make out the order and get out. 

To be able to interpret all that is going on 
in the mind of the customer is impossible, but 
a good judge of human nature, who always 
makes the best salesman, is able, by careful 
attention to discern about what your opponent 
is thinking of. I call him an opponent for the 
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reason, that, as a general rule, at the first of 
the interview he is opposed to buying and, if 
so, he buys only on account of your being able 
to present your proposition in such a manner 
that he believes it to his advantage to do so. 

I have heard it said of some men on the road 
that his goods will sell themselves. How much 
faster they will sell when they have a real 
strong, live salesman to help. Our line, espe- 
cially high grade in every respect, has so many 
good features that can be made strong that I 
could talk a week to a man, telling him why he 
should have one or more Bowser Oil Tanks. 
It may be that. many interviews are necessary 
to close an order, but hold each one, as far as 
you are concerned, to the point.. Always keep 
in mind that you are going to make this par- 
ticular sale. Present to the customer the out- 
fit suited to his needs, tell the truth; believe in 
your goods; know you are right and that your 
prices are right. A question on any point by 
the customer must be answered with decision, 
which will carry conviction and stop argument 
on that point and drive the negative from his 
mind. An intelligent interest in matters per- 
taining to oil tanks will help greatly to close 
an order. The well informed man on general 
business questions which have any bearing di- 
rectly or indirectly on the storage of oils, will 
have a great advantage. 


A Gasolene Tank sale is on; the customer 
questions as to how he can use the tank on ac- 
count of local fire boards, insurance rates and 
as to whether it will pay to buy a tank. He 
has ideas of fixing up gravity system and many 
other things. It will be admitted the chances 
are all in favor of quickly selling this firm a 
gasolene storage system, if the salesman can 
readily answer all these questions with such 
decision as to carry absolute conviction to the 
mind of the purchaser. 


The same applies to a kerosene tank sale or 
any other outfit in our line. Costs too much 
money? Salesmen, believe that your goods are 
the cheapest high grade store fixtures in the 
world and you can answer that question with 
such a brief, convincing argument that he will 
not discuss it further. Sealer of weights and 
measures will not allow its use. Settle that 
quickly by a guarantee and offer of a bonus 
for information where anyone has discontinued 
their use. 


Salesmen be positive in statements, and by 
all means eliminate the negative from your 
own mind. You have presented your goods; 
your customer hesitates; apparently you can- 
not get the order. You are determined to con- 
vinee, even though you have to eall several 
times. Bear this in mind, that man ought to 
buy it; it will be a good purchase for him. 


You have the sale almost made. Remember if 
you lose that order, it will be just like taking 
$50.00, more or less, in cash right out of your 
pocket and your endeavor will be so earnest 
that you will close the order. 


The psychological moment has arrived; you 
are closing or losing the order. Be deliberate 
and convincing. Let every word count; drive 
them home as you would a spike. To my mind 
frivolities, jolly and rambling talk are out of 
order. 


Clear, intelligent, convincing knowledge of 
your business counts now. Do not talk too 
much; better say little and get attention and 
at the moment do not question as to whether 
the customer will buy. Pisitively take it for 
granted that the sale is made. Help with your 
decision. The purchaser’s mind is now recep- 
tive and ready to absorb the argument which 
you tersely placed before him. 


To my mind, to close the order requires 
thorough knowledge of your businss and all 
that pertains to it. Harnestness, facts clearly 
set forth showing the advantage in buying, im- 
pression of truth, confidence of purchaser by 
salesman who feel they are representing the 
best firm in the world and have a line of goods 
unequaled. The salesman should realize that 
it is one of the most honorable professions. - 


Regarding high grade men of good business 
qualifications and absolute integrity, neat ap- 
pearance and whose conduct is above reproach; 
these attributes will help close the order by 
commanding the respect due the salesman from 
the buyer. I have little faith in funny stories ; 
hale fellow well met, or the slap on the back. 


In conclusion I would say, let us study our 
business constantly, map out our programme 
systematically in the evening for the closing 
of the order on the morrow. The oil tank 
business of to-day is one that requires much 
thought by the one who would succeed. Un- 
less we do more of these things, the other fel- 
low who does will close the order. 


I have given you something more in the line 
of a sermon than an expose of how to close an 
order, but would ask you to think it over care- 
fully and if someone can close one extra order 
on account of giving the oil tank business, in 
general, a little more thought, I shall feel well 
repaid for my efforts. 


Bear in mind, while I nor no one else ean 
give you the specific argument to use on ac- 
count of the various conditions existing, this is 
all the more reason why we should study our 
business closely, with the knowledge that we 
will be amply repaid by making many more 
sales and reaping corresponding benefits in a 
financial way.’’ 
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Our President's Thanksgiving Message 


I wish to acknowledge in this, our Thanksgiving issue 
the many blessings we have been permitted to enjoy during 
the past year, for which we are truly thankful. 

First: The health of all of us and our families has 
been fully up to the average. 

Second: Our business this year has generally been 


very satisfactory, as may be supposed when you know that 


it will exceed last year by about One Million Dollars, which 
is a gain of about 33%. Ona small business this would 


President S. F. Bowser 


not be so noticeable, but a gain of this sort, over our banner 
year, is indeed very gratifying. 

Third: We have added to our Canadian plant four times the room that we did 
have and to our Home plant we have added a very large addition and reconstructed 
our Power plant at a great cost, so that now it is second to none in the country in 
point of efficiency. 

Fourth: For fire protection, we have installed a first-class Sprinkler System in 
our Canadian and Home plants at a cost of about F orty Thousand Dollars. 

Fifth: We have made greater headway in improving our goods than any 
previous year. 

These are a few of the larger blessings that have have been ours this year and | 
wish to emphasize the fact that in our building never did things come together quite 
so nicely as they have this year; even the weather has been unusually favorable. If 
it continues this. week we will have our large new addition completely inclosed, after 
which we will be ready for any kind of weather that may come. 

We truly feel that it is very befitting for us to join with our State and Nation in 
giving thanks to Almighty God for the many blessings that He has given to us all. 
May we, by our humility and obedience to His divine commands, the coming year, 
be worthy of His continued favors, for which may we ever be profoundly grateful. 

With kindest regards, to all. I am, 


Most sincerely yours, 
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We are indebted to Manager Barnett for the 
following: 
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TRAPPINGS. 


(By George Matthew Adams.) 


Trappings. include the unnecessary little 
doodads and fancy here-and-theres that add 
weight and worry to Worth While business. 
Most of us carry Trappings, at that. They 
fall heir to us—we scarcely know how or from 
whom. But we know we take to the daily 
knowledge that we have them with us. 

‘Trappings are Valueless—drop them. 

The greatest accumulators of Trappings are 
Idleness and Don’teareness. They overburden 
and load to back breaking brilliant Brains and 
big Bodies. The Producer wants no excess 
Trappings about him—he demands his track 
clear and clean in front of him and insists on 
Light equipment. And he who Cares is not 
going to allow impediments to hold him rfom 
his Purpose. 

Trappings are Valueless drop them. 

Anything that takes from your Efficiency 
is a Trapping of some sort. Even another man 
or woman who insists on taking from you 
Time that belongs to you and in which you are 
engaged in some useful manner becomes a dan- 
gerous Trapping that should be dropped and 
fled from. For Trappings are Trippers. No 
one is entirely safe and free to do his best if 
loaded with a lot of Trappings. 

Trappings are Valueless—drop them. 


sie ois ole 
MR, ROCKEFELLER’S SECRET. 


Mr. Rockefeller, playing golf, missed quite 
an easy shot on the green. His ball didn’t 20 
into the hole. He stopped the game and kept 
it waiting while he made the same shot over 
fifty times, to find out just why he had missed 
it and how he could avoid missing it next time. 
That gives you an idea of the way he gets 
thing's done. 

Arthur Brisbane, the brilliant editor of the 
New York Journal, prints the above and com- 
ments as follows: 

“It wasn’t what Rockefeller did in the golf 
game that made any difference. It was what 
the fifty times trying told about his character.’’ 

Why not apply the Rockefeller story to your 
Bowser Salesmanship” If you are doing it in 
-a careless, ineffective way, missing sometimes 
and hitting sometimes, put your brain on the 
problem and stop missing. To do so may not 
make you a Rockefeller, but it will make you a 
better ‘“‘player of the game’’ than you are. 


PACEMAKERS 


What is a Pacemaker? A Pacemaker is 
a functionary of commercialism. It is usu- 
ally of the male gender. A Pacemaker is 
much averse to “No” for an answer, insists 
on changing such answers at will to yes, 4 
and accomplishes this hazardous feat without 
shame or regrets. This is because he knows 
more about the proper thing under discussion 
than his listener, 

A Pacemaker can always be relied upon 
to do the right thing. For this reason trade 
arranges conditions according to his sugges- 
tion, 

Pacemakers have only one trouble—that 
is, to decide whether to be president or land 
on the bronze tablet. Sometimes they choose 
both. 

The only Pacemaker that is absolutely 
sure he is a Pacemaker is the one that becomes 


a* PACEMAKER PLUS: 
hk kb 


Since our last issue we have been receiv- 
ing communications from readers all over the 
world urging us to extend our closing date 
for the club. 

This we cannot do owing to all arrange- 
ments having been made to close it Saturday, 
November 20th, so those “Nearly-in’s”’ will 
either have to secure the necessary points 
before that date or be placed on the “waiting” 
list for next year. 


hk +k 
WANTED 


An expert and competent Court Bailiff 
for duty during session of Pacemaker Club. 
One who knows how to handle weapons and 
keep order. Must have the moral, financial 
and physical ability to enforce the rulings of 
the Judge and verdicts of the Pacemaker 
jury. W. E. Comstock of New York, Bail- 
iff last year, will be given preference if his 
application comes in first. 


kk oh ok 


To “lose out” in securing membership to 
the Pacemaker Club composed of and to 
which only trained salesman of high ability 
and great power are eligible: is a real calamity, 
Do your utmost to avoid it. 


360 THE BOWSER BOOMER 


Silver Loving Cup which goes to the district office securing the largest per cent of quota during the year 
Toronto won it last year and Atlanta won it the year before. Who will win it this year? 
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Branch Office Standing November 22, 1913 


To hear Mr. Savercool tell about it, his 


conversation would start about like the follow- 


A6th Week ing, according to his recent letter: 


' “After all, things are happening just as 
San Francisco they ought to happen. San Francisco is in 


the lead for the cup; we are going to get at 


pe RSENS gs OER ee least one man on the Bronze Tablet, and we 
will have eighteen or twenty of our boys at 
Albany the convention, at any rate the largest 
Le ees delegation there. The only reason we will 
Dallas take no other first honors is only because 
Toronto there are no others to take, etc., etc.”’ 
MMs cciiers ee Now if Savercool does accomplish all 
Denver those things, who will criticize him for it? 


Would you want he and his men to bury 


BOLERO ERT cet. | their talents? But hold on! there are eleven 
St. Louis other districts to be reckoned with, everyone 
SY of which is an organization of salesmen full 
Chicago of ambition and equipped with ability and 
peter determination. If any of them beats San 

Atlanta Francisco to it, they will be doing only what 
. is human and most natural for them to do. 
ESELSD ONS Wee ee 0) Will they do it? That remains to be seen. 
Cane pape ae nnn 


Se eee ene UU ee tat 


ein 


Hex are you going to feel about the standing of your dis- 
trict at the Convention? At this convention the Silver 

Cup, valued at $450.00 will be presented to the office 
securing the highest percentage of quota for the year. 


If your seat at the Banquet Table is not already reserved, 
opportunity is still yours to participate on this occasion and is 
well worth your strongest efforts. You know how your district 
stands! You know the reward! ‘Make good for your district.” 


This will be purely a week of entertainment for men who 
have “made good” and will be of great value in an educational 
way, as well as one of much pleasure socially. 


This 1s for Prize Winners only. Will you come? 

Not only be an individual winner but make your district 
a winner. 

Twenty days still left in which to do it. 


Serer aneriere nines st et eee ee ee ee eee 
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The present market considered, you can 
at least be thankful if you never really cared 


much for eggs. 
Gal eel ae 


FORGIVING DAY 


“WE” one of the 90 millions who might 
be President of these United States, do here- 
by proclaim and set aside Thursday, Novem- 
ber 27, 1913, as a day of general forgiving. 

This is intended as variation of the old 
and well known Holiday called Thanks- 
giving, so those who think they have nothing 
to be thankful for can surely find a lot of 
things to forgive. 

First let us forgive Congress for its many 
new laws, among which is a “‘New’’ tariff 
law, and Government errors of omission and 
commission—(Presidential Veto and Inter- 
state Commerce.) 

Let us forgive Dunkelberg for those 
“Chestnut” stories he tells at our Conven- 
tions; and while we are speaking about Con- 
ventions, don’t forget to forgive T. Cald- 
walader Potts for falling down and breaking 
that cut glass water set he was about to 
present to President Crandall. 

By all means, look with charity upon the 
Beef Trust which continues to uplift the cost 
of living. 

No one is born President, some acquire 
Presidents, while YOU have Presidents thrust 
upon you. Let us forgive Benham for 
copping that honor and dare him to do it 
again. Let us forgive Zahrt for the General 
Letters he writes; Rudyard Kipling for 
writing nothing and W. E. Comstock, Court 
Bailiff of last year’s Pacemakers Club, for 
righting wrongs. 

Now let us be thankful in the good old 
fashioned way that we haven’t more wrongs 
that we have, to forgive. 


We take pleasure in announcing several 
new subscribers to the Boomer all of whom 
we have not yet had the pleasure of meeting. 
They are subscribers, however, even if it 
is by the same rule some men are democrates 
—because their father and grand father were. 

Be this as it may, we are pleased to report 
the arrival of a new daughter, born to Mr. 
and Mrs. H. M. Bowser. Mr. Bowser is 
second vice President of the Company and 
is known personally by practically all sales- 
men who have ever visited the factory. 

ll Sills willy 

L. E. Porter, assistant to Mgr. Hasting 
of St. Louis also sent us the glad tidings of 
the arrival of daughter Catherine Louisa at 
their home. We join with their friends in 


congratulations. 
aul elie 7 


We have received so many earnest in- 
quiries from those who have never attended 
one of our conventions, as to whether there 
will actually be speakers of National fame 
on the program, that perhaps a further word 
on this subject maynot be amiss. The 
answer is emphatically ““Yes.’’ We have no 
hesitation in saying to these friends that 
they apparently do not appreciate that the 
Pacemakers Club is the greatest organiza- 
tion of its kind in the world—that its mem- 
bers are composed of the GREAT in one of 
the greatest selling organizations in the 
United States, and the entire program will 
be in keeping with the occasion. 

hk oh ok 

Ed. Englebert, who is one of the Big Six 
in Milwaukee, was a visitor at the factory 
yesterday. He is doing some great work ~ 
among the garage people in Milwaukee, 
especially the Public Garages, having aver- 
aged a wheel tank nearly every week he has 
been in the territory. These sales, together 
with other business he has secured, has given 
him a splendid record, and we are sure that 
if he had been with us before July, he would 
have been a Pacemaker. 
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Among the amazing orders which have 
recently been received, comes one from the 


Ford. Auto Company. It reads as follows: 
ship — Cut 44 Outfits and — Cut. 115’s.” 
This nice piece of business was written by 

a successful salesman of wide reputation in 

a particular field. We refer to Prince 

Charming, alias Jack Armstrong, alias Herb 

Armstrong, and known to the Sporting 

Fraternity as one of the seven best billiard- 

ists on the selling force. 

The BOOMER reporter recorded this 
fine sale about as unconcerned as a ship’s 
lookout makes his reports, whose ordinary and 
agreeable duty is to announce that a familiar 
landmark is once more two points off the star- 
board bow and that all is well.’ This is 
because big orders from Mr. Armstrong are 
not new and unusual. 

Thanks J. H. A few more of those 
“familiar objects” if you please. 


Ok hos 


SPECIAL NOTICE 


The Boomer takes pleasure in an advance 
announcement of a part of the Pacemaker 
program to wit as follows: 

From official and private advices we are 
enabled to state that the ‘“Eggy-Devy” 
bowling tournament is now assured. Noth- 
ing remains but to complete the details of 
management. 

This announcement is not only of vital 
importance to the Sporting world as a big 
event, but is a personal assurance to every 
Pacemaker attending the convention that 
he will get his money’s worth. 

Details later. 


\. Office race. 


EVERYBODY’S DOING IT! 
DOING WHAT? 
Joining the Pacemakers Club. 


Very interesting contests now, very inter- 
esting. And the center of interest? Well, 
the Branch 
And the issue? to see whose 
names will appear on the bronze tablet and 
which district will win the loving cup. 

None of the other things that people 
talk about are worth the words. They 
must talk about something else part of the 
time and they do, but it’s just to fill in space. 
S. F. himself talks like a prophet about the 
men in the lead and the probable outcome. 
He expects and predicts that ‘‘there will be 
over one hundred pacemakers this year.” 

Precisely so, Mr. Bowser. If you could 
see the special ‘“‘Dope’’ sheet of men nearly 
in that we expect to get in before the 20th, 
you would say “about a hundred and a 
quarter.” 

Of course there will be scores of Salesmen 
that may get 500 points before January 1914, 
but the trick is “‘to get ‘em on or before 
DE GEVEE Re20t hee 

DON’T FORGET THAT. 


Py) Gh ae 


To be a Pacemaker is a sign one has 
reached the age of discretion and the ability 
to guide a pen or pencil in the hand of a 
Prospect. 

The very existance of such a Club ought 
to be an inspiration to all men. While it 
does not teach a novice how to secure orders, 
it is mighty convincing that the accomplish- 
ment in goodly numbers is within easy reach 
of the ambitious. 

It is a pity there is no particular celebra- 
tion or reception arranged for those sincere 
and often brilliant writers of orders whose 
well-trimmed lamps, though of lesser candle- 
power than a Pacemakers, and visible at no 
great range, yet burn with neither smoke 
nor splutter and shed a steady light. 

If there were one, one of the first names 
enrolled upon it would be E. P. Walker whose 
work in Pennsylvania is especially clean and 
consistent. 
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The above illustrates the Bronze Tablet u 
the greatest volume of business during the yea 


corridor of the main office, in a conspicuous and permanent position. 


pon which are engraved the names of the three salesmen who secure 
r, regardless of the lines worked. The tablet will adorn the walls in the 
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Standing of Forty High Men, Volume of Business 
November 24, 1913 


OFFICE 


NAME 
foe e WeeATINStrong 4 oe Eng: Sales 
Jee ee Ge benham.. 0. Minneapolis 
SMe lee VIINTON «5 ic. flay Eng. Sales 
4. W.V. Crandall. . ..9an Francisco 
ee LOll at tiga. oh ey sans Toronto 
Gm eS ICIOUZ eo shee fk cd San Francisco 
Or ee OCOLU iss 8 ort, Be Harrisburg 
Ge Baise AOL NTT ce or ee Ra Albany 
OM NG ARNO Ola tah nsot oy ae es Dae Se Albany 
Omen @eeVl wOarpentere. ty eucu-cree 2 Albany 
ferret R INC LIDET tay tet.) sc. San Francisco 
lee ee Darling. 7 .. Minneapolis 
Dome Wim OTIC eter thoy «oy eh Albany 
Pee lerloawrences ecto nas) Minneapolis 
Me on | CAVONSa ct Atk aorta ico Toronto 
UGree eCPOlLS saa ke la Ft. Wayne 
Pie De BAGhMali wm . oar as sal! Atlanta 
ee OWN gel PERCE @ IC or mens eee ae Toronto 
OMe BCE Deseret e..ce i ie. Harrisburg 
Due Mey CAC UCU sry, antes eee ek Ys Toronto 

*; -f 


Are you listed among the “Forty High 
Men’? Congratulations if you are for it 
means that you have had a very successful 
year and can jingle a few more dollars in your 
pocket than you could if you were not. 

These final days may be the very ones to 
put you in. Every day from now until the 
end is a great opportunity to you. In these 
last final days put forth the effort that will 
list you among the “Forty Fighters’ and 
finish a Winner. 


NAME OFFICE 
Zee Ae eOnatdae.. 21. ase eens Chicago 
Dee TN on 1] OLMISON aetna: sae nae Eng. Sales 
D eae oe ree ks ISL Cr ae tetanck om wenn tan ead Denver 
24. K, F. Hessenmueller.....: =: Ft. Wayne 
Der Les Bes OCT Clee gh, 2g ete oe Atlanta 
LO We) | Mia cranes 25k meee eee Chicago 
Demet Wie CF STi traemee eens, ets San Francisco 
Dic Si aN) orcas Corel | ea, roceohe au en meg Atlanta 
ZO mar ie eS HETIO€ Keun eke eee Chicago 
Seen Wi tie ek ast Tila tena ed kawoeete 2 Albany 
Slee. Was Yee ODELESO NY = pte ied Toronto 
Spr patie dia tape keg a Sy eiemey 2 ‘ue Ee Wayne 
Same Ces COmstoc Kime era ae Harrisburg 
Odea mW aI ters eens ean San Francisco 
35g AIMS AW ak CLewees c eeem ee Minneapolis 
SOM i Netls GAGE Vine ot gre een Oe St. Louis 
Sie pa Wiesel EV CLCUK est, er eee aes Albany 
Slow “Vea AP Mborey. (alaVes vin Sa none te amo Dallas 
5b Or i= oC les oleae sou Ane te Albany 


AQ SEW os |ChMSOfes,. - 5.7 4. 2aN Prancisco 


Don’t become annoyed at _ obstacles. 
They are part of the work. They are exactly 
what your determined will must overcome. 
Keep persevering and the power of your mind 
will finally break down barriers of indifference 
and the opposition of delay. 


Concentrate all your power on attaining 
a position at least among the first fifteen. 


Don’t rest contented until you are on this 
list. 


SIE: ee ee fo OE 
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Remember the fifteen high men at the close % 


of the year will receive special recognition % 
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THE TIME TO “GET YOUR TURKEY” IS WHILE THE SAME IS PASSING. 


COW R”? 
“We? is one of the most bothersome words 


in our language. It is responsible for more 
misunderstandings than any other ten words 
put together. 

An editor will start out conscientiously 
to give his opinions. He will begin by say- 
ing “We think,” meaning himself. A little 
later he will say ‘“‘we’’ meaning the officials 
and stockholders of the company. A few 
lines further down he will use the word again 
meaning every one connected with the 
organization. Then his heart will soften 
and expand, He will become eloquent with 
the use of “we,” meaning the entire human 
race. 

All this is very confusing as the unsuspect- 
ing reader struggles along trying in vain to 
separate the we-goats from the we-sheep. 
So, to avoid any misunderstandings in this 


special instance, let us explain that when WE 
(meaning the editor) says “WE” (meaning 
the Pacemakers) are going to have the 
greatest Convention this year the Company 
ever held, WE (meaning everyone in the 
organization) will all understand it. 
i Oils is wills 
A WIRELESS FROM BABE EVANS 
Decatur, lll, 11523 eee 
Cor. Sec’y. Pacemakers Club, 
Major Domo of ‘Boomer’ 
Statistician of Points, Etc., Etc., 
If | don’t break a leg and am not drafted 
for the Mexican War, or appointed ambassa- 
dor to the Panama Canal, or made receiver 
for the Standard Oil Company, I’ll make the 
club and mighty soon at that. 
Chas. B. Evans, 


P. S.—Tell the Boys to look out for St. 
Louis, for we’re sure moving some, 
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JOIN THE PACEMAKERS’ CLUB 


The value of any man is 
directly proportionate to his 
power of accomplishment. 

No man, therefore, can 
estimate his own value in 
dollars and cents, for no 
man knows just what he can 
accomplish. 


Sp) 


( YoU FAILED TO) J : 
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\ MAKE TR ~ 
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Bex ony TED V7 


| The power of accomplish- 
ment is what counts. A salesman is paid only for what he does 
—actual results. It is upon this basis that he advances. _ It rests 
with him. 

Gentlemen, the Bowser line affords you an invaluable chance 
—a golden opportunity for competency. Given the chance, your 
persistence and power of accomplishment will do the rest. You 
have a big task before you—the task of being a successful sales- 
man—making a successful career—ending each year a PACE- 
MAKER. 

You have learned the requirements—you have prepared for 
the siege. You are in the strugsl-—DON’T LOOSE YOUR 
NERVE. With the sun in your face and a song in your heart 
tackle your problems. Greet the day with a newborn determina- 
tion to dare and DO. Cast contention and worries aside. The 
galling burdens of yesterday are past and forgotten. The road 
ahead is broad andclear. The radiant sunshine of Bowser oppor- 
tunities will lighten your way to success. Have faith in yourself 
maintain this elevation untouched and untarnished as you strive 
with the multitude for the one thing most desired—orders. Get 
the business and finish the year a PACEMAKER. 
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We doubt very much if the firm ever 
existed whose customers did not sometime 
or other kick at something. Even retail 
stores dealing directly with the public and 
making a special effort to avoid kicks find it 
impossible. John Wanamaker, whose prin- 
ciple was ‘“The Public be Pleased’’ was not 
free from kicks. Marshall Field with his 
motto of “The Customer is always right” 
had his share of kicks in spite of his efforts. 

So we look in vain for the one perfect 
example that stands out from all the rest 
free from kicks. 

But there are kicks and kicks, some merit- 
ed and some unjust-kicks of all sorts. Some- 
times a man will kick on delivery, sometimes 
when the mortgage interest on his rent has 
just been paid or is due the man will kick on 
making payment, justifying it by some 
hatched up kick on the equipment or mis- 
understanding with the salesman. 


It is not to be denied Bowser & Company. 


receive their share of kicks. Blessed be the 
fact, however, that we are working on the 
policy that it is better for a customer to kick 
on anything else than to have him‘ dissatis- 
fied with the quality of Bowser products. 


We endeavor to manufacture Bowser 
products by employing the best material and 


workmanship in their construction, that no 
customer will be dissatisfied with quality. 
With this item settled we turned our attention 
to service by establishing a service depart- 
ment. This department has developed into 
an organization of trained men who devote 
their entire time to the aid of Bowser users, 
enabling them to get the maximum service 
from Bowser products. 


And so this is a time when the spirit of 
Thanksgiving is abroad in the land. And, as 
all that this feeling means comes home to us 1n 
connection with our business, we are more and 
more impressed that the one thing we enjoy 
most is the knowledge of the fact that the 
product which goes from our factory is a 
good product. There is always a place in 
the world for good goods. Judging by the 
testimonial letters which you read from 
month to month in the BOOMER mailed to 
us from parties all over the» world,Canada, 
throughout the United States, England, and 
Australia, etc., you will see more and more 
that the place in the world where Bowser 
goods are sold and give satisfactory service 
is practically everywhere in the world where 
Bowser products are used. : 


For this we are thankful. It perpetuates . 


and insures our job. 


SORE UE ERE EE 
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Don’t forget December 21st 
comes on Sunday;so Saturday, 
Dec. 20th is the last day orders 
may be dated to count in this 


years race. Only twenty days 
more—HUSTLE. 
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O not be content with only 
becoming a Pacemaker but 
strive to be a Pacemaker PLUS. 


Remember Dec. 20th is the 
Closing Date. 


Finish the Year a. 
Pacemaker Plus 
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A. few of last years’ convention events in sketch 
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December 8th, 1913 


| GET BUSY! 


| 


if 
I 


: 


can stand the Pace. 


y 


a Pacemaker. 


Let every salesman hustle hard, 
. GET BUSY. 
A membership’s what you want, old pard, 
t ‘GET BUSY. 
Don’t stand around and wonder why 
Your orders don’t mount to the sky, 
But just take hold and make ’em fly 
GET BUSY. 
The automobiles hoot and scoot, 
GET. BUSY. 
If a man won’t buy don’t stop to shoot, 
GET BUSY. 


There are others waiting for a Bowser Tank; 

Just double your sales and take higher rank, 

Then you'll have yourself and Bowser to thank 
GET BUSY 


ce jis Endurance that counts in the last lap— 
5 es | 


s| that is where quality tells—only the man 
~ with iron nerve and indomitable will power 
The eyes of all officials are 
watching you. Your friends are watching your 
finish. You have every incentive possible to be- 
come a Pacemaker. Fame, glory, wealth—they all 
go with the great finishmembership in the Club. 
If you ever put forth your best effort, if you ever 
exerted your full energy DO IT NOW and finish 


The season is short—the mark is high, 
GET BUSY. 
Don’t let any prospects pass you by, 
GET BUSY. 
If you’re up against it and somewhat in doubt, 
The Pacemakers’ Club will help you out. 
Just drop them a line and be up and about. 
GET BUSY. 
S$. F. is working both nights and days. 
BUSY. ( 


A. Z. is the author of the phrase 
GET BUSY. ; 
S. B. is after ’em good and hot, 
He’s always the Johnny on the spot 
And you can be one as well as not—if you'll © 
GET BUSY. 
—Pop. 
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~ SOMETHING DOING | 


In this issue you will note a few letters from Pacemakers which to the writer’s mind indi- 

cates, there is going to be something doing at the convention. : ee 

Boomer reporter learned that company officials have negotiations under way for securing 

some speakers of national note during the session. We feel sure that a very lively program ‘is be- - 

ing arranged and without doubt if all the boys knew the good time that is being planned, they 
would not, miss it if they had to work twenty-six hours a day to make the club. 


A LETTER FROM HESS. 


Pittsburgh, -Pa.-Oet. 29, 1912. 
My Dear Editor: 


Your long looked for letter of the 20th in- 
stant received, and was very pleased to get the 
good word from you that I have been elected 
a Pacemaker: 

I assure you that I have done everything 
possible to bring this about, and found the 
only way to obtain success is to be constantly 
after it. A person can get some orders; can 
hit the high spot, ete., but that does not put 
one on the top. I find that you. have to get 
them all. 

‘This reminds me of an experience I had 
when the automobile business was in its in- 
fancy. ; 

There was.a red-headed friend of mine by 
the name of Brady who purchased an imported 
automobile from some place over in Germany. 
I forget the name of the car, but it sounded a 
lot like ‘‘Hair-Oil.’?. He had ° considerable 
trouble with this car and was unable to make 
it run, so he traded this car for an. old. two- 
cylinder car with a kind of a Flounder face. 
When I went in to see him-he had the engine 
running, but it was making the worst racket 
I ever heard any machinery make not omitting 
thrashing machinery; so he said, ‘‘Don’t she 
run fine! Isn’t she'a dandy?’ I listened a 
while and said: ‘‘She, is’ missing,’’ and ‘he 
said, ‘‘I mean outside of the missing.’ 

There are quite a number of men like this, 
they think they are doing a whole lot outside 
of the missing. I know we all miss a few, but 
there are so many things oné can miss that go 
to make a ‘‘bum score.’’ He may miss a few 
hours in the morning; he may miss a few small 
orders, he may. miss a filter; a meter, or even a 
piece of hose when he is getting the order and 
when you figure these all up you miss being 
a Pacemaker. 


I was very much pleased to see that I got in 
the Forty High Men. I ~otice I have jumped 
into eighteenth place, if I could take another 
jump like that it would put me ahead of first 
place as I went over half the way in one jump. 
Something like the Swede who was late for the 
boat, he tried to jump, but the jump was too 


far so he tried it in two jumps, but I landed on 
a pretty solid spot on the first jump and am 
going to try within the next few days to 
take the second jump. 
With kind regards to all the boys, I am, 
Very truly yours, 
PACEMAKER HESSENMUELLER. 
* * * * 
Chicago, November 25, 1913. 
Dear Editor: 
(With apologies to E. W. Lewis) 
Now in the second year of the Pacemaker 


-Club in the latter part of the year of the Reign 


of Crandall the powers that be took away from 
Sherlock, the Bald-Head, the great ery for 
Bowser Pumps that had gone up for ages, from 
250,000 people living in the Windy City by the 


“Great Sea called Michigan. This great ery had 


been like unto sweet music to the ears of Sher- 
lock, the Bald-Head, and his heart was sad. 
Then one of the chief men, named Murray, the 
Boss, who was wise beyond his generation, 
said: ‘‘Get thee one large bale of cotton and 
stop thy ears. Pass by these multitudes of 
people, behold what thine eyes see, but hear 
not. Make your Iron Steed speed up to the 
high-ways and by-ways called the Rhubarbs 
and then remove said bale of cotton from thine 
ears and (where the green grass grows all | 
around) listen. Go to it, get busy and get 
points to thy ecredit.’’ Lo, and behold! Here 
was the same sweet music, not in such volume 
of much noise, but of a more persistent note. 
Thou couldst hear the little Flute (small order) 
and Bass Drum (big order) and they were not 
drowned out by the (much ado about nothing) 
cymbals.. Honorable Scribe of the Pacemakers 
Order, dost thou see any point? Sherlock, the 
Bald-Head, sees many more points. 

My orders today put me across for the Club 
according to Chicago figures, and in case there 
is any mistake will say that I have a few in 
cold storage that are just waiting the right day 
to be sent in. Now I suppose you will dig into 
your files and this old bald head will break 
into. print again. ‘‘I should worry,’’ for the 
golden shekels look much better, to most 
cordially yours, 

R. H. SHERLOCK. 
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Standing of Forty High Men 
DECEMBER 3, 1913. 


Here is the list of the Forty High Men. Cast a glance over the names 
and note your many friends there. Is your name there? It is manifestly 
plain that. you ‘wish to accomplish what has been and is being accomplished 
by your colleagues in other districts—you must put forth the best that is in 
you and keep everlastingly at it. To be in this means you must be a Pace- 


maker PLUS. 


ODO OOO OOOOOSOOOOOOOOOOOS 


iO, 

; © 

1—J. H. Armstrong .Engineering Sales 21S Deonard (4 cae, ee Chicago 
2—W. V. Crandall ...... San Francisco 22—W. ©. Smith’... 2... San Francisco $ 
3—M. C. Benham.......... Minneapolis 20K Ge Wisheri.< 40) 2) Oe Denver $ 
4—K. L. Milliron ... .Engineering Sales 24—R. S. Johnson ....Engineering Sales $ 
ere MOL ALE ae fo. 5's 8 eas. Toronto 25—K. F. Hessenmueller ..Fort Wayne S 
=) Del ga i ee San Francisco ZO Wiss Ji WA SPaMe ee aytiln at 4 Chicago é 
SRC EMV COLL Te. fe wee. Harrisburg Oh Lis, Wea et eh 4.17 see ah ee Atlanta 2 
6G. H. Reuben’... ..... San Francisco cow A En Toddienis nae e cpa Atlanta g 
Meer TINO re. os ss Seite ces Albany 20-8. He Sherlock 2.405 oot el. Chicago g 
Peer Ae OOuing s.r, el Albany 30— Wi K. Eastinan) 4.223.365. Albany g 
ioe, Carpenter oo... oe. ke. Albany Slow VoneOhertsoniess tie a. Toronto g 
122A. WH. Darling... 2)... Minneapolis 32—F. E. Walters... .... San Francisco g 
13—R. T. Lawrence......... Minneapolis SoA Le tata Stra ace Fort Wayne g 
i liewis Smith... 0... Albany oa.-G. W Comstock 3 a... ee . Harrisburg : 
een FOUR 2 isis va ee: Fort Wayne do—James’ Ward .......... Minneapolis g 
00411). JeaAyons ..........2.. Toronto 36—E". W. Devereux ............ Albany : 
Peo. Bachman *...... 0.0... Atlanta 3(/—P. W. Lawther......000..0... Dallas Q 
Pee Neeraguette 00.0... 0005.0). Toronto Boat Li} ASC Vin, pale & Se vette: St. Louis 
19—F’. H. Peeples............ Harrisburg 39—E. J. Murphy .... 22.00.2004 Toronto 
Be OAQUIC 85'S. a. oc a nes Toronto 40—C. R. Eggleston ............ Albany 
© 

What you do with the next twelve days will determine your final stand- : 

ing in this list and the grade and character of your year’s accomplishments. g 
The Company will do all in its power to help you find the ladder of : 
success. The greater the progress of the salesmen as a body, the greater the 
advance of the Company. ‘The interests of both are mutual and this in itself g 
is ample reason why we want you to make the most of every opportunity 
and gain a just measure of success. | g 
But when all is said and done, the fact remains that the question of é 
success lies with you and regardless of how much we want to help you, the 
burden of doing the things that make success, no one else can do for you. 
4 © 

So determine that you have the power to stand high in this list and resolve g 

to make the next twelve days count. Concentrate your energy, exercise 
your best judgment and add the extra ounce of effort that ‘will make youa $ 
winner. | é 
© 
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MORE “RED SENTRY” TOWNS 


We take pleasure in announcing that Illinois 
has four towns added to its list of Red Sentry 
users. These towns were put on the Bowser 
map by George E. Bowen, and they are Bour- 
bonous, Granville, Henry, Momence and Man- 
tano, Illinois. 


This is fine work and a splendid record in 
this direction.. We would like to hear from 
other salesmen that can equal or beat it. 


George McCurdy, of the Fort Wayne Dis- 
trict, has added the town of Oldenberg to the 
list of Indiana cities using Red Sentrys. 


© ® © 


It is astonishing how the St. Louis boys have 
been scratching gravel for the past several 
weeks to make the Pacemakers’ club. A num- 
ber of them are very close to the five-hundred 
mark and their activity to get in over the tape 
before the bell rings is remarkable. As Mr. 
Hastings says, ‘‘You can take it from me there 
is going to be a good, big bunch of salesmen 
from. the St. Louis district at your annual con- 
vention. Out of kindness to my dear friend, 
Little, I would suggest that you do not tell him 
how many we will have, as I should hate aw- 
fully to cause him to work overtime.’’ 


In looking over the St. Louis records we find 
that they started a little campaign on the 1st 
of November to make this the banner month 
of the year for the district. Up to the 14th 
they had more than doubled the business for 


the same period last year, and out of the thirty , 


salesmen in the field, seventeen of them had 
secured over fifty per cent of their November 
quota before the first half of the month. The 
district had secured one hundred twenty-two 
per cent of the monthly quota, all of which 
indicates that St. Louis is going to climb to- 
wards the top between now and the close of 
the contest. 
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~ Brown on his way to the 


ATLANTA IMPERIAL COUNCIL 


Manager Herman Brown, of Atlanta, is now 
affixing the word ‘‘Noble’’ under his signature 
on all the mail he sends us. 

We mention this to assure you he is entitled 
to it, having gone the usual and regular route 
for the honor to do so on November 19th, in 
Atlanta’s Imperial Council Shrine. 

To be sure that he got 100% on his invest- 
ment we sent our esteemed Treasurer, C. A. 
Dunkelberg, down there who is a Past Master 
on always getting 100% on investments. 

The Sands were, therefore, unusually hot and 
and the journey extremely long but with such 
a seasoned traveler as ‘‘Dunk’’ with him, Her- 
man blindly placed his trust in him and feared 
no evil. 

The evil arrived, however, on schedule time, 
as is illustrated in the picture above which also, 
in a measure, describes Brown’s experience and 
feelings. For a time the color of Noble Brown 
was turned to battleship grey or black and blue 
—at least in spots. However, three words is an 
eloquent eulogy on Herman’s deportment— 
HE WAS GAME. 

Noble Brown, we salute you. 


© ® © 


For the week of October 24th to 31st the 
shipment of Bowser tanks exceeded 2,250 bar- 
rels. If this tankage was reduced to a battery 
of cut No. 64s of small capacity per tank, it 
would present an unbroken line of tanks over 
a mile in length. 
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PACEMAKER DIRECTOR FISHER IN NEW 
MEXICO. 


Clovis, N. M., November 7, 713 
Dear Editor: 

I am too busy to write much as I have a 
great many drives to make in my territory, 
and Mr. Barnett, our district manager, says 
that Denver must go up higher in standing. 
We are all doing our best to do so. I assure 
you that while our district is small we are de- 
termined to make a showing. I certainly feel 
honored at securing the directorship of Denver 
and am proud to win the honor of mingling 
with such a grand lot of salesmen that will 
gather there at meeting of club. Greeting 
from Denver to all the boys, and hope to see 
you all at the club. 

Yours truly, 
R. G. FISHER, 
Director Denver District. 
©® © © 


THIS ORDER EASILY PASSED THE 
CREDIT MAN. 


Salesman C. A. Willson, who has the task of 
BOWSERIZING St. Paul in hand, went over to 
Jim Hill’s place last week and took his order 
for a 12-bbl. Cut 39, and a 2-bbl. Cut 41, for 
Jim’s farm out at North Oaks, a short distance 
out of St. Paul. Hon. James J. Hill, President 
of the Great Northern and master of railway 
industries, will appreciate the products he has 
purchased from master pump builders—The 
S. F. Bowser & Co. 

OROMO® 


MR. PACK UNABLE TO LEAVE FORT 
WAYNE. 


Nashville, Tenn., Nov. 8, 713. 
Dear Editor: 


It has been quite a while since my visit to 
you and the factory, and should have written 
sooner, but have been sick and working to- 
gether, and haven’t really had time. 


I want to take this opportunity of thanking 
the entire force for the treatment and courtesy 
shown me during my visit. Each one, from 
Mr. Bowser down to the office boy, treated me 
royally, and if the convention will be any bet- 
ter I don’t know how I will be able to leave 
Fort Wayne. 


I want to tell you how happy I am over my 
being a pacemaker and if nothing happens I 
want to repeat the stunt every year. 

Yours very truly, 


LO. PACK: 


G. H. SCHNABEL 
Member of Pacemakers Club, Chicago District. 
Elected October 15, 1913. 


Mr. Schnabel, who secured membership to 
the Club October 15th, is one of Chicago’s 
Live Wires, having won first prize in the Effi- 
ciency contest held during the middle of the 
year and won the $100.00 award. Mr. Schnabel 
closed the Efficiency contest with a standing 
of 86.3 per cent., which is exceptionally good 
and is an indication of this Pacemaker’s ability. 


Mr. Schanbel’s photograph was mislaid pre- 
venting us from publishing his announcement 
as a Pacemaker sooner. We were in hopes that 
we could get a picture of him taken in his fine 
new car, which he purchased this year and uses 
in covering his territory. Mr. Schnabel is so 
modest, however, that we were unsuccessful in 
this, but when he comes to the Convention we 
will then take his picture in about ‘‘57” 
varieties. 


OROMEO) ; 
The man who goes after business, usually 
gets it. 
© ® © 


We talk about the survival of the fittest 
when we really mean the survival of the fit. 
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A FEW POSES CAUGHT BY OUR ‘‘CAMERA”’ MAN 


The Officials of the Pacemakers Club practicing and rehearsing their 
‘‘spontaneous’’ and ‘‘extemporaneous’’ speeches 
for the Pacemakers’ Convention 


(OOOOOOOOOOSOOOOOOOOOSOOOOOO 
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Cc. R. EGGLESTON 
Member of Pacemakers Club, Albany District. 
Elected October 31, 1913. 


The most of us who are habitual readers of 
the Boomer will recall that Mr. Eggleston was 
a Pacemaker last year and performing this act 
is one of his specialties. His achievement in 
securing membership again this year, however, 
deserves special congratulations because he 
beat his last year’s record. 


Mr. Eggleston is a man of varied acecomplish- 
ments and is quite celebrated for his impromptu 
and extemporaneous piano playing. As a vo- 
ealist he is in the Evan Williams’ class and as a 
bowler, he is a star. This all-around Champion 
will be one of the main attractions from the 
East and to the new salesmen, who have not 
met him, we assure you there is a treat in 
store. 


OOOO OOO DOD OOOOOOOOOOOOOOGHOOGOOOOOOOOOOOOOOOOO 


The One Big 


Word Now ist iustle! 


OOOOODOODODODOOOOOSOGOOSOSOOOOOO 


H. A. LEONARD 
Member of Pacemakers Club, Chicago District. 
Elected November 10, 1913. 


Mr. H. A. Leonard secured membership in 
the Pacemakers Club with 505 points to his 
eredit. In addition to this honor, he also stands 
high in the list for ‘‘volume of business’? and 
leads his District in this class. This is quite 
an accomplishment taking into’ consideration 
the other splendid salesmen in that District, 
who are also high in this list. 


We believe Mr. Leonard owes his eminent 
success to his consistency in producing. He 
handles the garage trade in a district that you 
would think would soon be filled with Bowsers, 
but Mr. Leonard has a facutly of creating new 
business and has developed his field into a 
splendid territory. We are pleased to add his 


name to the list of Pacemakers. 


ODOODODOODOGOOSOOOOSOOOOOOOOOO 
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J. M. DAVIS 
Member of Pacemakers Club, San Francisco District. 
Elected November 14, 1913. 


The Exposition Town has added Mr. J. M. 
Davis to their Pacemaker Delegation, who se- 
cured membership in the Club, November 14th, 
with 501 points to his credit. This will be a 
return engagement for Mr. Davis as he was 
also a Pacemaker last year. It gives us great 
pleasure, however, to state he beat his last 
year’s record by several weeks, 

Mr. Davis is one of our Red Sentry spee- 
ialists and will stand high on the list showing 
sales for this outfit. We are glad to have Mr. 
Davis with us this year. 


©®® 


Before you can influence and control others 
you must first learn to control yourself. And 
it follows that you are not in a position to 
command until you have first learned to obey. 


C. F. COMSTOCK 
Member of Pacemakers Club, Harrisburg District, 
Elected November 12, 1913. 


We are pleased to report the registration of 
Mr. C. F. Comstock to the membership of the 
Pacemakers Club and take this occasion to also 
announce the position of court bailiff has now 
been filled. Mr. Comstock filled this position 
last year during the secret sessions of ‘Pace- 
makers Club so successfully that he has been 
unanimously elected to another term. 


Mr. Comstock is another Pacemaker who has 
beaten his last year’s record by securing mem- 
bership earlier this year than he did last. 


Hear Ye! Hear Ye! The Honorable Court 
Bailiff of the Honorable Pacemakers Club has 
been duly elected. Govern yourselves accord- 
ingly. 


FPO LOD OOOOH OOHHOOOOHHOOOOOOOHGHGHOHOHOOHGHOOOHOOHOGGHOHOHOHOOGHOHOHHHOHHOOHOHOHHOOOHHHHHOOOOOH 


3 hours and 59 minutes. 


OOOOOOODOOOD 


Although Paul Lawther, of Dallas, wired his application for the 
position of Court Bailiff, Comstock’s application preceded it by just 


DODO OOGDO OOOO OOSOOOOOOOOOOOS LODO DOGG ODOOOOOGGOGHOGOO ©O6OGOOOOOGOO4OOOGOOOOOSOOOOO 


Y $OOOOOOOOOOO 


ie es 


THE BOWSER BOOMER 


377 


5 eS 


Mr. Magrane’s Photo- 
graph was not received in 
time for reproduction in 
this issue but will appear 
in a Jater edition. 


W. J. MAGRANE 


Member of Pacemakers Club, Chicago District. 
Elected November 18, 1913. 


We are pleased to announce the election of 
Mr. W. J. Magrane to the Pacemakers Club, 
who secured membership on November 18. 

Mr. Magrane has only been with us since the 
middle of last year, but has proven he has the 
ability and is made of the stuff of which Pace- 
makers consist. His business has been very 
acceptable from the very beginning of his ¢ea- 
reer with us. His persistency perhaps is one 
of his prominent reasons for success and that 
he is persistent in not only securing orders, 
but order after order, is evidenced by the fact 
that he stands high in the list for bronze 
tablet honors. 


This being Mr. Magrane’s first attendance at 
one of our Conventions we know he will be 
well repaid for his efforts and we all shall be 
glad to meet him personally and greet him as 
a Pacemaker. 


Making the Club means making good. 
still remain in which you can get in if you HUSTLE 


© 


DOOOOOOOOD 


DOODOOGOOOOOSOGOOGOOOOOOOOOOOOOOOOOOOO 


R. H. SHERLOCK 


Member of Pacemakers Club, Chicago District. 
Elected November, 1913. 


It gives us pleasure to record the member- 
ship of Mr. R. H. Sherlock in the Pacemakers 
Club and also attach to the statement the fact 
that he beat his last year’s record by several 
weeks. He is an old time prize winner on the 
Bowser Sales Force and especially so in Chi- 
cago District contests. 

The announcement of Mr. Sherlock as a Pace- 
maker is the third chapter in the speed. con- 
test between he and Messrs. Leonard and 
Magrane. They are all announced as Pace- 
makers in this issue, but the last chapter will 
not be written until the close of the year to 
see who stands the highest for the volume of 
business in the list of Forty High Men. They 
are so evenly matched that it is hard at this 
time to prognosticate who will be the winner. 
Some of Mr. Leonard’s friends are wagering 
two to one on him but it is reported that Mr. 
Leonard himself is putting up this money. 

Watch for further reports on this contest. 


OCOOOOOO®DOOOOOOOOOOOOOOOOOSOOOOOHOOOO 
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D. W. DARDEN 


Member of Pacemakers Club, Atlanta District. 
Elected November 18, 1913. 


Mr. D. W. Darden, of Atlanta, has again 
registered as a Pacemaker, he having secured 
membership in the Club last year also. It is 
always a particular pleasure to us to report 
the success of Pacemakers, who are registering 
for the second year as it shows a consistency, 


which is truly laudable. 
Mr. Darden, who is known as our Country 


Gentleman from Dixie, has been a very con- 
sistent producer and is one of Mr. Brown’s 
‘“sure-shots.’? We are glad to have Mr. Dar- 
den with us this year and wish him continued 
success. 


© © © 


Mr. George N. Roos, who had been with us 
for some time up until recently having found it 
necessary to sever his connections for a short 
period to look after personal business, is again 
with us. We are very glad to report this as 
Mr. Roos is a live wire and his connections with 
us have always been everything that is mutu- 
ally pleasant and profitable. 


E. P. DOLAN 


Member of Pacemakers Club, Dallas Distrit. 
Elected November 21, 1913. 


Mr. Dolan joined the Dallas Delegation to 
the Pacemakers Club, November 21, 1918, with 
504 points to his credit. He covers New Or- 
leans in which territory he has been located 
for several years. 

Mr. Dolan secured membership last year, but 
has beaten his last year’s record into the Club 
by several weeks. His name is not new on our 


‘list of prize winners as he has taken awards 


in many of our past sales contests. 

We congratulate you, Mr. Dolan, on your 
success this year and wish you a continuance 
Ob at; 


OR ORO) 


Mr. James K. Glenn is a new name upon the 
list of active Bowser Salesmen, having con- 
nected with the Fort Wayne District to cover 
territory in Ohio. 

Mr. Glenn has had a desk in the office of 
the Fort Wayne District for sometime and 
made his maiden road trip for the Company 
last week. It was accompanied by such good 
success that he got the selling fever and is now 
a full-fledged Bowser Salesman. We all wish 
him success. af holes 
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M. BEDINGFIELD ‘ 


Member of Pacemakers Club, Atlanta District. 


Elected October 15, 1913. 


Mr. Bedingfield is another Pacemaker of 
whom we were unable to secure a photograph 
in time to accompany the official announcement 
of their election to the Pacemakers Club, Mr. 
Bedingfield’s announcement appearing in the 
Boomer several issues ago. His attendance at 
the Convention will be his first trip to the 
factory and we look forward to the occasion 
with pleasure as we are anxious to meet this 
new Dixie Boy. 


R. G. FISHER 


Director of Pacemakers’ Club 
Denver, Colo. 


We finally succeeded in securing a photo- 
graph of our Mr. R. G. Fisher, director of the 
Pacemakers’ Club from the Denver District. 

Mr. Fisher was very reluctant to be photo- 
graphed due to his inate modesty, which only 
comes to the surface when near the camera. 
He is no way affected in this manner when in 
front of a prospect as his business record 
proves. 

We are very pleased to give you a pictorial 
introduction to our Denver director, which we 
know will develop into a warm friendship for 
him when you meet him at the convention. 


GOING AFTER BUSINESS 


If the merchant depends upon sales to peo- 
ple who desire goods so badly that they are 
forced to come in and ask for them, his busi- 
ness will not be a growing one. In other lines 
of trade there is a disposition to go after busi- 
ness. A dealer’s advertising should be first 
through the attractive effect of his store and 
“show windows, and this should be supplement- 
ed by such advertising as will ever keep not 


only his name before them, but the merchan- 
dise to which he wishes to eall attention. 

The fact that Bowser Red Sentry attracts 
trade will be readily vouched for by any hay- 
ing one installed. 

They are a constant advertisement every day 
in the year, and their value in this respect has 
more than paid for the equipment the first year 
in many instances. 


380 THE BOWSER BOOMER 


W. A. LEA 


Member of Pacemakers Club, St. Louis District. 
Elected October 10, 1913. 


Mr. Lee being a comparatively new man with 
us we did not have his photograph in the 
Boomer files, consequently when announcing 
his membership in the Pacemakers Club, it did 
not appear in connection with the announce- 
ment. 
ful in securing a photograph of Mr. Lee and 
take this occasion to again introduce him to 
all of the boys, who have never met him. We, 
ourselves, look forward to personally meeting 
him at the Convention. 


OT ORTO) 


MANAGER MURRAY ILL. 


We regret to report the severe illness of 
Manager L. P. Murray, of the Chicago Office, 
who was taken ill suddenly while in Minne- 
apolis and was of such a nature that it was 
necessary to immediately take him to the 
hospital. -We all regret to learn that he is so 
indisposed and wish for his speedy recovery. 


We have since, however, been success- . 


A COMER. 


Mr. L. W. Cooley, one of our new men in 
the northwestern Wisconsin district, under the 
Chicago office, is making an exceptionally fine 
start, and leads us to prophesy great things 
for him. 

Mr. Cooley is young in years, although at 
present is enjoying the responsibility of father- 
hood, having received a son and heir only a 
few days ago. : 

As Mr. Cooley has only recently come with 
us it is not probable that he can make the Pace- 
makers’ club this year. He pledges a member- 
ship next year, however, and assures us that 
Mr. Cooley, Jr., is also in line for the Pace- 
makership as soon as he becomes of age. 

We will all watch Mr. Cooley’s record with 
interest, and wish him success in his onward 
and upward march. 


© ® ® 


GOOD SUGGESTION. 


We were discussing with one of our officials 
yesterday the carious methods of our salesmen 
in presenting the Bowser story, and the fact 
was brought out that a number of our men are 
too prompt in quoting on a specific outfit, some 
men often making up their minds before they 
go into the store just what they were going 
to sell that man. 


While such procedure is often accompanied 
with success, much greater results can be se- 
cured by handling the subject in .a broader 
way. When calling upon a prospect, learn his 
present method and then first convert him to 


the belief that underground storage is the only. 


safe and profitable way to handle gasolene. 
After you have won him to this belief, it then 
changes the conditions of rather what style of 
outfit, which when selecting, the prospect has 
committed himself to the fact that he indorses 
the Bowser method and is anxious to have 
underground storage if he can decide on the 
style best suited to his needs. 


When treating the proposition in this man- 
ner, a Salesman has an opportunity to persuade 


the prospect to buy a much better equipment 


than if he simply blazed in right on a jump 
to sell him any outfit the prospect would buy. 
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BRANCH OFFICE STANDING 
November 29, 1913, 47th Week 


SAN FRANCISCO 


MINNEAPOLIS 


ALBANY 


DALLAS 


E. M. SAVERCOOL, Western Manager. 
“Believe Me” 
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And now comes on, at a lively pace, the time when District Managers 
begin to anxiously gaze into the future. 

He sees dimly, as though through a mist, the visions of the loving cup. 

He begins to wear an anxious look and his good wife wonders why he is 
so restless and smokes so hard and doesn’t seem to hear when she asks him if 
the biscuits are all right. Even the pleasure of monopolizing the sugar bowl 
appears to have lost its charm which he uses as the center pole to support the 
“V” tent made by doubling back the last issue of the Boomer which he reads 
religiously. And what is it all about?—the question of who will secure the 
honor of possessing the President’s Cup. 

And how can this honor be seceured? By exercising your best ability 
as a manager and securing the highest percentage of sales quota for the year. 

This means concentration, thought, strength, energy, persistence and 
courage. Sum these up and they mean putting a “little more” feeling into 
your work. 

Glance thru the history of any country and you will find the big men of 
achievement had this “little more” feeling in their work. * 

This cup will go to one of our eleven district managers and the matter 
of whether that manager is you or not rests with you. 

Concentrate your energy, exercise your best judgment and don’t forget 
to add that “little more” feeling which has to do so much with success. 
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A WORD FROM PACEMAKER BEIQUE. 


Toronto, Canada, Oct. 10, 1913. 
Dear Editor: 
So far as my business is concerned I am go- 
ing to speak right out for my French-Canadian 
friends in the Provinee of Quebec, because 


nine-tenths of my business has been signed by 


Freneh-Canadians. It is true that in the Prov- 


ince of Quebee we are a little conservative ; we 


want to examine everything pretty closely be- 
fore we will take it up. This applied even to 


automobiles. For a long time there were very 


few automobiles sold in this Province but: to-«: 


day the automobile industry is forging ahead 
at a great rate, and, like everything else taken 
up by conservative people, when they do ecateh 
on they do the thing well, and we find they 
are quite willing to be educated in the Bow- 
ser faith. 

One little faet I would like to mention. We 
have a show room in Montreal in charge of 
Mr. Clayton. Where we have had the pleas- 
ure of writing up many dollars worth of busi- 
ness right here in the show room. 


H. BEIQUE. 


This is the way to make show rooms pay. 
We are going, to investigate how the branch 
office show rooms stand in regards to demon- 
strations and orders closed. 


A WORD FROM)CLINT. 
New York, N. Y., November 25, 1913. 


To the ‘‘Boomer’’ 


I presume ‘you will all read the notice of 


my delinquency to the ‘‘Boomer,’’ and in most 
cases such a notice would be mortifying to me. 
In this instance it was different, for I consider 
it an honor to receive mention of any nature in 
a paper where such care is taken ‘‘of whom 


they speak and how they speak,’’ and wrote 


the worthy editor to this effect, but he seemed 


immune to flattery of that kind, and demanded 
a contribution, so I have solicited from my 
friends, and through the popularity of the New 
‘York director of the 1912 Pacemaker’s Club, 
Mr. C. F. Comstock, he, as well as Mr. Dobson 
and myself, received an invitation’ from : the 
Yonkers Automobile Club of Yonkers, N. Y., 
to attend a banquet given at their club house, 
Monday evening, November 24th, and also to 
deliver an address on oil and gasolene’ storage. 


We lost no time in sending our acceptance 
(and you would do the same if you knew what 
one of those banquets comprised), but of course 
there was one disappointment—we could not 


all deliver the address as that was out of the 


question. This I thought would be hard to 


‘decide, but in. my ‘case it was not, for my 


physique compared with Dobson’s and Com- 
stock’s, combined with my impediment and 
slowness of speech, simply made my selection 


impossible, but it was not so easy to decide be-. 


tween. the other two. Both being men of rare 
personality and favorably known in the Metro- 
politan District as silver tongued orators, it 
was hard to decide, but however the decision 
was brought about, Mr. Dobson won the honor, 
but later it reflected to the whole Bowser 
organization. 

The members of the Yonkers Automobile 
Club are drawn from the professional and busi- 
ness men of the city, and the silence during 
the address, and the applause and vote of 
thanks given afterwards, were evidence enough 
as to whether it had been well deliverd. A 
gneral discussion on the subject was entered 
into immediately after the close of the address, 
which gave us an excellent opportunity to bring 
out and explain the merits of the Bowser Oil 
Storage systems. 

We made good use of advertising matter, 
and you can now find a plentiful supply of 
Bowser literature on the tables of the library. 
of the Yonkers Automobile Club. 

I just want to say in. closing that Mr. Dob- 
son is not the only silver tongued orator that 
we have in the New York Office, as Mr. G. W. 
Seott and Mr. F. H. Peeples, who have already 
registered in the Pacemakers Club of 1913, bear 
this same reputation, and these you will have 
the pleasure of listening to at. the coming 
Convention. I trust that with this pleasure in 
store it will be an incentive to as many sales- 
men as possible to make the Club, for in con- 
nection with the financial reward, a pleasaey 
of this kind is a wonderful addition. 

Awaiting the pleasure of meeting a goodly 
number of Pacemakers, and extending you all 
a Merry Christmas and Happy New Year from 
The New York office, I am, 

Very truly yours, 
H. C, CARPENTER: 
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The above is a view of a “Red Sentry” filling the tank of a tractor engine. 


The average tractor reservoir will hold from 50 to 75 gallons. 


This tractor, 


which is in front of Karl Jordan’s Hardware Store at Stuttgart, Ark., is 
having sixty-five gallons of gasolene put in by Mr. Jordan’s Red Sentry. A 
few customers that will take that amount at one filling makes a very good 
customer and it looks as though Mr. Jordan is getting his share of business. 


The picture also illustrates the enterprise of Mr. Jordan in not letting 
anything get by him that means a sale for gasolene. 


The boys in the Western states might inquire at some of their towns about 
a chance for similar business for the merchants that install “Red Sentries.”’ 


SALESMAN INGELL IN ACCIDENT 


We regret to report a sad accident which be- 
fell Wm. C. Ingell, a Bowser Salesman who 
makes Grand Rapids his headquarters, an ac- 
count of which came to our attention through 
an item in one of the Grand Rapids papers. 

The newspaper report states that Mr. Ingell 
narrowly escaped from being burned to death 
when a quantity of gasolene in his garage ex- 
ploded, knocking him to the ground and cover- 
ing him with flames. He was able to get to his 
feet and fight his way out of the burning 
building, but in doing so his hands and face 
were badly scorched. 


Mr. Ingel!l struck a match to light his auto 
lamps upon entering his garage when an ex- 
plosion followed. The firemen believe that the 
gasolene leaked from the auto and filled the 
garage with gas, which was exploded when Mr. 
Ingell lighted the match. He was very se- 
verely burned and is confined to his home. 


The many friends of Mr. Ingell are grieved 
at his misfortune and sincerely sympathize 
with him. We join in their condolence and 
hope for his speedy recovery. 
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That Bunch of Birthday Orders 


campaign for Birthday Orders. 


dollars. 


FT. WAYNE 
R. D. Leonard 6 


ATLANTA 
L. O. Pack 5 


Every day or so we get letters from some of our readers 
asking for various imformation concerning the results of the 


The imformation requested in a letter this morning is “ who 
took the largest number of orders on that day.”’ ‘We published a ° 
list of the salesmen securing the greatest volume of business in 
The following is a list of men in each district who 


ALBANY 
C. M. Carpenter 5 


ST. LOUIS 
R. E. Aiken 5 


ENGINEERING SALES 
J. H. Armstrong 4 


CHICAGO 
H. A. Leonard 4 


HARRISBURG Tie 
A. G. Hartgen 4 
M. V. Cover 


DALLAS 
J. A. Price 4 


MINNEAPOLIS Tie 
A. E. Darling 3 
L. F. Greer 


DENVER 
E. J. Galmeyer +4 
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TORONTO Tie 
SAN FRANCISCO A. Anderson 
S. D. Stoddard 3 H. E. Bleeker \3 


E. J. Murphy 
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The following letter is a Sood example of the enthusiasm of all 
our boys in their endeavor to present their compli- ? 
ments to the company on its birthday 


A Letter From Bryan’s State 


Omaha, Nebr., Sept. 6th, 1913. - 
S. F. Bowser & Co., Fort Wayne, Ind.: 

Gentlemen :—Responsible to the call to arms 
in commemoration of the Company’s Anniver- 
sary No. one score and eight. 

The writer repaired to bed early the evening 
of the 4th (figuratively speaking) with his 
‘‘shoes on’’ to expedite dropping in haste next 
morning during the war point and sailing forth 
to redeem my promissory not of (4) orders. 
Trusting to make the boquet still larger for 
our President and his Cabinet. 

Beg to state the note was cancelled by noon 
and in the afternoon I had it set straight with 
the assistance of a few more drops of the sweet 
anodyne of Bowser eloquence and hard-pound- 
ing. 

I desire to impress the fact that with the 
exception of one order which was mailed to 
me on request, that each and every one of these 
orders were taken on Friday, September 5th, 


morover it being the first time that the writer 
had ever solicited any business from the (5) 
before said users. 

My feelings as far as enthusiasm and Bowser 
products are concerned are like the fellow 
emerging from a heavy rain storm when offered 
an umbrella said thank you, No—TI have so 
much water in my hide that an umbrella would 
do no good. 

The writer is firmly satisfied that through 
this brand of enthusiasm coupled with the bat- 
tering rain of profit and quality argument the 
users that are so unfortunate as not to own a 
Bowser can be convinced that to make any- 
thing better than A Bowser would be likened 
unto gilding refined gold or painting the Lily 
Whiter. 

With a service of only six months with the 


Company, I trust my little ‘‘Crow’’ is pardon- 
able. Courteously and truly yours, 
R. E. AIKEN. 
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BOWSEy, 
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Boomer 


Be 24th, 1913 No. 37 
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#2 Tl this season of the year when 
|| we commemorate the birth 
Ss” of He who established among 
us the brotherhood of Man and we 
realize the harmony and fraternity 
that binds us together in heart in- 
terest as well as business, it is with 
sincere appreciation that we extend 
to you Christmas Greetings. 


i A Merry Christmas 
a to you All 
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STANDING OF FORTY HIGH MEN. 


Volume of Business, December 20, 1913. 


Salesman Office 
Ld) Vo Armstrongve..2 nee Eng. Sales 
2.)- Wa Vo Crandall hac ter San Francisco 
3. “ML, CrBenhamie. ictes cent Minneapolis 
4. JB. Ja. Milliren® ose. hae Eng. Sales 
5, ih. Ss. JONNSOny.« cs een eee Eng. Sales 
6: A wh MGi ath ta) rs ee ee eee Toronto 
%. Gy M> Carpenter... 71... ere eeeen: Albany 
3 Hak). Klotz, +e eee San Francisco 
92 "NY Ay Ring Sing eke ee Albany 
LO; SG EL Rembéenrcee renee San Francisco 
11. “S.A. Collinge 22s rn eee Albany 
12. “GW: Seotipeaee eee cee Harrisburg 
13. RR. Te idawrenge: To Sa nee Minneapolis 
14. .A Ee Darline-«. 5.62. see ee Minneapolis 
15. TG. Rothe 2. a ee eee Fort Wayne 
16... Ji. Seawons 75) 27h eee Toronto 
172: Lewis Simith: an ay os eee Albany 
18: > l. S2-SPesples y.< oe. rare ke ipetaae Harrisburg 
19: (8. BO Bachnian Sone eee Atlanta 
20. UN.  Pagiuette so. s cae: seem Toronto 
21... HAs" Leonard S927 eee nce Chicago 
mon By.  G. GRigher: ee ae eee Denver 
23. H:. Benauent. (ate era eee Toronto 


24,  WaeG. mith .eee ae ee San Francisco 
20.) (Ric Sherlogi tae ee eee eee Chicago 
26. K. F. Hessenmuelier ........ Fort Wayne 
27. A, Al Og. ts i ctnec gaat) eae en Atlanta 
28... DB Tipettel 2.229. me eee Atlanta 
29.0 Wis: J Obi 801 i aus eae San Francisco 
30°: W oth, Macrame ace ae ee eee Chicago 
31. W.EY Rastman? se ee eee Albany 
gar Woe Y. RObertsOn «eee eee Toronto 
od. oh. -Coddington® &. aan Denver 
84.92 AST. eS Stata Sua ee eee Fort Wayne 
oo, PW. Lawther 24. .5 ee Dallas 
30.5 Wolo) Deming i8 \. ae ae ee Toronto 
si. .Jd8mes~ Wards sjyne ee eee Minneapolis 
Bi A. ley Cassy | i.e ohne St. Louis 
O05) How Wt Devereux? a0 eee Albany 
20:7. C. “Kia Comstock’, ee cee Harrisburg 


Altho this standing is dated December 20th 
it is not final as there are orders still enroute 
which had not been received up to the time 
this list was compiled. An official and final 
statement will be issued as soon as possible. 


—— 


BRANCH OFFICE STANDING 
December 20, 1913, 51st Week 


SAN FRANCISCO 


MINNEAPOLIS 


It looks as though Savercool and 
Johnson will get It. 


As we volplane to press, San Francisco 
is still holding the altitude record. Min- 
neapolis is only a few points lower, how- 
ever, and may make a sensational rise with 
the last few orders. ‘Toronto, who holds 
the endurance cup, is striving hard to hold 
her own, although she has experienced 
some unafavorable air currents and was 
compelled to do a little spiral glide. 

Albany is certainly distinguishing her- 
self for speed and has made a wonderful 
ascent in the last six months. 


Dallas has done exceptionally well and 
if it hadn’t been for the floods would no 
doubt be several points higher. Denver 
has also proven herself a comer and is 
making a strong finish. 
are all striving hard to pass the next dis- 
trict higher and we believe the finale fig- 
ures will show there has been a great 
shake up on the home run. 


Wireless telegrams keep flashing from 
all parts of the world requesting reports 
and the staticians are figuring results 
every hour. 


The other offices — 
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One of the most interesting programs we have ever arranged has been prepared for 
the coming Convention. We feel that every minute of our visitors’ time will be filled 
with interesting and instructive entertainment. Believing, however, that ‘‘all work and 
no play makes Jack a dull boy,’’ we have arranged for sufficient amusement and merri- 
ment to make it lively. For the information of our salesmen who will not be present 
we are briefly noting below the events that will take place. 


Pee INOA RY snd. ios aka Sa ene a sete y Managers’ Meeting 
Sees JANUARY Orel: ste eet >. dp tee cereee at es Managers’ Meeting 


MONDAY JANUARY 5th: 
AFTERNOON: Pacemakers’ Director’ Meeting. 


EVENING: Pacemakers’ Directors’ Banquet—Anthony Hotel. 
Every Director has a chance to have his say and if his District is not heard from, 
it is his own fault. There is no special program arranged for this banquet and any re- 
marks will be as one receives the inspiration. 


TUESDAY, JANUARY 6th: 


EVENING: Informal reception to Pacemakers—Hotel Anthony. 
This is strictly informal and gives all present an opportunity to get acquainted from 
the very start. 


WEDNESDAY, JANUARY 7th: 


There will be addresses by Officers of the Company and responses by Salesmen and 
there are a number of good talks on the program. 

There will be a lecture by Elbert Hubbard’ at the Majestic Theatre. This is for all 
Bowserites and the entire theatre has been chartered for the evening. The subject 
of this lecture will be “Getting Together.” He is a live wire and you can depend upon it, 
it will be a live lecture. 


THURSDAY, JANUARY 8th: 

There will be a number of addresses by prominent speakers and plans for the 
new year’s work discussed. At an opportune time we will assemble for a group photo- 
graph. 

There will be a number of very interesting addresses among them being one by 
Dr. Stanley Krebs, of Philadelphia, subject “Four Steps in Commercial Efficiency.” We 
believe this lecture alone will be worth all of the trouble it puts any Pacemaker to be 
present and will be of such value to him that he can turn it to personal profit every 
time he sells goods. 


EVENING: There will be all sorts of games and general sports. For an idea of that we re- 
fer you to the Sporting Section of this issue. ' 


FRIDAY, JANUARY 9th: 

We will have addresses by a number of good talkers, after which there will be 
private and secret sessions of the Pacemakers, which program is arranged by the Pace- 
makers’ directors and is not for publication. To secure entrance to the hall to this 
session the pass-word is required, and only Pacemakers and Charter Members of the 
organization can gain admission. 

EVENING: Pacemakers’ Banquet—Hotel Anthony. 

It is during this session that special stunts are put over by different Districts. There 
are going to be some lively times this year, according to all accounts, and we are thrilled 
with expectancy on this event. F J 


SATURDAY, JANUARY 10th: 
Bidding farewells and back to the territory. 


Are you listed and will you be there to enjoy and participate in this big conven- 
tion? Is it your first convention or are you a repeater. In any event we congratulate 
you,. If you are not listed a Pacemaker resolve to be one next year. 
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H. E .BLEECKER 
Member of Pacemakers’ Club—Toronto District. 
Elected December 21st, 1913. 


Mr. H. E. Bleecker secured membership in 
the Club with his order No. 503, which brought 
the total number of his points up to 503. Mr. 
Bleecker needs no introduction to the majority 
of our salesmen, as he is an old-time prize- 
winner. What he is most especially noted for 
among us is his ability to intelligently collect 
large clean orders, in goodly numbers; in fact, 
it was this specialty of his that won him the 
membership in the Club. His name appears on 
the Bronze Tablet, he having taken first posi- 
tion on it in 1911. It is conceded that he has 
wonderful ability for prize-taking in contests, 
and we are delighted to have him join the Club 
again this year. Congratulations, Mr. Blee- 
eker; you are a first-rate salesman, which is, 
indeed, high praise, and you deserve to be con- 
gratulated on your achievements. ‘‘Our hats 
are off to you.’’ 
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The story of how well you did will be told by the Boomer, the story of 
how you didn’t will be told by your absence at the Banquet. 


W. F. EASTMAN 
Member of Pacemakers’ Club—Albany District. 
Elected November 20th, 1913. 


Albany has again distinguished herself by 
adding another prominent salesman to her 
Pacemaker Delegation. Mr. Eastman joined 
the Club on November 20th, with 505 points to 
his credit. He is an expert in voicing organs, 


and has proven himself an expert in voicing ~ 


Bowser Goods, which is evident by the nice 
volume of business he has secured . This is Mr. 
Eastman’s first trip to the convention as a 
Pacemaker, and we look forward with great 
pleasure to his coming. We congratulate you, 
Mr. Eastman, on your achievements. You have 
established your reputation by becoming a 
Pacemaker, which we hope you will perpetuate 
as long as you are with us, and we hope that 
you will be with us many, many years. 
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H. CREPIN 
Member of Pacemakers’ Club—Toronto District. 
Elected November 21st, 1913. 


The Toronto District has added another stal- 
wart to its already large delegation of Pace- 
makers. Mr. Crepin secured the distinction of 
joining the Club November 21st, with 503 
points to his eredit. This will be Mr. Crepin’s 
first year of membership, but we certainly hope 


it will not be the last. He has written many 


orders during the year, and has been a very 
valued contributer. We believe that after he 
has experienced his first convention he will 
resolve to be with us on every similar occasion, 
ever after. Sir, we are happy of the privilege 
of welcoming you inti the Club, and wish you 
many happy returns. 


If W. T. Jay, of the Atlanta District, does 
not get into the Club it is not because he is not 
putting forth some strenuous effort. 


‘OM OREO) 

Mr. R. E. Hawkins, of Cleveland, is keeping 
us all excited in the anticipation of his secur- 
ing his 500 points. We are all very anxious to 
have him in the Club and up to this writing 
we are not sure whether he has secured suffi- 
cient points or no.t We hope he has. 


G. A. MERICKEL 
Member of Pacemakers’ Club—San Francisco Dis. 
Elected November 21st. 


Mr. G. A. Merickel, who has joined the Pace- 
maker Club from the exposition town, is one 
of our oldest salesmen, and one of the most 
distinguished writers of good orders. We who 
are now in the thick of winding up a strenu- 
ous Pacemaker Campaign have littl time to 
hark back to the days of long ago, but when 
we do we always find a lot of old prize-winners 
surrounding whom there is a world of interest. 
Mr. G, A. Merickel still commands a large buy- 
ing audience, as is evident by his volume of 
business this year. We are especially pleased 
to have him join hte Club and look forward 
with great pleasure to his visit. 


The work of H. D. Murdock, of St. Louis, de- 
serves recognition this year and we have been 
expecting him to make the Club. There have 
been some special situations, however, in con- 
nection with his business that has militated 
against his success, but at this writing he does 
not lack a great many points and we hope that 
he will have secured the business before the 
20th. 
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Mr. W. S. Johnson's Photograph 
was not received in time for re- 
production in this issue of the 
Boomer. 


W. S. JOHNSON 
Member fo Pacemakers’ Club, San Francisco District, 
Elected November 22. 


Mr. Johnson’s nice little order dated Novem- 
ber 22, and C. W. O., secured for him member- 
ship in the Pacemakers’ Club with a safe 
margin. The remarkably strong wind-up Mr. 
Johnson has made in his year’s business gives 
him a splendid record. His present territory 


is Honolulu where he has done a very satis-- 


factory business. 

We congratulate you, Mr. Johnson, on your 
splendid work for the year and are pleased to 
have you register a Pacemaker. 


W.S. Johnson, of the San Francisco Office, 
is making an especially fine record on C. W. O. 
He had one. batch, representing four days’ 
work, amounting to seventy points—all C. W. 
O. This is good, paying, staying business. 

We believe that we ought to have a special 
column for the high boys in this elass of busi- 
ness. . 


we will next issue. 
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We have a big, long list of salesmen who we expect to break into the club 
at most any moment. We have a good notion to publish the list. Perhaps 


W. N. DANIELS 
Member of Pacemakers’ Club—Atlanta District. 
Elected November 22d. 


We are pleased to announce Mr. W. N. Dan- 
iels, of Atlanta, a member of the Pacemaker 
Club, having secured this honor November 22d 
with 509 points to his eredit. Mr. Daniels is 
undoubtedly known by reputation at least to 


a large number of our readers as he has con- 


tributed several splendid articles to our eol- 
umn. Up to the moment of going to press we 
have no knowledge of him being investigated 
by the income-tax commission. Should any of 
them learn of the suecess he has had this year 
he would figure prominently in such a proced- 
ure. As a business-getter, Mr. Daniels, we sa- 
lute you with appropriate manifestations of 
good-will. We take pleasure in announcing 
your success, and congratulate you on your 
splendid attainment. 
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W. T. MICHAUX 
Member of the Pacemakers’ Club—Atlanta District. 
Elected December 1st. 


Mr. Michaux seéured membership to the 
Pacemaker Club, Atlanta District, December 
Ist, with 500 points to his credit. This is Mr. 
Michaux’s first visit to the factory as a Pace- 
maker, but this is perhaps because he has only 
been with us a little over a year. His work 
this year, however, convinces us that he will 
regularly return a Pacemaker each year, and 
we congratulate the Atlanta Office in its good 
fortune to annex Mr. Michaux to its delegation, 
and also congratulate Mr. Michaux on his suc- 
cess. 


© © © 


All of the business is not in from San Fran- 
cisco at this writing but among those who are 
high and who we expect the last mail to give 
us enough orders to put them over, are a num- 
ber of live salesmen, among them are BE. R. 
Byrd, R. J. Coddington, S. D. Stoddard and 
We have Stoddard’s word for 
it that he will be in and all of the others are 
likely comers. 


W. T. SIMPSON 
Member of Pacemakers’ Club—Railroad Department. 
Elected December 3d. 


Mr. W. T. Simpson, who secured membership 
in the Pacemakers’ Club December 3d, with 
501 points to his credit, will be remembered as 
our silver-haired Railroad Representative, who 
makes his headquarters in Chicago and covers 
the West. He is popularly known as yal oy ca 
and deserves the title, as he is a good fellow. 
Mr. Simpson’s method of securing business is 
very graceful and delightful, and its prospects 
are also inspiring. He has done much to stim- 
ulate the tastes of Railroad Magnates toward 
Bowser equipment, and his good works are ap- 
preciated. We salute you, therefore, Mr. Bill 
Simpson, with every ceremony that is appro- 
priate. We congratulate you on this your see- 
ond year as a Pacemaker, and trust that you 
will continue to come back every year. 

©OO 

We have been watching with much interest 
the progress of George Cornell and F. A. Sta- 
mets ,of the Minneapolis District, who have 
been on the brink of dropping into the Club 


for the past week. We hope they have put 
enough points through to total 500. 
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W. N. DEMING 
Member of Pacemakers’ Club, Toronto District, 
Elected December 6. 


Mr. W. N. Deming; of the Toronto District, 
won membership in the Club December 6, with 
529 points to his credit. Mr. Deming has made 
a very steady fight for membership and has 
certainly earned the honor. 

He has been with us several years and we 
are beginning to look upon him as one of our 
old reliables. We esteem it a pleasure to have 
him with us at the convention this year and 
we wish to congratulate you, Mr. Deming, on 
your year’s work. We hope you will be a 
repeater in 1914. 
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You can do a wonderful amount of work — 
in a week if you realy do your dingdest. 


J. G. ROBERTS ~ 
Member of Pacemakers’ Club, Albany District, 
Elected December 8. 


Mr. J. G. Roberts of the Albany District, 
joined the Club on December 8, with 504 points 
to his eredit. Mr. Roberts has been doing very 
consistent work and is well-deserving of the 
honor he has attained. It is indeed, a hearty 
welcome that we give you, Mr. Roberts, and 
congratulate you on your success. 


ORT ORTO) 


Paul Lawther, of the Dallas Office, has sold 
a total of thirty Red Sentry Outfits this year, 
which we consider a very good record, 
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|'SPORTING SECTION | 


Pacemakers Please Remember 


All vaudeville acts and other stunts given during the Convention are the 
only genuine, real and original acts of their kind. Members are cautioned 
against confounding them with song and dance teams or monologue enter- 
tainers commonly operating among the unwary, in the guise of professional 
actors. 


Those who have not paid their annual Pacemaker Club dues, or have been = 
and smiling loudest. | 


| admitted on passes, will oblige the Management by giving vociferous applause 
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This Picture will prepare you for some of the hair raising stories of sportmen’s adventures. 
Be prepared for them. 


TOP—Left: Two Guides and C. A. Dunkelberg in TOP—Right: S. B. Bechtel, W. C. Ingel, C. A. 
Center. Dunkelberg and Son. 

LOWER—Left: The Crack Shot of the Organization LOWER—Right: C.A. Wilding, C. R. Weatherhogg, 
Barring S. F. Bowser. C. A. Dunkelberg and Judge Vesey. 
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BIGGER AND BETTER THAN EVER. 


Those hor were happily disappointed at the 
Convention last year may have an opportunity 
to be thrillingly satiated on January 8th. 
Larger track, more sensational turns, more nat- 
ural hazzards and just as many things to at 
Promising indeed. Go to’t. 


© ® ® 


The magician who performed the won- 
derful art of picking a hat full of gold 
coins out of the air at our last convention, 
desires to negotiate a loan of $18.00 for a 
new Dress Suit—Address Prof Watchem. 


OR OREO) 


There will be a special issue of the 
Boomer during the Convention which we 
do most highly recommend. Among our 
eminent and famous contributors will be: 

Tooth Barkington 
Woodyard Kindling 

With illustrations by Mike Angelo Ca- 

sey and Charlie Gano Dibson. 
‘OR OREO) 


A ten-round Bout will be put on be- 
tween Pat. Cashman and Bert Bowser, 
both of whom are members of the Royal 
Society of Indian Clubs. Prof. Cashman 
who has been a teacher of Physical tor- 
tures will give special instructions free to 
members of the Club. 

© ® 


Clarence Montmorency Carpenter, who 
was an expert diamond specialist and jew- 
elryman before coming with us, will give 
expert advice on his old line to Club mem- 
bers free. This is a good chance to get watch 
you need for watch you can pay. . Watch- 
men’s watches and watches watch you 
watch watchmen with, are his specialty. 


a : 


HERE! YOU BOWLERS AND BILLIARD 
PLAYERS IS A CHANCE TO PROVE 


(And Improve) 
YOUR REPUTATION. 


The Sporting Fraternity will please be ad- 
vised that Thursday evening is ‘‘Sports’ 
Night. ”’ 

The eight alleys of the Metropolitan Bowling 
Alleys, 113 East Wayne Street, have been re- 
served the entire evening for the exclusive use 
of Pacemakers and Bowser employees. 

The committee respectfully suggests to the 
Home employees that they hold back a Little, 
that is, give the salesmen a chance to win about 
twenty per cent. of the games, as they can’t 
bowl very well. 


© © © 


POOL AND BILLIARDS. 


For the benefit of the sports who want to 
play pool with Kelley, the committee has re- 
served tables at the Brunswick Parlors, No. 17 
East Main Street, second floor, for the entire 
evening of January 7th, for the exclusive use 
of the Bowser men. Home employees are in- 
vited to participate provided they allow the 


salesmen-to win enough games to keep them in- 


good humor. Remember—Visitors, and espe- 
cially Pacemakers, must be humor eta are 
peculiar animals and rare. 

Those who desire may play Billiards or Pool 
awhile and then go over and Bowl and vica- 
verea. 

© © © 


SPECIAL NOTICE. 


The ladies who are interested in these sports 
are especially invited to either of the halls. 


© ® © 


Ye Editor visited Detroit last week and just 
as ‘“we’’ stepped out of the depot an auto 
came whizzing down the street and ran over 
‘‘us,’’ and just as ‘‘we’’ were getting up, the 
driver shoted, ‘‘Look Out!’’ ‘‘We’’ got up 
and said, ‘‘Why, are yuo coming bacg?’’ 

We'll be blessed if it wasn’t Stata.’’ So we 
jumped in the car and he took us up to the 
Wolverine Club to watch Jack Herb Arm- 
strong play pool. He gives an exhibition there 
from 12.00 to 2:00 every day. 

Our presence there seemed to ‘fuse him so 
much that he had hard, work beating Mr. 
Morse, the town expert—but he did. 


— 
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19138 PACEMAKERS. 


The encouragement about other people 
is really the greatest encouragement that 
we have and among the greatest inspira- 
tions to us all are the many Pacemakers 
registered this year. . 

For our part, we are not hopeless about 
any Bowser Salesman this year—that is 
Bowser Salesmen whose work and ability 
we feel we really know. So much good 
has been worked out of bad situations that 
we can’t be. It is out of all these serious 
efforts that the Company progresses and 
individuals forge ahead. 

To the entire organization, we say, 
“Merry Christmas and a Happy New 
Year to them all.” 


them in. 
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You are assistant editor, y understand? 
issue during the Convention, the principle topic at which will be Pacemaker 
Club affairs. All who have items of interest on this subject are invited ‘to 
contribute freely and we will promise to give same preferred position. 
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Special Feature 


Armless, harmless Armstrong, the wonder who does the great club swing- 
ing act, desires to respectfully announce that he will play billiards or Kelly 
pool with anyone who has beaten Stata, Little, Rodman, Carpenter, Bechtel, 
Bleecker or Runyan, and spot them 50 points. 
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He has no time for amateurs. 
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ONE OF THE GREATEST CON- 
TESTS EVER PUT ON. 

The Sporting Papers all over the 
country have given much publicity to the 
great Bowling Match of Eggleston and 
Deveraux against any other two men in 
the organization, which is billed for the 
Pacemaker Convention. That Dewey 
and Kggy are good bowlers cannot be de- 
nied but whether they can stand the on- 
slaught of such a team as Zahrt and Corey 
or Hessenmueller and Milliron, is a ser- 
ious question. 

This much heralded match will be a 
great drawing card, not only because of 
the skill that will be manifested but. be- 
cause of the prominence of the contestors 
as well. 

® © ® 


Bob Johnson has a very fine Bull-dog and 
he wanted to buy it a muzzle. So we walked 
into the Sporting Goods Store and said: ‘‘Let 
me see a muzzle.’’ 

‘“Here’s some,’’ said the clerk, ‘‘I just sold 
one like this to a woman.”’ 

“But the kind I want,’’ said Bob, ‘‘is for 
a dog.’’ 

© 

Here’s a good one told by J. J. Bradshaw, 
who is an expert chemist and used to be with 
a large drugstore firm before coming with us. 

A little girl walked into the store for some 
pills. 

‘‘Anti-bilious?’’ asked the clerk. : 

‘‘No Sir, it’s my unele.’’ replied the little 
oirl, 


We. hope to get out a special 


Send 
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“T put limburger cheese on the golf ball so I can 
PIU ate 


PRESIDENT BENHAM 


When Roosevelt and Taft were Presi- 
dent the understanding came to be that it 
became necessary for a man to play golf 
—go horse back riding—do all sorts of 
athletic stunts to keep in training. 

Some men’s exertions are so spectacu- 
lar as to convince beholders that only su- 
perhuman energy could accomplish what 
they see being done. Other men simply 
get through a lot of work without such 
hubbub. President Wilson for example 
—or our own President Benham’s exer- 
tions. What one does hear now and then 
from someone who happens to know, is 
about the constant flow of fine orders he 
sends in and the consistent and efficient 
manner in which he puts them over. 


twentieth. 


from the north pole as possible. 
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__ They are a great bunch of steers, but don’t worry, they will head in all 
right. The mud is a little deep. but our “Boys” are out after them on Spanish 
ponies with spurs on. Please reserve Dolan a room on the sunny side as far 
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A VISITOR. 

“Ts this the sporting department of the 
Boomer?” The portly person who bore 
unmistakable evidence of being a live 
wire paused upon the threshold. “Come 
right in” we said, indicating a luxurious 
chair as we offered the stranger a special 
cigar of our own. “You realize that time 
is money, what can we do for you in, say 
about 45 seconds?” 

“Getting down to business” he replied, 
“will you please tell the Bowser Sport 
that I would have been with them this 
year if I had had regular territory instead 
of doing special work, and that if I have 
regular territory next year, I’ll take a 
fling for the Presidency.” “Your word 
on that is full of interest, would you mind 
giving us your name?” “Not at all. Guy 
Wolford.” “Oh, then you are the man 
we thought you were. All right, Guy— 
good luck to you.” 


LOOK OUT FOR ATLANTA. 

We are thinking seriously of bringing 
enough Dixie boys up to the convention this 
time, so that we can get whatever our little 
hearts desire, even if it has to be obtained by 
foree. 
MANAGER BROWN. 

P. S.—We are glad of this hint, as we expect 
to do a big subscription renewal on the Boomer 
during the convention and will have consider- 
able cash.on hand. We will keep our safe 
doors locked. ED. 
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FROM DALLAS 


Here is a Tip, don’t give it away. 

When the big Banquet Hall is thrown open, the doors swing wide open 
at the Pacemakers’ convention, the old, familiar scenes will change; the golden 
glimmer of the drapings, the usual good cheer and the smile that never wears 
off will be very much in evidence as heretofore but the “regulars” will have 
to side-step a little. You may look for a little diversion from the ordinary 
program, “evening dress” and “tip toe”’ 
weather eye open for Rodman and his ten Texas Rangers who positively will 
appear in hig top boots and sombrero. 
are greasing boots and expect to “shoot ’em up” some between now and the 


courtesy is all right but keep your 


The ‘do it now” and “I will” crowd 
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E. C. ETTINGER 
Member of Pacemakers’ Club—Minneapolis District. 
Elected December 9th. 


It is with pleasure that we announce the 
election of Mr. E. C. Ettinger to the Pace- 
makers’ Club from the Minneapolis District. 
He has made a very strenuous battle for the 
honor and has succeeded in it notwithstanding 
the fact that he was absent from his territory 
on account of his illness and illness in his fam- 
ily for several number of weeks in the year. 

Mr. Ettinger was a Pacemaker last year and 
he made the statement that he would be a Pace- 
maker in 1913 also. That he set out in the 
early part of the year with this purpose in 
view and has accomplished it is truly lauda- 
ble, and is an indication that Mr. Ettinger is 
a Pacemaker in every sense of the word. 


Sl 


have to hand out. 


Mr. Lowe’s photo was not 
received in time for repro- 
duction in this issue of the 
Boomer. 


E. E. LOWE 
Member of Pacemakers’ Club—Dallas District 
Elected December 9th. 


Dallas has added another member to her 
growing delegation, Mr. E, E. Lowe having 
registered December 9th. The ‘‘Lone Star 
State’’ boys have big doings planned for the 
convention and Mr. Lowe evidently realized 
his assistance was needed. 


We will be glad to have him participate in 
the festivities, and will appreciate his company. 
He is to be congratulated on the record he has 
made this year, and you can look for him to 
come back in 1914. 
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The Difference 


The United States Treasurer McAdoo is trying to make the 
dollar more beautiful. Treasurer Dunkelberg says that phase does 
not bother him, his job is scheeming to make them more plentiful 
so he will have enough for all those Pacemaker Cash Prizes he will 
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Mr. McConnell’s photo was 
not received in time for re- — 
production in this issue. 


D. W. McCONNELL 
Member of Pacemakers’ Club, Albany District, 
Elected December 9. 


Mr. D. W. McConnell of the Albany District, 
joined the Pacemakers’ Club December 9, with 
507 points to his eredit. Although Mr. MeCon- 
nell has only been with us a comparatively 
short time, he has proven his ability with the 
line by ending this year a Pacemaker. 


We appreciate your good work, Mr. MeCon- 
nell, and are pleased to address you as a mem- 
ber of the club. May you long be with us and 
enjoy an increasing success each year. 


F. J. CASEY 
Member of Pacemakers’ Club—St. Louis District. 
Elected December 11th. 


Mr. F. J. Casey, who is a brother of Director 
Casey, of St. Louis, decided that he would not 
disgrace the Casey family by failing to become 
a Pacemaker, so he registered in the Club on 
December 11th. 

Mr. Casey is an enthusiastic and energetic 
worker, and we are very glad to have his name 
added to the St. Louis Delegation. 


Confidence 


Confidence is assurance of mind, or firm be- 
hef in good will, integrity, stability or verac- 
ity of another, or in the truth or certainty of a 
proposition or assertion. 


No matter how much experience a man has, 
the constantly changing conditions make it ut- 
terly impossible for him to know what will 
sell until he tries it, and then he only knows 
that HE cannot sell it, not that it will not sell. 
Another salesman may come right behind him 
and sell the same thing to 50 pee cent. of the 
merchants in his territory. 


A man cannot play a game well if he becomes 
disturbed at every setback. His brain does not 
work. properly under such conditions. A sell- 
ing game is a game of persuasion and its, roper 
play demands that the mental qualities*be un- 
der ‘perfect control. 


Fr’ buyer 4g constantly and skilfully playing 


a / Laat tea 


one salesman against the other, and he is a 
‘“‘gold-brick’’ distributer of no mean. ability. 


A poor salesman loses his composure, his 
nerve, when a buyer gives him a cold stare or 
frowns a little when the price is given or a 
proposal outlined. It is not the price that sells 
the most goods, and it certainly is not the low 
price that makes money for the house—it is 
the genius of the salesman which is exhibited in 
a thousand ways and serves to stimulate the 
buyer to acceptance. 


“The man who has positive assurance of the 
subject introduced, and gives the facts in an 
honest and forcible manner, deserves your a 
tention and consideration.’’ 


We have exclusive features in our line—see 
that you present them in an honest and forcible 
manner so that they will receive the best of 
attention and consideration. 
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Mr. Ward’s Photo- 
graph was not received 
in time for reproduc- 
tion in this issue. 


J. C. WARD 
Member of Pacemakers’ Club, Minneapolis District, 
.Elected December 11. 


Mr. J. C. Ward, the last of the Ward boys, 
has registered as a Pacemaker and has ful- 
filled our ambition to have all of the Wards 
at the Convention. 


Mr. Ward works in the city of Minneapolis, 
where he has been doing some very effective 
work and is well-deseriving of the honor he 
has: secured. 


We look forward with much pleasure to Mr. 
Ward’s visit as it has been some time since 
he was here. As soon as we ean get in touch 
with Mr. Ward we are going to talk about 
putting him on the program as he is one of the 
finest monologists in the country. Come right 
in ‘“‘J. C.,’’ and make yourself at home. 
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Tf things are not coming your way, its a tip that 
yours is not the right way. 
that a goodly per cent of the Bowser Sales Force 
has two worthy ambitions; one is to be a Pacemaker 
and the Other is to be a Pacemaker Plus. 
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G. A. STEELE 
Member of Pacemakers’ Club, St. Louis District, 
Elected December ‘11, 


Mr. G. A. Steele, of the St. Louis District, 
secured membership i nthe Pacemakers’ Club, 
December 11, with 504 points to his credit. 
Mr. Steele needs no introduction to the or gvani- 
zation, as he will be remembered as the elub’s 
treasurer last year. That he was very profi- 
cient in this capacity is evidenced by the fact 
that there is still about sixty-eight dollars in 
the treasury, or rather was when he turned it 
over to the editor for safe keeping . 


Mr. Steele ,we know you will feel at home 
while here and we wish to assure you that your 
visit 1 sindeed a pleasure to us. W etrust that 
your consecutive record as a Pacemaker will 
never be broken and that we may often have 
the opportunity to record you among those 
present at our conventions. 


We are pleased to note 
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T. H. RHODES 
Member of the Pacemakers’ Club, Toronto District, Elected December 11th. 


a 
fas 


= 


1 
7S 


WY, 


iN 


We esteem it a great privilege to register Mr. T. H. Rhodes as a Pace- 
maker this year and we feel that the Toronto District, as well as the conven- 
tion is indeed fortunate in adding his name to those present. 
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© Mr. Rhodes will be remembered as Vice President of the Club last year. 

~ ‘That he did not secure membership earlier this year is due to a number of 

* severe ordeals and instances that were beyond his control. | 

7 In the earlier part of the year there was severe illness in his family which 

£ caused him to be absent from his territory for a number of weeks. Notwith- 
@ Standing this Mr. Rhodes got back into his territory at the earliest date pos- 6 
@  Sible and worked with heroic vim and vigor. He made great headway and © 
@ was doing a splendid business, making drives in every direction covering his é 
@ territory like a blanket. @ 
© On one of his drives about six weeks ago, he met with a terrible accident, 


which nearly cost him his life. He figured in an automobile accident which 
resulted in throwing Mr. Rhodes violently into the air and when he landed 
he fell across a barbed wire fence, his neck striking the top strand of the barbed 
wire and cutting him from ear to ear. This confined him to his bed for some-- 
time, but his sheer determination and grit enabled him to soon recuperate and 
before the scar was healed, he was back into his territory with only a firmer 
resolve to dare and to do. 

Since the accident he secured over $3,000 worth of business. His stren- 
uous efforts were crowned with success, as all well directed efforts are sure to 
be and it is with great pleasure that we salute him a Pacemaker. 

Mr. Rhodes is a ready order writer and an exceptionally interesting 
speaker. He took an active part in our entertainment last year and we look 
forward with much pleasure to having him with us once again. 

Mr. Rhodes, you have put forth a heroic effort, which has been crowned 
with success. We congratulate you and our hats are off to the man who has 
proven himself every inch a Pacemaker. May you long continue with us 
with an increasing success each year. 
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Mr. Kinsley’s photograph 
was not received in time for 
reproduction in this issue 
of the Boomer. 
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G. S. KINSLEY 
Member of Pacemakers’ Club—Atlanta District. 
Elected December 12th. 


M. George S. Kinsley, of Atlanta, joined the 
Dixie Delegation of December 12th, with 505 
points to his credit. 

M. Kinsley is to be especially congratulated 
in securing membership in view of the fact that 
he has been on the territory not more than 
seven months, and that it required the most 
intense work to qualify. 

We are glad to announce that he will be with 
us and you ean look for him to be at the con- 
vention next year, for he is a boy that ‘‘ean 
come back’’, 


tous for your welfare and success. 
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Always bear this in mind: No matter where you are located whether it 
be anywhere in the U. S., the great domain of Canada or on the other side of 
the Pond, the company knows about you, is deeply interested in and is solici- 


Its special desire is to see you become a Pacemaker, for it means you 
are an individual success and making progress, which means profit. 
The greater your prosperity, the greater the company’s gratification. 


Mr. Lea’s Photograph was 
not received in time for 
reproduction in this issue 
of the Boomer. 


J. W. LEA 
Member of Pacemakers’ Club, Fort Wayne District, 
Elected December 16. 


On December 16, Mr. John W. Lea, of the 
Fort Wayne District, secured his order, which 
gave him 501 points and made him a Pace- 
maker. Mr. Lea has been connected with the 
Fort Wayne District since January 2, 1912, and 
has always secured a good business. He has 
celebrated his second anniversary with us in 
a very fitting manner by becoming a Pace- 
maker. 

‘‘Uncle Jawhn’’ refused nomination for Goy- 
ernor of West Virginia, preferring to be a 
Bowser Pacemaker. 

We congratulate you Mr. Lea on your good 
work and we are delighted to have you with us 
as a Pacemaker. 
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R. S. JOHNSON 


Member of Pacemakers’ Club—Engineering Sales 
Department, Elected December 16th. 


Mr. R. S. Johnson, who is commonly ealled 
‘‘Bob’’? among his friends, needs no introdue- 
tion to our readers as he will be remembered 
as one of the Tablet Men of last year, and can 
be identified among the winners of many of 
our best sales contests. 

We are very glad to have Mr. Johnson reg- 
ister and congratulate him on the splendid ree- 
ord he has made this year, 


STODDARD WILL BE THERE. 


Portland, Ore., Nov. 28 ,1913. 
Mr. C. H. Davies, 

Boomer Editor ‘and Corresponding secretary, 
My Dear Mr. Davies:—If my health holds out, 
you will have the chance to publish my photo 
as a 500-pointer and I will kindly ask htat you 
use the photo I had taken for S. F. B. & Co. 
at the time of the 1912 convention, as the old 
one you have of me is a disgrace ‘to so great 
a publication as the Boomer. 

Yours truuly, 
(Signed) 8S. D. STODDARD. 

P. S.—By the way, Mr. Davies, see that the 


cup is packed up in good shape for the trip 
0 San Francisco. 


We did not receive a photo of 
Mr. Evans in time for publication 
in this issue of the Boomer. 


Cc. B. EVANS 
Member of Pacemakers’ Club, St. Louis District, 
Elected December. 18. ~ ; 


Mr. C. B. Evans; of St. Louis District, won 
membership in the Club December 18 with 513 
points to his credit. Mr. Evans came with us 
May 27, 1910, but his services were interrupted 
for a short period, during which time he was 
in the dry cleaning business. We therefore 
look upon Mr. Evans as one of our old salesmen 
from point of service. He has always done a 
nice business, but this is one of his most sue- 
cessful years and he is to be most highly con- 
gratulated on ending the year a Pacemaker. 

Mr. Evans, we will enjoy your being at the 
convention as much as you enjoy becoming a 
Pacemaker and we hope that you may have an 


uninterrupted series of years a winner with us, 


When you sell a Bowser Outfit 
you hand-out with it a bag of gold. 
To some the gold represent some 
saving in oil and time, to others, 
new business they will secure. | 
No matter which of these it is, 
each purchaser gets his bag of elas 
It goes with the outfit. 
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Mr. Nelson’s Photograph 
was not received in time for 
reproduction in this issue but 
will appear in a later edition. 


- R. H. NELSON 
Member of Pacemakers’ Club, St. Louis District, 
Elected December 19. 


Mr. R. H. Nelson, of the St. Louis District, 
secured membership in the Club December 19 
with 560 points to his credit, and his name is 
not a new one t oour readers as his good work 
has often been mentioned in the columns of the 
Boomer. He has made a good sales record this 
year and to end it a Pacemaker is a fitting 
finish. 


We congratulate you Mr. Nelson on your 
good standing and hope that you will be one 
of the first to ‘‘come back’’ in 1914. 
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It has been said, “‘A drop of ink makes millions think.” 
Quite true but it has to be used for signatures at the bottom 
of clean orders and in goodly numbers to make Pacemakers. 
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J. D. MURPHY 
Member of Pacemakers’ Club, Minneapolis District, 
Elected December 13. 


The Minneapolis District has secured another 
representative for the Pacemakers’ Convention 
in Mr. J. D. Murphy, who qualified for mem- 
bership December 13th, with 509 points of 
business to his eredit. 

Mr. Murphy has made an exceptionally fine 
race for the Club, and is to be congratulated 
on securing membership at this date. He has 
written some very good business, and made a 
record-breaking finish ‘for the Club. 

Mr. Murphy has always been a persistent 
worker and has well earned his seat at the 
Pacemakers’ Banquet. 

We are glad to have him join the Minneapo- 
hs delegation and his many friends wish him 
continued success. 
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BOWSER SYSTEMS AN INDUCEMENT. 


In talking with prospects our salesmen often 
state to grocers who put up the argument that 
‘“‘they soon expect to sell out’’.:. That is no 
good reason for failing to install a Bowser. 
The purchaser of Bowser equipment increases 
the value of his store and it gives it a modern 
and up-to-date appearance. It emphasizes the 
fact that the manager is progressive and a 
wide-awake dealer. It establishes confidence in 
his patrons and is bound to increase his oil bus- 
iness. 


Furthermore, for the merchant who is ex- 
pecting to sell out, it will enable him to more 
rapidly secure a buyer. He will then be able 
to offer a modern and up-to-date store and he 
can always get his money out of the equipment 
in the turn-over for the fact that he has time 
and labor-saving devices will enable him.to add 
to his selling price. 


This same line of argument also holds good 
with public and private garages. Garage men 
often state that they expect to dispose of their 
garage interests and locate where they will 
have larger quarters. Sometimes a private ga- 
rage prospect will state that he expects to move 
into a suburban home and does not care to put 
any great expense on his city property. The 
fact that he has a modern private garage with 
Bowser equipment will be an inducement to 
the purchaser in the same proportion that hot 
water or steam heat and tile bath will induce 
them to make a purchase. 


That the public realizes, and that there is a 
demand for Bowser equipment in all lines is 
evidenced by the great demand. 


© © © 


The following ‘‘ad’’ was taken from the To- 
ronto Evening Telegram, which had for sale 
a fine residence in one of the choicest residen- 
tial parts of the city; that the garage is equip- 
ped with a Bowser tank, is indeed an induee- 
ment to any purchaser. 


Here is the ad: 


$14.500—VERY special. Avenue road Hill, 
south of St. Clair, ten-roomed bungalow, in 
very pretty location, two bathrooms, three 
very large verandahs, garage with Bowser 
tank, many very fine features, recently re- 
duced from eighteen thousand to effect im- 
mediate sale; we strongly advise immediate 
inspection. Seana 


This point is one well- worth remembering 
and we suggest that you use it where it will 
apply. ere ae, 
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E. P. DOLAN 


Our old friend, E. P. Dolan, of New Orleans, 
is specializing on high class private garage 
equipment. He is still very much on the job, 
continuing to sell Cut 41’s complete. 


We have before us his order No. 550, good 
for six points, to which was attached a mem- 
orandum stating the purchaser was good for 
anything he will buy, being president of a 
large company. He is building a home and is 
going to have a model garage, and the Bowser ~ 
outfit will cost him more than the garage, but 
as the purchaser says ‘‘Bowser stored gasolene _ 
is more important than the garage itself. 


, DOWN IN LOUISIANA. 


It’s down in Louisiana 
Where they never have the blues, 
Where the Captain kills the Colonel 
And the Colonel kills the ‘‘booze’’; 
Where the horses they are pretty, 
And the women they are, too; 
Where they shoot men just for pastime 
When there’s nothing else to do. 


Where the blood runs lke water, 
And the bullets like hail; 

Where every pistol has a pocket 
And every coat has a tail. 

Where they always hang the jury,’ 
But never hang the man; 

Where you call a man a har, 
And then go home, if yon can. 


Where you go out in the morning 
Just to give your health a chance, 
And they bring you home at nightfall 
With a buckshot in your pants; 

There the owl’s afraid to holler, 
And the birds don’t dare to sing, 

For it’s the duce in Louisiana— 
There they shoot ’em on. the wing. 
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